


Some factoryrnanagement systems require that 
your company make a few alterations. 

Pulting in a factory management 
infonnation system can be a 
de\'llStating experience. 

But.there isonesystem that 
lets you gain control of your whole 
company. Without ripping apart your 
whole company. 

MA.~MA~,·from ASK Computer 
Systems. 

itS fully inwgrnWd. 
So e\'ery lime you implement a 

new function,)'Ou .... un't ha\l! to 
drastically alter the system. Or 
drastically alter your business to suit 
the system. 

It's oomprehensi\l!. 
So you y,un'thave to start from 

scratch because the system couldn't 
OO\~r all your needs. 

~1A.r.:MAN can aMlr a lot ffi()Te than 
thisadcan~'C[ 

lis 18 integrated producl.'i let)'ou 
easilyoontrol and ooordinateallyour 
Manufacturing Resource Planning. 

All your imoentory. 
All)uurproduction~menL 
AU lOOT payroll.All )ooT field 

senice. 
All told, hundreds or tasks 

throughout the com~ all linked by 
an interncti\'e infonnation system. 

All of which you can put in place 
atyouroo'Jl pare. 

Because ~IANMANs modular 
design lets you implementonlythose 
functions you really need. And 
adapt each function to your unique 
requirementSt using the systems 
built-in "business policy \'ariables." 

So no matter howyougo 
about your business,MANMAN can 
accommooateyou. 

Now. And 20 years from neM'. 
Because \\.'e continually enhanre 

the system. And expand i~ \\ith new 
products iii<> ilepeoti,. Manulacturin& 
Quality Man38ementand Service 
Man38ement. And support it, with a 
complete customer education ~. 

But then customers ha\1! been 
educating us for{)\'er 10 years. 
Helping usde\'elop a moreeffecth'e 
manufacturing man38ement solution. 

Call fO}4-fNin)RY for demils. 
~1l show you how)'oo can 

tie all the information in your factory 
together. 

And still keep your factory 
tDgether. 

ASK 
Making 

jaclmymanngemenl 
manageable 
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To Our Shareholders 
Fiscal 1986 was a very important year (or 
ASK. Despite diffirult business conditions. 
we moved forward in SC\'cral key areas. 
In addition to expanding our intcmationaJ 
operations, we introduced new products, 
established new sales and management 
development programs. strengthened our 
relationships with Hewlett-Packard Co. 
and Digital Equipment Corp., and con­
tinued to expand and diversify our cus· 
tomer base. We also maintained tight fiscal 
controls in all areas related to shorter­
tenn levels of business. 

Reduced capital spending among man­
ufacturing companies resulted in lower 
revenues and earnings for fiscal 1986. We 
finished the year with revenues of $76.0 
million, 4% below the previous year. Net 
income for the year decreased 26% to $5.9 
million or $.46 per share as compared with 
income of $'£9 million or $.65 per share 
for fiscal 1985. Revenues for the fourth 
quarter were the strongcstever with $26.6 
million compared with revenues of $20.8 
million for the same period a year ago. 
Net income for the fourth quarter of fisaU 
1986 was $1.9 million or $.15 per share as 
compared with income of $2.3 million or 
$.18 per share for the same prior year 
period 

I n fi scal 1986, the ~lANMAN system 
became more comprehensive and I]cx­

ible than ever before. New computers from 

HP and DEC gave ASK wstomers a wider 
range of Ulpacit,y options with better price 
performance. We introduced five 1lC\I.' soft­
ware produc..1s for our VAX ~lAN~lAN 
System, more closely aligning the DEC 
and HP versions of oor products.ln addi­
tion to enhancing our current produc..'t.line 
on IfP and DEC. we continued our efforts 
to develop ~l<\N?ttAN for the IBM 43XX 
computer series. We believe that an IBM· 
based :\tA.t"JMAN solution will play a key 
role in further expanding ASK's long tenn 
position in the manufacturing infonnation 
systems marketplace. 

D wing the past fiscal year we strength­
ened our allianC1!s with Hewlett­

Packard Co. and Digital Equipment Corp. 
ASK was highlighted in HP's announce­
ment of its new MSpectrum Program" 
series of computers. ~lANMAN software 
will be available on this new product line 
when hardware deliveries from Hewlett­
Packard begin. We also announced a 
System Cooperative Marketing Panner 
(SCMI') agreement willl Digital Equipment 
Corporation. The SCMP program enables 
ASK and DEC to participate in ongoing 
cooperative selling, marketing and tech· 
ru~ex~program~ 

ASK began expanding its operations 
in Europe this year. In addition to estab­
lishing ASK Computer Systems SA, the 
Company's first European subsidiary, we 
released a French version of MA."~lAN 
and began work on a Gcnnan version. 
Europe is 8 large untaPped market for 
~iANMAN. We plan to serve our muJti­
national American customers as well as 
foreign customers headquartered in the 
nuUor countries. The international versions 
of M"'~fAN will be developed the same 
way as always: by listening closely to our 
customers. 

ASK's sales team continued to be recog. 
nized as one of the most professional 

in the indusUy. After nearly doubling the 
size of our sales organization in fiscal 
1985, we further expanded our training 
programs this year. The core of these pr0-

grams was new product. training classes 



• 

that will help our sales poople do their 
jobs even more c(Cecth'cly. The classcs 
include detailed infonnation about MAI.'J· 
MAN fundamentals. product advantages 
and customer concerns. They also cover 
topiaJ such as the theory of quality control 
and repetitive manu(!«,'turing. 

Understanding and serving customer 
needs remained a guiding principle at 

ASK during the past fiscal year. Our cus­
tomer base continued t.o increase in diver­
sity as it exooeded the 1000 mark. And 
with ~lANMAN now available on the com­
plete Hcwlett-Packanl 3000 and Digital 
Equipment VAX product lines. we can 
serve manufacturers of almost 81\Y size. 

Several important changes occumxI in 
the management. warn in fiscal 1986. Both 
Robert Riopel and Kenneth Fox. officers 
in charge of Finance and Administrntion 
and Rcscardt and Development. respct .. 
lively. left ASK to pursue other interests. 
We wish them weD in their new ende8\'ors. 
Leslie Wright, our controller for the past 
two years. was promoted to vice president, 
finance and chief financial officer. Martin 
Browne. who has been with ASK since 
1974 and (onnerfy vice president of soft­
ware de\'elopment. was promoted to vice 

fin ... cill Hi,ltli,hts 
(In thousands. except earnings per share) 

'tear ended June 80: 
N<'t re\-enue 
Nctinoome - .,.,. """" Weighted 8\'Cnlg(! IIhIlres Olltst.anding 

AtJune30: 
Wotking capital 
1btaI ...... 
Shareholden!' equity 

Rtvtnut. 
fin Millio •• ) 

president of research and development. 
Both executives came to their positions 
well-prepared for their new responsibilities. 

Our commitment to professional devel­
opment renccts ASK's traditional {,'om· 
mitment to its employees. During the 
year, the Company established two major 
professional development I)rograms-The 
University of Manufacturing at ASK 
(UMA) and the ASK Management Semi· 
nar. Designed to teach the fWldamcntals 
of running a manufacturing company, 
UMA is a required class for all new ASK 
employees. By learning about real·worid 
manufacturing problems. employees can 
better understand and respond to t'llS­
tomcr needs. The Management Semirwr 
program focuses on ASK's beliefs and 
goals as well as interpersonal skills. 

Professional development is only one of 
!he ways that ASK demonstrat:cs its 

interest in employee concerns. Since the 
Coml>8.l1Y's founding, we have strived to 
foster a work environment conducive to 
creative thinking, enthusiasm and success. 
Our corporate t'ulture encourages em­
ployee inl)ut and we continually seek new 
ways to share information and ideas. 
Investing in people will always be a top 

1986 1985 

$76.019 $79,233 
5.889 7.9-19 

A6 .65 
12.816 12,136 

565,826 $57.994 
96.B89 83223 
72,769 65,498 

Nt llnco .. t , 
(In Million.) 

priority at ASK. 
'Ibday, manufacturing companies are 

faced with growing challenges as their 
markets become more competitive. These 
companies are modernizing their manu· 
Cacturing processes and infonnation sys­
tems to boost produt-tivity, improve the 
quality of their produds, and achieve a 
better unclcrstanding and control of their 
businesses. We believe these trends repre­
scnt major opportunities for the continued 
growth and success of ASK. 

Our challenge is to continue strength­
ening our leadership position in our 
current market by carefully selecting 
important new areas of opportunity for 
serving manufacturing companies and by 
managing our business well day to day. 
We believe we wiD meet this challenge 
successfully in the years ahead 

~~ . 
Sandra 1... Kurtzig ~ 
OIainnan of the Board 

11lt1rdd1f ~ 
Ronald IV. Brnnilf '1J 
President and Olicf Exewtive Offirer 

"84 198' 1982 

$65,076 $39.:188 $24.871 
6.142 3.905 2.695 

.53 .. 27 
11.626 11.080 10,096 

128.8:15 $21.724 $11.743 
51,985 38.902 20.800 
36,442 28,808 14.604 
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hr Shirt .50 
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CORPORATE NEWS 

ASK Announces 
Executive Promotions 
ASK Computer Srstcms announced four 
vice presidential promotions during fiscal 
1986. 

"A swng. creative and oommittcd man­
agement learn is essential to the success 
of any m!\ior COml>M.\' in the high technol­
ogy world,M states Ron Braniff, ASK's presi­
dent and chief exewtive orticcr, "The four 
vice presidential promotions are indicative 
of ASK's continuing efforts to develop 
well-balanced leadershil) as the Comp.'l1\\' 
growsIargcr: 

Each of the four people promoted has 
extensive experience at ASK and each 
has held key positions with the Company, 

Martin R. Browne. fonnerly vice presi· 
dent. software development. was pr0-

moted to \~ce president. research and 
development. In his new position. Browne 
is responsible for aU software da-clopmcnt 
and systems support. for ASK's Digital 
Equipment. HewleLL-Packard and IBM 
product. lincs. 

Browne, a graduate of Stanford Uni­
versity, began his career with ASK in 1974 
as the Company's first software engineer. 
Since 19n he has been vicc I)resident, 
software develol)ment, responsible for 
ASK's manufll(.1Uring information systems 
development. 

ASK also promoted Leslie E. Wright to 
vice president. finance and chief financial 
OCfiCC1: Wright joined ASK as oontroller in 
1984. after serving four years as ma~r 
of accounting lit Trilogy Limited in 
Cupertino. California. Prior to that he held 
positions with Amdahl Corp. in Sunnyvale, 
CalifOrnia and Arthur Andersen & Co. in 
San Jose.. 

Wright believes that the new execu­
tives will maintain ASK's trndition of team 

spirit III. the top, "We all work well 
together.M he obscn'cs. MWe share a com­
mon understanding about what ASK 
needs to do to continue its success.R 

In addition to the promotions of Browne 
lind Wright. ASK expanded its executive 
team by adding a vice president of cus· 
tomcr SUPI)()rl Named to the post was 
Undsa,y MacDennid who previously se"'ed 
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&centlll promoted aecutilft an (jh»1ll(ft to right) ~ MaeDrrmid. La Wright. Marli!I8rrJtcrtt 
and JWIle8 FfIl1tU8q/. 

as director. national customer support. In 
his new position. MacDennid dirc<..1.S ASK's 
customer support activities in the U.S~ 
Canada. Australia and Southeast Asia. He 
also continues to oversee the Company's 
ASKN'ET remote processing service. 

MacDennid who has 20 years experi· 
ence in the computer Systems and serv· 
ices industry, joined ASK in 1981 as 
director, computer senices. and became 
director. national wstomer support. in 1985. 
Prior to joining ASK. MacDermid hekI. \ice 
president.·!eo.oeI positions with the Western 
Bradford 1hlst Co, of San F'rancisco and 
the Olase ~lanhaltan Bank in New York. 

"Our growing wstomer base and prod­
uct line mean that we must pay more 
attention than ever to hiring. training and 
managing the support. function.R states 
Braniff. !'he creation of an executive posi. 
tion in our support. organization ensures 
that ASK customers will continue to 
enjoy responsivc, high quality. professional 
support.

R 

He notes that the Companys sup­
port professionals work with ASK ws­
tomers worldwide through ASK's local 
offices and eight education centers. 

ASK also named James ~t Finnesscy 
to the newlY-created position of vice presi. 
dent sales, eastern region. F1nnessey man· 
ages the eastern region sales organization 
and is responsible for fwther developing 
ASK's sales activities in the northeastern 
United States and eastern Canada. 

Finnessey joined ASK in 1979 as a 
sales representative. In January 1982 h€' 
became a marketing manager. and in 
November 1982 he was promoted to 
regional manager. 

Prior to ASK. Finnesse)' \'illS a manu­
facturing consultant for Speny Univac 

Corporation in New York City. He has 
also served as a manufacturing sales ron­
sultant for Xerox Corporation and v.'3S 

regional vice president for Stattab Q)rpo­

ration in New YOrk City, 
RASK has always had a reputation as a 

sales and marketing-oriented company 
that listens to its customers and meets 
their needs.- states Branif( MWe count on 
our regional managers to play a key role 
in ASK as businesspeople as well as sales 
leaders. Jim's appointment as vice presi­
dent is consistent with this phiiosophy.M. 



Employee Programs Enrich 
Working Environment 
Maintaining an enthusiastic and produc­
ti",'e working environment remains a high 
priority at ASK. Along with the -open 
dool'~ policy that has always been a part. 

of ASK's oonx>mte culture, in fiscal 1986 
several events were held and programs 
established to maintain an enjoyable 
working atmosphere. 

O ncofthe m08limportantintemal com­
munications vehicles is the Company's 

internal newsletter. Published on a regu1ar 
basis. the newsletter infonns employees 
about the status ot new products. how 
various departments function. how to 
cJfectivcly utilize the benefits program 
and new trends in the industry. The dOOJ­
menl also keeps employees up-to-date on 
I\C\\'S from the sales field. new employees 
and upcoming e\'Ctlts. 

Along with the employee newsletter. an 
internal merchandise program called 
ASKcessories was developed, due til em­
ployee interest. in buying ASK sportswear 
and advertising specia1ties. High qualit,y 
sportswear; embJazoned with the ASK logo, 
is available to employees (or purchase. 

The "Brown Bag Scrics"-a personal 
development program-was designed 
by the ]-(umsn Resources Department. 
According to Training Representative 
Nancy aeller, "The purpose of the pro­
gram is to provide employee development 

in non work-related areas. Sessions are 
held once a month during lunch hour at 
ASK's oorpornte headquarters and consist 
of infonnal presentations on topics chosen 
by ASK employ~~ Taught by outside 
professionals. these courses range from 
financial planning and time management 
to health care and nutrition. 

Organized events arc also part. of ASKs 
emphasis on creating a positive working 
environmenL In the Sl)ring of 1986, a foot 
and bi(,'ycJe raoo was organized for all Los 
Altos employees. Runners and bikers meed 
from ASK to 7..ott's. a local "beer garden" 
ten kilometers from corporate headquar­
ters. Participants in the "A to Z Run~ 

ranged from software engineers and edu­
cation instructors to top executives and 
OJStomer support personnel Senior Data 
Communications Analyst and Runner 
Shawn MW']lhy states, "It wasgrcat to see 
such an enthusiastic group of participants. 
and even better to run neck-in-neck with 
the president to the finish linc~ Prizes and 
certificates were given at the infonnal 
awaros ceremony after the race.. 

One of the most "famous~ employee 
events that began at the Company's 

fonnation is the Friday afternoon ~Bcer 
Bust." This traditional gathering gives 
employees s chance to informally internet 
with people that they do not work with 
on a daily basis. Often, special Beer Busts 
are held to promote the annual MAI'JMAN 
Conference, celebrate a product release 
date or welcome field employees to ASK's 
corporate headquarters. 

Also aimed at promoting internal 
camaraderie is ASK's Kick-Off 

Meeting held at the start of 
each fiscal year. All employees 

are invited to attend the initial Kick-Off 
session. which includes an overview by 
executive management on the Company's 
goals and objectives for the upooming year. 

New employee development programs 
and special events are an ongoing process 
at ASK. President Ron Bmniff states. "Our 
employees are our most important asset, as 
well as the key to our SUtXl'$S. Maintaining 
a produ<.1ive and satisfying work environ­
ment will always be a top priority." . 

Independent Consultants 
Program Introduced 

A~~ 
,\fANMAN product line is- m:ailnble to program 
participant8. 

ASK Computer Systems has developed a 
new scrvi<.'e for consultants called the 
MASK Independent Consultants Program~ 
(ICP). This program is designed to provide 
<.'\.UTCnt infonnation about ASK and the 
MANMAN family of products to manufac­
turing industry professiOnals who specify 
and recommend the ptll'd\ase of MRP-II 
systems. 

Consultants are nominated for the pro­
gram by ASK sales managers.. Recom­
mendations are based upon the extent of 
the individual's manufacturing expertise. 
and his or her in-depth knowledge of 
MRP-II systems. 

ICP participants are supplied with a 
reference guide containing corporate, 
financial product and promotional infor­
mation about ASK. The guide includes 
product data sheets, selected pages from 
user manuals, and annual and quarterly 
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reports. Also included are article reprints, 
background infonnation on the Company 
and ASK management., and a subscrip­
tion to NEWSMAN, AS K's customer 
newsletter. 

Updates are sent on a quarterly basis. 
thus providing Iep participants with 
timely, current infonnation. 

The program ensures that prospective 
rustomers who utilize theexpcrtise of 

a consultant to research a manufacturing 
management system are supplied with 
accurate infonnation about the products 
and services that ASK offers. _ 

Internal Training: 
A Company-Wide Focus 
Internal training continues to be a 
company-wide focus al ASK. Whether 
they function in a managerial, adminis­
trative, technical or marketing capadty, 
employees are supplied with training pro­
grams in various areas. 
Uni\'Crsity ofManufucturing at ASK 
As ASK oontinues to grow, it has become 
increasingly difficult to recruit employees 
already well-versed in manufacturing 
operations. Thus, during fiscal 1986, com­
pany management placed a high priority 
on implementing an internal trdining pro· 
gram focused on the ~nuts and oolts~ of 
manufacturing and designed as the corner­
stone of ASK's functional area training 
programs. 

As a result, The University of Manufac­
twing at ASK (IDlA) was fonned. Acoord­
ing to Stephen McDonnell. ASK customer 
education manager, -UMA is designed to 
heq) employees better understand the pe0-

ple they serve. The goal is to teach !hem 
the challenges, oppon.unities and dynam­
ics of a manufacturing environment:' 

Students who enroll in UMA learn abom 
real-world problems in manufacturing. 
important tenninok>gy, how companies are 
organized and what their \WOUS respon­
sibilities are. The forty-hour class., which 
is offered quarterly, lets employees see 
and experience the manufacturing envi­
ronment from various perspectiVC5. 

"Probably the most valuable portion of 
the class is the manufacturing workshop," 
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states Charles Myers, manufacturing con­
sultant and one of the primary workshop 
designers. The class members arc divided 
into teams or"companies:'The team for­
mat. helps to create the competitive envi­
ronment present in a typical company. 
Although each I.Cam acts and reacts dif­
ferently, each company must assemble the 
same product from a bill of material react. 
to engineering changes and deal with the 
same business challenges and oppor­
tunities that face actUal manufacturing 
companies. 

After attending UMA, all students, 
regardless of their area of responsibility, 
feci they are more effecti ... -e in their jobs.. 
Whether they are talking to prospective 
customers. working with existing wstom­
ers or designing software. employees have 
a bet.t.cr feel for how a manufa(.1Uring 
oompany operates, and the importance of 
an MRP·II system. As software enginccr 
Jeff Jorgenson explains. ~After attending 
UMA. I now understand why ASK fOOJseS 
so much attention on customers and their 
concerns:' Customer Service Manager 
Kathy Yantz says, "I thought I knew what 
an MRP-II system provided, but. only after 
experiencing the manufacturing work­
shop where everything was done manually 
did I truly understand the benefits of 
automation.~ 

Management 1hUning 
In addition to training employees on man· 
ufacturing operations and t.cnninology, 
ASK is oommitted to developing quality 
managers to fonn the foundation for its 
continued growth. Many lc\'cls of manage. 
ment classes, aimed at strengthening this 
foundation, are offered at ASK, 

For example, one program foruses on 
team building and enhancing commu· 

nication skills. Another focuses on self 
awareness and managing intcrpersonaJ 
relationships. Still another cJass deals with 
issues that are company specific, such as 
goal setting, interviewing sldlls. employee 
motivation and how to best utilize the dif· 
ferent departments within the Company. 

The goal of ASK's man.agement tl'ain. 
in.g program is to help managers make 
the transition from individual oontributors 
to being managers, as well as provide 

5QIbccre EtlgiJt8M E1krt Letcis aNl Dtk 0t0Mi 
O'rder JIIOterialI. kit paTtI. track i~ oNl 
thip ji'ItiWxJ goodt lChiie M~ Specia/ilt 
QIrit Roo!t CQfItplttes ~ ill. tM JIIQ"'" 

J><tvri .. _ 

guidance on the more proceduml aspects 

of a manager'sjob, 
Product Sa1es 'Iraining 
Along with t.cclmical and man~ment 
education. ASK management has also 
placed a high priority on training its sales 
team A program called Producl Sales 
'fraining (PSI') was introdured during the 
past fiscaJ year. The purpose of the com­
prehensive training progrnm is to thor­
oughly edueatc all sales representatives 
and sales managers on ASK's product. line 
enhancements. as well as on indusU'Y and 
customer concerns. Emphasis is also 
placed on wxi."tanding the challenges 
thal manufst.'turing companies and ~l>\.:\'­
)'Lo\.N users face daily. 

ASK has seen the success of its vari· 
ous training programs and is committed 
to improving this internal resource .• 



PRODUCT LINE EXPANSION 

A History of MRP-II and the Evolution 
of MAN MAN 
ASK's Martin Browne discusses MANMAN'. beginnings and cite. 
customer input as the No. 1 reason for the software's success 

During the past 30 years, factory man­
agement techniques have evolved from 
rumlX!:rsome manual systems that con­
trol inventory to computerized infonna­
tion systems that run an entire company. 
This evolutionary period was fueled by 
two factors-the advent of computers and 
8 new way of looking at. manufacturing 
processes. 

1Taditional parts ordering systems 
focused on the past.. When back-up sup­
plies dropped, the materials manager 
would look at. how many parts had been 
used and reorder that amount. It. was 
assumed that the munber of parts used in 
the past would also be used in the future. 
During ilie 1950s and erujy 196Os, thaL 
assumption was challenged by a new con­
cept called Material Requirements Plan· 
ning(MRP). 

MRP dctennined in\'entory needs by 
focusing on the future. The new system 
recognized that parts requirements depend 
on the number of pnxluct:s that a manu­
facturer plans to build- a number some­
times subjC(.'t. 1.0 wild fluctuations. Beatuse 
of the large amount of data involved. 
the new system also required number 
crunching most. effecth'ely perfonned by 
computers.. 

Parts on hand was the first aspect of 
manufacturing to be computerized Batch 
systems-computers using punched canls 
-kept. track of par11i and simplified tlle 
li .. -es of inventory control personnel 

After the inventory data was comput.· 
erized. the purchasing department. real­
ized that it could use that infonnation to 
detennine how many partS to order. It. 
was then only a short evolutionary leap 
for the purchasing department to add its 
own data to tlle computer system. Now 
the system knew how many parts were 
on hand and how many parts were on 
order. 'The next. step was to add bills-of­
material (BOM)-lists of what parts make 

up particular products. By also entering 
forecasts and sales orders. the computer 
system could usc the BOMs to detennine 
how much of each part to make or replace 
the inventory of parts manufactured 
in-house. 

Although MRP was a vast impro ... ~ment 
over traditional parts ordering systems, a 
few problems remained. Was the oompaJJy 
really selling the number of products that 
it. forecast? Did the company have the 
facilities to build the orders? Were the 
critical resources available? 

The solution was a new concept called 
Manufacruring lksourec Planning (MRP·H). 
MRP-n approached production problems 
from a company-wide pcrspectke. Com­
puters analyzed corporate plans. sales 
objectives and financial data. and then 
translated that analysis into resource 
requirements. 

'The technology that evolved into the 
MRP-Il system has grown increasingly 
sophisticated during the past ten years. 
Batch systems were repLaced with on-line, 
interactive systems and minicomputers 
emerged as an alternative to mainframes. 
This meant that manufacturers could 
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1 ---
get more timely infonnation at a much 
lower cost. 

As more of the manufacturing environ­
ment was computerized, more info~ 

mation became available and this led to the 
development of integrated systems. Inte­
gration means that data resides at one 
place in the system, but it's accessible by 
many different departments. 'lbday's info~ 
mation system should fully integrate 
manufacturing functions with marketing 
and financial data, and contain enough 
infonnation to nul an entire company. 

DOD 

Q: How would you characterize the evo­
lution of M.A..\~1A. V! 

A: The development of ~fANMA.lIJ was 
the direct result of trying to solve our 
customers' problems. We didrit create soft· 
ware and then go looking for problems 
that it could soh-e. Instead, we listened to 
our customers and developed software to 
meet their needs. That's the fundamental 
methodology that guides software devel­
opment at ASK. 

Our software has evolved along with our 
customer's growth. As they became more 
familiar with computers, their require· 
ments became more sophisticated We 
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responded by increasing the functionality 
of the MANMAN system. 

Q: How has MANMA.:\j changed over 
the years'! 

A: Probably the most important change 
is that MANMAN is now solving the Pn» 
lems of a broader range of manufacturers. 
The original system was developed for a 
specifie type of customer- discrete manu· 
facturers that assembled electronic prod· 
ucts with a moderate labor content and a 
high ma terial content. As ~fANMAN 
evolved we broadened the system to 
address the needs of many different types 
of manufacturing companies-job shops, 
heavy fabrication and heavy assembly. 

Simultaneously, MANMAN evolved to 
address the needs of larger and larger 

companies. Part of this trend can be 
attributed to rrrinicomputer performance 
improvements- one rrrinicomputer am now 
support over 100 terminals instead of 20 
terminals. However, the main reason is 
that we have steadily added features that 
make the MANMAN system attJ"active to 

iarge manufacturers. It's become popular 
with larger Fortune 1000 manufacturing 
companies while continuing to be a good 
fit for smaller ones. 

Q: Does ASK still develop software as 

a direct response to rustomer needs? 
A: Yes, but we also take a greater lead­

ership role in helping our customers define 
their needs. In the beginning, we 0per­

ated in a reactive mode-our wstomers 
told us what they wanted and we deo.-el· 
oped it. 'lbday, we take a more proactive 
role- we introduce many of our O.lStOmers 
to state-of-the-art manufacturing teeb· 
niQues and anticipate their needs for 
software solutions. 

For example, ASK is on the forefront 
of quality ITUInIlI!'men< t«hnoIogy. Ow 
rustomers know they need to track qual­
ity but many of them aren't sure how to 
do it. So ASK de\"eloped a quality man­
agement. software product that incorJl(r 

rates the latest theories and teduriques. 
When we help our rusUlmers implement 
the software. they 1eam about the new­
est procedures in quality management 
Another good example is repetitive man­
ufacturing. Over the last several years 
many American manuf&cturers have IOO\-ed 
toward a streamlined repetith-e manuCac­
turing enviroMlent as a steP toward real­
izing the Just-In-Time (JIT) philosophy. 
This required oon<X!pwalizing some new 
ways of how a oomputer deals with this 
manufacturing process. ASK met that 
challenge by aeating additional software 
functionality (or repetitive manufacturerS. 

Q: How does ASK's repetitive product 
tie in with JIT? 

A: m is a philosophy- it means that 
the whole company works as a team to 
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produce the Itighest quality product at the 
lowest cost. The name comes from the 
philosophy's careful coordination of the 
production process-each step OOOJJ'S ~t. 

in time.~ Parts arrive from the \'endorjust in 
time to be used on the factory floor. Par­
tially built products then arrive just in time 
at. the next level of production and so on 

In contrast. repetitive is 8 manufactur­
ing technique that lends itself narurally 

to Jlt The repetitive manufacturing envi­
ronment is chamcterized by rapid. high 
\'Ohune production of a few products which 
usua1Iy have no configuration options. Any 
aptions that do exist are simple things 
added on after the product is built. Disk 
dri\'eS are 8 good example of repetitive 
products-products that are buill with 
short lead times at rat.e8 in the hundreds 
or more per day range. 

repetitive capabilities acknowledges that 
repetitive manufacturers don't use work 
orders. In addition, the system can handle 
repetitive operations on one pan of the 
floor while handling non-repetitive opera­
tions such as prototyping in another area. 
It can tie in financial functions. It handles 
aU the planning necessary for running a 
suooessful company. 

ideas for new MAN}'fA..:\l features.ln fact, 
over the years, we\'e become much more 
sophisticated in how we stay close to our 
customers. In the old days, we would call 
up a customer and ask what problems 
needed software solutions. 'Ibday we have 
a fonnal enhancement proposal process, 
Conna! user groups and a rigorous prod· 
uct planning cycle-all designed to give 
our customers maximum input into 
MANMAlVs direction. 

Q: How do you learn about state-or-the­
an facto!)' technology? How does ASK 
spot the trends that enable it to take a 
leadership JXlsition? 

Q: What impact will ASK's international 
marketing strategy have on the develop­
ment of MANMAN? 

ASK's ~IA.NMAN system with its new 

A: ASK has a tremendous advanmge 
in learning about rutting edge manufac­
turing systems technology-many of our 
customers are creating it They develop 
and manufacture the automated devices 
and other products that will comprise the 
factory of !.he future. And they tell us 
what they're doing when we solicit their 

A: 'lbday, many ASK customers find 
themselves in an increasingly global mar­
ketplace. In response, we now devote a 
portion of our dE!'\1~lopment efforts to mak· 
ing our products useful in an international 
arena. These efforts have included the 
development of value added taxation and 

Customers Implement CIM Interfaces to MANMAN 
ASK wstomcrs are among the most "well-oonnected~ manu· 
factnrcrs in the United Stat.es-the:{ve implemented oomputer 
integrated manufactwing (elM) interfaces connecting MAN· 
MAN to automated devices on the factory floor. 

Ali a maker of automated material handling equipment. 
Litton lAS. FlorenC<'. Kentucky. uses its own automated 
st(lragc and retrieval systems (AS/RS) connected to MAN· 
MAN systems to manage its operations in several of its plants. 

In order to eliminate duplicate data entry and reduce 
hwnan error. Utton integrated the two systems. Working 
vo1th A K software dl>\·elopers. Litton engineers wrote a cus· 
tom intL'rface thatenablcs the Digital Equipment Corporation 
PDp·ll'60 minicomputer in the AS/RS to communicate 
"'-ith !.he HP 3000 minicomputer that. drives the ~IANMAN 
system MNow, the MA.lIJ~{A;~ system electronically tells the 
AS R what to pick and when to pick i~' states John 
McDonald Litton's manager of management infonnation 
seni<.'es. ~And when the AS, RS operator enters a trans· 

action. it's automatically sent to MANMAi\r:' 
A similar elM application has been deI.'Cloped at the Power 

Products division of Computer Products Inc. in Pompano 
Beam, Florida. "MANMA.IIJ generates work orders which are 
then electronicaIly SC8Med to load data into our AS/RS~ 
explains Han'CY Condiottc. !.he company's director of man· 
agement information services. "It identifies the components 
needed the quantity of each component and their location in 
the retriever:' The carousel style retrieval system then 

rotates to position each component needed for the work 
order in front of the person doing the lOtting. "In effect, 
we're automatically updating the inventory maintained in 
the AS/RS with barooding and MAN~lAN:' states Condiotte. 
The company has also connected MANMAN to retrieval 
systems at facilities in Boston, Massachusetts and in YoughaL 
Ireland 

At Priam, Inc.. MANMAN/ QUALITY is inspiring elM 
applications. The San Jose. California·based disk drive manu· 
facturer is planning to connect its MANMAN system to 
robotic work stations and automatic test equipment The 
goal is to intcgrUte these Mislands of automationM with ASK's 
QUALITY package. 

"'We will write an interface to feed quality data from the 
robotic stations into the ~lANMAN system states Gordon 
Stoufcr, Priam's director of management infonnation sen~res. 
"We will also oonnect ~L\NMA~ wi!.h our Litton stacker 
crane; The Litton stacker crane is an AS/RS that oontains 
automatic test equipment. In addition to moving assemblies 
between work stations. the stacker perfonns a variety of 
testa on the disk driVC8. 

"When the integration is oomplet.ed. failure analysis from 
the test equipment will go directly into !.he MANMAN sys­
tem~ states Stoufer. I Ie notes that Priam plans to use a local 
area network to get the computers in the Litton stacker and 
the MAN MAN system to talk to each other .• 
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multiple currency capabilities. as well as 
translations of MAmlAJ'l products into 
Fn:mcb (and soon into Gennan). In the fu­
ture we will build features into the soft­
ware that make it easier to translate it 
into other foreign languages. 

Q: How will CfM affect the evolution of 
h-iANMAN? 

A: Out strategy for elM is to make 
~tANMAN capable of processing MRP-II­
related inionnation received from fa(.'tory 
automation devices. As pieces of this infor­
mation are sent to the MAN~tAN system, 
they will be converted and stored in a 
standard rannat in the MAN~lA.N' data­
base. Information flowing out of the sys­
tem will be put into a ronn easily adapted 
to the communication needs of other 
automated equipment. One of the ways 
we foresee MANMAN continuing to evoh-c 
is toward heavily automated envirorunents 
because that's how many of OW' rustomers 
are evolving .• 

( 
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New HP and DEC 
Computers Expand 
Market for MAN MAN 
A plethora of new prodU(:ts from Digital 
Equipment Corporation and Hewlett.­
Packard Company which were introduced 
during ASK's fiscal year 1986 have given 
MANMAN users more romputing options 
on both the high and low ends than ever 
before. 
D;g;taI &wm", VAX 

During the past 18 months, Digital 
romplete]y revamped its VAX familY 

of products. On the low end. Digital intro­
duced the MkroVAX-Ii. a powerful mini­
computer that is smaller than a two­
drn.wer filing cabinet. Completely oompati­
ble with higher-end VAX models. the 
MicroVAX-1J runs MAN~lAN software 
without any modifications. ASK offers the 
M,icroVAX-U and MANMAN as a romplete 

-~-- -
- --..- ,--

IUrnkey system called ASIL\IATE.' Prired 
at approximately half the cost of ASK's 
previous low-end DEC-based turnkey 
offering on the VAX 1lI750 minioompu~ 
the ASKMATE system can suppon up to 
20 usen!. 

100 MkroVAX-U is significant because 
itmeans thata DECVAX-based MANMAN 
solution is now available for small manu­
facturing companies in the $5 to $10 mil­
lion range.~ states David Sohm. ASK's vice 
president. of marketing. it is ASK's second 
low~nd offering for smaIler manufacb.ir' 
ing companies -in Oct.ober 1984, ASK 
introduced its first. ASKMATE system on 
the H P 3000 Series 37 minicomputer. 

On the high-end, Digital expanded 
its VAX family of computers with the 
VAX 8650 and 8800. The 8650 pnMdes 
in<:reased throughput. and better response 
time while supporting a larger number of 
MAmlAN users. It. offers up to six times 
the perfonnance of t.he \'AX 111780. 
!'he incorporation of VAX 86505 into a 
VAXclust.er significantly increases the 
power and perfonnance anl.ilable in 8 

single system," states Sohm. A VAXcluster 
is a group of VAX computers oonnected to 
Conn one large system 

I n the mid·range, Digital introduced the 
VAX 8200, 8300 and 8500. 'These new 

models are also imponant. additions to 
the VAX line for ASJ.C' states Sohm. '"They 
offer MANMAJ.'l users large system fea· 
tures for the price and size of 8 mid·range 
system. They represent. 8 significant. 
improvement in the hardware price! 
pcrfonnance ratio." 
lIP Announces NeoA' Ardtitecture 
1986 was also a banner year for Hewlett­
Packard in the area of ml\ior product 
introductions. In an important February 
25th announcement, HP introduced the 
first in a series of new. high-periorma.nce 
computers based on the principles of 
reduced-instruction-set. -computing (RISq 
design This new HP Precision Architec­
ture improves hardware pcrfo~ by 
simplifying and reducing the instructions 
that tell a romputer how to function. 

The first romputers using the new 
architecture are the HP 3000 Series 930 
and 950. Code-named 'The Spectrum Pro-



gram~ during their development, these 
new models offer syst.cm throughput. up 
to three times greater than the current 
high-end Series 68. They are fully com­
patible with all earlier HP 3000 models 
and rux:ording to Hewlett-Packard, they 
will be readY for shipmenlduring the latter 
part. of the 1986 calendar year. 

A(XJ)nling to Sohm, the new computer 
architecture of the 930 and 950 systems 
will offer MANMAN users ma,ior price and 
per{onnance advantages over traditional 
designs. The new 
modcIs retain the 
ease-of-usc. flexi­
bility and reliability 
of minicomputers 
while allowing 
main[rame-class 
perfonnance. "'The 
extension of the 
3000 

'

" . DotWlSoltm, VIOl! 
Inc Into PruidN.ojMrridi 

mainframe-class ng 

perfonnance allows ASK ID address the 
needsofbuger lIP·based ~tANMAN usc..:' 
he states. 

In addition to the Spectrum Program 

computers. Hewlett.-Packard introduced 
the HP 3000 Series 70 with immediate 
availability. "The Series 70 gives liP 
3OOO/ 68-based t.tANMAN customers an 
immediate growth path while preparing 
for the 9308 and 9508;' states Sohm. '"They 
can grow incrementally while preserving 
their investment in hardware, software 
and people:' • 

A System for 
Excellence- MRP-II 
How does a prominent Fortune 100 manu­
facWrer build a reputation for excellence? 
3M has done this by providing excellent 
service to its OlStomcrs-and to itA own. 
_luring unil8. 

3M is a diversified $8 billion company 
that manufactures and markets more than 
six thousand kinds of products and ser­
vices for consumer, commercial, profes­
sional, institutional and industrial mari<ets. 
One of the reasons for 3M's exccllence is 
its prototype shop in St. Paul, Minnesota 
The shop, which builds prototypes for 
other divisions within 3M, processes 800 

to 1000 jobs a month ranging from build­
ing a part to assembling a product. 

The ~lANMAN system has been imple­
mented at the SL Paul protof¥pe shop and 
at a 3M facility in Menomonie, Wisconsin. 
Thday, both sites share a Hewlett-Packard 
3000 Series 68 computer located in 3M 
O:!nter. 

According to John Mikesel~ systems 
coordinal1)r at. Menomonie, the system 

has enabled 3M to rut inventory by 50% 
in Menomonie and raise inventory accu­
racy from an 80% to 98% I""dtc. In St. Paul, 
inventory cuts were even greater-approx· 
imately 66%. On-time delivery rates also 
improved. In Menomonie, the on·time 
delivery rate for assemblies has jumped 
from 60% 11)95% since system implemen· 
tation. In SL Paul, the on-time delivery 
rate has climbed from 55% to about 95%. 

In addition to reducing inventory and 
improving inventory acx:uracy and on-time 
delivery rates, the MA.IIlMAN system 
increased speed and effidency. ;OWe used to 
have a two to four day baddog in process­
ing parts shipments,~ recaIls Mike Graetz, 
quality manager for the St Paul prototype 
shop. ~Now it's two to fOllI" hours.~ More 
importantly, partS are easily located Min 
the past, we would receive the part, place 
it in the job slOCk and wait Cor an expc­
ditor to call;' Graetz states. "'lbday, if ajob 
is waiting, the parLgoes right to thejob~ 

He also notes lhat the system enables 
the shop to provide an overnight. tum­
around service. "We promise if they have 
their work in by four o'dack in the after­
noon, we1J have it out by eight o'dock in 
the moming;' he states. ''We couJdrit do 
that without the systelTl~ 

MikeseU agrees: "Speed is critical to our 
operations and the system has acceler­
ated our response time. Job costing is 
a good example. It used to take two to 
three weeks to come up with an estimate 
because we had to wait for parts that 
weren't in inventory. Now we can do an 
estimate in a daY-' 

Graetz sums up the system's sucress by 
stating, "Just a few years ago, our median 
throughput velocity was about 10 to 14 
days. 'lbday, with ~tANMAN, it's about 
four to five da,ys.~ . 
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ASK Emphasizes Importance of a 
Quality Sales Team 
Significant programs are developed to support sales force 

ASK's success in the manufacturing 
marketplace is due to the continuing 
emphasis on recognizing and responding 
to customer needs. Not only are the tech­
nical, managerial, and executh-e staff rom­
mitt.ed to this philosophy, but the sales 
force is as well 

According to James Manion, ASK's vice 
president of sales and field supPOrt. "We 
are oontinually expanding the resources 
available to our sales representatives. ASK 
is commitied to supporting and educating 
its representatives in order to maintain a 
top quality teant' Manion continues, KOur 
sole focus on the manufacturing industry, 
oouplcd with the sales force's understand­
ing of customer needs has made our sales 
team highly su{.'CCssfui This success is 
Wlderlined by the fact that, since 1980, the 
MANMAN customer base has increased 
over 17-fold, from 60 customers nation­
wide, to more than 1000 customers world­
wide~ Manion mentions several factors 
that have heJped to make ASK's sales 
force a leader in the industry: 
Sales De\'elopmcnt Department 
A Sales Development Department was 
established in fiscal 1986 with the sole 

purpose of supporting and educating the 
ASK sales team. Various programs have 
been developed by this group, including 
an extensive sales training series called 
Product Sales Training. This program 
started due to the oomplexity of the man­
ufacturing industty and the varied back­
grounds of ASK sales representatives. 

The Product Sales 'Jhlining Program is 
divided into two partS: Product S81es 
'IhUning [ (PSI'-I) and Product Sales '!l-ain­
ing II (PST-II). both at ASKs corporate 
headquarters in Los Altos, California. 

PST-I is geared toward the sales per­
son who is new to ASK. These represent­
atives attend a two week class within 
several monw of their hire date. The 
objective of the class is to educate these 
employees on the four core products: 
MANMAN/ MFG (Manufacturing Manage­
ment, MANMAN/OMAR' (Onler Manage­
ment. Accounts Receivable). MAN~tANI 

AP (Aooounts Payable) and MANMAN/ GL 
(General Ledger). Sales Development 
Man8gt!r Janet Somers exp~ -Although 
our new representatives have had exten­
sh·'e industry experience prior to joining 
ASK. PST·' strives to bring these new 
representatives up to speed on MANMA.:.'J 
implementations as quickly as possible.~ 

Along with the features and benefits 
of the products. students learn about the 
two hardware alternatives that ASK 
offers its customers. One day is spent 
at both Hewlett-Packard Company and 
Digital Equipment Corporation diswssing 
appropriate hardware solutions for manu· 
facturing oompanies of \'!lrious sizes. Sales 
representatives 81so ha"e the opportwtit¥ 
to meet key employees in both oompanies. 

The seoond portion of the train.ing pro­
gram, PST·II. is aimed at ASK's senior 
sales representatives and sales managers. 
The objecth·-e of this one·week class, held 
every six months, is to educate students 
on ASK's expanding product line. as well 
as the numerous enhancements tD existing 
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producl:a available. 
ASK's Product Sales fuining is an 

ongoing process. Through this program. 
the sales team is kept abreast.of new manu­
_ rechnoIogi .. the changmg needs 
of manufacturing oompanies and the new 
MANMAN products and enhancements. 
Nationa1 AlX!Ounts Ilrognun 
AJong with the fonnation of the Sales 
Development Department and its Prod­
uct Sales 'll'aining series. ASK expanded 
its national accounts program in 1986. 
ASK recognizes the importance of main­
taining strong relationships with its larger 
customers. and is dedicated to providing 
top notch support to these divisions of 
Fortune 500 companies. 

Coordinating and supporting ASK's 
national account prognun are National 

Accounts Manager Robert Donaldson 
(based in the Los A1~ California office) 

(Mor I()Q() cautomm arowtd 1M 1I1Qf'Ut 1186 
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and Manufacturing Consultant. James 
Shepherd. who works out of the Com­
pany's Bedford, Massachusetts office. 
Donaldson and Shepherd fows on the spe­
cial needs of large customers. AOXlrding 

Sales Management Styles Vary with Environment 

to Donaldson, !'he national account cus­
tomer benefits from having a highly man­
aged account team in tenns of sales and 
SUPJXlrt, as well as having one point of 
contact' 

I n addition to Donaldson and Shepherd, 
Lindsay MacDennid. vice president of 

customer support., and ASK's regional 
technical managers assist in supporting 
national scrounl customers. 

Manion concludes, "The National 
Accounts Program, along with the team 

efforts of the marketing, R&D and techni­
cal groups within ASK, has been well 
received by ASK customers. Due to the 
positive feedback, management commit­
ment and ASK's investment in creating a 
top quality sales team, it is evident. that. 
the National AOXlunts Program and the 
Sales Development Department programs 
will continue to expand" _ 

Members of the ASK saJes team. although operates in a dccentrali.zed fashion Mackey, 
striving to reach the same goals, operate in based in Syosset, New York, manages sales 
different. Wa.)'& Due to the demographics of offices in Westport, Connecticut; Parsippany, 
the manufactming marketplace, one sales New Jersey and Lutherville, Maryland. 
rnana.gcr may work his territory very differ- GeogT'8phica.lIy, his territory is spread over 
cntiy from another. five states including Southern New York, 

Sales Manager Steve Maddox manages Central New JeT'SCY, Connecticut, Maryland 
his sales representatives in a centralized Sai.eaMrmagerStewM/JIJ.cJJxl and Virginia. 
environment. This group operates in a small Much of Mackey's time is spent making 
geographic area that is densely populated one·day trips to the Connecticut and New 
with high technology manu.facturing compa- Jersey offices. and two or three-day trips to 
nics. All of these saJes people work out of the Maryland and Vu-ginia. He often assists his 
same office based in los Altos, California, sales representatives in making calls, whether 
near ASK's corporate headqtllllUrs. they are an initial visit. or a product presen-

Maddox is easily accessible to all sales tation. Mackey also calls on current cus-
representatives including the account repre- SaJ.ea Manager 10m Mad«JI tomeI'S in his territory to ensure customer 
sentative. "The account representative satisfaction. AOXlrding to Mackey, "Sales 
focuses 8OJeI.y on selling additional ~tA.NMAN products to representatives work well in this environment. They are 
existing customers," Madoox explairu3. "The success of the autonomous. sell-motivated and technically sell·reliant" 
additional software sales effort. is due to the teamwork Although representatives in remote offices woric independ-

prevalent. among all members of the sales staff' cntiy of their managers and peers, there exists a specia1 ca-
Much of Maddox's time in the office is spent prospecting maradcrie unique to this kind of situation. Representativesare 

and demonstnlting MANMAN to prospective customers. His eager to share ideas with others, eager to participate in joint 
group also worb closely with the local technical support staff sales seminars and eager to ooacll new sales representatives. 
in dealing with prospective., as well as existing, customers. Mackey concludes. "The successful management of 

Unlike the centralized sales environment of Maddox's numerous remote offices is evidence that. ~team effort" is a 
Northern California office, Sales Manager Thomas Mackey 1arge part. of ASKs sales philosophY.' . 
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Customer Support 
Focuses on Education 
ASK Computer Systems believes an edu­
caled customer is a more productive rus­
tomer-that's why its Customer Support. 
Department has expanded and restruc­
tured its operations during the past. year. 

~A growing customer base and a prod­
uct line that has more than doubled over 
the past three years led w the reorgani­
zation." states Lindsay MacDennid. vice 
president of customer support.. 13y cen­
tralizing the management of our opera­
tions, we UUl provide better support for 
our customers on a nationwide basis:' 

Under the new stru<.."ture, tcchni<2l sup­
port personnel who formerly reported 
to regional managers now report to 
MacDcnnid who is also responsible for 
tlle ASKt.'FJI' remote processing senice. 
"Our new organi7.ation allows us to main­
tain excellent suppon. across the COlmtlj.;' 

he explains. "Plus. we can deal more 
effectively with 8<munts that have instal­
lations in more than one region." 

The Customer Support Department 
assists ASK customers in four main 

areas: system installation, telephone con­
sulting, on·site consulting and education 
Customer support personnel also work 
with local user groups to obtain feedback 
for new 1tlANMAN features. 

"One of the primary purposes of cus­
tomer support is customer education;' 
states MacDcnnid "Even when wc're solv­
ing problems through telephonc or on-site 

.. 

consulting, we are trying to educate our 
customers on the best ways to utilize their 
systems:' 

ASK technical oonsultants support eight 
education centers located throughout the 
United States. OJstomer Support Man­
ager Kate Squyres rn.anagcs six t.edmi.ca1 
consultants in ASK's Omnge. California 
office-one of the eight centers. Squ.,yres 
explains. "Because technical consultants 
are experts in a111tlANMAN products. they 
are able to teaCh a full range of oourses 
to ASK wstomers in the field." In addition 
to regular customer education courses, 
ASK offers self-paced training for the 
l\iANMAN/ MFG and 1tiANMAN/ OMAR 
products. "These courses supplement 
classroom training by enabling indi\~duals 
to study detailed se<,'tions of the system 
at their own pace.~ Squyres adds. 

Now that the department. has been 
reorganized. MacDennid has announced a 
new set of goals. '"In order to continue 
excellent support for customers across the 
nation. we are centralizing training of 
support. personnel, as wcll as cncoumging 
more infonnation exchange between these 
employees," he states. 

1b achieve these goals, he plans to insti­
tute a three phase training program for 
customer support. personnel. The first 
phase for new tedmical consultants will 
oonsist of classes in presentation skills, 
telephone technique, basic systems and 
problem solving techniques. The second 
phase will provide detailed training in the 
four core l\lANMAN- products. And the 

.. 

tliird phase will trnin field tOOmicai ron· 
sultants in sales wchniques. implementa· 
tion planning, factory financial oontrols 
and teaching sIciIIs. 

MEsch phase will be separated by 8 

period of time in whidl technical consul­
tants can gain experience and practice 
what they've Ieamed," explains MacDennid 
'1'he program is designed to help them 
better serve our customers.~ 

He also expectS to improve customer 
service by increasing the support staff 

during fiscal 1987. "We will have more 
people helping more customers than eo.-er 
before," he states. ASK wstomers will also 
have improved access to that help. "We 
plan to USC more 800 numbers in regional 
offices to make it easier for users to call 
us.~ explains MacDennid ASK rurrentJy 
provides 800 nwnbers at two of its tech­
niea] centers. 

"ASKs success is based on its reputa­
tion for being a wstomer-drh-en oompany," 
notes MacDennid "Customer support will 
always be a top priority.~ . 

Fast-Growing Computer 
Firm Uses MANMAN 
from the Start 
How does s young, fast-growing start-up 
oompan.)' make sure it survives into prof­
itable adulthood? The ans\\-"er, according 
to Sequent Computer Systems, Inc., is 
zero-defect products. 

The anJ1ual incmuJ6 in customer education dJ.zyg re.Jkcts AOO commitment to helping MANMAN 
U8t'I"8 get 1M mostjimn tlteir ",stem. 

Sequent. located in Beaverton, Oregon. 
is a make-to-forecast.. configure-tooOrder 
shop that produces the Balance 8000 and 
the Balance 21000 multi-processor mini· 
superromputers. The oompal'lY targets the 
Balance product line to end users and 
original equipment manufacturers special­
izing in military ADA de-.-elopment. com­
puter aided design and engineering, 
simuJatiOll transaction processing. data­
base management and general purpose 
UNIX computing. Sequent's wstomer list 
reads like a who's who of multi·national 
companies with names such as General 
Electric, Hughes, Boeing, Siemens, 
Thradyne and AT&T. Sequent has over 100 
installations worldwide. 
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Quality is the 00ffiP8J\V charter and the 
acid test is zcro-dcfcct products. 10 pass 
the acid test. the poople at Sequent. stick 
to the uuism. ~good poople make good 
products.- Quality people-experienced and 
talented managers who can wear several 
hats in a fast-growth manufacturing 
oompany-is the main ingredient. (or suc­
res&. Buteo.'Cn quality workers can be oom­
paratively ineffective without quality 
infonnation provided on Ii timely basis. 
Selection and lmplcmenialion 
In orucr to ensure that its people received 
the infonnation they needed Sequent's 
rounders decided to implement. a comput­
erized infonnation system. They required 
a system that coukI provide planning tools 
such as master production scheduling, 
material requirements planning and man­
ufacturing resource planning. In addition. 
the infonnation had to be available on·line, 
and rea1·time. 

After an extensive search. Sequent 
chose the ~lANMAN Information System. 
~~lANMAN met all our criteria. was 

dependable and was easy to learn:' 
explains Mike Moore. purchasing manager 
at SequenL He also notes that Sequent 
was impressed by lhe stability !.hat ASK 
pl"Ojecwd over time. "Just looking at the 
resources that ASK can put into product 
dC'.'Clopment" says Moore. "versus what 
their competitors can do-makes going 
with ASK a good long-term decision" 

Interestingly enough, Sequent. chose 
ASK six to eight. months before shipping 
its first. prodUCL "We wanted to create an 
efficient. and weD-managed company from 
the ootset.~ reaills Moore. Min iacl. v.-e were 
bringing up MRP and doing dollarization 
and 008t. roU-ups on preliminary and engi­
neering bills of material before we'd C\"Cr 
builL anything in manufacturing;' 

I mpicmcntation was simple.. MAN~tANl 
MFG. OMAH. AP and GL were brought. 

up on ASKNE'T-ASKs remote processing 
service bureau. This aU()\I,·ed Sequent. to 
benefit. from a computerized system with­
out an initial capital in .... estment. It. took 
only four hours to bring up the purchasing 
module and only half a W\y to nul the first. 
MRP. After a year on ASKNE't Sequent 
brought. the system in-house_ 

"One of the keys to a successful imple­
mentation is management involvement!' 
says Bob Bechler, materials planning man­
ager. "and that is really true at Sequent!' 

M anagement at Sequent starts each 
week by running an MRP for com­

pany-wide usc. A task force (consisting of 
representatives from Sales. Marketing, 
Manufacturing and Accounting) then eval­
uates the MRP report in tenns of the bot­
tom line; can the companY afford to build 
the scheduled number of compulCrs? Once 
the group has accepted the forecasts. the 
company starts production for that week. 
Open Order reports from the MRP nUl are 
made available to vendors who pick them 

up, evaluate them and make any necessary 
changes to their own production schedule. 

In addition to the weekly MRP. Bechler 
runs one MRP on a daily basis. He con­
centrates on the resource and capacity 
impact. of the oomputcr-reoommended pro­
duction schedule for Sequent and for its 
vendors. He also uses the reports to mon­
itor acrual daiJ,v activity versus goals, as 
well as lot sizing strategies. 

"No subsidiary systems arc used to 
manage the company; states Bechler. 
"E\"Crything comes out of the ~lANMAN 
system. We even put. prototypes on the 
master schedule so they can drive the 
requirements from the very inreption of 
their design The way we run the system 
is as close to textbook as we can get-and 
the system allows us to do that." 
R£sults 
According to Bechler, the system has 
produced dramatic results in personnel 
productivity. For example, one person 

is able to hand1e 2500 transactions per 
month at Sequent The receiving clerks 
do not generate receiving paperwork to 
invoice merchandise because Accounts 
Payable pays the invoice as soon as the 
parts are logged into the computer. One 
person in Accounting processes the 800-
tOOO word invoices Sequent receives 
per month. 

The staff is lean in other departments 
as well. There are no expedltors on the 
shop floor, and only three people in Pur­
chasing, one in Material Planning, and four 
in Acoounting, including managers. Each 
person is responsible for entering his or 
her own information into the system; 
Sequent therefore does not need a data 
entry department. 

"Having a small staff is critical for a 
start-up~ observes Bechler. "~lANMAN 
allows us to keep our staff small by auto­
matically producing things like purchase 
orders, ID\·oice;, checks and sales orders. 
It eliminates the need for us to hire people 
to manually generate such documents.~ 

Bedlier also credits the system with 
motivating people to maintain a high level 
of l)crCormancc. "Each department is 
responsible for its own piece of the sys­
tem: he explains. "We don't have an MIS 
staff to point. fingers at if something goes 
wrong. This arrangement. makes people 
do their job better because they're more 
accountable. Everything that our 1>COllle 
need to do their work is under their com­
plete control" 

The system has also produced signifi· 
cant results in in,·cntory control. "We slill 
manage our invCIltory with only three pe0-

ple. even though sales more than doubled 
during the past yeru;" states Bechler. His 
projection for the next 12 monrns is C\'en 
more impressive: "We expect to only 
double lhat staff while increasing sales 
6(X)%.w In addition to optimizing im"Cntory 
levels, the system has enabled Sequent to 
achieve an in\"Cntory acruracy rate of99%. 

According to Bechler, Sequent·s dra­
matic growth validates its choice of ASK 
and MAN~lAN. '!he reason we chose ASK 
is it. gave us a system that will grow with 
us over the next several years;' he explains. 
"We can add prodw:,:ts as the need arises!' 
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He cites the MANMA.l'lIBARSCAN'" bar­
coding product as an example. "Last 
year we didn't have the volume to justify 
BARSCi\Jv,' he states. "But now that we've 
grown, we plan to add it later this yeai' 

Becltler sums up the system's success 
by stating, "Since installing lIfANMAN, 
our inventory is low and the quality of 
our products and work environment is 
high. That translates into zero·defect 
products." • 

1986 MANMAN 
Conference Proves 
Valuable Learning 
Experience 
ASK's MAN~lA..\l Conference oontinues to 
be an important infonnation exchange 
between MANMA.N customers and ASK 
employees. 

The annual conference brings MAl\'MA. \j 
uscrs and ASK personnel together to 
diswss all aspects of the MA.l\'MAN Infor­
mation System. Acoording to Kathy F'u11et; 
ASK's conference manager, "Participants 
learn how to apply the tools provided by 
~tANMAN to help run a more productive 
business." ASK's third annual ~tANMAN 
Conference was held in March at the Red 
Lion hm in San Jose, California 

This year the length of the conference 
was increased, more sessions were 

offered and the number of participating 
oompanics grew as well. In fact. the mUll­
ber of companies attending increased 34% 
over those attending last year'S event 

Due to the positive feedback from the 
1985 conference, the 1986 event was 
expanded from three to four days. A 
rerord high of 115 sessions oo"ered a wide 
range of manu!acturing. financial, market­
ing, systems and implementation topics, 
along with product release training. This 
was a 22% increase over the number of 
sessions held at the 1985oonference. 

"We've provided a wide range of topics 
so that all types of MANMAN users bene­
fit from attending the oonference:' Fuller 
explains. "The ~tANh-fAN Conference is a 
learning experience for all participants, 
whether you are an experienced customer 
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eager to learn about new aspectS of oper­
ating the system. or a nev,' user oonremed 
with the implementation prooess." 

The presentations and pane] diswssions 
were led by ASK personnel ~lANMAN 
users and industry consultants. Sessions 
ranged from MANMAN specifics such as 
"Implementing MAN~"lAN/Manu(actur­
ing" to industJy topics such as "How to 
Get Started with CIM~ 

New features at this year's conference 
included an exhibit provided by third-party 
suppliers. In addition, user group meetings 
were held as weU as munerous Common 
Interest Group discussions aimed at 
exdumging infonnation on shared areas 
o(interest 

Also offered at the conference was the 
Question and Ideas Room. This room. 

staffed by ASK employees, was where 
customers could infonnally m~t with 
members of ASK's software development 
teams. as weU as systems and support 
personnel. f'u1ler states, "ASK's R&D 
team relies heavily on rustomer feedback 
when designing enhancements and prod­
ucts. 'The conference provides an excellent 
forum for this type of interaetion." 

ASK's goal is to make MANMAN the 
best tool for helping customers meet their 
needs in the manufacturing management 
arena. The ~lANMAN Conference once 

again proved to be an effective vehicle in 
helping ASK to reach this goal. . 

Product Faires Educate 
Customers and Prospects 
Each fiscal year, ASK Computer Systems 
hosts numerous Product Faires to edu­
cate customers and prospecti\"e custom­
ers on the capabilities of the MANMAN 
lnfonnation System. 

Begun in 1985, Product Faires provide 
~"lANMAN users with infonnation on ASK's 
expanding product line. They also afford 
prospective wstomers the opportunity to 
meet not only ASK personnel, but seasoned 
MAr.'8lAN users as well Inlonnation is 
exchanged on all aspects of manufactul'­
ing, as weD as on individual ASK productB 
as they relate to specific areas. 

This year, 18 of these day-long seminars 
were held in hotels around the oounUY-li 
in the United States, and one in Thronto. 
Canada. 

The fonnat of the Faires oonsisted of 
fonnal presentations gh"en by ASK sales 
and technical personnel 

Because the second series of Product. 
Faires proved so successful in educating 
prospective and cunent custDmers about 
MAN MAN, 20 Faires are planned for 
fiscal 1987 .• 



INTERNATIONAL 

International Version of 
MAN MAN launched 
in Europe 
Europe remained in the forefront. of ASK's 
international marketing strategy during 
fiscal 1986. ASK Coml)Uter Systems S.A., 
headquartered in Paris, F'rance. is the 
Company's first. European subsidiary. ASK 
France was established in fiscal 1986 and 
has made significant progress in adapting 
MANMAN to the European manufacturing 
marketplace. 

~Our goals are to expand our market 
internationally while providing better ser­
vice to ASK customers already located 
in Europe~ states director of European 
deo.-elopmenl MarX Ripma. 

ASK France has moved rapidly to estab­
lish its presence in Europe. One of its 

mostimportanLacoomplishments has been 
completing the French version of MAN­
MAN (on HewielL'PlIckard hardware). 

The translation process began by is0-
lating key words and tnmslating American 
manufacturing lenns such as "forward 
back scheduling" and "dummy employee 
number." Once this glossary was final­
ized. the manuals were translated lsolat.ed 
tenns in the code that were translated 
in the glossary were automatically up­
dated in the system. French customers 
were involved in this process from the 
beginning. 

French enthusiasm for MANMAN was 
evident when ASK France held its first. 
user group meeting last January-it was 
attended by every ASK customer in 
Ftance. Discussions covered a wide range 
of topics and centered on the latest. release 
of MAl\'MAN. "Our French customers are 
\'etY excited about the new release,- states 
Ripma. "They are anxious to apply the 
new features to their manufacturing 
operations:' 

French MANMAN users manufacture 
e'o'Crything from ski boots. lasers and Or­
OJit boan:I.s to steam shovels. toys and fur. 
naces. ASK's rurrent rustomers in France 
include Salomon, the world-renowned sid 
manufacturer, and Hachette, Inc., a wen­
known book publisher that produces the 

magazine EUe. 
ASK's expanding role in Europe means 

a larger staff for ASK France in the com­
ing year. "We expect. to add people in each 
of the sales, support and engineering roles,~ 
states Ripma ASK also plans to open an 
office in Gennany during fisca1 198'Z 

The translation of t.fAl\JMAN software 
and manuals into Gennan is a1rcady under­
way. <&We're working with the localization 
company that helped us translate the 

French version of MAN~IAN;' states 
Ripma. The first MANMAN products 
to be translated into German will be 
MANMAN/ MFG and MAl'lMAN/OMAR 

Ripma believes that success in Europe 
win be achieved by following the strategy 
that has made ASK a leader in the United 
States. '''We will build a reputation as a 
customer-driven company that focuses on 
the quality of our people, products and 
services." • 

CompkUd during}iactd 1986, 1M fi'rendI versitm oj MANMAN ill ASKi{mt tmmlationoJ tM 8O~ 
into ajJreign Ianguagt. 
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Multi-Currency 
Capability Announced 
AB part of its strategy to aggressively 
pursue international market opportuni­
ties, ASK announced an importmt new 
enhancement to its lIiANMAN systcm­
MANMAN/CURRENCIES. 

MANMAN/CURRENCIE8, available on 
the HP 3000, is designed to accommodate 
the needs of ASK customers involved in 
foreign trade. CURRENCIES enables the 
MANMAN/MFG and MAL'aofAN/AP sys­
tem to support purchases from a foreign 
country where purchase orders, vouchers 
and cash disbursements must be denomi­
nated in a foreign cunency. It also allows 
~tANMAN's order management/accounts 
J"ea!i\'able (OMAR) system to support sales 
to a foreign country where sales oruers. 
invoices and cash receipts must. also be 
denominated in a foreign CWTency. 

CURRENCIES gives ~{ANMAN users 
visibility of their foreign rurrency trans· 
actions in either the foreign rurrencyorthe 
local currency. For example, a U.S. manu­
facturer that sells products in Germany 
could look at bookings in Deutsche Marks 
or the equivalent dollars. 

"One of the significant aspects of 
CURRENCIES is that it eliminates the 
extensive manual efforts required to keep 
track of currency exchange variances;' 
states Randy Hiettcr, ASK product mar-

The_MANMAN/WRRENCIES~ 

enabla CU8Wmert to track aM comJertjJrf':iglo. 
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keting specialist. "Corporate treasurers 
will now have a better understanding of 
their currency exposure. This means they 
can better protect. their companies from 
currency value fluctuations." he states. 

CURRENCIES provides a foundation 
for ASK's drive to internationalize the 
MANMAN syslem It joins the value added 
taxation (VAT), Canadian federal and pro­
vincial sales tax and Australian sales tax 
capabilities already available on HP 3000 
and VAX-based ~1ANMAN systems. . 

MANMAN Expands 
to Pacific Rim and 
Southeast Asia 
An important part of ASK's international 
marketing strategy has been to develop a 
sales and support organization in South· 
east Asia and the Pacific Rim. 

"During the past several years, many 
American oompanies have moved manu­
facturing operations to the Far East.­
states Ron Braniff, ASK's president and 
chief executive officer. !'his trend makes 
the Pacific Rim 8 particularly good mar­
ket for MANMAN products. We have 8 
growing interest in serving both Ameri· 
can and foreign companies in Southeast 
Asia and Australia." 

ASK established ita first Pacific Rim 
office in Australia in 1985. 'Ibde.Y.Australian 
~1ANMAN customers range from manu­
facturers of water heaters and office fur­
niture to kitchen cabinetry and mining 
equipment 'They are located in Sydney, 
Mefuowne and Perth-the major Austrnlian 
industrial centers. 

ASK has also opened a technical sup­
port office in Singapore to serve custom. 
ers in Southeast Asia. "We currently 

have customers in Hong Kong, 
Singapore, Thiwan and Korea;" 

observes Braniff. "The Singapore 
office will play an important role 

in providing top notch support. to 
these manufacturers.~ He ooncludes, 

"As manufacblring in~ through­
out the Far East, ASK will be well­

positioned to expand fl.iANMAN around 
the Pacific Riro." . 

Sci con MAN MAN 
Conference a Success 
I!igb au.ndance mari<ed Scioon Ltd:s sec­
ond annua1 ~fANMAN conlereoce held at 
Woburn Abbey in Bedfordsltire, England 
last May. Scicon is ASK's distributor in 
the United Kingdom. 

MAttendance was up by 84% over last 
yea( states Neil Anderson. Scicon's prod· 
uct marketing manager who coordinated 
the oonference. "And over 70% of our C1lS­
tomers attended the three day oonference 
that included 45 sessions:' he adds. 

MJ was particularly impressed by the 
large nwnber of directors at the oonfcl' 
ence,'" states Eric Roberts. ASK product 
marketing manager. "They are the high. 
level decision-makers who have the author­
ity to purchase a MA.\lMAN system" 

According to Anderson. "'The presenta­
tions by ASK oorporate officers were a 
highlight of the conference. Utstomers 
appreciated the opponunit,y to hear their 
views on the future of MANMAN and 
they enjoyed their forthright and direct 
response to questions:' 

Anderson explains that much of the 
conference's success flowed from the 

high level of user participation. "About 
one third of our customers served as 
session presenters or panelists,~ he states. 
"And response to their presentations was 
very enthusiastic." 

Anderson attributes the increased user 
participation to familiarity with the e\'eIlt. 
MLast year's conference was new to e\'ery­
one," he explains. '"llUs,..,. the """" knew 
what to expect- Anderson OOsenu that. 
the spirit of a MAN~lAN oonference is 
quite different from typical conferences. 
"In most conferences. you listen to some­
one read a presentation without any audi­
ence participation. It may be infonnath-e 
but not "ery excit:.in,g' 

In contrast. Scicon's MANMAN romer­
ence enoourages users to express their 
views. "Our oonference produces 8 high 
level of communication between our ~ 
Anderson explains. "It reaJ.b> functions 88 

8 three day user group meeting:' 
Scioon's third annua1 MANMAI\' ronfe:r­

ence is scheduled for the spring of 1987 .• 



Building Manufacturer 
Builds Future with 
MANMAN 
It .... '88 the best of times and the worst. of 
times. '1remendous growth brought tre:­
mendous problems. Short shipments, late 
de~\'erics. inventory discrepancies-these 
were the costs of a booming business at 
Annoo Wcstecllnc. 

AWl is Canada's leading manufacturer 
of highway construction products and 

fabrlallL'<i ,wei buiklings. Based in Guelph, 
Ontario. the oompany's Building Systems 
Division engineers and manufactures 
buiJding systems ranging from small fac­
tory entrance gua.nlhouses to Boeing 747 

ain:nUt """""'" 
~ln early 1980. we !aced 8 growth spurt 

unparalleled in the history of our com­
pany,- recalls Nonnan Hunter. AWl man­
ager of planning. "At the time. inventory 
was controlled manually with a card 
system-and it just couldn't keep up:­
Although the company had a computer, it 
was used solely for acoounting functions. 
"We simply lacked the tools to property 
manage our inventories." states Hunter. 
Selection & lmpicmentalion 
In order to meet its needs Cor growth and 
improved inventory oonU'O~ AWl decided 
to find and implement an MRP-U system. 
A steering committee of top 1C\'eJ manag­
ers was fonned to carry OUt the search. 
'The oommittcc wanted a fully integrated, 
interactive system that wag flexible and 
easy to use. The entire seardll.OOk a year 
and a half,~ Hunter rec::aIls. After narrow­
ing the choices to three top contenders. 
they picked the MANMAN .".,.m running 
on an HP 3000 Series minicomputer. 

Despite purchasing 8 computer, AWl 
initially used ASKNET-ASK's remote 
processing service. ''We kept using our 
manual system while using ASKNET to 
prepare for the in-house oomputet:- Hunter 
explains. After about a year, AWl was 
ready to implement. its in-house system. 

A fh'e-person implementation team 
guided AWl through itsjoumey to MRP-IL 
'Ibday the number of terminals spread 
throughout the different functional areas 

of the company has expanded ;oWe started 
out with 12 tenninals;' recalls Hunter. 
"Two years later we had about 30. And 
the last time I counted we were up to 607 
Thlining 
One of the most important ingredients 
for success with an MRP-li system is a 
finn oommitment to education. AWl made 
that commitment in a variety of ways. 
"The entire impiementatiolllCam attended 
ASK classes. then developed in-house 
training programs tailored specifically 
for the various users in the company. We 
built the in-house courses around instnJ<''-

The CoJ4artJ PwJHie Librury in. ~ Alberta. 
i. Oft(! 0/ A 1Y1llfohriaJUd ,lett buildinga. 

tional videotapes: explains l-iLmter. ~Users 
were then turned loose on ASKNET to 
pmctice what they had lcamed~ 
Results 

C arefui attention to system selection. 
implementation and training have 

yielded impressive results for A WI. "When 
we first purchased the system our inven­
tories were running 120 days of sale( 
recalls Hunter. '1bday they nul about 60 
days of sales and they're still declining:' 
He attributes the n:!duction to the MAz'J­
MAN system's ability to track parts. ~Our 

division had a unique inventory problem 
because we sell products thatare rustom­
designed and engineered,~ Huntcr expJains. 
"Our item master contains about 25,000 
part. nwnbers of which 90% are unique 
partS for specific sales orders. And we 
create about 20,000 new part numbers 
every six months. Prior to using the 
MRP·U system, we couJdrit keep track of 
all those parts." 

HWlter also attributes improved inven­
tory oontrol to better access to information. 
"When we used the manual system, 

on-hand inventory figures were updated 
once a week;" he recalls. "Thday, with the 
r-,1ANMAN system, we have up-to-the-­
minute availability of invento[j' figures." 
The system also accelemtcd data cnby 

for shipping and reroiving infonnation. 
"Materials that arrive on the receiving 
dock are now entered into the system 
within five hours:' states Hunter. "In the 
old days it oouJd take up to one week:' 

In addition to improving inventory oon­
trol the system has boosted employee pro­
ductivity at AWl. Hunter cites the master 
scheduler as an example. "During the past 
18 months. the system has enabled our 
scheduler to process about 35% more 
work." he states. 

Acconling to Hunter. AWl also uses the 
system to better oooniinate part delivery 
schedules with its vendors. "Many of the 
special parts we purchase ha\"e exception­
ally long lead times." he explains. "For 
example, special sheet metal screws mn 
require a lead time of six months; He 
notes that such items are critical to AWl 
products-they're used to attach roofs to 
buildings. ~Before MAI.,{MAN, if the special 
part wasn't available, we had to substitute 
a lower quulity part or delay shipment.,~ 
recalls Hunter. "Neither alternative proved 
popular with our customers:' The MAN­
MAN system eliminated that I)roblem. 
~Now we give our vendors realistic time­
tables so they mn deliver parts when we 
ne«! them." states Hunter. "Our on-time 
delivery rate has improved immensely." 

Now that the ~{ANMAN system is 
on-line. Hunter says that further automa­
tion will be considered "Our engineers do 
a lot of their work with CAD systems," he 
explains. "Eventually we will probably 
want to link them directly into the 
~tANMAN system to allow an exchange 
of bills of material" I-Ie also projects a day 
when AWl's network of dea.lers may be 
e1ectronica1ly linked to the MRP-Jl system. 

Hunter asserts that the key benefit pro­
vided by the ~)'Stem is the ability to plan. 
~Now if sales people say our boolcings will 
increase by 25% in three months. we mn 
respond with a realistic pnxiuetion plan," 
he states. MANMAN has given us the 
information we need to react quickly.~ . 
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Pick the wrong MRPII ~stem 
and xou could find 

yourself in a bit of a bind. 

Its your job to find a factory 
management system that 11 satisfy 
eI~l)une in the company. 

Butalas,your hands are tied. 
The people on the factory floor 

wantoneS)~tem.The people in the 
field want another Purehasing wants 
something entirely different. 

\\~II , don't let itget you down. 
Gel)IA>XIIA\~from ASK 

Computer Systems. 
Its a comprehensi\~, adaptable 

and fully integrated factory 
management system. 

~IANMAN not only lets you tie 
together every I1RPIJ task, but just 
about every function in the company. 

From purchasing to payroll to 
field service. From controlling 
materials tocontrollingoverhead. 

It can also dramatically control 
costs. Job costs. Labor costs. Data 
collection costs.A11 under control, 
thanks to MM~IAN and our product 

for factory bar code applications, 
MAl\IMAN/BARSCAN~ 

By bar codin~ turnaround 
documents and pnnting labels 
(inciudingAIAG fonnat), BARS CAN 
allows workers to input data up to 
se\~ntytimes faster with a wand than 
using a keyboard- "oth incredible 
accuracy 

MAl~\1AN also has a lot to offer 
yourdepartrnentsupervisors. 

Your foremen. 
Your purchasing agents. 
And everyone else who has a 

special way of working that's already 
working. 

That won'tchanse. 
MANMAN's built·m business 

pelicy variables let you adapt the 
system to your way of doing business. 

And its modular design lets 
you implement functions gradually 
or all atonce (and once implemented, 
they're already integrated). 

Finally, you should know that 
over 1,000 customers are already 
sucoessfullyusingMA"MA~. 

Call8004·FACfORY, for more 
details. 

You11 find that choosing the 
right MRPIJ system is actually 
quite easy. 

Once you know the ropes. 

ASK 
Makiflf} 

jactnry management 
manageable. 



MANAGEMENT'S DISCUSSION AND ANALYSIS 

RISults of Op.,..tionl 
ASK experienced a decrease in net revenue of 4% in 1986 com­
pared with inO"CaSeS of 22% and 65% for 1985 and 1984. Net 
income in 1986 was also below 1985 and 1984 levels. These 
decrellSCS were due primarily to softness in the market for 
eomputcr-based products and services as U.s. manufacruring finns 
continued to experience a decline in business and demofL'itrat.e a 
reduced level of capital spending. This slowdown has primarily 
affcct.ed systems revenues. '!be Company does not attribute the 
revenue decline to actions of its competitors. or the relative rom­
)Xltitiveness of its PrOOuctB or company pricing actions. Revenue 
for the fourth quarter and seeond half were at record levels for 
the Company, although revenues and earnings for the year were 
lower than for rLS<al 1985. 

In addition to turnkey systems, the Company offers the use of 
its producta through on-line remote proressing. This service. called 
ASKNET, represented 12% of revenues in fiscal 1986 oompared to 
13% in Iiscal 1985. ASKNET revenues deaeased 17% in 1986 after 
increasing 12% in 1985. This decline was due to several large 
ASKNET users converting to turnkey systems and a nwnbcr of 
customers discontinuing the service due to their own financial 
diffiw.lties. The slowdown in the addition of new customers experi_ 
enced in 198500ntinucd in 1986 but.ata lower rate. 

Gross margin as a percent. of net revenue has increased from 
49% in fiscal 1984 and 51% in 1985 to 52% in 1986. Software 
products and services, which have a higher gross margin than 
oomputer hardware, accounted (or a progrcssi\'C1y higher percent,.. 
age of revenue in each year from 1984 to 1986. This increase was 
most. prevalent in the software subscription revenues caused by 
the growing installed base. The oomposition of revenue, partiw1ariy 
the ratio of software to hardware, can vary from quarter to Qt.IIU"t.ef' 
causing fluctuations in the gross margin percentage. Such flucbJ. 
aOOns did ocrur during the Quarters of fisca1 1986 and 1985. 

Product. development expense increased 26% and 28% in fiscaJ 
years 1986 and 1985, rcspcct.ive1y. These increases reflect the 
Company's oontinuing oommitmcnt to expand its product line and 
add new features and functions to its existing products. Selling, 
general and administrative expenses, increased 15% and 29% in 
fiscal 1986 and 1985, respcct.ively. These increases were primarily 
due to oontinued growth in the field sales and service organiza­
tion, and other administrative personnel neoessmy to support the 
Company's operations. In 1986 a portion of this increase is also 
attributable to the Company's expansion into Europe. The con. 
troUed growth of expenses in these areas despite weaker l'e\tcnues 
was incurred to expand the Company's sales force and bet.ter 
position the Company (or future growth. 
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Operating income as 8 percent of net l'E'\'enUe was ~ 154t and 
13% for 1986, 1985 and 1984. respectiveb'. The dettease in fisaU 
1986 was primariJy the result of higher operating expense Je..-eJs 
and lower systems ["C\-·eme.lnaease in the 1985 operating income 
percentage over 1984 was primarily 8 result of the 006t associated 
with discontinued products in fiscal 1984. 

lnterestincome ino'eased 37% from 1985 to 1986 and 16% from 
1984 to 1985. These increases reflect higher im-estL'd cash ba1anres 
oomparcd to prior years due to the addiUonal $2() million raised in 
the Company's February. 1985 public offering and cash generated 
from operations. 

The effective tax mte fluctuated from 44% in fiscal 1984 to 
46% in fiscal 1985 to 40% in fiscal 1986. The different effective 
tax mtc from 1984 to 1985 reflects changes in the level of various 
tax credits available to the Company. The decrease Cor fiscal 1986 
is due to a higher level of interest inoome from cash invesuncnts 
in tax-exempt issues as a percentage of pretax inoome. oompared 
to the prior years. 

Fin8nei81 CanditiOft 

The Company's liquidity and capit.a1 resoura!S position remains 
very strong. Working capit.a1as of JWlC 30, 1986. ~"8S $65.8 millioo 
oompared to $58.0 million as of June 30, 1985. Working capit.al pr0-

vided from operations was $8.8 million for fiscal 1986. The ffiIUor 
use of working capital was for capital additions. The ina-ease in 
aeoounts receivable at the end of fiscal 1986 0'\'eI" 1985 is the resu1t 
of significanlly higher J"e\'eflues in the fourth quarter of 1986 ($26.6 
million) compared to the fourth quarter of 1985 ($20.8 million). 

It is expected that in the foreseeable future the Compan,y will 
have working capital needs to finance ongoing operations as well 
as investments in property, plant and equipmenL These will be 
funded through cash generated from operations and existing cash 
and cash equivalent balances. The Company's capital ~ com­
miunents at June 30, 1986 consisted principally o( leases for office 
spare and approximately $952.000 in mortgage indebtedness. In 
February 1986 the Company entered into a lease for a facility in 
Mountain View, Qilifomia which would replare several existing 
facilities. The initial tenn of the lease is six years with .Ih-c three-­
year option periods. The anticipated commencement of the lease is 
approximately November 1981 

= 



SELECTED FINANCIAL DATA 

five Vllr Summery 

(1n thousands. except per share data) 

1986 1985 1984 1983 1982 

\Car ended June 30: 
Net revenue 576.019 $79.233 $65.076 $39.388 $24.871 
Gross margin 39JOO ,10.247 31.853 20.389 12.234 

Product dC\'Clnpmcnt 8,:hl8 6,6-19 5,199 3.422 2.229 
Selling, general and administmti\'c 24.658 21.404 16.656 11,759 6.317 
Di:;eontinOC'd products 1.242 

Operating UK'Omc 6J80 12.19·1 8.757 5.208 3.688 
Interest income 3.136 2.515 ~ 1 65 1.451 1.157 
Income taxl.'S 3.927 6.760 4.780 2,754 2,150 

Net income 5.889 7,9.19 6,142 3.905 2,695 
Earnings per share .16 .65 .53 .35 .27 
Dividends per share 
Weighted a\'c~ common and common cqW\lllcnL 

i:ihares (lUtstanWng 1 2~ 1 6 1 ~ 1 36 11 .626 11.080 10.096 

ALJune30: 
Working capital S6M26 $57.99-1 $28.835 $21.72-1 $11.743 
ThtallU;.';'(:Lti 00.689 83.223 51.985 38,902 20.803 
Thtallong-tenn debt 95 1 965 979 1,00-1 21 
Shareholders' equity 72.769 65.198 36.4 -12 28.808 14,6(),1 

Unaudited Querterly Results 

F'irst Second Third Fow'ili 
Quarter Quarter Quarter Quarter 

f'iocaII9'6, 
~et ren-nUl' $la780 $19.051 $1 7.601 $2~587 

Gross margin 7,451 10.362 9.848 11,735 
Operating income 366 2.168 1.397 2.-1<19 
Net inoomc 69-1 1.839 1,371 1,985 
Earnings per SMrc .05 .1 4 .11 .1 5 
Weighted 8\'Cmgt' shares OUt.l;l..'lnding 12.757 12,79-1 12,818 12,896 

Jolsca119R5: 
Xct I'Cvenue $18,003 $21.282 $19.187 $20.761 
Gms..i margin .731 10.284 9.530 11.702 
Operating inctlmc 2.663 3, 185 2.576 3,470 
Xctincomc 1,706 2.138 1.788 2.317 

Eaminw; JX'r >J1are .15 .18 .1 4 .1 8 
\\'cigtlled average common and common equivalent 

shares OlIthtanWng 11.660 11.688 12,4"'-1 12,750 
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CONSOLIDATED STATEMENT OF INCOME 

Net revenue (Note 1) 
Cost and Cl>..-penscs: 

Cost of revenue 
Product development 
Selling, general and administrati\-e 
Write-off of disoontinucd products (Note 8) 

Thtal cost and expenses 

Operating inoome 
Interest income 

Income before income taxes 
Provision for income taxes (Note 3) 

Net income 

Earnings per share (Note 1) 

Weighted average common and common equivalent shares outstanding 

See accompanying notes. 

CONSOLIDATED STATEMENT OF SHAREHOLDERS' EQUITY 

Common Stock 

Shares Amount 
Balance at June 30, 1983 1l,580.710 $19,763.078 

Issuance of stock: 
Purchase of products (Note 8) 23,923 400,000 
Stock option and stock purchase plans 106.963 899.2 3 

Repurchase of restrit1.ed stock (56,36{) (49,580) 
Payment on notes receivable 
Net income 

Balance at June 30. 1984 11.655.236 21,012.781 
Issuance of stock: 

Public offering. net 1.000,000 19.902206 
Stock option and stock purchase plans 123,859 1.141.092 

Repurchase of restricted stock (6,861) (17.117) 
Purchase of products (Note 8) (15.845) 
Payment on notes receimblc 
:\et incom(! 

Balance at June 30. 1985 
Issuance of stock-

12.756,389 42.041 .962 

Stock option and stock purchase plans 148,414 1.267.683 
Payment on notes receivable 
Cwnulati\"e translation atljustment 
Net income 

Balance at June 30. 1986 1~904.803 $43,309,6' 5 

See accompanying notes. 
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\ear Ended June 30. 

1986 1985 19S1 

576.018.5-18 $79.233.122 $65.076.361 

36.622,995 38.986.255 33.223.110 
8.358.257 &649.334 5.198.852 

2·1.656.996 21,403.290 1&655.650 
1.241.814 

69,638.248 67,038.879 56.319.426 

6.380,300 12.194.2-13 8.756.935 
3.,135.555 2.514,506 2.165,189 

9.815.855 14.708.749 10.922.124 
3.927,000 6,760.000 4,780.000 

S 5.888.855 $ 7,948.749 S 6.112.124 

5.46 t65 t53 

12.816,000 12.136,000 11.626.000 

CUmulath-e 
lklBined l'o.'otes Translation 
Earnings Receivable Acijustment Thutl 

$ 9.468.070 $ (423.494) S $9..8.807.654 

400,000 
899.283 

49.580 
19~911 192.911 

6,1 12,121 &14~124 

15.610.194 1181.003) 36,441.972 

19.902.206 
1.14.4.092 

17.117 

60.785 SO.785 
7.9-'8.749 7.948.749 

23.558.9.43 1103.101) 65.-197.80-1 

1267.683 
103.101 IO~IOI 

11.108 11.108 
5.888.855 5,888,855 

$29.4.,17.798 S - $ Il108 $72,768.551 



CONSOLIDATED BAlANCE SHEET 

ASSIls 

OJm'flt assets: 
Cash and cash investments (Note 2) 

Acoounts rccei\"ablc,1e;s allowance for doubtfu1 acrounts of 
$1.000.000 11900.000 m 1985) 

Other 

Thull cummt assets 

Capitalized software dc\-ciopmcnl oosts. net (Note I) 

Property, plant and equipment. at oost (Notes 1 and 5): 
Land and buildings 
Equipment 
i..eaSl'hold impl'O\'l'llK'nts 

Les:. accumulated depreciation and amortization 

~el property, plant and equjpmem 

Li.blliti., Ind Shlr.holdlr,' Equity 
CnTent Iiabiliti£'S: 

Aa:ounl8 payable 
ACC'Ul'd payroll and related items 
Other 8CCIU<'d liabilitic< 
OJswmC'r dI'~iU! 
incnl1)(' tax(';; payable- (Note 3) 
Deferred income taX<'!l (Note 3) 

Thtal CWT('nliiahiUties 
Commitm('nta and contingencies (Notes -I and 7) 
Long'leMn dcbt(Nole 5) 
Shareholders' equity (Notes 6 and 8): 

Common stock. no par \'sluc;IO,OOO.OOO shares authorized: 
1290-1.803 shares ou .. tanding 112756.389 m 1985) 

R.tain<d earnings 

Qunulative translation a$lstrnent 

~ noU'R reeeh1lblc from sharehnlders 

Thtal shareholdml' equity 

JWle30, 

1986 1985 

$63.639.991 $54.162.795 

22,033,044 18A~1.986 

3,121,758 2.125,639 

88.79-1.793 74.753.420 

619,482 

2.910,000 2.910,000 
11,922.607 10.835.710 

1,767,731 1.625.127 

16.600.338 15,370,837 
9.325.530 6.901,721 

7,274.808 &469.116 

596.689.083 .. 3')?9 536 

$11.537,797 $ 6.657.658 
2.749261 2.362,913 
2.215,3-15 1.728.598 
l.lm,991 1.125,0'\9 
1.259,659 2.070.33.1 
4,159.000 2.815,000 

22.969.053 16.759.552 

951,479 965,180 

43.309.IHS 42,0'\ 1.962 
29.447.798 23,558.9.13 

11.108 

72.768.551 65.600.905 
10&101 

72.768..551 65.-197,80.1 

596.689.083 $83.2'22.536 
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CONSOLIOATED STATEMENT OF CHANGES IN FINANCIAL POSITION 

\ear Ended June 30, 

1986 1985 19S1 
Solll'reS of working capital: 

Working capital provided from operations; 
NeLincome S 5.888.855 S 1.94&749 1 6.14~IU 
Charges to opemtions not requiring the CI.lITenl use of 

working capital: 
Depreciation and amortization 2.9·t-t.019 3.033.209 2,756,152 
Loss on disposition of equipment 367.5(}.j 
'Ibtal working capital provided from operations 8.832.93-1 10.981.958 9.265.780 

I ssuancc of stock 
Proceeds from public oUering, net of expenses 19,902,206 
Stock option and stock purchase plans, nel of 

repurchases and payment on notes rereivable 1.370.784 1.2Q.l.877 l.09a194 
Purchase of produ(.'ts 400,000 

'Ibtal S01.l.rCCS of working capital 10,203.718 32.089,o.s 1 10,757.974 
AppliUltions of working capital: 

Capit.a.lb.ed software development costs 665.315 
Additions to property, plant. and equipment, net 1.703.938 2.916.71-1 3.621.762 
Cumulatkc tmnslation aQjusunent (11.1 OS) 
Reduction of long-term debt 13.701 13.859 2.,1,826 

Increase in working capital S 7,831.872 $29.158.668 S 7.111.386 
Changes in components of working capital: 

Incrca.scs (dc<:reases) in current assets: 
Cash Imd cash investments S 9.177.1 96 $29,627.306 15.871.653 Accounts receivable 

3.568.058 1,617..190 6.794.691 Other 
996.119 109,258 (81.2841 

Increases (decreases) in current liabilities: 
11.().11 .373 31.31>4.0iH la585.060 

Accounts payable 
'1.880.1 39 (734.725) ~305.493 Accrued payroll and related items 

386.348 741.-175 37&913 OthCl' accrued liabilities 
486.747 119,131 853,()45 u.stomer deposits 
(77,058) 323.841 (159.178) Income taxes payable 

(8 10,675) 1.132.664 197,401 Deferred income taxes 
1 ,3.~I.OOO 31~OOO 89&000 

6,209.501 2.195,386 5..173.674 
Increase in working capital 

S 7,831.872 $29.158.668 $ 7.111.386 

Sec accompanying notes. 
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NOTES TU CONSOLIDATED fiNANCIAL STATEMENTS • 

1. s. ••• ry ot Sit_ifi,.nt Accounting Polici.s 
Prtrtcipln of ro,l3OOdation.: 'I'he consolidated financial state­

menll> inch.K~ tJK> accountil of ASK Computer Systems Inc. and aU 
of its woolly-(l .... 'nCd sub!:idiaries, after elirnination of intercompany 
accounts and lransactions. 

RtvmIU! recognition: tw ... cnuc is gencrnlly recognized upon 
product shipment unk.'liS installation by the Company is required 
prior to Cl.l:itol1l<'r acceptanre. in which case the software revenue 
il> I'l'COgltized upon installation. Revenue from sublicense of the 
Company's software by licensees is rcoognizcd upon installation of 
llK> software. 

Re.,enue from software 8ubs<.Tiption sen'ice, which includes 
updates to software products, is billed Quarterly or annually, 
at which time rcvl.'nlK' is rt'CO{Olized Revenue from the on-line 
remote Procei'.~ing scni<x.> (ASKNF.:n and t'UStomcr education is 
recognized as the scrvit'Cs are provided Net. revenue includes 
$18.663.000, $18.53·1,0()() and $14,312.000 in 1986, 1985 and 1984 
I'C!ipectivcly, from software subscription service. ASKNET. CIJS­

wmer education and royalties, none of which accowu.ed for more 
than 10% of IK't l'('\."CrIU4' in any year, exC(>pt for ASKl\'E'T. ASK­
XE1' was I2%. 13% and 15% of net revenue and the associated 
gross margins y,,(,1'e 66%, 63% and 60% in 6scal1986, 1985 and 
198-1, ~pecti\·cly. 

EarnIngs per sJuue: Earnings per share is oomputed using the 
y,'eightai a\l'ra~ nwnbcr of oommCln 6hares outstanding during 
each period plus common !;m equivalents (stock options) deter­
mined using the treasury stock rlN!thod when the resulting calcu­
lation is dilutive. Such O"Immon stock cquivWents were included in 
the computation for tht> third quarter of 1isca11985. 

In!1:3Im1'1ll tlU crtdihl: !m'(>SUIlcnt (a."( credits reduce federal 
income tax expen...;(' in the }\!IU' in which the related assets are 
pIaCE'd into !'f(.'f'\Iia>. 

Propnty, plant and rquipmrot: Equipment is depreciated prin­
cipally by use of the !':Ul1l-of-thc-yt'ars' digits method over its esti­
mated usefullif(' (primarily fh'(' years). Buildings are depreciated 
by use (If the straight-lin<! method over twenty-fh'e years. Lease­
hold improvements ate amortized by use of the sum-of-the-YeaN 
digilo method over the l1'lat«! lease term or their usefu1 lives, 
whichever is shorter. 

Softu-W't'det>elopment rosttJ: In 1986 the Company began alpital· 
izing software development costs in accordance with Statement of 
flnanciaJ Acoounting Standards No. 86. For the year ended June 30, 
1986, thP Company capitaliu>d $665,315 of software development 
~ including 5405,315 of COIits relalCd to the translation and 
localization of iUl software and documentation for use in France 
and Germany. Sudt costs are amortized on a straight-line basis 
O\"er the ef;timatcd useful life which ranges from one to three 
)'e8l'S or the ratio of rurrent t"C\'('nue to the total of current and 
antidpatai future revenue. whiche\'er is weater. Amortization of 
the;c OO!'ts totalt-d $4 5.833 for 1986. 

I.MUSt'rJI 8fg1nf711 and goographic i'l\llmwtion.: The Company 
designs and produces application software products and markets 
them along with gt'lll'ral purpose minicomputers as wrnkey sys­
tems or on a time-!\haring basis (ASKNET) to manufacturing 
oompanies. No CUl;ton'\('r accounted ror more than 10% of total 
revenue in 19t«i. 1985 fir 1984. Foreign revenue, which includes 
expon sales and software liceru;e; through licensees in foreign 
1XlUntries, wag 1es.'1 than 1(N of net revenuc in each year. 

2. Cash .nd C •• h InViItm.nt. 
~ubstantiall,y all cash and cash invcsunents are represented by 
IO\-estmcnt.s in tax-exempt issues of various state and local govcm­
menta. which total $58 million. and major bank certificates of 
deposit which total $4 million. The exempt issues are canied at 
cost which approximatl's market. 

3. Incom. Tax .. 
The provision for income taxes is comprised of: 

1986 1985 1984 

O-urent: 
r .... m1 $1.9-13,000 $5,290.000 $3,''18,000 
Sta", 640,000 1,157.000 844,000 

2.583.000 6,447,000 3,882.000 

DeJerred: 
Federal 1.15-1.000 161,000 759,000 
S"'" 190,000 152.000 139,000 

1,344,000 313,000 898,000 

$3,927,000 $6,760,000 $4,780,000 

Deferred taxes are recorded to reflect timing differences in 
reporting revenue and expense for financi.a1 statements and income 
tal( purposes. The source of these differences and the tax effe<.1. of 
each are as foUows: 

1986 1985 1984 

Deferred inoomc resulting 
from timing-of l'C\-enue 
rerognition $1,2..16.000 $ 89HlOO $1.219.000 

Expcrl8C8 attrued for books 3-1.000 (273,000) (197,000) 
D1SCJ rsc opmloons (5.000) (135.000) 50.000 
[)(>predation 69.000 (173.000) (174,000) 

$IMI,OOO $ 313,000 1 ..... 000 

'f1x> Company's effective tax rate differs from the staUltory U.s. 
rederal income tax rate as rollows: 

1986 1985 1984 

Federal income laX 

6tatutmy 1lI.U' 4'" 46% 46% 
Stale! taxes, net of fedcral 

income tax benefits • 5 5 
Thx excmplincome (15) (5) (3) 
1kx crodits (2) (') 
Disallowed tax bcnefita of 

foreign 10SSC!8 2 
00 .... 2 

Effecth~ tax l'llle! .... 46% 44% 

4. le ... Commitment. 
The Company operates in o\\'Iled.leascd and rented facilities. Rent 
expense was $2,354.000, $1,729,000, and $1591.000 in 1986. 1985 
and 1984. respectively. In February 1986 the Company entered 
into a lease for a facility in Mountain View, California which would 
replace SC\-eral existing facilities. The anticipated commencement 
of lhc lease is approximately N(l\'ember 1987 Aggregate minimum 
annuallcase commitments arc $2.415.000, $2.60-1,000, $4,198,000, 
$.'3,855,000. $3.891.000, and $7:729,000, in 1987: 1988, 1989. 1990, 
1991. and thereafter, respe<.1..iveiy. 

5. Lonll-Term D.bt 
Long·term debt is comprised primarily or 9W*1 mortgage notes 
payable. The mortgage notes are secured by land and buildings. 
Maturities on long-tenn debt for each of the live years subsequent 
10 June 30. 1986 .... 115.000: I I~OOO: 118.000: 120.000; and 122.000 
in 198'( 1988, 1989, 1990 nnd 1991, respectively. 
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6. Common Stock 
lnformation with respect to the stock option plans is summarized as (ollows: 

Available for Grant OulBtAnding Aggregate Prioe _Po-ShM> 
BaIanre atJW"Ie 30.1984 296.592 l,07t125 $13.225.252 $ 3.00-1&.50 

Increase in shares available 1,000.000 
Options granted (159.992) 159.992 2.655.200 15..50·18.50 
Options exercised (75.155) (537.531) 3.00·18.00 
Options canccIIed 56.87' (108.130) U,447.359) 3.00-18.50 

Ba1anoo at June 30, 1985 1.193.470 1.050.832 13.895.562 3.00-18.50 
Options granted (1,321.380) 1,321.380 1-1.754,453 8.88·13.00 
Options exercised 186.803) (693.168) 3.00·18.00 
Options cancelled 889.54' (1.039.880) 04.123.055) 3.00·18.50 

Balance at June 30. 1986 761.630 1.245,529 U3.833.i92 S 5.00-]8.50 

Stock QptUmplans: The Company adopted stock option plans in 
1974 and 1982 under which options for a total of 2,750.000 shares 
of common stock may be granted to key employees, except. that 
cancellations under the 1974 plan are no longer added back to 
shares available for grant Options granted under the plans are 
intended to Quali(y as incenti .... e stock options. and grants greater 
than the regulatory limits on incentive options are issued as non. 
statutory options. Options are granted at no less than 100% of the 
fair market value on the date of grant. Options granted are gener­
ally exercisable O\"C:r five years from the grant date. 10 charges 
have been made to inoome in oonnection with the plans, 

In NO\"C:mbcr 1985 the Company adopted a resolution allowing 
all holders of outstanding options to exdlange higher-.priced options 
for new nonstatutory options at $10.50 per share, the fair market 
\ralue on the date of the Board's action: 823.630 shares were 
exchanged. 

As of June 30, 1986. options for 335,033 shares were exercisable. 
At June 30, 1986 there were 398 participants in the plans of 
approximately 455 employees eligible to participate. 

Key employee restricted stockpurch.a$e pian: The Company has 
reserved 600,000 shares of the Company's oommon stock for issu­
anoo to certain officers, directors and key employees of the Com­
pany pursuant to a restricted stock purchase plan. The purchase 
price of shares sold pursuant to the plan has been the fair market 
value on the date of sale, as detcnnined by the Board of Dire<..1.Ors. 
At June 30. 1986,461,055 shares of oommon stock had been issued 
under the plan. net of repurchases. Certain of the shares sold under 
the plan are subject to repurchase by the Company at the original 
sale price if the employee or director leaves the service of the 
Company within five rears from the purchase date. The number 
of shares subject. to the repurchase option is reduced ratably over 
the five year period. 

EJmpl.oyee stock purcmue plan: The Company has reserved 
300,000 shares of its common stock for issuanoo to employees 
pursuant to an employee stock purchase plan. At June 30, 1986 
21L808 shares of oommon stock had been issued under the plan. 

NofRA receimble from shareJwlders: The notes rereivable from 
shareholders were from the sale by the Company of its oommon 
stod< under its key employee restricted stock purchase plan. The 
notes bore interest at 8% and were paid in full during 1986. 

7. Contingencies 
Three Punx>rted class action oomplaints. alleging damages to 

persons who purchased Common Stock of the Company during the 
period February 28, 1985 through April 3, 1985. were filed in the 
United States District CAlwt for the Northern District of CalifOrnia 
against the CAlmllany, its directors, oortain of its officers and others. 

On September 20, 1985 the oourt dismissed all three oomplaints 
in their entirety, and granted the plaintiffs leave to amend the 
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complaints. The plaintiffs filed an amended oonsolidat.ed oomplaint. 
On April 25. 1986, thc oourt dismissed parts of the amended oon­
solidatcd oomplaint. 'I'h<' case is still in the preliminary sUlgt'S. and 
no mal date has been set. 

In the opinion of management the outcome of this litigation \\-111 
not materi.ally affect the Company's oonsolidat.ed financial position 
or results of operations. 

8. Write -off of Discontinued Products 
In June 198·1 the Company discontinued the sale of products whidl 
it acquired in an acquisition during the prior fi.scaJ year and dosed 
that subsidiary's facility. 

In September 1983 the Company acquired the rights to certain 
products which the subsidiary was producing and selling under 8 

royalty agreement with the author. The purchase priO!. whidl oon­
sisted of cash and shares of stoOC was subsequently 8(ijuswd when 
the Company sold the right:; to such products. 

REPORT OF CERTIFIED PUBLIC ACCOUNTANTS 

The Board of Directors and Shareholders 
ASK Computer Systems Inc. 

We ha .... e examined the accompanying oonsolidated balance sheets 
of ASK Computer Systems Inc. atJune 30.1986 and 1985. and the 
related oonsolidatcd statements of inoome, shareholders' equity 
and changes in flI18.nCial position for each of me three years in the 
period ended June 30. 1986. Our examinations were made in 800Jrd­
ance with generally ac:repted auditing standards and. aooonlingly, 
included such tests of the accounting records and such other audit­
ing pn::w:edures as we coMidered necessary in the circumstances. 

In our opinion, the statements mentioned above present fairly 
the oonsolidatcd financial position of ASK Computer Systems Inc. 
at June 30, 1986 and 1985, and the oonsolidated results of opera­
tions and clmnges in financial position for each of the three years 
in the period ended June 30, 1986. in oonfonnitY with generall,y 
accepted aooounting principles applied on a consistent basis during 
the period. 
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ASK Computer Systems Inc. 
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President and QUe! Executive Ofiicer 
ASK Computer Systems Inc. 

Larry W. Sonsini'li 
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Wilson. Sonsini. Goodrich & Rosati 
(Law fuml 
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L. F. Rothschild, Untcrocrg, Thwbin 
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~~oI~C_P"""'''''c..mm.lW 

Cor,or.f. Officlr. 

Ronald W. Braniff 
President and QUef Exewth-e Officer 

Martin R Browne 
Vice PresidE"llt. Rcscarth and Ocvclopment 

James T. Manion 
Viee President. Sales and Field Support 

0."" Sohm 
Vice President., Marketing 

Lan)' W. Sonsini. Secretary 
Member 
Wilson. Sonsini Goodrich & Rosati 

Leslie E. Wright 
Vice President. Flnance and Chief Financial Ofiicer 

Vice Pt .. id •• b 

Lindsay MllcDcnnid 
Vice President. Customer SuPPOrt 

James M. F1nncsscy 
VKe President., Sales, Eastern Region 
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\Vtbon. Sonsini. Goodrich & Rosati 
Palo AIID, CA 
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Arthur Young & Company 
Palo AIID, CA 

R.giltr., Inll Trlnd. r A .... t 
The F1rsl National Bank of BoslA)n 
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Anllull M.eting 
The annual meeting of shareholders of ASK Computer Systems 
Inc. will be held at 9:00 am. on Thesday, October 14, 1986 at the 
Rickey's Hyatt Hotel Palo Alto, CA. All ASK shareholders are 
encouraged to attend 

For additional copies oC this annual report, oontact the Corporate 
Communications Department. ASK Computer Systems Inc., 
730 Distel Dri\'e. Los Altos, CA 94022. 

For.10·K 
A copy ot the Company's Fom 1O·K. filed with the Securities and 
Ex~ Commission, is available without charge upon written 
request to the Corporate Communications Department, ASK 
Computer Systems Inc., 730 Distel Drive. i..Qs Altos, CA 94022. 

M.rklt Price of Common $Iock 
ASK Computer Systems InC:s common stock is traded in the 
NASDAQ National Market System under the symbol ~ASKr The 
high and low sales prices are as reported by the NASDAQ National 
Market System 

Fis<al1980 High Low 
First quarter 

ended September 30 14 IO~ 

Second quarter 
ended December 31 131,i; 71i 

Third quarter 
ended March 31 14~ IOli 

Fourth quarter 
ended June 30 WI II 

Fisca11985 
First quarter 

ended September 30 20V4 15¥4 
Second qu.arwr 

ended December 31 17~ 14 V4 
Third quarter 

ended March 31 25 16% 
Fourth quarter 

ended June 30 22~ 1O~ 

The Company has not paid cash dividends on its common stock 
and does not plan to pay cash dividends to its shareholders in the 
near future. The Company presently intends to retain its earnings 
to finance f'unher growth of its business. 

As of July 31, 1986 the Company had approximately 3.500 share­
holders. 

IolA.'iWAS' aad .... SK"ET. ~ ~ IlWmarU or ASK Compuler SyotetM rrIC. 
BARSD..,"'O.\lAR" and ASK)lATE'" r.re tnGea.rb 01 ASK Compu\er Sl_ Ine.I>EC 
\ . .u. !6;fo,)V,X IIIId W.XduIIer an' ~ 01 Dillital ~ ~ L~1X •• 
tnIdrmarII: oI .... Tf.T IJfoI Labo.n~oricL 
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MANMAN Released on Digital's VAX 
ASK Computer Systems now pro­
vides its MAN MAN Information 
System on Digital Equipment Cor­
poration's VAX·II minicomputer 

ASK is the leading independent sys­
tems supplier 01 complete manage­
ment information systems to the 
manufacturing industry. Its custom­
ers are mostly medium sized manu­
facturing corporations and divisions 
of large corporations. Currently, 
about 50% of ASK's customers are 
divisions of Fortune 500 companies. 
Over 60% are manufacturers of 
eIther machinery, electronics, or 
instrumentation. 

ASK has provided its systems to in­
dustry since 1974 Unlilthe introduc­
tion of the VAX-I! based system, all 
installations had been based on 
Hewlett·Packard hardware. 

Design Based on Experience 
"ASK has tremendous knowledge of 
the industry needs based on our ex­
penence with the HP products," says 
Ken Fox. ASK's vice president of re­
search and development ~We are 
using that collective experience to 
design the VAX system. In essence," 
he explains, ~we are taking a blank 
sheet of paper and designing an op­
timal system based on our knowl­
edge of manufacturing and the VAX 
computer M 

Characteristically, MANMAN prod­
ucts consist of video terminals lo­
cated throughout manufacturing 
plants and connected to minicom· 
pulers, Information entered into 
these terminals enables plant 
managers to keep track of pur­
chases, inventory, production 
scheduling, and other aspects of 
day-to-day operations. The secret of 
the MAN MAN Information System's 
success has been attributed to its 
ease of use (operators need not be 

Engineering 

MAN MAN 
Information 

System 

MarkeUng 

familiar with computers) and its 
ability to make data immediately 
available for management. Under­
scoring this latter point, Tom Lavey, 
chief operating officer and executive 
vice president, notes, "To make cor­
rect decisons, manufacturing 
managers must know how much 
stock they have at anyone moment. 
For them, waiting for tomorrow's re­
portio find out how many parts they 
have today would be like reading 
yesterday's newspaper." 

MANMAN is an Integrated Tool 
The MAN MAN Information System of­
fers a number of manufacturing man-

Finance end 
Accounting 

agement products. These include: 
manufacturing management, order 
management and accounts receiv­
able, service management, financial 
products to control fixed assets, ac­
counts payable and payroll, and a 
general ledger product. An elec­
tronic spread sheet is also available 
for use with the general ledger sys­
tem, and a report writer and graph­
ics package can be used with all 
systems. 

Currently, the MAN MAN Manufactur­
ing Management System is available 

(continued on page 4) 
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Digital 's Perspective 

By Bob Donaldson, 
Senior Safes Representative, 
Digital Equipment Corporation 

As Digital Equipment Corporation's 
account manager for ASK, I'd like to 
give you some background informa­
tion on Digital's corporate policies 
towards manufacturing customers. 
and the role of ASK in these policies 

The commercial OEM product group 
within Digital signed an OEM agree­
ment with ASK on August 5, 1981. We 
installed a VAX-11 /780 for ASK's 
software development project. The 
implementation of the MANMAN Infor­
mation System began concurrently 
with the OEM agreement date in Au­
gust, and uses the VAX-II DBMS data 
base management software. 

The manufacturing portion of MAN­
MAN has been completed on VAX and 
is now a demonstratable product. 
With additional integrated financial 
modules to follow in the coming 
months, we are all looking forward 10 
MAN MAN on VAX being a comprehen· 

sive and malure product by early fall 
1983, 

DEC recognizes ASK as a very prom­
ising OEM for our company We at Dig­
ital realize that our sales force alone 
cannot possibly reach all the potential 
end-users throughout the U.S II It 
were not for OEMs like ASK. DEC 
would not be the leading minicom­
puter supplier in the United States 
today. We rely heavily on OEMs to mar­
ket our hardware products to the end­
user for use with the various turnkey 
software applications. 

Through the remainder of this fiscal 
year, which ends June 30, 1983. our 
own end-user sales efforts will focus 
on manufacturing distribution and 
control (MDC) apphcations. However, 
as of the new fiscal year, there will no 
longer be a specific Digital MOC 
product group. It is. therefore, very 
timely, as well as critical, for Digital to 
focus strongly on third-party solutions 
for the manufacturing industry. 

Today, our field policies are devoted to 

developing an effective working rela­
tionship between the Digital end·user 
sales force and the ASK end-user 
sales force It is our mutual deSire to 
work with one another in a compatible 
environment Through the efforts of 
both companies we will be more ef­
fective in marketing DEC products. 

We've already established a good 
working relationship with ASK We 
look forward to estabhshing a suc­
cessful base of MANMAN customers 
on VAX 

MANMAN and VAX: A Winning Team 
The first four companies to purchase 
ASK's MAN MAN Manufacturing Man­
agement product on Digital's VAX· I I 
computer represent the diverse 
types of customers that can use the 
MANMAN Information System. The 
customers include an established 
telecommunications firm, a company 
just about to begin production of a 
new product, and a division of one of 
the largest manufacturers in the U.S. 

As the first customers to receive the 
field release of the MANMANfMFG 
product, these compan ies work 
closely with the ASK support staff to 
implement the new system. Custom-

2 

ers give direct feedback to ASK 
product managers. AU four firms had 
previously owned VAX computers, 
which they used mostly for engineer· 
ing applications. 

TCI, Inc., a telecommunications firm 
in Mountain View, CA., was the first 
ASK customer to implement MAN­
MAN/MFG on the VAX. TCI has ap­
proximately 200 employees. and has 
operated in the manufacturing field 
for over 14 years. The ir products in­
clude radio d irection-finding equip­
ment and broadcast equipment. 

Before switching to MANMAN. TCI 

had already tried an in-house batch 
processing system, a lime-sharing 
system. and a system on one of their 
two VAX computers They had looked 
at the MAN MAN System before, but 
it was not then available on the VAX 
machine. When they started looking 
for a new system last summer. they 
took a close took at the new MAN­
MANfMFG product. 

Beth Stearns, senior programmer. 
analyst at TCI. says, ~Of aU the prod­
ucts we looked at, MAN MAN was 
technically much belter, since it was 

(continued on page 3) 



Winning Team 
(continued from page 2) 

written specifically for the VAX. Also, 
ASK's (echnical staff is very willing to 
help and answer questions. It is 
refreshing to work with such open 
people· 

Tel operates mainly as a job shop, 
with many projects being built to or­
der ~We have a lot 01 different parIs 
and bills of malerial. so keeping on 
lOp of inventory is important.· says 
Stearns Tel plans to use about 15 
terminals in two buildings on their 
site 

"We're very pleased with the prod­
uct's implementation, " says Stearns, 
"U's going very smoothly." 

CXC Corporation, a telecommunica­
tions firm in Irvine, CA, is about one 
and a half years old. CXC has ap­
proximately 85 employees, and is 
about to begin producing a new PBX 
system for the transmission of voice 
and data. They are in the final slages 
of research and development, and 
have already begun to implement 
MANMAN/MFG, Says Gordon Drew, 
CXC's controller, "This is the right 
time to begin implementation, This 
way we won't have to convert later­
we'll be coming right up on 
MAN MAN. " 
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"We wanted a canned system that 
would fit our needs with a minimum 
of modification," says Charles 
McBrayer, vice president of finance 
at CXC, "MAN MAN fits that bill." 

CXC is also currently using the 
MAN MAN financial systems on the 
ASKNET Remote Processing Service. 
They plan to bring the MAN MAN 
financial systems in-house on the 
VAX computer as soon as they are 
available in fall 1983. Says 
McBrayer, "One of the reasons we 
chose MAN MAN was so that we 
could have a completely integrated 
manufacturing management and 
financial system." 0 

Turnkey System Discounts Available 
The list belov-l describes some possible 
configurations of MAN MAN products 
on Digital's VAX 750 and VAX 780 sys­
tems Prices for configuration on the 
VAX 730 are also available. A list of 
ASK turnkey software prices is given. 
Special discounts are also available 
on the following MANMAN products 
prior to their release : Order Manage­
ment/Accounts Receivable, Accounts 
Payable, General Ledger, and Fixed 
Assets. 

Software License PrIces 
(Turnkey System) 
MANMAN 
Order ManagemenVAccounlS 

ReceIVable 
Accounts Payable 
Generat Ledger 
F,qd Assels 

750 System for 16 Users 
3MB Memory 
456 MB D,sk 
125IPS-aoo'l600 BPI Tape 
810 Ports 
Cooso'e Termonal 
VAX.VMS Operal log System 
400 LPM Line Pronter 
atO Ports 
8 VT 100 CRTs 
8VT 131 CRTs 

60.000 

25,000 
12,500 
12,500 
8.000 

118,000 

140.000 
\ 4400 
3.995 

12.760 
13.560 

1 MB Memory 
Sanery Backup 
Fortran 
FMS Forms Package 
OBM$-32 

Total DEC hardware & software 

ASK Software Products 

Discounts 
10% off DEC hardware and 

sollware 
10% 011 ASK software 

Net Price 

780 System for 32 Users 
4 MB Memory 
456 MS Disk 
8 PortS 
125IPS-6250'I600 BPI Tape 
Console Terminal 
VAXNMS Operallng System 
400 LPM line Printer 
241.'0 Ports 
16 VT 100 CRTs 
16VT 131 CRTs 
456 MB Disk 
1 MBMemory 
Banery Backup 
Memory Cabinet 
Fortran 
FMS Forms Package 
OBM5-J2 

Total OEC hardware & software 

ASK Software Products 

7.000 
1.800 
8.700 
5,180 

42,000 

249,395 

118,000 

24,939,50 
11,800.00 

330,65550 

284,000 
\4,400 
11.985 
25,520 
27,120 
19,000 
23,400 

1.800 
3,700 
8,700 
5,180 

42.000 

466,805 

118,000 

Discounts 
1 0% all DEC hardware and 

soflware 
10% off ASK software,. 

Net Price 

780 System for 64 Users 
4 MB Memory 
456 MB Disk 
8 Ports 
1251PS-625O 1600 BPI Tape 
Console Terminal 
VAXNMS OPtlfatmg System 
400 LPM Line Printer 
56liO Ports 
32 lIT 100 CRTs 
32 lIT 131 CRTs 
5 MB Memory 
Battery Backup 
(2) 456 MB Disks 
Memory & Communicatioo 

cabinets and Interface 
BoKes 

FOl'tran 
FMS Forms Package 
OBM5-J2 

Total OEC hafdware 3. software 

ASK Software Products 

Discounts 
10% off OEC hardware and 

software 
10% off ASK software 

Net Price 

46,680,50 
11,800.00 

526,324.50 

264,000 
14,400 
27,965 
51.040 
54,240 
84.800 

1.800 
38,000 
19,040 

8,700 
5,180 

42,000 

.. 611,165 

118,000 

61 116.50 
11,800.00 

656,248.50 

3 
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MAN MAN on VAX 
(continued from page 1) 

on the VAX, This software provides 
controls for inventory management, 
bills of material, shop floor control, 
purchasing, cost accounting, mate­
rial requirements planning, capacity 
requirements planning, master 
scheduling, and resource require­
ments planning. 

The MAN MAN General Ledger and 
Order Management/Accounts 
Receivable products will be avail­
able by early autumn, and will be 
followed by the other financial 
packages in the winter. 

Discounts are Available 
~We're very enthusiastic about the 
new offering, " says Elbridge Stuart , 
ASK's product marketing manager. 
"Customers who install manufactur­
ing software on a VAX computer can 
take advantage of the three types of 
discounts we oUer.n First. ASK offers 
a discount on VAX hardware pur­
chased for use with MAN MAN prod­
ucts. ~We can offer this discount 
because we are a volume buyer and 
we pass that discount on to our cus­
tomers," says Stuart. Second, dis­
counts are offered on ASK turnkey 

software products. The third and 
newest type of discount is for VAX 
customers who buy MAN MAN finan­
cial products before the official 
release date of fall 1983. (See 
page 3 for a pricing table.) 

"We will be making quite an effort to 
meet the information needs of our 
VAX customers.~ Stuart says. "We 
have one customer who is currently 
using ASKNET (the ASK Remote Pro­
cessing Service) in conjunction with 
the VAX. The MANMAN/MFG product 
is on the VAX. and the financials are 
on the ASKNET HP machines. As 
soon as the lorthcoming VAX-based 
products are available. we will work 
with him to convert his data entirely 
to his in-house VAX system. " 

VAX Hardware Can Vary 
The specific systems running the 
MAN MAN software are the VAX 
11 /780, VAX 111750, and VAX 11 /730. 
The differences between the ma­
chines are processor performance. 
their relative memory capacities . and 
the number of terminals and other 
peripheral equipment they can 
accommodate. 

The VAX processors will use DEC's 
CODASYL data base manager. 
VAX111 DBMS. which DEC introduced 
in early 1982. According to Fox. ASK 

spent three to four months in evalu­
ating available data base manage­
ment systems before deciding on the 
DEC DBMS. "We tried several of the 
available data base management 
systems in-house and concluded 
that the DEC CODASYL system pro­
vides the best performance and 
most useful leature set. Moreover. it's 
written specifically for the VAX which 
makes it faster and more flexible for 
use in our system designs. " 

Support Services Provided 
Like the other MAN MAN Information 
System products, the VAX products 
will be fully supported by technical 
service. and by software updates lor 
subscribing customers_ Full docu­
mentation through both an on-line 
help facility and user reference 
manuals will be available. as well as 
user training classes that are based 
specifically on the VAX applica­
tions. 0 
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outstanding people is our most important 
challenge for sustaining growth. We are pleased 
by our success in college recruiting. Over 65% 
of our offers to college graduates this year 
have been accepted. Although there continues 
to be a great deal of economic uncertainty. we 
feel ASK is well positioned to increase our 
market share and to continue to at/ract the best 
employees during these times. 

We thank our employees. customers, and 
shareholders for their enthusiastic Support. 

Sincerely, 

Sandra L Kurtzig 
President 

ASK Computer Systems, Inc. 
Headquarter s 
730 Dlslel Dnve 
LoS Altos. CA 94022 
(415)969- 4442 

East ern Regio n 
Syosset, NY 
\'Veslporl. CT 
Bedford MA 
Fort Lauderdale. FL 
King 01 Prussia. PA 

Midwest Regio n 
I-IIn$dale. IL 
Falrlawn.OH 
Edtna. MN 
Indianapolis tN 

TheMANMAN 

Northwe.t Region 
LOS AUos. CA 
Bellevue. WA 

Southwest Region 
Oftlnge. CA 
Los Angeles. CA 
Carlsbad. CA 
Richardson. TX 
Houston. TX 

Information System 
Manufacturi ng Ma nagem e nt 
Bill of MatenalS/Englneenng Design 
Inventory Control 
IM:lrk_In_Process,Shop Floor Controt 
PurChaSing 
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sales Order Entry 
InvoICing 
Accounts Recelvabte 
Cash ReceiptS 
sales AnalysIs 
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Assel ContrOl anct Tracking 

A~SK 
ASK Computer System • • Inc. 

730 Distel Drive, Los Altos. CA 94022 
(415) 969-4442 

mputer Systems 

Third Quarter Report 
For The Period Ended 

March 31, 1982 



TO OUR SHAREHOLDERS: 

It IS a pleasure to report another excellent 
quarter for ASK Computer Systems. Revenue 
Increased 95% to 56.000,000 and nel income 
Increased 87% to 5631.000 over the comparable 
quarter a year ago. operating results for the 
!/fSI mne months of fiscal year 1982 showed 
consIstent high growth. Compared with the firs t 
nine months of fiscal 1981, revenue increased 
101% to $16.008,000 and net income increased 

70% to 51.632.000. 
During the quarter, we continued our sales 

forcB expansIon. The additional sales and 
marketing expenses incurred had a planned 
Impact on operating margins which were 
partially compensated by the interest income. 
ASK's direct sales force is now geographically 
well positioned thrOughout the United States. 

ASKN£T''', Duron-line remote processing 
service, continues to grow rapidly. We extended 
the ASKNET telecommUnications network into 
New York. Boston. and SeaWe and we will soon 
eltpand the network further into Houston 

and Dallas. Our new MANMAN· Fixed Assets software 
product. which we started delivering as planned 
In March. IS off to a good start. Most new 
customers and many current customers are 

licenSing thiS new product. 
Recently, we were informed by INC. 

MagaZine that we are the fastest growing public 
software company in the United States and the 
eighth fastest growing company of the more 
than 30.000 publicly held U.S. companies. The 
"Annual INC. 100 LIst " will be published in 

their May issue. 
ASK's record of growth and position as ~he 

leading independent supplier o f manufacturing 
management systems is attributable to the 
outstanding people who work at ASK. Our 
employees are dedicated and productive: the 
average revenue per employee appro

achf1!i . 
5200.000. Attracting. developing, and retaining 

CONDENSED STATEMENT OF INCOME (Unaudited) 
Net revenue .. . .... . .. .. . .. ... . . . ................... . 
Cost and expenses 

Cost of revenue .. .. .. ... ... .................. . ... . 
Product development ... . .. . .. .......... . . ... .... .. 
Sell ing. general and administrative ..... . . , •. . .. . . . .. 

Total cost and expenses . ............. . .. , .. . . . . 
Operating income .. . .. . . . ..... .. . ... . ...... . .. • . . . .• .. 
Interest income . . . . ......... .. . ... ... . ... ' .....• • . 
Income before taxes . ...... . .. ..• . • . • ... • . • , . . . ..•. .. 
Provision for income taxes . . ........ . .. •• .• ... • ... . , ... 

Net income ....... . .. ... .... . · ············ · ·· · ··· · • ··· 
Earn ings per share ...... . ... . ..... . .... .. . . .. . ...... . 

Weighted average shares outstanding .. . ..• .. ••. . , . .. . . 

CONDENSED BALANCE SHEET (Unaudited) 
ASSETS 

Quarter ended 
March 31, 

1982 1981 
(00118<1 In tllouMndsl 

$6,000 53.073 

3,138 1,454 
44. 331 

1.633 ---ill. 
5,211 2,497 

789 576 
-ill. ~ 

1.168 612 
-ill --ill. 
LID $ 337 
~ 

L.,ll ~ ~ 
~ 

5,043 4,052 

Cash and marketable securities .... . ... ........ .. ... . ....... . . . 
Accounts receivable .................. .. .. ..... . .... . • ...... ..... . ...... 
Prepaid income taxes ..............• . .. . . ..... .. •.... • .•.•. " ......... . 

Total current assets. . . . . . • ••. . . . • .• .• . . .. . .. . . . ........... . 
Net property and equipment . . . . . . . . . . . . . . . . . .. . .. .... .. . ...... . ....... .. .... ....... 

LIABILITIES AND SHAREHOLDERS' EQUITY 
Accounts'pay~~ le .. .. . ..... ..... . ............. . .•..........•.. .•• • . 
Accrued ilabliltles . . ...... . . . . .. . . . . ..... . . . ... . ... • .. . .. . ..... 
C

· . ... . ... . 
ustomer depOSIts .. ..... ... . ..... . ........... . .. . • ..... . •.... 

Income taxes payable ..... .. .. . .. . ....... . ..... . ..... . ' .. : .. ............ . 
Deferred income taxes .. ........... , .•. • . . ..... ' •. . . . . . .. . .. . ... . . ..•. ,. 

Total cu rrent liabil ities .......... .• •. ... . . • . •. . . " .. ••• . ... .• . •. ... . . . . . . . . . . . . . . 
Common stock ........................... . .... .. . . . . . . . • .•. " 
A . ed . .. . .. .. .. .... .. . . .. etam earnmgs. . . . . . . . . . . . . . . . . . . . . . . . . . . .... . . • .. . . . . . . . . . . . . . 
Less notes receivable from shareholders ..... .• ..... . •........ . ... . . 

Total shareholders' equity ....... ' . . . . . .. ..... • .... . .... . . . . . . . . . . . . . . . . . 

Nine mos. ended 
March 31, 

1982 1981 
{Dolle •• In tnouundtl 

$16,008 57.973 

8,557 3.798 
1.196 760 
4,054 1.791 

13,807 6,349 
2.201 1,624 

790 -.!.!J! 
2,991 1.743 
1,359 783 

l.1&32 $96Q 
$ .34 ~ 
~ 

~ .. ~48 3,915 

March 31 , 
1982 1981 

(00M. .. on thouuroosl 

$11 ,749 $1 ,315 
4,580 2.284 

--W. 
16,329 3.882 

1 ,889 -ill 
U!¢,18 $4,583 -
$ 1.637 $1 ,114 

1,687 451 
267 318 
598 
720 ~ 

4,909 2.235 

9,433 259 
_ 4,411 2,248 
13,844 2.507 

_ 53~ 
~ _13,;109 -1.348 

t!8,~ ~,5B3 
~ 



During the quarter, we continued our 
emphasis on product development. We 
completed the initial field trial installation of 
our new Fixed Assets software product which 
incorporates the new accounting rules from 
Reagan's Economic Recovery Tax Act. We 
have several orders for this new product and 
we plan to begin deliveries in March. We also 
enhanced our ASKNET'Y on-line remote 
processing service by beginning the 
implementation of our own telecommunication 
network in Los Angeles and Chicago. 

With the current recession. we believe 
that manufacturing companies are highly 
motivated to implement our MANMAN~ 

Information System to improve productivity 
and optimize inventory investments. For this 
reason, we expect the impact of the current 
recession on ASK to be minimal. The continued 
support of our customers. employees. and 
shareholders is deeply appreciated. 

Sincerely, 

Sandra L. Kurtzig 
President 

ASK Computer Systems, Inc. 
Headquar ter s 
730 Distel Drive 
Los Alios. CA 94022 
(415) 969-4442 

Eastern Region 
Syosse1. NY 
'Nestport, CT 
Bedrord. MA 
Fort Lauderdale. FL 
King or Prussia. PA 

Mi dwest Reg ion 
Hinsdale.IL 
Fairlawn.OH 
Edina.MN 
Indianapolis. IN 

Northwest Region 
Los Altos. CA 
Bellevue. WA 

So uthwest Reg ion 
Orange. CA 
Los Angeles. CA 
Carlsbad. CA 
Richardson. TX 
HOuston. TX 

The MANMAN Information System 
Manufactur i ng Ma nagem e nt 
Bill 01 Materials/Engineering Design 
Inventory Control 
'M:IfI<-in- Process/ Shop Floor ContrOl 
Purchasing 
Material Requirements Planning 
Capacity Requirements Planning 
Cost Accounting 
Master Scheduling/Resource Requirements Planning 

Order Managem en t / Accoun t s Rece ivable 
Sales Order Entry 
Invoicing 
Accounts Receivable 
Cash Receip ts 
Sales Analysis 

Accou nts Payable 
Voucher Processing 
Accounts Payable 
Cash Disbursements 

Genera l Led ge r 
Budgets 
Financial Statements 
General Ledger 

GRAFMAN 
Integrated Busmess Graphics 

Filled Assets 
Asset Control and Tracking 

~.!!!'ASK 
ASK Com~ler Systems. Inc. 

730 Distel Drive. Los Altos. CA 94022 
(415) 969-4442 

ASK Computer Systems 

Second Quarter Report 
For The Period Ended 
December 31, 1981 



TO OUR SHAREHOLDERS: 

Revenue and earnings were at record 
levels for the first six months ended December 
31. 1981. Compared with the first half of fiscal 
1981. revenues increased 104% to $10.008.000 
from $4.900.000. Net income increased 61% to 
$1.001.000 or $.22 per share from $623.000 or 
$.16 per share. Earnings per share did not grow 
as fast as net income due to a 20% increase in 
weighted average shares over the prior year 
as a result of our initial public offering on 
October 1. 1981. 

The second quarter was an excellent one 
for ASK. Revenue increased 92% to S5.092.ooo 
from S2.653.000 in the second quarter of fiscal 
1981. Net income increased 116% to $516.000 
or S.10 per share. compared with 5239.000 
or 5.06 per share for the same quarter last year. 
on a 30% increase in weighted average shares 
outstanding. 

We were very pleased by the recent 
Computerworld (November 16. 1981) report 
which confirmed our position as the leading 
independent supplier of manufacturing 
management systems. During this general 
economic recession. our strong financial 
position puts us at an advantage to continue 
to increase our leading market share. We are 
aggressively expanding our sales and product 
development efforts, while carefully mOntlOring 
our discretionary expenditures. 

To lurther our salos effort. we expanded 
our domestic direct sales and Support 
organization by opening ASK offices in Los 
Angeles. Indianapolis, and Minneapolis. These 
are the last U.S. areas that have been serviced 
by independent distributors. In December. we 
began our first national advertising campaign 
in Business INeek, Fortune, Datamation, and 
American Produclion and Inventory Control 
(APICS) magazines. Until we began this 
campaign. our major source of prospect leads 
and company recognition had been "word 
of mouth." 

CONDENSED STATEMENT OF INCOME (Unaudited) 
Net revenue ................................... . ..... . 
Cost and expenses 

Cost of revenue ........................... . 
Product development ..................... . . ••. , .. 
Selling. general and administrative ...... , . , .• 

Tolal cost and expenses .............. • .. 
Operating income ......... . . . .............. • • • 
Interest income ........... . .............•...... 
Income before taxes .................•. 
Provision for income taxes ......... , .. . 
Net income .......................... . 

Earnings per share . ........................... . 

Weighted average shares outslanding ........ . .. . 

CONDENSED BALANCE SHEET (Unaudited ) 
ASSETS 
Cash and marketable securities . ................. . 
Accounls receIVable . . . . . . . . . ..... . ............ . 

Quarter ended 
December 31, 
1981 1980 

iDollars ,n lhousand.) 

$5,092 $2.653 

2,785 1.369 
440 260 

1,273 635 

~498 2.264 
594 389 
362 ~ 
956 433 
440 ~ 

U JJl $ 239 

S .10 S .06 

_5-J..OA.~ 3,891 

Prepaid income taxes' ... . . . . . . . ......... .• ............... , .•.••..... . . 
Tolal current assels . . . . . . . . . . . . . . . . . . . •. . ....••.•................ 

Net properly and eqUipment. ....................... . . , .•.•.. . ..... . . . ..... 

LIABILITIES AND SHAREHOLDERS' EQUITY 
Accounts payable . ............ . .................•...•. •• •........ . . . . . ... 
Accrued liabilities . ... . .. . ..... . .................•. • .•.................... 
Customer deposits ........ . ..... . ...................... . ... . . . . . . . ...... . 
Income taxes payable ............ , ..•............................... 
Deferred income taxes ........... . •..... , . ...... . ......... . . . ......... . 

Total current liabilities ......... , .................. . 

Common stock ...................... . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 
Retained earnings. . . . . . . . . . ........ . ............ . ...... .. . 

Less notes receivable from shareholders .........................•.• . • , • .... 
Total shareholders' equity ............. . . . . . . . . . ....• .. , . , .•....... 

Six mos. ended 
December 31 , 
1981 1980 

iDo!la rsin InousandS) 

510,008 $4.900 

5,419 2.344 
756 429 

2,421 1,079 

8,596 3,852 
1,412 1.048 

411 --'" 
1.823 1 .131 

822 ~ 
5 1 ,00~_ S 623 

$ .22 S .16 

41601 3,846 

Oecember 31 , 
1981 1980 

tDoliars ,n thOusandS) 

S10,213 $1.0 18 
4,546 2.329 
~ 

14,759 3.567 
1,531 ~ 

$16,290 $4,102 

S 1,025 $1,010 
985 764 
473 11 1 
445 
670 ~ 

3,598 2.1 17 

9,446 74 
3,781 --.1ill 

13.227 1,985 
535 

12,692 1,985 

116,290 $4,102 



The MANl'otAN InfOnflation System 
i'oIANMAN/ MFG MAN:'IAN/ I'AYROU. 
Manufacturing 1".I)'mli 
Management MANMANIJ'U,NMAN 

MANMAN/ OMAR Geneml l.A. .. ·dger Budgeting 
Order Managemenl and MANMAN/SERVICEMAN 
Account.'l Receivable Field Service 
MANMAN/ AI' MANMAN/ GRAfMAN 
Accounts Payable lntt..'grawd Ilusincss 
MANMAN/Gl Gr.lph ics 
Gcneral l.edger MANMAN/ QUIZ 
MANMAN/ FA Report W riter 

Fix(.xl Assct.'l 

Corporate Office 
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Q Our Sbartboldtrs 

It is" plC'JSure to report another good <Iuarter for /\SK 
Computer Systems. Net income increased 710 0 to $1.706,000 
or $.1; per slmre. Revenue increased '-140 0 to SIS.OO.S.OOO 
as mmparcd with SI2,460,000 for the same quarter 
last )'C'Jr. 

ASK continues to solve manufacturing problems with 
state-of-the-:lrt software solutions. Sign ificant Mt\:-'~IA~ 
enhancements rclC'Jsed this quarter include two-level 
master scheduling. finalllssembly scheduling and options 
order entry. These en hancements allow manufacturers to 
design generic products and build locustomcrspccifications. 

The market for ~IANMA~ products broadened dramati­
(::llIy in September with the announcement of Ilewielt­
Packard's newest minicomputer, the 111' .1000 series.S?­
The ncw computer. which is USCI' installable. will he sold 
with MM.\It\;\ software as a complete manufacturing and 
fin:lnciai management infonnation systcm C'Jlled I\S10 1,\"I"1: 
:lIul will cost under $12;,000, This mc;UlS that an in-housc 
\IM.\I /\' solution will become cost-effective for manu­
facturing comp:lI1ics and divisions of Fortune ;00 COIll ­

panics with annll:ll revellues in the; 10 10 million dollar 
mnge, Most importantly, the same standard \I /\:-,\IA:-' soft­
\\'!lre that we license with larger III' computer configur:l­
liolls will run without ;Ill\' nlodifit"'Jtions on the Series .n. 

During the past quarter, we also cxp;ll1dcd our product 
Illilrketing efforts with two new progm1lls. We heg:1O an 
aggressive telemarkcting progr:Ull designed to rC'Jch pOlen­
ti:ll customers throughout the United States. In addition. 
we havc scheduled a series of \IA~\I";\ product f:lirs in 
major cities across the nation, We believe these progmllls 
will altr:lct many ncw customers to the growing family 
of \I,\MIAN uscrs. 

We appreciate the conlilluillg enthusiasm of ou r 
customers. employees and shareholders, Your support in 
the first quarter has created a firm foundation for a 
successful year. 

~~~ 
5.1ndr:1 L. Kurtzig 
Chairman and Chief Execlltive Orficer 

'IU/ellSt'li Sltllemcllt 0f'I/WfIll' (I lUll/lliIl'll) 

( In thousands. except per share:: data) 

Net revcnue 
Co~t and c.xpeJlSt.'S 

Cost ofrc\'enue 
I'roduct develupment 
Selling. g"nt~ r..11 and :ldminbtr,lIive 

Total cost and c.xpensL'S 
Oper:lling income 
Olher i[1L'ome 
Ineo111c before income.: taxc~ 
Provision for income.: t:,XL'S 

Ncl incomc 

Earnin~ per share 

\\: 'dgh[cd :lnTJge share~ outl>t:U1ding 

IIU/tnsed &,Iol/(e .\bttl ( lmUldlied J 

( 1I1 thou~U1d~) 

Assets 
C;lsh and ~horl tenn in\'e~tl11t:nts 

/\ccounb n:cci";lhle 
Olher 

Tot;,l current a~et~ 
;-.let property ;lnd L'<luipmcnt 

Uabilitics and Shareholders' Equity 
J\cCOUllb payable 
t\ccrue.:u li:lbililiel> 
Income t:.xc~ payahle 
DdcrrL-d income t:IXCl> 

Tl)tai currenlli:.hililie:> 
Long te rm dcht 
Common ~tock 
ttctained L-arning~ 

I.L'"!<o~ notL":lo rcceh'ablc from ~h:lrcholdcrs 

Tolal ~h:tn::holdc~' cquit) 

Quarter cnded 
SC lltcmbcr 30, 

1984 19R5 

$ 18,003 s 1.U60 

9,272 6.759 
1.420 1.l1 6 
4,648 .:U86 

15,340 11.\41 
2,663 I..H9 

496 'iH 
3, 159 1.75 1 
1.453 760 

$ 1,706 s 991 

$ .15 s .09 

11 ,660 Il5K~ 

Septcmber 30, 
1984 198;\ 

$24.955 S18.776 
t9,060 11568 
4,662 :U34 

48,677 53 ,178 
8.744 8.'i16 

57,42 1 S<i 1.894 

$ 7,9 14 s · •. 887 
5,899 2.797 
1,247 1546 
.~. tll 1 .27 .~ 

18, 17 1 10,SO :~ 

976 988 
2 1, 120 20.296 
17.3 16 10,459 

38,436 30.755 
162 352 

38,274 ;\0.4 05 

$'i7.42 1 $·t 1.894 



remote processing service to be a major 
business opportunity which we are 
aggressively pursuing. It also creates a 
prospect base from which to convert remote 
processing users to turnkey system 
purchasers. 

In July. we concluded negotiations with 
both Hewlett-Packard and Digital Equipment 
Corporation and entered into long-term 
agreements for the purchase of computer 
hardware and peripheral equipment with 
volume purchase discounts. 

Also in this quarter, we commenced 
development of MANMAN for use with Digital 
Equipment Corporation"s newest family of 
VAX 32-bit computers and expect to be 
marketing this hardware in addition to Our 
current Hewlett-Packard based system in 1982. 

On October 1, 1981. we successfuffy 
completed our initial public offering of 885,000 
shares of ASK Common Stock, netting ASK 
approximately $9.1 million in equity funds. 
These funds will be used to finance the cost 
of additional equipment to expand Our on-line 
remote proceSSing service and for additional 
working capital and possible future prOduct 
acquisitions. 

Our objective is to remain the premier 
supplier of management information products 
to help manufacturing companies improve 
their productivity. I feel we are well POSitioned 
to continue to achieve this objective. 

Thank you for your on-going support. 

Sincerely. 

Sandra L. 
President 

ASI( He.dquarte,. 
130 OISlel Onve 
Los AllO$ CA 94022 
(415) 969·444<, 

E •• ,e,n Reg(on 
6800 JefOchO Tumpllce 
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<'1 Cflarles SUMI 
westpOft CT 06880 
(203) 222·04<'6 

M.I.....:hutelt. Offlc. 
19 C'OSby ()fIve 
Bedlord 1M 01130 
(617) <'75-5850 

....... "" .. 
8101 NW 741h!we 
FOflllude'~~, FL 33319 
(305) 726-171<' 

Pen/>.ylw.,.'- 0II1c:e 
160 valley Forge PLaza 
K.ng of PfU!I&Ia PA 19406 
(:?l5) 265·5513 

Mldw.,t Region 
901 Nonh Elm Streel 
Htn$dllie IL 60521 
(312) 325·8816 

Ohio OIU .... 
3090 west Mar kel SI 
Fa.rlawn OH 44313 
(<'16) 431.2446 

Northwe.t Ravlon 
130 OISlel OfOve 

SUltl! 337 

LOS AllO$. CA 9-«)22 
/.'5) 969.4• 42 

w..nlnglon Ollie, 
11058 Ma,n 51 SUlie 110 
BellevUe. WA 95004 
(2061·S3•9<'11 

Southwe.t ReVion 
1940 West O,angeWOOd twe SUlle 101 
Orange. CA 92666 
(11 4) 978-9161 

C.lifornll 0111 .... (LOt Angela.) 
6033 W Century Blvd Suue 400 
LOS Arogl!ies. CA 90045 
(213) 641·9391 

Callfornll OIflce (San Diego) 
3334 CadCn<:1II Sireet 
Carlsbad. CA 92006 
(71.) 942-5863 

"fe ••• Office (Oaill.) 
300 N Cenlral ExPres$way. Suue 317 
RIChardson. TX 75081 
(214) 235-5725 

"fe.11 Office CHou.'on) 
16600 Parl< Row, Suue 101 
Houslon. TX n084 
(713) 780·6·C72 
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TO OUR SHAREHOLDERS: 

I am pleased to issue our /irst shareholders 
report as a publicly traded company. Revenues 
more than doubled to $4,916,000 for the first 
Quarter o( 1982 from 52,247,000 for the same 
quarter last year. Net income increased 26% 
to S485,000. or S.12 per common share, from 
5384,000 or 5, 10 per share 8 year ago. Net 
mcome as a percentage of net revenue was 
at our goal of 10% 8S compared with an 
unusually high 17% in the prior year. The 
revenue increase was primarily 8 result of the 
contmuing geographical expansion of our 
sales force. VVe currontly have over 60 sales 
and customer support personnel in 15 direct 
domestic sales offices. 

Bookings for turnkey systems continued 
strong during the Quarter, and most of these 
bookmgs will be filled dUflng the second 
Quarter. The increase in bookings end 
revenues is primarily attributable (0 larger 
unit volumes, but also due to higher average 
sel/mg pflces resultmg from the mtroduction of 
complimentary products to our MANMAN· 
Information System. For example, 
GRAFMAN'-. our new integrated business 
graphiCS product, provides a wide range 
of pre-formatted graphs for displaying 
mformation mamtamed by the MANMAN 
InformatIOn System. With a simple selection 
from a graph menu, users can produce a 
number of complete pre-formatted c%r 
graphs for enafyzing imporlant trends In each 
functional 8rea of the user's manufacturing 
plant. We believe ASK Is the only compa~y 
currently offering an on-line menufacluflng 
management system With fully integrated, 
ready-to-use graphiCS capability. 

Our new on-Ime remote processing 
service continues 10 grow rapidly. Wilh this 
serVice, manufacturing companies can use 
our MANMAN products through telephOne 
connection to our computer center without 
having to make the initial capital expenditure 
associated With the purchase of a complete 
turnkey system. VVe conSider this on-line 

CONDENSED STATEMENT OF INCOME (Unaudited) 
Net revenue .............................. . ....................... . 
Cost and expenses 

Cost of revenue ................................... . ..... . ... . . . 
Product development ................. . ......... . .. . ........... . • . •..... 
Selling, general and administrative . . ..... . ....................... . ...... . 

Total cost and expenses .... . .... . ... · ·· · · ... . .....• • ............ 
Operating income ................ . ............ . ........•.. • ........ , .. 
Interest income ................... , •.... •..... . ...••.... . . •. .. . .••. • ..... 
Income before taxes ........... . .... , ... . , . . , ... . . . . .. . . . . .• . ............... 
Provision for income taxes . . ...... . .... . .. . . . .. . . . . . •. ............ • , •..... 
Net income ......................... .. .. • .. ..... . . • •.. . . ...... '" • ...... . . 

Earnings per share .................. . . . ...• . . . , ... .•. . .•• ........ • ........ 

'Neighted average shares ou tstanding . . .. . . . . . . . • .......... _ •• , . . 

CONDENSED BALANCE SHEET (Unaudited) 
ASSETS 
Cash and marketable securities. . . . . . . . . . . . . . . . . . . . . . . . . . A ............ . 

CCounts receivable. .. . . . . . . . .. . ..................•. 
Total current assets ........ ' . . • •. .... . .... . " .. . .... " ' " .....•. 

N 
.......•..... 

et property and equipment ............ . . . ....... • .... . . ..... . . . . . . . . . . . . . . . . . . 

LI ABILITIES AND SHAREHOLDERS' EQUITY 
Accounts Payable ........................ . ... .. .. • ....•.. A . ... . ........... . 

ccrued liabilities. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .... 
Customer deposits. . . . . . . . . . . . . . . . . . . . . . . . . . . • • . . • . . . . • . . ..... • ........... 
In I ........... .. 

come axes payable ................. • ..... .. ... . . . . ,....... ' .. 
Deferred income taxes ...... . ......... .•. . . .. . . , . . . . . . . . . ........... , . 

Total cu rrent liabili t ies .. . .. . .. . . . . ..... .. . ' . . " ...... . ....... . .... . 
. . . . . . . . . . . . . . . 

Common stock . . . . . . . . . . . . . . . . . . .. . . . . . . . . . . . . . . . . . . . . . ...•..... 
Retained earnings ................... . .. . . . .. .. . ..• . . .. • ..... , ...... . ..... . 

Less notes receivable from sharehOlders .. . . .... . ... .. . .. . 
Total shareholders' equity. . . . . . . . . . . . . . . . . • . . . . .....•..... , . 

." ............... . 

Quarter ended 
September 30, 
19_81 1980 

(DoI!ars In thousands) 

$4 ,916 $2,247 

2,634 975 
316 169 

1,148 ~ 
4,098 1,588 

818 659 
__ 4' ~ 

867 698 
3_82 -.ill 

~ 485 
-'---"'-=-

$ 384 
$ .12 $ .10 

4,159 3,800 

September 30, 
1981 1980 

(DoUars In thousands) 

$1 ,156 S1,855 
5,138 1,505 
6.294 3.360 
1,120 ~ 

$7,414 $3.774 

S2.227 S 77. 
500 409 
677 126 

69 602 
~ -ill 
4,013 2,064 

675 38 
...},265 1,672 

3 ,940 , ,710 
-ill 

3,401 ...LLlQ 
$7.414 $3.774 



To Our Shareholders 

I ani pit'3sc.'CIlo repon thaI AS ... had;tn C~CCIl('l1llhird 
qU;lner of fiSC'J! 1985, 1IC\"cnue ilKTl"J~ 6; perrcnllO 
S9.90:HXXJ frum S6,OO1,OOJ for Ihe third quarter of fiSC'J I 
1<)1.1 . .\'('t inc.ume inCTC'.lS('(i .. 8 ~m'nt In S9.'-,(XXI or S.I­
per share from 56.31.000 or 5.11 per ~art' . .\'1'1 income 3S a 
percentage of revenue ronlinuM Ill':lr our targeted 10 
perrent gool. though some" hatless due to a 100~"I'r gross 
margin. As indbtcd in "1)' report for the first quarter, the 
rJlio of software 10 haro\\arc in IUmkc\ svstem~ C:ln 
fluctuate from quarter It) (Iuaner. The sdt~'are rJ lio was 
10" er than ;l\'Cf'Jgc thiS (Iu:mer. prhnarily due to larger 
hanlwarc systems. 

Rc\'cnuC for the first nine months of fiSClI 1983 in{Tt"J.SCd 
S,i perrenl to $1t, .. 1J.000 from SI6,(m,OOO for the first 
nine months of last }·C'Jr. ~et inrull1e incrcaSE.'<1 ;J perrent (0 

S!, ;oUXM) or S, t8 per share as romJl'Jrcd with S1.6,U.000 
or S.Y! per share for the same nine month period last year. 

On March 1-. 1983. ASK announ«'(\ its intention In anluin' 
Softw'are Dimcnsioos. a prh'ately held SacrJmenlO. Cali forn ia 
COIlIJl'Jn~ '" hid! spedalilL'l> in dC\'eloping and mar~cting 
microcomputer-based business applic:uion soft'" are for Appf<', 
(:!I/M-COflWJtihle and IM\I personal COIllputers. II is antic­
ip'Jted that the merger "'ill be completed befort' the end of 
this fiscal )f'Jr and that appro~imatel) tOO.OOO shares of 
ASK common stock will be issued in a "pooling of interest" 
trJnsactiot1. As a result of this pbnned merger. ASK \\ ill be 
able to addn'SS the large market of smlll businesses '" ith 
Sl/t",'are I)imcnsions' "Acrounting I llu~" software_ II is 
t'Slimatcd that the current market for small business account­
Ing software is U\'er SI billion. 

,\ p:t} roll product was introdun'<11ast. month as the latest 
addition to A.o;;K '~ MA~ \1,\ \ ' product ramil}. This pruduct 
operates on both the IWi<XX.l and I)I:C rAX minicomllUters. 

In addition. ,\SK COfllpleted the pun.ilase of a building 
rumplex adjacenl to ilS corporate hC'Jdquarters. This facilit) 
w ill accommodate the COOlpany's pl:mned growth for the next 
S('\'eral years. TIle rost of the building rumple'\: was appros­
imately Sj,OOO,OOO, including the assumption of a S I ,000,000 
mortga!,'C. 

\\'e arc committed 10 mainl:lining our leadership position 
",'ith inno\'at;ve Ilroduct development, ("(Jmprehenshe 
rustomcr support. and aggn'ssi\'c marketing. \\"e fetl ",'e are 
~cll posilkwlcd \\ ith an c\relleOlteam 10 mainlain our 
gRl~th trend jnlo fiscal 198-1, and expect to benefit (rom 
imprn\'emCni in the generJI economiC pIcture in the 

Z~~ 
S:wdrJ L Kurt7Jg, President 

Condense d Statement o f lncome (Unauditc.:d) 
( in Ihous;uKb. cxa:p pt.T "un." dJu) 

N(.1 revcnue 
Cost and expenses 

COSI of revenuc 
I)rodua dcn:lopmcnt 
ScIJjng, general and administr.ttive 

TOL'lI cost and expenSt:s 
Operating income 
Other incomc 
Im_"Orne before incomc taxes 
PrOviSion for income taxes 
Net income 
Earnings JX.'f share 
Wciglllc.."d ;tveragc shares o ll tstanding 

Condensed Balance Sheet (Unaudited) 
(in Ihoustrxb) 

Assets 
Cash and short tcrm im'csunents 
Accounts f(.'ceivable 
Other 

Total current assets 
Nct property and L"qu ipmcnt 

Liabilities and Shareholders' Equity 
Accounts paya blc 
Accrued liabiHties 
Customer deposits 
Income taxes pa)'able 
Dclern:."d income ta."(cs 
Current portion of long tcrm debt 

Total current li:lbiliLics 

I.o ng term debt 

Common stock 
Rctained e trnings 

Less notL'S receivable from shareholders 
Totti shareholders' cquiry 

Quarter end<..xI 
March 31, 

1983 1982 

$9,903 56,000 

5,454 
777 

2,~22 
8, 53 
1,250 

365 
1,615 

678 
J937 
D 7 

5,552 

3. 138 
4'10 

1.633 
5,2 11 

- 789 
379 

Dl)jj 
537 

5 63 1 
~2 

5,0:'13 

Nine months ended 
March .~ I , 

1983 1982 

$24,413 516.008 

12,382 
2,024 
6,779 

21,185 
3,228 
U31 
4,359 
1,858 
2,501 
-= 

8.~5; 

1.1% 
" .05. 

(.\.807 
- 2.201 

-90 
z.-991 

1.359 n :6.l2 
~_ =- .. if 

-I ,"'?fli 
= 

Mard131. 
1983 1982 

$18,973 $ 11 ,7'19 
7,769 '1,580 

--.!,309 
-16,,\29 28.051 

~ 1.889 
m.2 18 

. 

$ 2,484 S 1.637 
2,284 1.68-

495 267 
989 598 
920 -20 

11 
7, 1113 4.909 

994 
19.531 9. 1.13 
2,618 4 ,,, 11 
27,109 13,&"1 

458 5.\5 

~'m ~.I0<) 
~~ s 18.218 
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'Il> Our Shareholders 

It i,' J 1)lt~ure 10 repon another good quarter for 
\'~ (AIlIlput(' r S) SICOI, Mc\ Cnu(' for the first quaner 
II~~ In('rt·:l ..... '1.I\l'\ 10 S6,SM,OOO as Comp:lrl'd \\ ith 
tilt' ~",l' (III,tncr ~1~ 1 ) car \ct income increased ') 1\ 
Itl ~ i l ,OOOor $ h IX'r share. Earnings per share djd 
flOl Jtnly. .... ' fa.\" a ... ill't income due II) a 21'\. increase 
111 J\ ('rJ~l' ~Il;tr~ IIUbtandinR 0\ ('r the Prior )ear as 
J rt ... uh uf ou r initial puhlic off crill/( a yc:tr 3~'O. 

\tlillcume as a Jk.'rtelllage of nel re\cnuc was 
Ill'''. "hlch":ts higher than Our targeted 10\ due 10 
.1 \('1') (;a\()f"'.Ihlc ~ross margin of SI'\, for Ihe quarter. 
nih high gnk\..\ margin resulted froTlllhrl'C factors 
Jlld h not nl'<\'~ril) indiQll\c of a Ctllliin uing trent!. 
1'11: f.ICl()~ al"c a higher than usual ratio of sof!\\ arc 
II) hamlA are In tumkl') iI) Siems, less add-on hard­
"arl' purrha!ll'S:a ... a PCrctmagc ur nct rc\cnuc. :Iud 
hl~hl'r Ih ,lIl u'tlal rOrl'ign SOrt\\ art.' liccnse rees, 

\., ... ~ cOn tinul" to h:l\c no long or shon tcrm dent. 
\li t' hJ\ l' Cl\ (' r SII.OO().<x)() in C'J'!'h and short term 
In \ l"'lml'nt~ :u)(1 ou r currcnt I"Jtio is a ra\ol"Jbtc j ,S. 

Our c\(cllelll products. !.Irong financial POSition, 
J/ld JAArl'~"\ e s:ales efforts ha\ e 1M ,\.,I\K in a good 
PC~li()nto l'Ollllllue 10 incrcase our markct sharc in 
'I)ill' or J diAlCUit l'O.)Uonu(' rlim:l1c. \\ e no\\ h:l\c 
Cl\ tr lX) 'J1l'~. nlJrktting. l'tluC'Jlion. and CUStomcr 
-.uppClrt (>l'r.,()nnclln 19 dirca S:llcs offiu.'S in thc 
l nilt'd ,sIJtl~ \Ii c ha\c c\pandl'tl Our CUSlomcr II"Ji ll ' 
Ing tu include a ~rlcs or ICII COurses. 

I)unllg Ihl' Ilu:lnl'r. \\e announct'(l and Slarted 
ru\llmJ('r deh\ eric'!, or tlur SEN\ I C£~\A \ T. field ser\'ice 
m:U1agcnJ('llt pmduct 11lis :lddlllonlO our \IA:-..\IAi" 
Inform.llion S\ 1Itl'1Il PI1l\'idcs COlltl"JCllllain tenance 
.Ind htld S(.'n ;ce ~lh rel)()rtillg. costing. and sen ice 
hl'tun ~t:M' ICI~\I ,\ is targeted ror companies Ihat 
UfflT ";!rrJIU) rcpai~ and regularly schl'duled main. 
tell 'lOCC em CI'l'<i under \('n-icc cmlll"Jcts. 

i am \ ('I') ple-JSCd to report Ihat Jarnl'S \\anion has 
ilft'll pmmOied to " ice 1'rt.'Sident .o.~ ~~stcm Opc~J' 
UOI1' Sin('{' 19"'H.JiOl has hccn ASK s E:asl{'m RcglOn 
Sail'!> '1 :U1a~r 

Octotw..'r I. !9Xl marh one) ear tll:1I ASK has Ix.-en 
it publiccumpanr It has been a \cl) good ~car .r~r 
\S~ \\ e thank our Clllplo)ccs. cuslOmcrs, and lIharc. 
holders for thcir cl1 thu~i :tstic and loyal sUI)I)()rt. 

~~~ 
,sandl"J L ~urtlig . I'resident 

Condensed Statement of Incom e ( Una lldi l('(l) 
( In thou~nds. C-~(.'I.'flI po..'1' ~'Jrc (1;1101) 

Net revenue 
Co:.t :lIld expt:n~~ 

('..rn, t o r revenue 
Pr<xluct dcvclopmcnl 
Selling. gene:ral and adrnini:o.lrati ve: 

Tota l co!'>! and expenS<.."::. 
Operating inl'Ome 
Other income 
1 ncome before: income taXL'S 
I'rovb,ion for income taxl."::. 
Net income 
Earnings per share 
\'\'cighted average sharL"::. oU~landing 

Quarter ell{i(,-'d 
September 50, 

1982 198 1 

$ 6,508 54.9 16 

2,977 
544 

2,076 
5,597 

911 
390 

1,301 
570 

L 73J 
L .15 
- 5,041 

2.6.l-i 
5 16 

1, 1-18 
.[,098 

- H18 
49 

867 
.~82 

s:TH5 
S . 12 

~,_1 5~ 

~~~--------------~~~ Condensed Balance Sheet (UnauditL'(I) SL')Jtembcr 30, 
( In thous-n<b) 1982 198 1 

Assets 
C:I:,h and :,hort term ill\·L"::. t'!1len~ 

AccOlln~ receivable 
'lot:1I current a:o,SCL., 

Net propert), and equipment 

tiabililics :Ind Shareho lde rs' Equity 
AccounL., payable 
AClTuL'(lliabililit.-s 
Customer <lcpo:,it'i 
Income t:lxe:, par:lblc 
Deferre:d incomc t axc.:~ 

'1'01:11 current liabili lit.'!ot 
Common stock 
Ih:!t:lined I..":.lrnings 

LL"::.s nOll'S rccei\'abk from ~harehotdcrs 
To ta l ))hareholdcrs' equity 

$11 ,790 
5,191 

fb,981 
Z;L9Z 

$19,773 

$ 1,419 
1,307 

436 
837 
900 

----..-899 
9,506 
~S47 

15,353 
479 

14.87' 
$19:773 

S I, 156 
5, 158 

-6;291 
1, 120 

57,m 

S2,227 
500 
6'7 
69 

540 
4,015 

675 
:1 ,265 

3.9-10 
;:19 

3,40 1 
S7,4 14 
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TO OUR SHAREHOLDERS 

II h. a plca.,urc to report anOlhcr good quarter for 
ASK CompulCr SY!.ICIllS. Revenue increased 76% 
to 12.460.000 as compared with 57.095,000 for 
the .. ame quarter lasl year. Net income increased 
211"k to $99 1.000 or $.09 pcnharc. 

ct income fo r the quarter ,1 \ a pcrcclll:Igc of 
revenue wa!'! 81}. Thi .. was lower than OUf largclCd 
lOt:;: due to (a) an unusually high rJlio of hard+ 
ware, v.hich ha .. a lower £ro .... margin. to software 
rc\cnuc and (b) costs a .. soc iatcd with ramping up 
Opc ..... llom at ASK Micro. 

TIll, quarter we delivered our firM MA MAN 
financial producb for Digiwl Equipment Corpora­
tion'" VAX minicompu ters. A., ofScplcmbcr 30. 
we had .,old 70 MA MAN products forthe VAX. 
of which II were in .. tallcd. 

During the quarter. we significantl y reorganized 
our rcccntIY-'lcquircd .. ub!.idiary. ASK Micro Inc. 
(formerly Softwarc Dimenl,ion!!). ASK Micro of­
fer\ broad opportun itic!!o in markch we could not 
prcviou,l) addrc!.!!. In ordcr to quickly tal.e advan­
tage of thc~ opportunitiel,. ,,"c are cnhanc ing the 
.!>ub, idiar) .... salc.!> channel.!>. and refocu!!oing markct­
Ing and R&D !.1r.ltegie!.. Tom Lavcy. e'\:ecutive 
\ icc prc,idcnt. was abo named president of ASK 
Micro. and Roger Bottarini wa!! transferred and 
promotcd to director of sYMcm, :md programming. 

In Augu'l. Robert Riopel wa, promoted to cxcc­
utivc vice prcllidenl of finance and admini stnllion 
of ASK . 

October I. 1983 mark!. two yeal"!. that ASK has 
been a public company. During thi ll time. our re\e­
nuc, ha\c grown more than threcfold. Thi!. quartcr 
we announccd a two-for-one "tad 'plil. p:lyable 
as of Septcmber 2. We than I. our ~hareholders and 
cU!.tomel"!. for their support. and cspeciall y thank 
our emplo}cc!<. for their hard work :lI1d dedi.ca!ion. 
Our cmployec!. have made ASK thc leader III ItS 

marl.et and II great place to work. 
One of AS K's proude:-.t aecompli~hmenls is o~r 

ability 10 attract and keep good people. We eon.'ln­
ually ,Irivc 10 provide an environmcnt al ASK III 

which all cmployees arc treated wi th respect: and 
encouraged to try new way' o~ doing things. t~ . 
cxprc':l' opinions and push their lalentlt to the hnut. 

~J$~ 
Sandra L. Kurtzig. President 

Condensed Statement of Income (UmlUdilcd) 
(In lhoosand~. c~cep4 per ~hare dala) 

Nel revenue 
Cost and ex penses 

Cost of revenue 
Product development 
Selling. gencml and adlllini~tnllive 

'Iotal cost and expenselt 
Operating income 
Other income 
Income before income taxes 
Provision for income taxes 
Net income 

Earn ings per share 

Weighted avemge shares outMandi ng 

Condensed Bahmce Sh~t (Unaudited) 
(In lhous:\nds) 

Assets 
Calth and short term investments 
Accounts receivable 
Other 

Total current assets 
Net property and equipment 

Liabilities and Shareholders' Eq uity 
Accounts payable 
Accrued li3bi lities 
Income taxes payable 
Deferred income taxes 

Total current lia bi li tie~ 

Long term debt 
COllllllon stock 
Retai ned earnings 

Less notes receivable rrom shareholders 
Tot31 shareholders' equity 

1982 reSCaled for an acqulS!IIOn and Iwo-for-onc stOC~ ,phI. 

Quartcr endc:d 
Scptclllher 10. 

19K3 I I)K2 

$ 12.460 7.(~1~ 

6.739 1.".) 
1.116 6'4 
3.2l!6 2 . 1~~ 

11 . 141 6.OH~ 

1.3 19 1.00h 
432 WK 

1.75 1 I.m., 
76Q ~K2 

'1\1 1 S X22 

.09 UK 

1I .5H3 I () . ~\I 

September :\(). 
1983 I~ 1 

18.776 12.07'\ 
11 .568 '\ .U\.I 
3.1.\4 "I) 

33.478 17 . .,q 
8.41 6 l . lOq 

$4 1.89-1 S20.n 

".887 I .:" 17 
2.797 I.Xol. 
1.5016 I .ClIft 
1.273 1 --10.503 5.2tw 

988 11 
20.196 Y.~" 
10 ... 59 fl .1 " -.lQ.755 " .~\C) 

352 47 
.lQ.403 15 .""2 

$41 .894 -
-





TO OUR SHAREHOLDI 

I am plca..,cd 10 report record hi, 
income for ASK\, 11\(:,,1 19S4 \CCI ' 

v.hich ended December 31. 198 ~. '-
1.CXl6.000 or $.16 pen.harc. a I:! 

mer ti~cal 1983 ~cond quarter m CI 

or $.08 per .. hare . Revenue incn:a' d 
$15.114.000 from 8.654,000 In thl' 
1a..,1 year. 

Cl IOcome for the .,ix mOl1lh~ cnu 
31. 1983 wa~ 52.897.000 or .25 pt'r h 
74t:t Increasc OH.!r Incomc or $1 .66]. 
per lIharc ror the \amc period a }c<Jr 
ror the fi ...... t hair or fi-.c:11 1984 inr.:rca 
S27.574.000 compared to S15.74Q 

ASK p l ace~ great empha\is on 
C<Juon or ib cU!ltomcl'\. Thi~ quan_ 
our fir<.! in .. 'ieries or ,>elf-paced l·JI 
for MANMAN u~r ... The~ cou 
cha~d and u'oCd by cu'>tomcr~ at I 
to teach thclr employccs how to U' 

These sclf-paccd cou~\ ~upplc l11 
-.cries of cla~'oC\ orfered at our 7 tr.! 
In the UOited States. This }car. AS~ 
1000 classroom days of tr.unmg 

" 

x, 

.Ie 

o. 

, c 

ASK ET. our on-hoc remote pr, .:-
icc. contmues to grow rapidly. Thcrc oJf.. Il ly 
o\cr 140 customen. located throughlJut th .ited 
Slates who access ASK ET throu£h nCl\'111 \.. tele­
commuOications node ... 

In o\embcr. the results or twO I-Iewlett-Packard 
Intcrnational Users' Group lIurveys "ere publbhed 
which showed ASK's MA MAN as the # 1 rated 
application software. Users raled ASK's MANMAN 
products the highest in every major category sur­
veyed: fe:ll ures. case of usc. reliability. perform­
ance. support. and overall sa t i~faction . ASK was 
also rated as having the largest market share ror 
manufacturing application software. 

We appreciate the continuing support or our 
employees. customers. and shareholders. You've 
made us II I. 

~~~ 
Sandra L. Kurtzig, President 

rdensed Statement or Income (Unaudited ) 
.,tnd,. t"C<'plpcr ~hall,! data) 

'\enuc 
md expenses 
, I of revenue 
.Juet de\'elopment 
,hng. gener-.Il and adm inistr.llivc 

rotal COM and expenses 
lung income 
.1 InCOllle 

before income taxes 
I<m for income taxes 

ome 

II.!' per ~hare 

cd average shares outstanding 

h' lI~d Balallce Shed (Unaudited) 
~d' i 

" and ~hort term investments 
unts rece ivable 

Ih, r 

TOlal current assels 
r-..l.'t propert)' and equipment 
Other asM!ts 

Liabilities and Shareholders' Equity 
Accounts payable 
Accrued liabilities 
Income taxes p:I)'able 
Deferred income t:lxes 

Total current liabilities 

Long term debt 

Common stock 
Retained earni ngs 

Less notes receivable from shareholders 

Tot:ll shareholders' equity 

Quarter ended Six mOlllhs ended 
December 31, December 31. 

1983 1982 1983 1982 

$15,114 S 8,654 21 .574 S15.749 

6.704 4. 137 13,4·B 7.237 
1.284 804 2,400 1.438 
4,226 2.6-«) 7,512 4.995 

12 ,2 1-1 7.58 1 23,355 13 .670 
2 ,900 1.073 4.2 19 2.079 

467 379 899 777 

3.367 1.452 5. 118 2.856 
1,46 1 611 2,22 1 1.193 

$ 1.!X16 $ 84 1 $ 2,897 S 1.663 

$ . 16 $ .08 S .25 S . 16 

11.620 10.658 11 ,60 1 10.595 

December 31. 
1983 1982 

$19.203 520,171 
12 ,494 6.839 

1, 17 1 1.134 

32 ,868 28.144 
9,212 " .537 
1,625 889 

$43,705 S33.570 

$ 4 ,584 S 3.350 
2,903 2.245 

87 1 502 
1,800 9 10 

10, 158 7.007 

985 2 11 

20,527 19.583 
12,365 7.227 

32.892 26.810 
330 458 

32,562 26.352 

$43,705 S33.570 
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1b Olu' Shareholders 

Revenue and iorome rc-JChed rerord Ie\'els during the 
scoond quaner of IiSC-AI 198.t Rl'\'enue increased S""\ to 
58.002.(0) as rompared with S;'I1JZ.OOl for the same 
quaner last Y<"Jr, \et in(orne incre3scd 61' to SS.H,ooo or 
S.l6 per slmt from SSI6.ooo or S.1O JX'r share. 

~inandal results for the first half offiSC'"J1198j also "ere 
at reoM'tllen'ls, R(,\'t'flue grc" to S1151O,1XXl and ACt 
inrome to Sl ;6-1.000 or SJI per share as compared with 
rewnue of SIO,(ffl.OOO and inrome of SI.OOI.OO)or S.U per 
share for the first si~ months of fiSC'"Jll98l. 

On December ! I. \\e romplctro a publi( offering of 
;00.000 shares of rommon stock. nctting ASK approximatel~ 
SIO.ooo,OClO in cquit} funds. As a result. \\c havc more than 
SI<) million in cash :lnd shon·teml im·estments. no loog Of 

shun.ternl deht. and a Olrrent rJtio of <1.1. Approximatcly 
Sl.;oo.(X)) of this cash wtll be u);('(1 to purchase and 
improve additional facilities of approximately .~l.OOO square 
fect adjacent to our ht"Jdquancrs. 

In addition, a portion of our cash.()ll"hand will be used 
to fund our nc\\ \SK \IICRO\I,\:\ products. Thl'S(> manufac· 
turing and finan6al managcment applirution software 
prlldUt.'l~ will be dcsiglll'<l fur use in CtIfIiullction y,ith mi(TO­
romputcrs .. \0 revenoc is C\pccted from these products this 
fiSC-JI,'ear. 

In ~O\·embcr. \\e stancd ruSiomer delh'eriesof our 
\l-\:\~I:\:\ manufacturing product for use y,'ith Digital Equip­
ment Corpol"'Jtion's \.-\X minicomputers. TIle rest of the 
\\:\\\1.'\:\ products \\ill be relc-.lSt"'d on the HX during 
rulendar ~t'1r t<)Il \~ of the initial salesof 'lAX'L\:\ 
on m:c are expccted to be "softy,are-only salcs" to rom­
(Y.tnies that all'l':ld~ 0\\ n \\,\ hardware. 

In October J<.R!. wc acquired a paid·up license for payroll 
and human resoum- soft\\are packages that will interface 
with our ~l\X'L\S product:.. \1arkcting relC'J.SC fOf the 
(YJyroll prodUt.'l is plannL'<l for Fehruary t983, 

I am \'el") plC'J.S('(1 to announce the promotion ofThomas 
Lavc)' to F~wctllh'e \'ice I'Il.'sident and Olief OpcrJting 
Officer. Sinre 19-8, Tom has hecn "ire I'residcnt of ,\Iar­
keting and s..lt'S at ASK :tnd has donc an outstanding job 
of expanding our salt'S and marketing organi7.ation to over 
100 pt.'()ple in 19 salcs offices in the l',S. Jamcs Manion. 
pre\ioosly "ire 1~'Sidcnt of Fastern Opct'Jtions. has Ix."cn 
promoted to \'ice l>rcsid('I1 t of Salt'S. 

In spite of rootillual erooomic uncertainty. WI' are pleased 
with our first half results. We are optimistic that we run 
rontinue oor growth with the hard work. dedication and 
enthusiasm \1,(' t.'OOsistently rt'«-1ve from ASK employees. 
and wi th the suppon of our rustom('I'S and shareholders. 

~~~ 
SandrJ L Kunzig. President 

Condensed Sta tement of Lncome (Unaudited) 
(in Ihou,.;trKb. t."x<''C.-pi pt.'! ,hart." WI .. ) 

'tt revcnue 
C~t and c.xpensc..'S 
~t of rc, 'cnue 
Product dc"dopmcnt 
Selling, genera l and admi nistrative 

Total <.'OSt and expenS4.:s 
Operating income 
Other income 
Im.'Ollle before im."Ome taxes 
Provision for income taxes 
Nct i ncomc 
Earnings per sharc 
\\CightL'<I :tver.tge ~harcs outstanding 

Condensed Balance Sheet (Unauditl'<l) 
( In Ihuu ... :m(b) 

Assets 
C1.~h .tnd short K"flll inn:SUllcnts 
ACl."OlInl~ rt'u:ivabk 
Other 

Totil current assets 
Net property and L'quipmcnt 

Liabilities and Shareholders' Eq uhy 
A<..."counlS payable 
AC<...TUt"Clli;tbiliti es 
Cusromer dqJOsilS 
Income t:IX(."S paya ble 
Defern:,'tl income [axes 

Tota l current liabilities 
COllllllon stock 
Hetained earni ngs 

Less notcs re('(:ivablc from shareholders 
"Io ta l sharchold<"'"fs' <,xluiry 

, 0 

.... 1' Ilhll1lh .. t'ndn.1 
Dn,xlll ht:r '\, 

19M2 II)HI 

$1 •• "10 Itl tMN'( 

6.91K ~ • 1 'J 

1.2. .- -C\h 
I •. it; .... .! 11 I 

I!.C;"U H "~)(l 
I ,')"'K I • I 1 
~6() o I I 

2.- I • H..! '\ 
1.1 Mil II" 

~ I . t;( ... 1 tM II 

.. 1 I , .. -. 
~ .O-l I h4 I I 

Ikt:cl11hc."1" I I 
19K2 1""1 

19.850 10 ! I '\ 
.... . 05"' I .c; Ih 
1 ..... 0 

2K.Yo- I 1 -~~, 
Q.169 I ~II 

32.516 16.!~HI 

3.173 I .U..!." 
1.5.7 ')H«; 

606 0-1 
503 ,,~ 

920 (,-U 
6, ... 9 '\.«;9H 

19.544 9. I 16 
6.681 \ -III 

26.225 I L!.!-
458 ~\~ 

25.767 Il .<+).! 
32.516 16 !')u 
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R evenues for the thlre! quaner of fiscal 1988 

were 537,()()4,OOO. Net income was $2,649,000 

or 5.20 per share. These results compare wnh 

$25,399,000 Il.'\I\'nue and mcome or 5l.681,000 

during the third quaner of fiscal 1987. "* ended 

the quaner with working capital of $35,408,000 

and a current ra llo of 1.9 to 1. 

During the quanl'r, ASK panlrip.ued m two 

imponant cuSlomer events-the semi·annual 

MAXOM"'Users Group Spring Symposium and 

Ihl.' annual MANMAN-Conference. The MAXCIM 

Sym~um is a three--d1yprogram of presentatlons. 

panel dIscussions and question/answer sessions 

whIch enabled ASK 10 share ideas and mforma· 

tion \ .... ith 600 MAXOM users.. The Mi\i\lMAN 

Conference held March 14-17 In San Jose, California, 

was alll'nded by 1200 MANMAN users.. The 

Conference featured O\'er 100 SCSSIOns ranging 

from computer integrated manufactunng to mea· 

suring manufacturing perfonnance to MANMAN 

product overvit"ovs. Our involvement in these 

events is an imponant pan of our effon to malnttlln 

a current manufacturing market awareness as "'ell 

as a dose working relarionslup ",th our cuSlomers.. 

ASK also announcl'd JWO agreements with 

Digital Equipment Corporation that will enable us 

to expand our presence in the large Manufacturing 

Information Systems and Computer Integrated 

Manufacturing (OM) markets in the Far EaSl and 

Japan. The Systems Cooperative Marketing Pr0-
gram (SO ... 'P) agreement establIshes ASK as a 

marketing partner"ith Digital in its Far EaS( Region 

ro\'Cring Hong Kong. Taiw;lI1, the Philippines. 

Korea. Singapore, Malaysia. and Thailand. The 

SCMP agrt't'ment helps bmh rompaniesSlre"b'1hen 

theIr markt1 posi tions through coopelUtin' sellmg. 

marketing. and technical exchangt' programs. 

Similar programs are already established for the 

u.s. and Canada. The second agreement appoints 

Olgltals Japanese subsidIary, Nlhon-Dlgllal, as 

ASK's dlSlnbutor for MANMAN S~'Stcms in Japan. 

In addition to translating MANMAN into Japant'SC 

and local17.,ng ASK products for the Japanese 

market. Nihon-Oignal witt sell and support bOth 

the Enghsh and Japanese versIons of MANMAN 

on DIgital computer sysrems. 

Our o\'\'raU bustness perfonnance during the 

quaner indIcates that our sales and marketing 

programs addresstng larger Illnnufacturing com· 

pames. nlUltI·nallonal manufacturers. and our 

tnSfalll'd CUSfomer base continue to improve in 

their effMlvcncss.. Also, business condlllons in 

our markets. both within and outsIde the U.S~ 

seem Sfrong. We arc cOntlllulIIS the expansion of 

our salt'S force 10 capltahze on new opponunitics. 

I lowi'Vcf, we continue 10 keep our overall oper' 

atlng cxpenses under tight COntrol. 

Sandra L Kunz18 

Qalrman of the Board 

1««Mlk;1 
Ronald W. Bramff 

President and Qief Executivc Officer 

("41\11/\..,,11 (:0\"'4)1'11"111 :-'·1 HI \\1 \1(11 1\/11\11 
(Unaud ilt·d ) 
(]n thousands. urepl Pl"" shartd.1la) 

Net relfCnue 
COSI and expenses 

Cost of relfCnue 
Product delfClopment 
Sclling. general and admllllSfratlve 

Total COSt and expenses 
Operallllg income 
Other income 
Income before lllcomc taxes 
Provision for income taxes 
Ne! mcome 

E.'lmmgs per share 

\>\.\olghted :l\'t'rage common and common equwalent 
shares outstanding 

( :11\111 \.,,11 () 1\-..4 II ",\1111 U\I \\( I ~lIn I 
(l naudilCll) 
(In IhQusandJ) 

AJset. 

Cash and shon·tenn 1I\\'CSt.ments 
Accounts rt'C<'lVable, net 
Other 

Total CUTTent assets 
Capitalized software development COSts. net 
Propeny and eqUIpment, net 
Goodwill and other long·tenn assets, net 

lIablllti.s and Sha .... hold.rs ' Equity 

Accounts payable 
Accrued liabilItIes 
Currently payablc and deferrl'd taxes 

Total current Illibillues 
Long-term debt and obligauons 
Common stock 
Retained earnings 
Cumulative translatton adjustment 

Total shareholders' equity 

QuJnCT Ended N"w Mont'" Emkd 
ManilJI, ~Wch 31, 

1988 1987 19" 1987 

537,004 525,399 595,959 566,902 

]7,867 13,228 44,597 32.538 
3.055 2,044 8,675 6,156 

12.764 8,467 " .... , 22.449 

" .... 23,739 88,113 61.143 
3,318 1,660 7,846 5,759 ... 985 1,844 "... 
3,784 2,645 9,690 8.653 
1,135 964 2,9'" 3202 

5 2,649 5 1,681 5 6,783 55,451 - - - -5 ,. 5 .13 5 52 5 .42 - - - -
13.308 12.987 13,149 12.943 

MarthJI, 

1988 1987 

5 25,189 5 68,043 
42.148 25,n2 
~137 3,941 

73,574 97,706 
1,134 1,167 

Il.3II6 6,201 

' .,838 1,929 
5127,852 5107,003 

5 16,559 5 11,422 
12,09-1 7)39 
9,513 8,328 

38,166 26,989 
l.II8l 939 

43,707 44,241 
44,232 ",8'39 

(314) (65) 
87,605 79,075 

5127,852 5107,003 
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SANDRA KURTZIG 

In h" suond tour of dllIJ' allbe sofllrare rompany she founded, tbl' CEO of ASK Complller 

S),sll'ms P"tS bl'r repJllatiollas onl' 0/ Siliron I'lflll')"s brigblesl slars on tbl' line. This lime, sbe 

tIIusl slralgbll'lI oulalrollbll'd acquisition thaI shl"s balliing oil/or growtb in Ibe '90s 

W
hen Sandru L. Kurtzig's: 
autobiography hits book· ~ 
stores in Mny, il won't be : 
the usual corvorale saga.: 
CEO: Bllifdillg a $400 .I1i1. : 

/i01l Com]XIIIY from the GroulId Cp : 
ehronicl('11 the remarkable story of ho ..... 
Kurtzig started ASK Computer Systems: 
Inc. in a spare bedroom and built it into : 
a major software «lmpany before koa\" 
ing in 1985 to raise her two sons. In the 
last chapter, J{uruig makes 11 dramatic 
1989 return to rescue her corporate 
brainchild from a slump. 

But CIi:O ends too IIOOn. Last year, 
Kurtzig embarkl>d on a bet·the-farm ; 
stratelO' that could make or break her . 
second go-round at ASK. Her $112 mil· . 
lion acquisition, In~ Corp., a data· 
base soft ..... are maker drew her into a 
nasty proxy fight Although Kurtzig, in 
the end, won the battle handily, the 44· 
yeal'Old ('EO now has to make the uc­
quisi tion work. ''The challenge is formi· 
dable," says Andrew Brosseau, an 
analyst at Cowen & Co. in BOlIton. " Her 
return will be judged on how well she 
pulls this off." 

Ingrell and ASK aren't an easy fit. 
ASK'S manufacturing software business 
and Ingres' data·base bU9.inesll are dis· 
tinctly different What's more, J{urtzig 
will ha\'e to rep.1;r Ingres. which was 
losing money and suffering from poor 
marketing and financial controls in a 
cutthroat data·base market Meanwhile, 
the recession is hurting demand for 
ASK'S software, which helps manufac­
turers run inventory, Recounting, pur­
chasing. and other operations. Bl'Ql;Seau 
expects ASK to earn only 15( to 20t a 
share on $330 million in revenue for this 
fiscal year ending J une 30. That com­
pares with 37t a share on $208 million in 
sales the previous year. 

After the takeover, J{urtzig immedi­
ately laid off 1~ of the combined work 
force, which helve<! sa\'e $15 million a 
year. Dumping Ingres' top managemenl, 
she formed her own team of three exec-

ntf 1991 1IL<;[.'~"'m.: UIDO 

A~::' 
utive vice-presidents to run the com· 
bined company. For now, she's keeping 
Ingres ' headquarters in Alameda, across 
San Francisco Bay from her Silicon Val· 
ley headquarters, and IIhe spends twO 
days a week there, To encourdge "bond­
ing" between the two groUI)8, the de­
manding but personable Kurtzig distrib­
uted T·shirts to Ingres employees that 
said: "ASK for Ingrell." And she was 
tickled when an Ingreg engineer IIhowed 
up at the company Halloween bash in 
dra~-dressed as Kuruig. 

Much of her success hinges on ex· 
tracting marketing ad\'antages [rom the 
Ingres deal. For example, she'll try to 
exploit new relationships with Hewlett· 
Packard Co, and General Motors' Elee­
tronic oat.'1 Systems, to which she sold 

"2 

lJ()'; of Al'>K in order to finance the In­
gres deal. The payoff will come mostly 
through EDS Computer Services, which 
puts together large networks of comput· 
ers and software for the nation's largest 
corporations. 

Kurtzig also needs to keep up with 
new technology. As oonlputing shifts to 
software that can run on any brand of 
personal computer or workstation, ASK 
musl rewrite virtually all its product. A 
new generation of A SK software. due 
out in the next few years, is based on 
Ingreg' nonproprietary data·base tech· 
nology. "Ingres is ph'otal to our riding 
the wa\'e of the '90s," J{urtzig declares, 
With any luck. she can write about it in 
a second installment of CEO. 
B1J Maria Shaa i1l .ItOlwtain 1"it'JI', Calif. 

PHOTOGRAPH BY ANDY flEEBERG 



Franklin has a tax-free 
fund for every American: 

• You can eam income free from federal 
income tax with the Franklin Federal Tax-Free 
Income Fund, the Franklin Insured Tax-Free 
Income Fund, or the Franklin High Yield Tax­
Free Income Fund. 

• You can earn income free from federal and 
state personal income taxes with a Franklin 
state tax-free fund. 

• You can earn income Cree from federal and 
state personal income taxes with the Franklin 
Puerto Rico Tax-Free Income Fund. 

Every Franklin tax-free fund offers you monthly 
income dividends, high current tax-free income,t 
and professional management. 

t For inve5lOfl wb;ecl to the a1lematiw minimum tax, I 
small portion of the income may be subject 10 fcderal and 
state alternative minimum w . Investment return and 
principal value will nuctuatE with market coDditions. 

To find out how you can invest tax-free, talk to 
your financial advisor or call Franklin today: 

1-800-342-FUND Ext.714 
r-------------------, fnnklin Dhtributors, Inc. IWK.9I 

m Marinen Iiland Blvd. 714 

San Mateo, CA ~158S 

Yes! I would like details on eamin& w:-f~ income.. Pkasc Jend 
me I (~ prospectus oontainin& matt complete information, 
incIudin&: ctw-p and expenses on the Franklin fund(l ) I have 
indicated below. I .. ill read it camuUy bdOR I inwa or IeIId 1lIOMy. 

o The FrankIn fund for mr ltate: 

(PIeate""';tc in the name of your 5UUe.) 

o Frankin FedtnJ Tn-Free Incomt Fund 
o Franklin lnwrtd Tn-Free Income Fund 
o Franl.IrI ffi&h Yield Tu-FI'ft Jnconw .-und 
o Frank" Pumo Rko Tu-FI'ft Inrome Fund 

o l am cunmtly I Franklin shareboIdcf. 
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4ASK 
ASK COMPUTER SYSTEMS, INC. 

1,350,000 SHARES 
COMMON STOCK 

MANAGING UNDERWRITER 

LF. ROTHSCHILD, UNTERBERG, TOWBIN 

OFFERING INFORMATION 

Price . . ............................ , ................. . .. . S10 to $13 per share 
Expected Offering Date ......••• • .••.•• • .•.••..••• .. .•..... . ... Late September 
Shares to be Sold by: 

The Company ......................•.............•.......... .. .... 750,0CX> 
Selling Shareholders .........•.... . .......................•........ 6OO,()(X) 

Overaltotment ....................•............ • •.......•............ 135,000 
Shares to be Outstanding: 

Minimum .....................•......•..... • .......••.....•..... 4,908,326 
Maximum .... . .................................................. 5,043,326 

Dividend ..............................•........................... , .. None 
Proposed NASDAQ Symbol. ...........•.....•........................... ASKI 
Use of Proceeds ................. • • , •• • .••••.. • • , , •..... For working capital and 

computer equipment 

INTERNAL CONTACTS 

Corporate Finance .......... _ .......... , ...... , . , . Thomas I. Unterbero, Ext. 3302 
....... • _ . _ ... • . • ' ............ , ........ Alan Herzig, Ext. 3074 
............•.......•................. Shelley Floyd, Ext. 3106 

Research . , .. , . , . , ... , , . , .... , .... _ ... , ........ _ , ........ Ray Bosso, Ext. 2523 

INVESTMENT CONCEPT 

Participation In a rapidly growing company whose computer systems help increase 
the productivity and profitability of manufacturing companies. 
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TME COMPANY 

ASK develops and markets computer systems consisting of proprietary software licensed in con­
junction with purchased minicomputer hardware. The product is a complete system solution used in im­
proving the productivity and financial management of manufacturing companies. ASK's system con­
sists of four major software products, marXeted under the trademark MANMAN, and a complementary 
integrated business graphics product. In addition to being available as part of a turnkey system, these 
software products may be licensed separately or used through ASK's on-line remote processing service. 
At present, there are roughly 400 ASK products licensed for use in 200 manufacturing companies in the 
U.S. and abroad. 

FINANCIAL SUMMARY 
(OOO'S) 

Years Ended June 30, 

'9n '978 '919 

Net revenue . . . . . . . . . . . . . . . . . . . . . • . . . . $301 S409 $2,775 
Netincome (loss) ..... . . . . . . . . . . . . . . . . 28 (5) 237 
Earnings per share . . . . . . . . . . . . . . . . . . . . $.01 $.06 

PRODUCT 

'980 '98' 
$8,326 $13,000 

995 1,491 
$.27 $.38 

ASK'S software products, marketed under the MANMAN Trademark, are designed to improve prod-

• 

uctivity by supplying timely information for management of engineering, operatlons, marketing and • 
financial areas of a manufacturing company. 

All ASK's product applications are presented in a user·friendly, menu-oriented, question and answer 
format. The systems are easy to use and do not require data proceSSing personnel for Implementation. 
They take only two to four days to Install. 

ASK produces several application modules which may be licensed separately or as a complete 
package. They are: 

• Manufacturing management 
• Order management and accounts receivable 
• Accounts payable 
• General ledger 
• Business graphics (marketed as GRAFMAN) 

The fUnctions performed are diverse, including: Inventory control, production scheduling, materials 
planning, purchasing, sales order entry, sales analYSis, accounts payable, and budgeting. 

. Ty~ically, a manufacturing company will have between 1().6() video display terminals on-line and 
interacting at workstations throughout the plant, allowing all personnel to have easy and simultaneous 
access to the computer. 

The ~SK system can be licensed separately or as part of a turnkey system on the HP 3CXX) minicom­
puter. In fiscal 1982, ASK will also offer its software on the DEC VAX 32-bit computer. 
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ASK's software products license tees range from $8,500 to $50,000 and the complete turnkey 
system ranges from $110,000 to S3OO,CXX>, 

ASK also offers its software product through an on·line remote processing service. The service is 
useful as a marketing vehicle to attract customers for the complete turnkey system and is growing rap­
idly as an independent profit center. 

MARK~CUSTOMERS 

ASK's systems are specifically targeted at companies that manufacture multipart products, as 
these systems are useful to manufacturing companies across a broad spectrum of Industries. ASK sells 
to smalier, rapidly growing companies such as Tandon, NBI, Micropolls, and MICOM, as well as divisions 
of Fortune 500 Companies, such as G.M., FMC, Westinghouse, Hughes, Rockwell and Foxboro. ASK's 
remote processing customers include Seagate, Econlcs, Automatix, Convergent Technology, and 
Memorex. 

PRODUCT DEVELOPMENT 

ASK's current product development effort is three-fold: 

• to modify softwarA to operate on a wider variety of hardware, such as the DEC VAX. 

• to enhance and modify existing software and to develop complimentary products . 

• to develop or acquire new products. 

ASK recognizes that Its product development accomplishments will be vital to its future. ASK's 
long·term objective is to spend approximately 9% of revenues on product development. 

SALES POINTS 

With high interest rates and operating costs, declining productivity and profitability are key prob­
lems of manufacturing companies today. 

• ASK' "turnkey" systems increase productivity by a/lowlng companies to minimize Inventory and 
therefore reduce operating and carrying costs. 

• ASKladdresses a multi·billion dollar market and is building a strong sales force to take advantage 
of this opportunity. 

• ASKl's marketIng strategy has been to offer a "turnkey" system that combines the company's pro­
prietary software with hardware from Hewlett·Packard and beginning In 1982, Digital Equipment. 

_____ -'J 



COMMONLY ASKED QUESTIONS 

What's the payback for buyers of en ASK system? 

While payback varies from company to company, an ASK system generally pays for itself within one 
year. As an example, one Client, whose sales increased 33% during the first year following purchase of 
an ASK system, (for reasons not attributable to ASK), reduced inventory by 38%, cut part shortages in 
half, and vi rtually eliminated late deliveries, while saving $300,000 annually in the costs of recording and 
carrying Inventory. 

Who I. ASK', competition? 

ASK offers a unique combination of quality hardware and software, with which few companies can 
directly compete. Their main competitors are usually hardware manufacturers such as IBM and Hewlett­
Packard. Software companies such as COMSERV and NCA also offer products for this market. 

How did manufacturing companies manage their bu.ln .... before ASK? 

Before ASK offered Its comprehensive solution, companies had two altematlves. Some chose to 
keep cumbersome manual systems, entailing inefficient investments In Inventory and personnel. Others 
attempted to computerize and purchased expensive custom systems. These systems often caused 
costly delays in development, installation and maintenance, as well as requiring a full-time systems 
engineer for on-golng maintenance and enhancements. 
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INFORMATION MEETINGS SCHEDULE 

In conjunction with this offering, a series of Information meetings have been scheduled for our 
sales representatives and institutional clients. Representing the company will be: Sandra L Kurtzig, 
President; Thomas C. lavey, Vice President-Marketing and Sales; and Robert J. Riopel, Vice President 
-Finance and Administration. 

The schedule of Information meetings is as follows: 

Wednesday. September 9th 

GENEVA 

ZURICH 

Thursday. September 10th 

PARIS 

Friday. September 11th 

LONDON 

Monday, September 14th 

BOSTON 

Europe 

12:00 p.m. Luncheon/Information Meeting 
location to be arranged. 

5:00 p.m. Information Meeting/with Cocktails to follow 
Baur au Lac 
1 Talstrasse 

12:00 p.m. Luncheon/Information Meeting 
location to be arranged . 

12:00 p.m. luncheonllnformatlon Meeting 
Barber Surgeons Hall 
Montwell Square 

All Europe RSVPs to Lucille D'Aflsa, ext. 2691 

Domestic 

12:00 p.m. luncheon/Information Meeting 
locke Obers-Ober Room 
Three & Four Winter Place 

RSVPs to Monlka Corneille, ext. 112 
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Tuesday, September 15th 

NEW YORK 

Wednesday, September 16th 

MINNEAPOLIS 

CHICAGO 

Thursday, September 17th 

DENVER 

Friday, September 18th 

LOS ANGELES 

SAN FRANCISCO 

7:45 am. BreakfastJlnformation Meeting 
& 

12:00 p.m. Luncheon/Information Meet ing 
Harmonie Club-Harmonie Room 
4 East 60th Street 

4:00 p.m. Due Diligence Meeting 
& 

4:15 p.m. Information Meet ing 
LFRUT-55 Water Street 
Main Conference Room-3rd Floor 

All NYC RSVPs to Yvonne Arroyo, ext. 2643/33()7 

7:30 a.m. BreakfastJlnformation Meet ing 
The Marquette Hotel-Sister Elizabeth Kenny Room 
710 Marquette Avenue 

RSVPs to Tony Scott, ext. 274 

12:00 p.m. Luncheon/Information Meeting 
Metropolitan Club-Room 66-11 
Sears Tower 

RSVPs to Yvette La Frenere, ext. 338 

12:00 p.m. Luncheon/Information Meeting 
University Club of Denver-President Room 
1673 Sherman Street 

RSVPs to Tony Scott, ext. 274 

8:00 a.m. BreakfastJlnformat lon Meeting 
The University Club-Long Beach Room 
640 West 6th Street 

12:30 p.m. Luncheon/Information Meeting 
The Bohemian Club-Red & Owl Rooms 
624 Taylor Street 

LA & SF RSVPs to Melissa Montgomery, ext. 8141 

• 
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This summary is not an offer to sell nor a solicitation of an offer to buy an interest in this issue. An offer can onl ..... 
be made by the prospectus. This document is a summary only, and does not purport to be complete and is'9 
subject to change. 
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PROSPECTUS 

~-=ASK 
ASK COMPUTER SYSTEMS, INC. 

1,350,000 SHARES 
COMMON STOCK 

Of the shares offered hereby. the Underwnlers are acqulnng 750.000 shares from the 
Company and 600.000 shares from the Seiling Shareholders. See "Pnncipal and Selling 
Shareholders': 

Pnor 10 this offenng there has been no public markel for the Common Slock of the 
Company. See "Underwnllng - Pncing of Ihe Offenng" with respecl 10 the melhod of deler­
mining the Inilial public offenng pnce. 

THESE SECURITIES HAVE NOT BEEN APPROVED OR DISAPPROJED BY THE SECURITIES AND EXCHANGE 
COMMISSION NOR HAS THE COMMISSION PASSED UPON THE ACCURACY OR ADEQUACY OF 

THIS PROSPECTUS. ANY REPRESENTATION TO THE CONTRARY IS A CRIMINAL OFFENSE. 

Price l.InderwrIflng -""'" -10 """""". ond 10 to Selling 
F\bllc CommIssions (I) """""'" 12) SharehOlders (2) 

P9l'" Share ....................... $JJ.oo $.77 $)0.23 $)0.23 

Tolal (3) 
Minimum ..................... $)4.850.000 $1.039.500 $7.672.500 $6.138.000 
Maximum .................... $16.335.000 $1.l43A50 $9.053.550 56.138.000 

(1) See "Underwntlng': 
(2) Before deducllng expenses payable by the Company esllmaled at $256.000 (S.34 

per shore assuming the over-allotment option Is not exercised) and expenses payable 
by the Seiling Shareholders esllmated 01 $13.000 ($.02 per share). 

(3) The Company has granled the Underwnlers an elghl-day option 10 purchase up 10 
135.000 additional shares 10 cover over-allolmenls. If any. See "Underwnllng': In the 
foregoing toble. the minimum amounts assume that the option will not be exercised 
and the maximum amounts assume that the option will be exercised In full. 

The shares of Common Slock are offered by the Underwnlers subjecl 10 recelpl and 
acceptance of such shares by them. The Underwriters reserve the right to reject any order 
In whole or In parf.1f Is expecled thaI delivery of the cerllficates for the shores will be made 
agalnsl paymenl therefor on or about Oclober 8. 1981. 

L.F. ROTHSCHILD, UNTERBERG, TOWBIN 

The dale of this Prospectus Is Oclober 1. 1981 



Until December 30, 1981 (90 days after the date of this Prospectus), all dealers effecting 
transactions in the Common Stock, whether or not participating in this distribution, may be required 
to deliver a Prospectus. This delivery requirement is in addition to the obligation of dealers to deliver 
a Prospectus when acting as underwriters and with respect to their unsold allotments or subscriptions. 
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No dealer, salesperson or other person has been authorized to give any information or to make 
any representation not contained in this Prospectus in connection with the offer made hereby. If 
given or made, such information or representation must not be relied upon as having been autho­
rized by the Company, any Selling Shareholder or any Underwriter. This Prospectus does not con· 
stitute an offer of any securities other than the Common Stock to which it relates or an offer to any 
person in Bny jurisdiction where such an offer would be unlawful. Neither delivery of this Prospectus 
nor any sale made hereunder shall under any circumstances create an implication that information 
contained herein is correct as of any time subsequent to the date hereof. 

IN CONNECTION WITH THIS OFFERING, THE UNDERWRITERS MAY OVER.ALLOT 
OR EFFECT TRANSACTIONS WHICH STABILIZE OR MAL'ITAIN THE MARKET PRICE OF 
THE COMMON STOCK OF THE COMPANY AT A LEVEL ABOVE THAT WHICH MIGHT 
OTHERWISE PREVAIL IN THE OPEN MARKET. SUCH STABILIZING, iF CO~[MENCED, 
MAY BE DISCONTINUED AT ANY TIME. 
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PROSPECTUS SUMMARY 

This summary is qualified in its entirety by the more deta iled information and consolidated 
finnncial statements appearing elsewhere in this Prospectus. 

The Company 

ASK Computer Systems, Inc. designs, produces, and markets turnkey computer systems 
consisting of the Company's manufacturing and financial management proprietary software 
licensed in conjunction with purchased computer hardware. These systems are used in man­
aging and increasin~ the productivity of manufacturing compan ies. The Company's comere­
hensive MAN MANII" Infonnation System encompasses four major software products and a 
complementary integrated business graphics product. In addition to being available as part of 
a turnkey system, these products may be li censed separately or used by the customer through the 
Company's on-line remote processing service. T here are more than 400 of the Company's 
manufacturing and financia l management software products li censed for usc at approximately 
200 manufacturi ng companies. The Company's products are marketed to end users in the United 
States primarily through its own direct sales and support staff operating out of 16 branch 
offi ces and in Europe through foreign distributors. 

The Offering 

Shares to be sold by the Company 

Minimum 

750,000 
600,000 

4.908,326 

Maximum( I ) 

885,000 
600,000 

5,043,326 
Shares to be sold by the Selling Shareholders 
Shares to be outstanding after the offcring 
Usc of Proceeds For working capital and capi­

ta l equipment 
NASDAQ symbol ASK! 

Selected Consolidated Financial Infonnation 
( In thousands except per share da ta) 

ye .... Ended June 30, 
1977 1918 191. 198<1 1981 

Income Sta tement Dat'a: 
Net revenue S301 $469 $2,775 $8,326 $13,000 
Income ( loss ) before income taxes 38 (5) 444 1,983 2,7<17 
Net income ( loss) 28 (5) 237 995 1,491 
Earnings ( loss ) per share $.01 $.06 $.27 $.38 
Weighted average number of shares 

outstanding . . . . . 3,750 3,750 3,750 3,751 3,965 

June 30, 1981 
June 30, As 

198<1 Actual Adiusled (.2) 

Balance Sheet Data: 
Working capital $1,086 $2,051 $ 9,468 
T ola I assets 3,566 6,771 14,168 
Total debt None None one 
Retained earnings 1,288 2,779 2,779 
Shareholders' equity 1,310 2,916 10,333 

(1 ) Assumes exercise in fu ll of tbe Underwriters' over-allotment option. 

(2 ) Adjusted to reflect use of proceeds by the Company. assuming no exercise of the Under­
writers' over-allotment option. See "Use of Proceeds-. 
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THE CO~fPANY 

ASK markets turJ'lkey systems consisting of the Company's manufacturing and financial manage· 
ment proprietary software integrated with purchased computer hardware. These systems arc used 
in improving the pf(xJuctivity of manufacturing companies by helping management to optimize inven­
tory, reduce operating- expense and improve customer service. The Company's complete manufacturing 
infonnation system cOnsists of four major products which are marketed under the registered trade­
mark MANMAN3I. 'Ibese software products arc used primarily on Hewlett-Packard Company's HP 
3000 Series minicomp'&.lters and are licensed in conjunction with this equipment All a turnkey system 
or licensed separately to existing HP minicomputer users. In Dceember 1980. ASK commenced 
offering its MANMAr-J' Information System as an on-line remote processing service. The Company 
also provides various support services for its sohware products such as software enhancements, 
documentation updateS, installation services, customer education, and technical support. In June 
1981, the Company introduced its integrated business graphics product consisting of soCtware devel­
oped by the Company and a purchased plotter and display terminal with auxiliary software. This 
product, marl:eted under the GRAFMANTM name, allows MAN~fAN Information System data and 
reports to be displayed in graphic form. The Company presently has under development a turnkey 
system utilizing the MA 'MAN Information System in conjunction with Digital Equipm('rlt Corpora­
tion's newest generatioo VAX 32-bit computers, which ASK expects to be marketing in 1982 in addition 
to its HP 3000 based tu.rllkey system. 

ASK markets its products through its domestic direct sales force and through foreign distrib­
utors to a \vide variety of end users, primarily manufacturing companies which assemble or fabricate 
multi-piece products. While the Company's software products range in pricc (Ii~nse fees ) from 
88,500 to $50,000, a complete turnkey system typically ranges in selling price from $125,000 to 
$300,000. There are more than 400 MANMAN products licensed for use worldwide at approximately 
200 manufacturing companies. 

The Company was inco~rated in Cali£omia in 1974. At August 31,1981, ASK had 104 employees. 
Sandra L. Kurtzig, the President. and founder of the Company. \\;11 benefiCially own approrimately 
63% of the Company's outstanding Common Stock after the offering made hereby. The Company's 
principal offices are ICIC3tcd approximately 45 miles south of San Francisco at 730 Distel Drive Los 
Altos, California 94022, and its telephone number at that location is (4 15 ) 969-4442. The Com­
pany's Standard Industfial Classillcation (SIC) Code is 7399. Unless the context otherwise indi­
cates, all references in tI~is Prospectus to "ASK" or thl' "Company" include ASK Computer Sys. 
terns, Inc. and its subsidi9 nes. 

USE OF PROCEEDS 

The purpose of the offering is to increase the Company's equity capital base to support the 
anticipa:ed grow.'h of its bllSin~s~. <>! the net proceeds to the Company, estimated to be $7,416,500 
(or $8,/97,550 If the lJl1dcl'\\nters o\'er-allotment option is exercised in full ) appro' t J 
$1,600,000 will be used during fiscal 1982 and 1983 to finance the cost of addition~1 pertyxuna l'd

Y 
. d he ' I' pro an 

"'J'I"Pbement tdo e:<pan t e dOd'."~anYI s on~~ne remote processing service and facilities, and the balance 
wi I use to provide 11 Ih~na worl\.ing capital to finance anticipated higher levels of accounts 
receiva~le. In addition, a portion of such proceeds may be used for possible future acquisitions of 
companies or software products complementary to ASK's business' howe\'. h' ·ti . . d d th . • r, no suc acqulSl ons are 
currently being negollate , an ere IS no assurance that any such. . ' t ' '11 be d . roceed' . cqUiSllOns WI rna e. 
Pendmg such uses, the net P s WIll be Invested in short-tenn interest bearing .securities . 

. The Company will not receive any proceeds from the sale of shares of Common Stock by the 
Selling Shareholders. 
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DIVIDEND POllCY 

The Company has not paid cash dividends on its Common Stock since inception, and its Board 
of Directors presently intends to reinvest the Company's earnings in its business. Accordingly, it 
is anticipated that no cash dividends will be paid to holders of Common Stock in the foreseeable future. 

CAPITALIZATION 

The following table sets forth the capitalization of the Company at June 30, 198], and as 
adjusted to give effect to the sale of 750,000 shares of Common Stock offered hereby for the account 
of the Company: 

Total debt 
Shareholders' equity: 

Common Stock, 20,000,000 shares authorized; 4,159,139 
shares outstanding; 4,909,139 shares outstanding as ad­
ju,tOO( l) . . 

Retained eamings 

Less notes receivable from shareholders(2) . 

Outstanding 

None 

$ 676,748 
2,778,806 

$3,455,554 
539,283 

$2,916,271 

As Adjusted 

None 

$ 8,093,248 
2,778,806 

110,872,054 
539,283 

$10,332,771 

(1) Excludes 242,461 shares reserved for issuance pursuant to options granted under the Company's 
Employee Stock Option Plan, 150,000 shares reserved for issuance pursuant to the Company's 
Employee Stock Purchase Plan and 23.400 shares reserved for issuance pursuant to the Company's 
Restricted Stock Purchase Plan. See "Management-Employee Stock Option Plan-Restricted 
Stock Purchase Plan-Employee Stock Purchase Plan" and Note 3 of Notes to Consolidated 
Financial Statements. 

(2) See Note 3 of Notes to Consolidated Financial Statements. 

See "Business-Properties" and Note 4 of Notes to Consolidated Financial Statements for infor­
mation concerning the obligations under leases. 

DILUTION 

The net book value of the Company as of June 30, 1981 was $2,916,271, or $.70 per share. 
Without taking into account any changes in such net book value after that date, other than those 
resulting from the sale of the 750,000 shares of Common Stock offered by the Company hereby, 
the pro fonna net book value of the Company at that date would have been $10,332,771, or 
$2.10 per share, representing an immediate increase in net book value of $1.40 per share to present 
shareholders and an immediate dilution of $8.90 per share to new invl..-'Stors. "Dilution" means the 
difference between the public offering price and the pro fonna net book value per share after giving 
effect to the offering. The following table illustrates the resulting dilution \vith respect to the shares 
of Common Stock offered bereby: 

Public offering price per share .. $11.00 
Net book value per share before offering(l) $ .70 
Increase per share attributable to new investors $1.40 

Pro forma net book value per share after offering(l) $ 2.10 
Dilution of book value per share to new investors . $ 8.90 

=-:;:-(1) Determined by dividing the number of shares of Common Stock outstanding into the net worth 
of the Company. Net worth consists of assets less liabilities. 
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The following table summarizes, as of June 30, 1981, the difference betwcm the existing share­
holders and the new investors with respect to the number of shares purchased from the Company, 
the total consideration paid and the average price per share paid, assumlng no exercise of the 
Underwriters' over-allotment option: 

T"~ P~t.«e Aver.,e 
Percent:re Coruidmtion of Total ,...,. 

s ..... oIT .. Plidlo Condder.tion Pn 
Pwclo ..... S ..... Compaar Paid Share 

Existing shareholders: 
Shares being retained 3,559,139( I ) 72.5% $ 579,120(2) 6.5% $ .16 
Shares being sold .. 600,000(1) 12.2(3) 97,628(2) l.l .16 

New investors 75O,000( 4) 15.3(3 ) 8,250,000 92.4 11.00 
Total ... 4,909,139 100.00/0 $8,926,748 100.0% - -

( I ) Of the 4,159,139 shares previously purchased by existing shareholders, 3,750,000 shares h(we 
been outstanding for morc than five years. 

(2) Based on the average price paid to the Company for the 4,159,139 shares previously purchased 
by existing shareholders. 

(3) Upon completion of the offering. 27.5% of the Company's outstanding shares of Common Stock 
wiU be held by investors purchasing stock in the offering. 

(4) Excludes 600,000 shares to be purchased from the Selling Shareholders in the offcring made 
hereby. 

SELECTED FINANCIAL INFORMATION 
(In thowands except per share data) 

The following table summarizes certain selected consolidated financial data and i.s qualified by 
the Consolidated Financial Statements included herein : 

feltS Ended June 30, 

'977 '97' 1979 , ... , .. , 
Operating Data: 

("n."dited ) 

Net revcnue $301 $469 $2,7i5 $8,326 $13,000 
Cost and expenses: 

Cost of revenue 66 105 1,500 4,619 6,617 
Product development 124 164 335 438 1,125 
Selling, general and administrative 74 209 466 1,446 2,722 --Total cost and expenses 264 478 2,361 6,503 10,464 

Operating income ( loss) 37 (9) 414 1,823 2,536 
Interest income I 4 30 165 171 
Income ( loss ) before income taxes -38 (5) 444 1,988 2,7(11 
Provision for income taxes 10 'JJJ1 993 1,216 --Net income (loss ) .. $28 ~) $ 237 $ 995 $ 1,491 - -Earnings ( loss) per share -$.01 $.06 $.27 $.38 Cash dividends per share - - - - -
Weighted average number of shares - - - - -outstanding 3,750 3,750 3,i50 3,751 3,965 

Balance Sheet Data: 
Working capital $43 $ 61 $ 281 $1,086 $ 2,051 Total assets 140 320 1,376 3,566 6,n1 Long-tenn debt 
Shareholders' equity 83 78 315 1,310 2,916 
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MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL CONDmON 
AND RESULTS OF OPERATIONS 

The following table sets forth for the fiscal years indicated (i) the percent which the items in the 
Consolidated Statement of Income bear to net rc\'enue and (ii) the percent increase of such items as 
compared to the prior fiscal year. 

Percent of Net Revttlue Year to Year 
Years Ended June 30, Percent Increase 

1980 VS. 1981 YS. 
1979 I- 1981 I'" 1980 

Net revenue 100.0% HX10% 100.00/'0 200.0% 56.1% 

Cost and expenses: 

Cost of revenue 56.2 55.5 50.9 196.2 43.2 
Product development 12.1 5.2 8.7 30.7 157.2 
Selling, general and administrative . . 16.8 17.4 20.9 210.2 88.2 

Total cost and expenses 85. 1 78.1 SO.5 175.5 60.9 
Operating income 14.9 21.9 19.5 340.2 39.1 
Interest income 1.1 2.0 1.3 450.4 4.0 

Income before income taxes 16.0 23.9 20.8 347.6 36.2 

Provision for income taxes 7.5 11.9 9.3 379.7 225 
Net income 8.5% 12.0% 11.5% 319.5 49.9 - - -
Results oC Operntions 

ASK has expericnced significant increases in net revenue and nct income during each of its 
last three fiscal years, primarily due to increased market acceptance of the Company's products. 
Increases in net income have not been attributable in any Significant respect to inRation. but have 
resulted primarily from a higher volume of sales. 

ASK accounts for the sale of computer hardware at the time of its shipment by the manufac­
turer. Software revenue is accounted for upon software installation if perfonned by ASK, or upon 
shipment if not installed by the Company. The level of the Company's revenue, as well II.S the backlog 
at ony particular time, is dependent to some extent on the hardware manufacturer's delivery schedule, 
which led to quarterly fluctuations in fiscal 1981 and may lead to fluctuations in the future. 

While the Company anticipates increases in net revenue and net income in the first quarter of 
fiscal 1982 as compared with the first quarter of fiscal 1981, it believes that the percentage increase 
in net income will be less than the percentage increase in net revenue. This reftects recent additions 
to its field sales and technical staff in anticipation of future growth and unusually low expenses in the 
first quarter of fiscal 1981 due to delays in hiring personnel. In addition, the first quarter of 1981 
was favorably impacted by a non-recurring royalty from Sperry Corporation which had no significant 
associated costs. See "Business-Trademarks, Copyrights and Licenses". 
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Revenue 

Revenue in fiscal 1980 and 1981 increased 2000/0 and 
56%, respectively, primArily as a result of the increased. 
number of system sales, reflecting continuing geographical 
e-;pansion and the addition of sales personnel to existing 
and new branch offices. Another factor in fiscal 1981 was 
an increase in license fees paid to the Company by its 
European distributors and by Sperry Corporation. The on­
line remote processing service, introduced by the Company 
in December 1980, did not make a significant contribution 
to revenue in fiscal 1981, but revenue from this service is 
expected to increase substantially during fiscal 1982. 

Cost of Revenue 
The Company's increased purchase volume of hard· 

ware from the original equipment manufacturer (primarily 
Hewlett·Packard) in fiscal 1981 allowed it to take advantage 
of larger volume discounts on computer hardware. In addi­
tion, the Company's introduction of new software products 
in fiscal 1980 and 1981 and the payment of license fees to 
the Company by its foreign distributors and by Sperry 
Corporation resulted in a higher ratio of software license 
fees to revenue from the sale of computer hardware than in 
prior years. Because of this product mix and higher hard· 
ware discounts, cost of revenue, although increasing in mag· 
nitude in fiscal 1980 by 196% over fisca l 1979, decreased as 
a percentage of revenue in fiscal 1980. While the actual cost 
of revenue in fiscal 1981 increased 43%, the cost of revenue 
decreased as a percentage of revenue. 

Product Development 
Product development expenditures are expensed by the 

Company as incurred. Expenditures on product develop­
ment in fiscal 1981 were $1,125,411, up 157% over the 
fiscal 1980 level, and resultL"CI in new product introductions 
(including CRAFMAN) and enhancements to existing 
products, as well as research on future products. Product 
development expenditures as a percentage of re\'enue were 
8.7% in fiscal 1981. 

Product development expenditures were $437,576 in 
fisca1 1980, representing an increase of 31% over the prior 
fiscal year but a decrease as a percentage of revenue from 
12.1% in fiscal 1979 to 5.2% in fiscal 1980. Such decrease 
was due to the Company's 2()()010 growth in revenue during 
fiscal 1980 without a proportionate increase in the produd 
development staff. 
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Selling, General and Administrative 

Over the last two fiscaJ years, the Company has en­
gaged in significant geographical expansion and addition 
of marketing and field technical support personnel, which 
was reflected in an increase to $2,722,445 in marketing, 
sales, general and administrative expenses during fiscal 1981. 
up 88% over the prior year. In fiscal 1980, such expendi­
tures increased to $1,446,301, up 2100/0 over fiscal 1979. 
Marketing, sales, general Bnd administrative expenses rose 
as a percentage of net revenue in fiscal 1981 to 210/0 from 
17% in fiscal 1980. 

Income and Earnings Per Share 

Pre-tax income increased 36% to $2,700,(j/7 in fiscal 
1981. The pre-tax margin (pre-tax income as a percentage 
of revenue) was 21% in fiscal 19tH compared with 24% in 
fiscal 1980. The Company added personnel later than was 
planned in both fiscal years, which favorably impacted 
pre-tax margins. Provision for taxes on income increased 
23% to $1,216,000 in fiscal 1981, but the effective tax rate 
decreased from 50% to 45%, primarily as a result of 
increased investment tax credits and increased foreign in­
comc from the Company's DISC. As a result, net income in­
creased 50% in 1981, which was greater than the percentage 
increase in pre-tax income. The percentage increase was not 
fully reflected in the percentage increase in 1981 earnings 
per share, which increased 41% from the prior year, be­
cause of the greater weighted average number of shares 
outstanding. 

L iquidity and Capital Resources 

Liquidity to 6nance the Company's growth has been 
almost exclusively gcnerated by cash flow from operations. 
The Company has retained all of its earnings for reinvest­
ment in its business. It is expected that the Company's 
cash needs in the foreseeable furore will be supplied by 
profits and by the proceeds to the Company from this 
offering. 

The Company's capital resource commitments at June 
30, 1981 consisted principally of its long-tenn lease on its 
headquarters facility at Los Altos, California. 
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BUSINESS 

General 
Computer-based manufacturing and financial management info~alion S)~ems are ~ .by 

manufacturers to increase the control and efficiency of their manufactunng operaboos by oprunlzmg 
inventory, reducing operating expense, and improving customer service. A typical com~uter system 
consists of computer hardware and software. Computer software. in slmphstic tenns. COnsiSts of coded 
instructions that control the computer's internal operations. There art '''0 general claSSH of computer 
software: system software and application software. System software controls the basic hardware 
operations and includes operating systems, computer language compilers. data base managtment 
systems, report generators, and diagnostic functions. Application software processes data stored in 
the computer using system software functions and produces reports for use in many diverte applications. 

Computer-based manufacturing and Snaneial systems have become more cost drtcti\'e in T~nt 
years as a result of the declining costs of computer hardware, making ~uipment costs associated 
with an in-house computer system economically feasible for an increasing number of manu­
facturing companies. However, because the cost of developing custom application software has 
continued to rise due to increases in labor-intensive programming costs and shortages of expc!rlcnced 
programmers, most companies using in-house computer systems cannot cost justify CUJtOrn devtloped 
software to meet their requirements. These businesses fonn the primary markets for the Company's 
turnkey systems. The number of manufacturers using some form of oomputcr-bast'd management 

information system bas increased rapidly in recent )·ears. 

Products and Services 
The Company's strategy has been to create a comprehensi\'e, inttograttd line of standard 

manufacturing and financial management application software products dt\.ignt'd to lS$ut manage­
ment in supervision of the marketing. engineering, materials and productioo contrOl, and 6oancb.l 
areas of a manufacturing company. ASK markets its MAN\IA;-J Information System application 
software as pari of a complete turnkey computer system with HP 3000 oomput~r barrlwar~ and 
system sortware. In 1982, the Company also plans 10 offer its MAN MAS Information ySI~m 
with, Digital Equ~pment ~rporation's VAX computer hardware and syst~m tOftwar~ . As a result, 
ASK s products WlIl be available on two of the leading brands of computer hardware . 

Th? Comp~ny. commenced offering i~ ~1ANMAN lnfonnation S)"StC111 as an on-III\(" r('l1l()tt' 
processmg serVl(:e m D~mber 1980. TIns service is operated on liP 3000 $tnCl minicomputers 
located at the ~mpany s computer center at its main offices in Los Alto.:, California Ilnd may br 
acc,essed ~ocally cl.ther through de~cated lines or through independent tt'lccommuniealic)nl nt .. 1worb. 
ThiS serYIce proVldes manufactunng companics the opportunity to t)' th Co • r 'th h ' k th u I IU t' mpany s SO twart' 
WI out aVIDg to rna e e larger capit~1 expenditure oommilmenb usocia.ted with th~ purchMt" of 
a comple~e turnkey system. The Company s strategy is to convert lhese u~rs to the lumL. MAN\IAN 
Infonnation System when the growth of their manufactUring 0 t • h ey 

d ' Th Co ptrl lOns ma..:es SUl' a 1ntt"lll cost 
euective. e mpany currently operates two HP 3(KM) Se . .. r ' . . nes minicomputers or It on-li~ remote 
processmg service, each of which supports 12 to 15 cwt nd h 
utilized by 28 customers. ASK anticipates adding up to fi\"t' :::;01:1 u;:c ;x;pant

y 
h ~mg fully 

during fiscal 1982 for this service, with the next' S«-nes mlluoompul~rs 
November 1981. maclilne ~xpected to be fully opt:r.lhonal In 

ASK offers four major proprietary maoufacturin and fi . 
facturing Management (MAt'lMAN/MM) Order M g nancia.l maoa<;ttrMOt produdJ: "anu· 
OMAH), Acoounts Payable (MANMAN/AP) and ~::7nt and AttOUnls Rt-ttl\abl~ (\lAN\tANI 
constitute the MANMAN Information System whi h ~ger (M.o\.! \tA~ 'ell. These! products 
as a standard application software system i~tP<n'<l~ed wb

u 
esigned and dt-vcloped by the Company 

. ~e'- y common data bast-" 
The MANMAN Infonnabon System is an 0)' , 

h
' h he ) 0- IDe IDt~racti\' r' w Ie can comp etely operational within a few da . e managetnmt in ormahon J)'fte

m 
ys of mstallation. Th~ ~'Jtem is designed for 
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use by non-tcchnica1 personnel and is thus referred to as "user-friendly". Users enter and retrieve 
infonnation from interactive termina1s connected to the MANMAN Information System by responding 
to simple computer-generated inquiries in a question and answer fonnat. Typically, a company will 
have behveen 10 and 60 video display tennina1s conveniently located in all the major functiona1 
areas of a manufacturing plant. These termina1s allow nwnerOliS users to simultaneously access, update 
and report necessary infonnation with which to better manage their manufacturing plant. The 
Company believes that the on-line and user-friendly characteristics of its system are distinct benefits 
because they allow quick access to information, responsiveness to changes in manufacturing operations 
and efficient use of personnel. In addition, the system utilizes a structured program design which 
provides customers with the flexibility to maintain and support their own modifled versions of 
MANMAN products. 

The fOllr products comprising the MANMAN Llfomlation System nrc integrated by common 
data bases, eliminating the requirement to enter and store the same information several times, 
reducing the amount of disk storage needed as well as providing for efficient verification, updating and 
editing of information by the users at their work stations. While the MANMAN products can be used 
independently, an increasing percentage of customers are acquiring all four products as an ~tegrated 
system. 

MANMAN/ MM 
The Manufacturing Management product consists of eight application modules which assist 

management in performing the following functions: 

• Inventory control 
• Bill of materials! engineering design 
• Work-in-process!shop 800r control 
• Purchasing 
• Material requirements planning 
• Capacity requirements planning 
• Cost accounting 
• Master production scheduling 

MANMAN/OMAR 
The Order Management and Accounts Receivable product consists of five application modules 

which assist management in perfonning the following functions: 

• Sales order entry 
• J nvoicing 
• Accounts receivable 
• Cash receipts 
• Sales analysis 

MANMAN/ AP 
The Accounts Payable product consists of three application modules which assist management in 

performing the following functions: 

• Voucher processing 
• Accounts payable 
• Cash disbursements 

MANMAN/ GL 
The General Ledger product consists of three application modules which assist management 

in pcrfonning the following functions: 

• General ledger 
• Budgeting 
• Financial statement preparation 
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In June 1981, the Company commenced offering its CRAFMAN integrated business graphics 
product which provides a wide range of pre-formatted graphs for displaying information maintained 
by the MAN~'fAN Information System. With a simple selection from a graph menu, users can produce 
a number of complete, pre-formatted color graphs for analyzing important trends in each functional 
area of the user's manufacturing plant. For example, graphs showing projected inventory values, 
accounts receivable aging, scheduled shipments, actual versus budget expense trends, and pro­
jected work center capacity loads can be quiclcly graphed on the user's CRT or on an eight-color graphic 
plotter. The Company also offers a general purpose report writer and a general purpose payroll 
package, which it Iiccnses from independent third party vendors. 

ASK currently offers its products for use on HP 3000 Series minicomputers manufactured by 
Hewlett-Packard. ASK is currently Hewlett-Packard's largest purchaser of HP 3000 Series computer 
systems for resale. Such systems are purchased by the Company from Hewlett-Packard at a specified 
discount from list price under a long-term volume discount agreement. Under the new agreement 
entered into in July 1981, a part of the discount will be refunded to Hewlett-Packard if speciAed volume 
purchases are not made during the term of such agreement. Prior to this new contract, the Company 
negotiated the volume and discount terms annually. Hcwlett-Packard is responsible for the installation 
and maintenance of its computer products whi1e the Company is responsible for the installation and 
maintenance of its software products. In order to increase its market share, the Company entered 
into a similar long-term agreement with Digital Equipment Corporation in July 1981 to purchase 
computers at a specified volume purchase discount. 

Marketing and Customers 

The Company markets its products in the United States primarily through its own marketing 
organization and, to a minor extent, through independent distributors. As of August 31, 1981 , the 
Company employed approX'imately 57 marketing, sales and technical support personnel, located in 
16 direct sales offices throughout the United States, as compared \vith 13 such personnel at four 
sales offices as of June 30, 1980. 

Sales of the Company's products in foreign countries are made solely by independent distributors. 
ASK licenses its software to its foreign distributors who in tum incorporate the software with pur­
chased hardware into a complete system for sale. In England, ASK products have been marketed for 
three years by Scicon, a division of British Petroleum Co. Ltd., on an exclusive basis, and in France. 
Belgium and Switzerland by CISI, a large computer service company owned by the French 
government, on a non·exclusive basis. Foreign revenue (primarily in Europe) in fiscal 1980 and 
fiscal 1981 was $56,750 and $118,650, respectively. See Note 1 of Notes to Consolidated Financial 
Statements. 

ASK provides its software products under a perpetual paid.up license agreement to be used on 
a speciflc serial numbered computer. Under license agreements with its customers, ASK software 
products cannot be sold or copied by its customers except for archival purposes or to replace worn 
copy. 

In many system sales the customer finances the purchase through a third·party lessor. While 
the customer may finance its purchase from a third-party tenor, ASK always receives cash payment 
for its sales. 

As of August 31, 1981 there were more than 400 installations of ASK products worldwide at 
approximately 200 manufacturing companies. ASK has installations throughout the United States 
and in Canada, Puerto Rico, Mexico, England, France and Sweden. ASK has a wide variety of 
customers, including manufacturing divisions of large companies in various industries as well as smaller 
emerging companies. No customer accounted for more than 60/0 of ASK's revenues during the 1981 
fiscal year. 
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ASK's backJog of released orders increased to approximately $4,063,000 at June 30, 1981, as 
compared with approximately $1,100,000 at June 30,1980, due primarily to an increase in the volume of 
incoming orders, Increases in bacldog may also result from delays in shipment by the computer 
manufacturer, hence backlog data at any particular time may not be indicative of future revenue. 
In general, an order is entered into bacldog only if a firm purchase order with a requested delivery 
date within six months and a down payment of 20% of the price has been received from the 
customer. 

See "Trademarks, Copyrights and Licenses" for a description of ASK's marketing arrange­
ments for a version of MANMANIMM with Sperry Corporation. 

Software Enhancements, Customer Support and Training 

ASK oHers its customers a variety of software installation, technical support, sohware subscrip­
tion, user training and documentation services, which are performed either at ASK's offices or at the 
customer's site for a separate charge. In addition to sales personnel, most of ASK's sales offices 
are staffed with customer support personnel who assist users with installation and on-going support. 
System installation typically takes two to four days. 

ASK passes through to its customers the computer hardware warranty offered by Hewlett-Packard 
and other equipment manufacturers. All minicomputer hardware installation, maintenance, repair 
and operating system software updates are provided under service contracts directly between the 
original equipment manufacturer and ASK customers. 

ASK offers a sofhvare subscription service to its customers. This service is typically billed to 
the customer annually and includes reasonable telephone consulting regarding ASIC software system 
features and procedures, software enhancements to maintain the customer's MANMAN product soft­
ware to the latest standard release level being licensed by ASK (usually two updates per year). 
and documentation updates (to go with the updated software). Substantially all of ASK's cus­
tomers purchase the software subscription service. In January 1981. the Company introduced a 
comprehensive customer education service covering a wide range of training courses in the use of 
the Company's products. This program consists of eight courses covering the features and functions 
of each of the Company's application products. 

Competition 

The computer software industry is highly competitive. The Company believes that the principal 
factors affecting competition are product perfonmmce and reliability; ease and speed of system 
installation; national direct marketing capability; customer support, training and documentation; 
comprehensiveness of product applications; on-going software enhancements; and the convenience, 
flexibility and ease of use of the application software to meet the customer's needs without signi6cant 
customization. To date, price has been a lC!ls important competitive factor. 

The Company competes with a number of large computer manufacturers, such as IBM, Hewlett­
Paclcard and Sperry Corporation, which have financial, marketing, management and technical 
resources substantially greater than those of the Company. The Company may also be at a competi­
tive disadvantage to the extent that it purchases computer systems and related peripheral equipment 
from these same computer manufacturers who provide competitive software products. In addition, 
Sperry Corporation has a license granted by the Company to market a version of the Company's 
MANMAN/ MM product. Sec -rrademarks, Copyrights and Licenses". In providing its on-line 
remote processing service, the Company competes with a few firms which offer similar services, 
including Xerox Corporation. The Company intends to use a portion of the proceeds of this offering 
to enhance and expand its on-line remote processing service operations. See "Use of Proceeds". The 
Company faces competition from a variety of other independent firms, such as systems integrators 
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and specialized software companies, which range in size from large to small Snns and in geographic 
coverage among national, regional and local operations. 

product Development 
The Company believes that its future success depends in part upon its a~i1i.ty t~ develop new 

and improved products and services and to expand its customer base by modlfymg Its software to 
operate on a wider variety of computer systems. Accordingly, ASK is committed to the development 
and acquisition of new products and to the continued enhancement of its existing products and related 
user documentation. During the fiscal years 1979, 1980 and 1981, ASK expended $334,678, $437,576 
and $1,125,411, respectively, for product development activities. All product development costs are 
expensed as incurred. As of August 31. 1981 ASK employed approximately 36 persons in product devel. 
opment activities, principally in software product design, programming. technical documentation and 
communications., and product management. ASK customers have set up user groups to share ideas 
on the use of the Company's products and to make suggestions to ASK for improvements to existing 
products and development of new products. 

Trademarks, Copyrights and Licenses 

ASK owns various trademarks, service marks and copyrights. It does not own any patents. ASK 
markets its products under the trademark "MAN~iAN" which is registered in the United Slates. 
The Company seeks to protect its proprietary software products by incorporating restrictions into its 
license agreements with respect to the usc and confidentiality of its software. 

In order to expand the market for its software products, in June 1979 ASK entered into a 
license agreement with the Sperry Univac Divisioll of Sperry Corporation ("Sperry'") pursuant to 
which the Company granted Sperry a then exclusive right to market the MAN~IAN ~Ianufacturing 
Management product ( MANMAN/M M) on Sperry minicomputers under the MANMAN trademark. 
In June 198L, the license became non·exclusive. Sperry's right to use the Company'~ MANMA trade· 
mark terminates in June 1982, although their license to market the product continues. Under the 
agreement, Sperry pays royalties for each software package licensed by Sperry, whether or not the 
package is marketed under the Company's trademark. During fiscal year 1981, Sperry paid royalties 
of $357,500 under this license, from which no material revenues are expected in fiscal yeM 1982, and 
$315,000 for an unrelated product, for which no future royalties are elCpected. 

ASK also markets two application software products under license agreements with third party 
vendors, the revenues of which are not significant. 

Employees 

At August 31, 1981, ASK had 104 full-time employees, including 11 persons in finance and adminis­
tration, 36 in product development, and 57 in marketing, sales and field technical support. ASK 
believes that its continued success wtll depend in part on its ability to continue to attract and 
retain highly skilled technical, marketing and management personnel who are in great demand. 

The Company has never had a work stoppage and no employees are represented under collec­
tive bargaining arrangements. ASK considers its employee relations to be excellent. 

Properties 

The Company leases approximately 16,000 square feet of office space for an annual rental of 
approximately $232,000 in one location at Los Altos, California under a master lease expiring in 
1990 which provides for an additional l2,000 square feet which ,viII become available to ASK within 
two years. The Company's executive, marketing, engineering and product development activities, 
as well as the computer center for its on-line remote processing service are located at these offices. 
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In addition, the Company leases approximately 9,400 square feet of office space in the United States 
for sales and customer support offices under leases expiring from 1982 to 1985. The Company 
believes that its facilities are adequate for its immediate needs and that suitable additional space 
is available to accommodate further expansion of the Company's operations. See Note 4 of Notes 
to Consolidated Financial Statements. 

The Company owns all of its data processing equipment, including seven HP 3000 computer 
systems, five of which are used for program development, customer demonstrations, and internal 
sales and accounting functions and two of which are used for the Company's on-line remote 
processing service operations. The Company intends to purchase additional computer equipment 
to accommodate the anticipated growth of its business, principally for its on-line remote processing 
service operations and program development, some of which will be financed with the proceeds 
from this offering. See "Use of Proceeds", All of the Company's computer equipment is in good repair, 
is well maintained and continues to operate satisfactorily, 
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MANAGEMENT 
Executive Officers and Directors 

The executive officers and directors of the Q)mpany and their ages arc as follows: N._ 
Sandra L. Kurtzig 

Thomas C. Lavey 
Kenneth A. Fox 
Martin R. Browne 

Robert J. Riopel 

Craig W. Johnson­
Ronald W. Braniff­

M. Kenneth Oshmnn­

Thomas I. Unterberg-

• Member of Audit Committee. 

A.., 

34 
37 
37 
31 

39 
34 
45 

41 
50 

Position 

President and Director 

Vice President-~farketing and Sales 

Vice President-Research and Development 
Vice President-Sortware Development 

Vice President-Finance and Administration 
Secretary and Director 
Director 
Director 

Director 

All directors hold office until the next annual meeting of shareholders of the Company and until 
their successors have been elected and qualified. Officers serve at the discretion of the Board of 
Directors. 

Mrs. Kurtzig is the founder of the Company and has been President and a director since its 
incorporation in 19'74. She also served as Chief Financial Officcr from 1974 to February 1981. Prior to 
(ounding the Company, she held various technical and marketing positions with General Electric 
Company, Information Business Systems Division, and with TRW Inc. Mrs. Kurtzig received a 
B.A. degree in mathematics and chemistry from the University of California at Los Angeles and an 
~,f.S. degree in aeronautical engineering from Stanford University. 

Mr. Lavey joined the Company in May 1978 as Vice President, Marketing and Sales. From 
September 1976 through April 1978, he was product manager of manufacturing systems for ITEL 
Corporation, and from 1974 to September 1976 he served as Vice President of Manufacturing for 
Fulton Manufacturing Company, a division of Walter Kidde &: Company, Inc. Mr. Lavey received a 
B.s. degree in mathematics and computer science from Pennsylvania State University and an M.B.A. 
from the University of Southern California. 

Mr. Fox joined the Company in December 1980 as Vice President, Research and Development , 
following eleven years with Hewlett-Packard Company, most recently as Engineering Manager of the 
Data Systems Division. His prior experience at Hewlett.Packard included Section Manager for 
hardware and software development of the HP 1000 L Series computer and Production Engineeri ng 
Manager for the Automatic Measurements Division. Mr. Fox holds a B.S. degree in engineering and 
applied physics from Harvard University and an M.S. degree in electrical engineering and computer 
science from the University of Ca1ifomia at Berkeley. 

Mr. Browne joined the Company in October 1974 in software development and in February 
1977 became Vice President, Software Development. From 1972 to October 1974 he held various 
staff manufactUring support positions with Farinon Microwave, a microwave equipment manu­
facturer subsequently acquired by Harris Corporation. Mr. Browne received a B.S. degree in mathe­
matics from Stanford University. 

Mr. Riopel joined the Company in February 1981 as Vice President, Finance and Administra_ 
tion. From June 1979 to February 1981 he served as Vice President, Finance, for Advanced Electronics 
Design, Inc., and hom October 1974 to June 1979 served as Vice-President, Director of Administra­
tion, for Relicon Corporation, a subSidiary of EC&G Inc. Prior to that time he served as audit man-
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ager for Arthur Young & Company, certified public accountants. Mr. Riopel holds BSC/Accounting 
and M.B.A. degrees from the University of Santa Clara. 

Mr. Johnson has served as Secretary and a director of the Company since June and Ju1y 1980, 
respectively. Mr. Johnson has been a practicing attorney since 1974 and is a member of the firm 
of Wilson, Sonsini, Coodrich & Rosati, legal counsel to the Company. 

Mr. Braniff has served as a director of the Company since July 1980. Since Ju1y 1976, Mr. Braniff 
bas been Croup Vice President of Tymshare, Inc., an international computer information services 
and data communications services firm. 

Dr. Oshman has served as a director of the Company since Ju1y 1980. Dr. Oshman, a oo-founder 
of ROLM Corporation, a manufacturer of computer-eontrolled branch exchange telephone systems 
and general purpose computers intended for use in severe environments, has served as President and 
a director of HOLM since its organization in 1969. 

Mr. Unterberg hAS served as a director of the Company since July 1980. He is Managing Senior 
Partner of the investment banking flrm of L. F. Rothschild, Unterberg, Towbin, the Representative 
of the Underwriters, and has been with that firm or its predecessor since 1956. Mr. Unterbcrg is also a 
director of LIN Broadcasting Corporation, Scitcx Corporation Ltd., and Thermo Electron Corporation. 
See "Underwriting". 

Remuneration 

The following table sets forth certain information as to each of the most highly compensated 
executive officers of the Company whose aggregate direct remuneration exceeded $50,000, and as to 
all officers and directors as a group, during the fiscal year ended June 30, 1981. 

Individuals or 
Persons in Group 

Sandra L. Kurtzig 

Thomas C. Lavey 

Martin R. Browne 

All officers and directors as a group 
(9 pe"ons)(3)( 4) 

Capacities in 
Which Served 

President 

Vicc President-~farketing 
and Sales 

Vice President-Software 
Development 

Cash and Cash Equivalent 
Remunen.tion 

Securities 
Salaries md 

ond Personal 
Bonum:(l) BeueGts(2) 

I 99,815 Ill,lll 

123,484 16,409 

53,035 3,350 

330,066 55,319 

(I) Includes commissions, cash bonuses and profit sharing in the aggregate amount of $11,108 
accrued in fiscal 1980 but paid in fiscal 1981 and $19,805 accrued in fiscal 1981 and payable in 
flscal 1982. 

(2) Includes (i) the value of Company-owned or leased automobiles provided for business use and 
(ii) the difference between the rate of interest on promissory notes of certain officers and 
directors to the Company (8%) and the average prime rate of interest during the period out­
standing. 

(3) Excludes $41,827 in legal fees paid to Wilson, Sonsini. Coodrich & Rosati, of which Craig W. 
Johnson, Secretary and a director of the Company, is a member. 

(4) No directors' fees were paid in fiscal 1981. However, effective July 21, 1981, directors who 
are not employees or officers of the Company wi1l receive $500 for each Board meeting attended 
in addition to an annual retainer of $2,000 per year. These directors may elect to convert their 
directors' fees quarterly into shares of Common Stock at the then fair market vaJue. 
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Employee Stock Option Plan 

In December 1974, ASK adopted an Employee Stock Option Plan (the "Option Plan"), pursuant 
to which 375,000 shares of Common Stock were reserved for issuance upon the exercise of 
options granted to key employees, including officers, of the Company. TIle Option Plan is admin­
istered by the Board of Directors, which designates the optionees, exercise prices and dates of 
grant. The exercise price may not be less than 100% of the fair market value of the Common 
Stock on the date of grant. Options are nonassignable and may be exercised only by the employee 
while he or she is employed by ASK or one of its subsidiaries or within 30 days after tennination 
of employment (except termination for misconduct) or by his or her estate within 12 months after 
his or her death (to the extent such option was exercisable on such date of death). Under the 
Option Plan the Company has certain rights to purchase shares intended to be sold by an optionee and 
to repurchase shares issued thereunder, all of which will terminate on the date of this Prospectus. 

Options become exercisable in installments as approved by the Board of Directors, and may 
be e.xercised on a cumulative basis at any time before expiration. Options expire as determined 
by the Board of Directors, but in no case later than five years from date of grant. Tn order to 
afford to optionecs the opportunity of obtaining certain federal tax bene6ts applicable to qualified 
stock options, the Board of Directors elected in January 1981 to accelerate the vesting of all 
outstanding options to make them fully exercisable prior to ~fay 21, 1981, subject to a repurchase 
right by ASK at the exercise price upon termination of the optionee's employment to the extent 
such options would not have been vested on such termination date prior to such acceleration. 

At July 31, 1981, options to purchase 40,925 shares were outstanding at exercise prices ra nging 
from $6.00 to $10.00, options had been exercised with respect to 131,726 shares (net of repurchases ) 
and 202,349 shares remained available for grant under the Option Plan. 

The follOWing table sets forth as to certain officers of the Company: (i) the number of shares 
of Common Stock subject to options granted during the period from the hcginning of the Company's 
last fiscal year to July 31,1981, (i i) the average per share exercise price thereof, ( iii ) the nct value 
(market value less exercise price ) realized du ring the period upon the exercise of options granted 
during the period or prior thereto, (iv) the number of shares of Common Stock subject to options 
outstanding as of the end of the period, and (v) the potential (unrealized) value of such outstanding 
options as of the end of the period (market value less exercise price ). 

All OfIicr,n 
ThomuC. Martin R. as • Croup 

Lavey Browne (3 Persons ) 

Cranted-7/1!80 to 7/31/81: 
Number of shares subject to options 9.000 14,000 
Average per share exercise price $ $7.22 $8.21 

Excrcised-711 /SO to 7/31/81: 54.000 3.000 57,000 
Net value realized (market value(l) less exercise price) 5150,000 $13,000 $163,000 

Outstanding at 7/31/81: 
Number of shares subject to options 6,000 11,000 
Potential (unrealized ) value (market value( 1) less 

exercise price ) $ $ $ 

(1) Based on the fair value of the Common Stock as determined by the Board of Directors. 
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Restricted Stock Purchase Plan 
In June 1980 the Board of Directors and shareholdcrs of the Company rcserved 300,000 shares 

of Common Stock for issuance to eligible employees (including officers and directors) of ASK pur­
suant to the Company's 1980 Restricted Stock Purchase Plan. A total of 276,600 shares of Common 
Stock had been issued pursuant to the plan at June 30, 1981. Of such shares, an aggregate of 60,000 
were sold at a purchase price of $1.67 per share to the Company's four non-employee directors in 
October 1980 and an aggregate of 163,500 shares were sold at a purchase pricc of $1.67 per share 
to the following officers: 

Number of Dlte of 
Aggregate 
Purchue 

N.~ Shares Purchase Price( 1) 

Thomas C. Lavey 96,000 October 1980 $160,000 
Kenneth A. Fox 45,000 February 1981 75,000 
Robert J. Riopel 22,500 February 1981 37,500 

(1) All of these amounts were still outstanding at June JO, 1981, with the exception of $8,517 which 
was repaid by Mr. Riopel prior to such date. 

Payment was mode for such shares by 8% promissory notes secured by the shares purchased and 
due five years from the dates thereof. The purchase agreements entered into under the Restricted 
Stock Purchase Plan provide the Company with a right to repurchase a portion of the shares sold 
thereunder upon tennination of the purchaser's employment with the Company or membership 
on the Board of Directors within 6ve years after the date of purchase. As of June 30, 1981, 53,825 
of the shares sold under the plan to directors and officers were vested. The largest amount of indebt­
edness outstanding from officers and directors to the Company, al1 of which was under the above 
described notes, was $312,500, of which $338,983 was still outstanding at June 30, 1981. All loans 
to officers and directors have been approved by a majority of the disinterested and independent 
directors. The Company has adopted a policy not to make loans to officers, directors or employees 
in the future. 

Employee Stock Purchase Plan 
The Company's 1981 Employee Stock Purchase Plan (the "Purchase Plan") was adopted by the 

Board of Directors and shareholders in July 1981. A total of 150,000 shares of Common Stock are 
reserved for issuance under the Purchase Plan. The Purchase Plan, which is intended to qualify under 
Section 423 of the Internal Revenue Code of 1954, as amended, is implemented by one offering 
during each six-month period and is administered by the Board of Directors or by a committee 
appointed by the Board. All employees are eligible to participate in the Purchase Plan on the 
6rst offering date after their employment. The Purchase Plan pennits eligible employees to purchase 
Common Stock through payroll deductions (which may not exceed 10% of an employee's com­
pensation) at the lower of 85% of the fair value of the Common Stock at the beginning or end of 
each six-month offering period. Employees may tenninate their participation in the Purchase Plan at 
any time and their participation ends automatically upon tennination of employment with the 
Company. To date, no shares have beeu offered or sold to employees pursuant to the Purchase Plan. 

Cash Profit Sharing Plan 
The Board of Directors has adopted a cash pro6t sharing plan for fiscal 1982 under which distribu­

tions will be made by the Company to eligible employees in amounts up to an aggregate of 7% of 
pre-tax operating pro6t (prior to provision for federal income taxes) . Distributions under the Plan 
will be made by the Company on a semi-annual basis within 30 days after the end of each six-month 
period and are allocated among eligible employees in the proportion that their base compensation 
for the six-month period bears to the aggregate of all base compensation of participating employees 
in that period. All full-time employees with a minimum of six months employment with the Company 
are eligible to participate in the plan but must be employed on the date of distribution in order 
to receive payment. For fiscal year 1981, approximately $111,000 was paid under a similar plan. 
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Management Bonus Plnns 

The Company has management bonus plans pursuant to which officers and other key employees 
may receive annual cash bonuses. Under these plans a target bonus is established for each partici· 
pant. Payment of the bonus is based upon se\'eral factors, including the Company's achievement 
of specified sales and profit goals and upon the individual's achievement of established personal and 
departmental goals and objectives. 

PRINCIPAL AND SELLING SHAREHOLDERS 

The following table sets forth certain infonnation, as of July 31, 1981, with respect to the 
beneficial ownership of the Company's Common Stock by the Selling Shareholders, by each share-
holder known by the Company to be the beneficial owner of more than 5% of its outstanding 
Common Stock, by each director and by all officers and directors as a group: 

Shires Sh..eslobe 
BencGeially Owned Bcndiclally Owned 

Prior to Offering Shares 10 Afler Offerin,,( I ) 

Name or Icklliity of Croup N='- p..,.,. BcSoId Number PftCflnl 

Sandra L. Kurtzig .. 
730 Distel Drive 

3,617,450(2) 67.0 546,550 3,070,900 62.6 

Los Altos, CA 94022 

Thomas C. Lavey .. 150,000(3) 3.6 36,000 114,000 2.3 

Martin R. Browne 56,450 1.4 5,000 51,450 1.0 

M. Kenneth Oshman 18,257( 4) 0.4 18,257 0.4 

Thomas I. Unterberg .. . .... 15,750 0.4 15,750 0.3 

Ronald W. Braniff 15,000 0.4 15,000 0.3 

Craig W. Johnson 15,000 0.4 15,000 0.3 

All officers and directors as a group 
(9 persons) 3,955,407 95.1 587,550 3,367,857 68.6 

Selling Shareholders owning less than 
1% of the Company's Common Stock 
(8 persons) 63,175 1.5 12,450 50,725 1.0 

(1) Assuming no exercise of the Underwriters' over·allotment option to purchase up to an aggregate 
of 135,000 shares from the Company. 

(2) Includes 100,200 shares held in irrevocable trusts and custodial accounts for the benefit of Mrs. 
Kurlzig's sons, as to which shares Mrs. Kurtzig disclaims any beneficial interest. 

(3) Includes 7,200 shares held in a custodial account for the benefit of Mr. Lavey's son, as to which 
shares Mr. Lavey disclaims any beneficial interest. 

(4 ) Includes 3,257 shares representing Dr. Oshman's interest in Page Mill Investment Company, 
a limited partnership, of which Dr. Oshman is a limited partner. 

By virtue of her beneficial ownership of approximately 87% of the outstanding Common Stock 
(63% after the offering made hereby) and her position as the founder and President of the Company, 
Sandra 1.. Kurtzig may be deemed to be a "parent" of the Comp.-tny within the meaning of the 
rules and regulations promulgated under the Securities Act of 1933, as amended. Based upon the 
number of shares to be outstanding upon completion of the offering made hereby, Mrs. Kurtzig will 
be able to elect a majority of the Board of Directors of the Company. 
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DESCRIPTION OF COMMON STOCK 

Common Stock 

The Company is authorized to issue 20,000,000 shares of Common Stock, no par value. The 
holders of the Common Stock are entitled to one vote for each share held of record on all matters 
to be voted on by shareholders, and, upon giving notice required by law, are entitled to cumulate 
their voles in elections of directors. The holders of Common Stock arc entitled to receive such divi­
dends, if any, as may be declared from time to time by the Bo.'lrd of Directors in its discretion from 
funds legally available therefor. See "Dividend Policy", Upon liquidation or dissolution of the Com­
pany, the holders of Common Stock are entitled to receive pro rata all assets remaining available for 
distribution to shareholders. The Common Stock has no preemptive or other subscription rights, and 
there are no conversion rights or redemption or sinking fund provisions with respect to such shares. 
All of the outstanding shares of Common Stock are fully paid and nonassessable, and the shares of 
Common Stock to be outstanding upon completion of this offering will be fully paid and nonassessable. 

Shu.res Eligible for Future Srue 

Upon completion of the offering made hereby, the Company will have outstanding 4,908,326 
shares of Common Stock, based upon shares outstanding at July 31, 1981 and assuming no exercise 
of the over-allotment option. Of these shares, the 1,350,000 shares sold in the offering made hereby 
(including 600,000 sold by Selling Shareholders) will be freely tradeable without restriction or 
registration under the Securities Act of 1933, as amended (the "'Act"), and the remaining 3,558,326 
shares held by existing sllareholders are "'restricted" shares. 

Subject to the agreements described below and the limitations of Hule 144 under the Act, 
approximately 3,167,050 of the restricted shares wili be eligible 90 days after the date of this 
Prospectus for sale in the open market in accordance with Rule 144. In general, under Rule 144 
as currently in effect, a person (or persons whose shares arc aggregated ) who has beneficially 
owned shares for at least two years, including persons who may be deemed "'affiliates" of the 
Company as the tenn "affiliate" is defined under the Act, would be entitled to sell within any 
three-month period a number of shares that docs not exceed the greater of 1% of the then outstand­
ing shares of the Company's Common Stock (approximately 49,083 shares immediately after 
completion of this offering) or the average weekly trading volume in the Company's Common Stock 
during the four calendar weeks preceding such sale. Sales under Hule 144 are also subject to certain 
manner of sale provisions, notice requirements and to the availability of current public infonnation 
about the Company. However, a perSOIl (or persons whose shares are aggregated) who is not 
deemed an "affiliate" of the Company. and who has beneflcially owned shares for at least three 
years, would be entitled to sell such shares under Rule 144 without regard to the volume limitations, 
manner of sale provisions or notice requirements. In addition, certain shareholders may be eligible 
to sell shares in the public market immediately following the offering in reliance upon Section 4( 1) 
of the Act without regard to the restrictions imposed by Rule 144. The Company has no agreements 
with any shareholders to register their Common Stock under the Act. 

All of the Selling Shareholders have agreed that they will not, without prior written consent 
of the Representative of the Underwriters, offer, sell or grant any option to purchase or other­
wise dispose of any of the shares of the Company's Common Stock beneficially owned by them 
(an aggregate of 3.287,075 shares ) for a period of 90 days after the date of this Prospectus. 

The Company intends to Sle a registration statement under the Act as soon as practicable after 
the date of this Prospectus to register the 393,274 shares of Common Stock reserved under the 
1981 Employee Stock Purchase Plan and the Employee Stock Option Plall. Shares issued upon exercise 
of options after the effective date of such registration statement generally will be available for sale 
in the open market. 
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Prior to the offering made hereby, there has been no public market for the Common Stock of 
the Company, and no precise predictions can be made of the effect, if any. that market sales of 
shares or the availability of shares for sale wilJ have on the market price prevamng from time to 
time. Nevertheless, sales of substantial amounts of the Common Stock of the Company in the 
public market cou ld adversely affect prevailing market prices. 

Transfer Agent and Registrar 

The First National Bank of Boston is the Transfer Agent and Registrar of the Company's 
Common Stock. 

Reports to Shareholders 

The Compa ny will furnish its shareholders with annua l reports containing audited financial state. 
ments as well as quarterly reports containing unaudited consolidated financial information for each 
of the IIrst three quarters of each fiscal year. 
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UNDERWRITING 

In the Purchase Agreement, the Underwriters, represented by L. F. Rothschild, Unterberg, 
Towbin, have agreed severally, subject to the terms and cooditions therein set forth, to purchase 
from the Company and the Selling Shareholders, aod the Company and the Selling Shareholders 
have agreed to sell to them. the respective numbers of shares of Common Stock, totalling 1,350,000 
shares. set forth below opposite their respective names. The Underwriters are committed to take 
and pay for all shares if any shares are taken. 

The names of the several Underwriters and the respective numbers of shares to be purchased 
by each of them nre: Number of 

Sh.res to Be 
Names Pu~hlllied 

L. F. Rothschild, Unterberg. Towbin . .. 
Bache Hnlsey Stuart Shields Incorporated . 
The First Boston Corporation . . . .. . . . .. .. . 
Bear, Stearns & Co.. . . . ... . 
Blyth Eastman Paine Webber Incorporated ...... . 
Dillon, Read &: Co. Inc. . . ...... . 
Donaldson, Lufkin &: Jenrette Securities Corporation ..... . 
Drexel Burnham Lambert Incorporated . . ......... . 
Goldman, Sachs &: Co. . . ... . 
E. F. Hutton &: Company Inc. . .. 
Kidder, Peabody &: Co. Incorporated 
Lazard Freres &: Co. .. . .. 
Lehman Brothers Kuhn Loeb Incorporated .. .. 
Merrill Lynch. Pierce, Fenner &: Smith Incorpomted 
Salomon Brothers 
Shennonl American Express Inc. . .. 
Smith Barney, Harris Upham &: Co. Incorporated 
Warburg Paribas Becker Incorporated .. 
Wertheim &: Co., Inc. . .. . ..... 
Dean Witter Reynolds Inc. 
Alex. Brown &: Sons . 
Hambrccht &: Quist .. . 
F. Eberstadt &: Co., Inc. . . ....... . 
Moseley, Hallgarten, Estabrook &: Weedon Inc. 
New Court Securities Corporation 
Oppenheimer &: Co., Inc. ...... . . 
Piper, Jaffray & Hopwood Incorporated ... 
Robertson, Colman. Stephens &: Woodman 
ABO Securities Corporation .. 
Arnhold and S. B1eichroeder, Inc. 
Basic Securities Corporation . . 
Bateman Eichler, Hill Richards Incorporated 
Sanford C. Bernstein &: Co., Inc. 
William Blair &: Company 
Blunt Ellis &: Loewi Incorporated 
Boettcher &: Company 
J. C. Bradford &: Co., Incorporated 
The Qlicago Corporation 
Crowell, Weedon &: Co. 
Dain Bosworth Incorporated 
EpJ>ler, Cuerin &: Turner, Inc. 
Robert Fleming Incorporated . 
Foster &: Marshall Inc. . ... . 
Furman Selz Mager Dietz &: Birney Incorporated . 
Cruntnl &: Co. . . . . . . .. . . ..... . 
Josephthal &: Co. Incorporated .... 

270,450 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
23,000 
16.100 
16,100 
16,100 
16,100 
16,100 
16,100 

9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 

(Table continued on following page) 
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(Tableccnlinlled /tom "receding pags) 

Kleinwort, Benson Incorporated 
Ladenburg, Thalmann &: Co. Inc. 
Legg ~fason Wood Walker, Incorporated 
McDonald &: Company 
Montgomery Securities 
Neuberger &: Berman 
Prescott, Ball &: Turben 
Rauscher Pierce Refsnes, Inc. 
The Robinson.Humphrey Company, Inc. 
Rotan Mosie Inc. 
Stephens Inc. 
Sutro &: Co. Incorporated 
Ultra6n Intemational Corporation 
Undenvood, Neuhaus &: Co. Incorporated 
Wheat, First Securities, Inc. 
Baker, Watts &: Co. 
Brean Murray, Foster Securities Inc. 
A. T. Brod & Co. 
Burgess &: Leith Incorporated 
Cowen &: Co. 
Cntigie Incorporated 
R. C. Dickinson &: Co. 
Faherty &: Faherty Inc. 
First Equity Corporation of Florida 
First I nvestors Corporation 
First Southwest Company 
Haas Securities Corporation 
HamershJag, Kempner &: Co. 
Herzfeld &: Stem 
Howard, Weil, Labouisse, Friedrichs Incorporated 
Laidlaw Adams &: Peck Inc. 
Moore &: Schley, Cameron &: Co. 
Mor~an, Keegan & Company, Inc. 
Newhard, COOk &: Co. Incorporated 
Parker/Hunter Incorporated 
Rooney, Pace Inc. 
Rosenkrantz, Ehrenkrantz Lyon &: Ross, Incorporated 
Schneider, Bernet &: Hickman, Inc. 
Silberberg, Rosenthal &: Co. 
Sth: &: Co. Inc. 
Wagenseller &: Durst, Inc. 
Wed bush, Noble, Cooke, Inc. 
Young, Smith &: Peacock, Inc. 
Buckmaster &: Moore 
Credit Commercial de France 
Hambros Bank Limited 
Pictet International Ltd. 
Pierson, Heldring &: Piersoll N. V. 

Total 

NumMr of 
Shares to Be ... ~ ...... 

9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
9,300 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 
5,850 

1,350,000 
The Underwriters propose initially to oHer the shares to the public at the public offering price 

set forth on the cover page of this Prospectus. The Underwriters may allow a concession not 
exceeding $.40 per share to selected dealers who are members of the National Association of 
Securities Dealers, Inc. ("'NASDo.) and to certain foreign dealers. and the Undenvnters may allow, 
and such dealers may reaUow, to members of the NASD and to certain foreign dealers a concession 
not exceeding $.25 per share. After the initial public offering, the public offering price and concessions may be changed. 
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The Company has granted an option to the Underwriters, exercisable during the eight·day 
period after the dale of this Prospectus, to purchase up to a maximum of 135,000 shares of Common 
Stock at the same price per share as the initial 1,350,000 shares. The Undenvriters may exercise 
such option only to cover over-allotments in the sale of the shares that the Underwriters have 
agreed to purchase. To the extent that the Underwriters exercise such option, each of the Under­
writers has a Srm commitment, subject to certain conditions, to purchase the same percentage of 
the option shares as the number of shares to be purchased and offered by that Underwriter in 
the above table bears to 1,350,000. 

The Company and the Selling Shareholders have agreed to indemnify the Underwriters against 
certain liabilities which may be incurred in connection with this offering, including certain liabilities 
under the Securities Act of 1933. 

The Undenvriters do not intend to confinn sales to any accoun ts over which they exercise dis­
cretionary authority. 

Thomas 1. Unterberg, Managing Senior Partner of L. F. Rothschild, Unterberg. Towbin, is a 
director of the Company and the beneficial owner of 15,750 shares of the Company's Common Stock. 

Pricing of the Offering 

Prior to this offering, there has been no public market for the Common Stock of the Company. 
Consequently, the offering price has been detennined by negotiation between the Company and 
the Representative of the Underwriters. Among the factors considered in such negotiations were 
prevailing market conditions, the price earnings ratios of publicly traded companies that the Company 
and the Representative believe to be somewhat comparable to the Company, estimates of the 
business potential and earning prospects of the Company and the present state of the Company's 
development. The ofTering price set forth on the cover page of this Prospectus should not, however, 
be considered an indication of the actual value of the Common Stock of the Company. Such 
price is subject to change as a result of market conditions and other factors . 

LEGAL MA TIERS 

The legality of the shares of Common Stock offered hereby will be passed upon for the 
Company by Wilson, Sonsini, Goodrich 6: Rosati, ProFessional Corporation, Two Palo Alto Square, 
Palo Alto, California 94304. Craig W. Johnson, a member of such firm, is Secretary and a director 
of the Company and owns 15,000 shares of the Company's Common Stock. Pillsbury, Madison 6: 
Sutro, San Francisco, California are acting as counsel for the Undenvriters in connection with certain 
legal matters relating to the shares of Common Stock offered hereby. 

EXPERTS 

The consolidated financial statements and related schedules of ASK Computer Systems, lnc. 
included in this Prospectus and elsewhere in the Registration Statement have been examined by 
Arthur Young & Company, certified public accountants, to the extent and for the periods indicated 
in their report with respect thereto, and are included herein in reliance upon such reports and 
upon the authOrity of such finn as experts in auditing and accounting. 

ADDmONAL INFORMATION 

The Company has Sled with the Securities and Exchange Commission, Washington, D.C. 20549, 
a Registration Statement under the Securities Act of 1933, as amended, with respect to the Common 
Stock offered by this Prospectus. This Prospectus does not contain all of the information set 
forth in the Registration Statement and the exhibits and schedules thereto. For further infonnntion 
with respect to the Company and such Common Stock, reference is made to such Registration 
Statement, exhibits and schedules. 
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REPORT OF CERTIFIED PUBLIC ACCOUNTANTS 

The Board of Directors and Shareholders 
ASK Computer Systems, Inc. 

We have examined the accompanying consolidated balance sheets of ASK Computer S)'stems, 
Inc. at June 30, 1981 and June 30, 1980 and the related consolidated statements of income, share· 
holders' equity and changes in financial position for each of the three years in the period ended 
June 30, 1981. OUf examinations were made in accordance with generally accepted auditing standards 
and, accordingly, included such tests of the accounting records and such other auditing procedures 
as we considered necessary in the circumstances. 

In our opinion, the statements mentioned above present fairly the consolidated financial posi­
tion of ASK Computer Systems, Inc. at June 30, 1981 and June 30, 1980 and the consolidated results 
of operations and changes in financial position for each of the three years in the period ended 
June 30, 1981 in conformity with generally accepted accounting principles applied on a consistent 
basis during the period after restatement for the change, with which we concur, in the method 
of accounting for revenue from the sale of computer hardware as described in Note 2. 

San Jose, California 
July 31, 1981 
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ASK COMPUTER SYSTEMS, INC. 

CONSOLIDATED STATEMENT OF INCOME 

Yea., Ended June 30, 

1979 1980 1981 

Net revenue (Notes 1 and 2) ... . . . . 12,774,719 $8,326,261 113,000.1l53 

Cost and expenses: 
Cost of revenue 1,559,682 4.619,313 6,616,633 
Product development 334,678 437,576 1,125,411 
Selling, general and administrative 466,176 1,446,301 2.722.445 

Total cost and expenses 2.360,536 6,503,100 10.464,489 
Operating income ... 414,183 1,823,071 2.535,564 
Interest income . 29,897 164,545 171.113 
Income before income taxes 444,080 1,987,616 2.706,677 
Provision for income taxes (Note 6) 207.000 993.000 1,216.000 
Net income 1 237.080 1 994.616 1 1,400.677 

Earnings per share (Note 1) $.06 1.27 .!1§. -
Weighted average number of shares outstanding 3,750,300 3,750,600 3,965,300 

See accompanying notes. 
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ASK COMI'UTER SYSTEMS, INC. 

CONSOLIDATED BALANCE SHEET 

ASSETS 

Current nssets: 
Cash 
Marketable securities, at cost plus accrued interest, which approximates 

market 
Accounts receivable, less allowance for doubtful acroullts of $100,000 

($67,000 in 1980) (Notes 1 and 2 ) 
Prepaid income taxes 

Total current assets 
Property and equipment ( Note 1) : 

Equipment 
Leasehold improvements 

Less accumulated depreciation and amortization 
Net property and equipment 

$ 

JWle 30, 

'980 , .. , 
275,152 $ 216,429 

1,640,413 1,449,203 

1,426,595 3,952,467 
287,331 

3,342,160 5,905,430 

303,934 957,089 
122,711 

303,934 1,079,800 
80,035 214,147 

865,653 
$6.771 ,083 

UABILITIES AND SHAREHOLDERS' EQUITY 
Current liabilities: 

Accounts payable 
Accrued liabilities 
Customer deposits 
Income taxes payable 
Deferred income taxes ( Note 6 ) 

Total current liabilities 

Commitments ( Note 4) 
Shareholders' equity ( Note 3): 

Common stock, no par value ; 20,000,000 shares authorized; 4,159,139 
shares outstanding (3,750,600 in 1980) . . 

Retained earnings 

Less notes receivable (rom shareholders 
Total shareholders' equity 

See accompanying notes. 
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$ 738,301 
342,763 
136,785 

1,027,267 
1l.317 

2,256,433 

21 ,497 
1,288,129 
1,309,626 

1,309,626 
$3,566.059 

$2,407,126 
477,857 
429,229 

540,000 
3,854,812 

676,748 
2,778,806 
3,455,554 

539,283 
2,916,271 

$6,771.083 



ASK COMPUTER SYSTEMS, INC. 

CONSOLIDATED STATEMENT OF SHAREHOLDERS' EQUTIY 

Common Stock 
R~lained Notes 'h_ Amount Eammp Receivable T .. ~ 

Balance at July 1, 1978 ... 3,750,000 $ 21,297 $ 56,433 $ $ 77,730 
Issuance of common stock under 

stock option plan 600 200 200 
Net income . ... .. . ........ 237,080 237,080 

Balance at June 30, 1979 .... 3,750,600 21,497 293,513 315,010 
Net income 994,616 994,616 

Balance at June 30, 1980 3,750,600 21,497 1,288,129 1,309,626 
Issuance of common stock under 

stock option plan .... 131,939 82,451 82,451 
Issuance of common stock under 

restricted stock purchase plan . 276,600 572,800 (572,800) 
Payment on notes receivable .. 33,517 33,517 
Net income .... ....... 1,490,677 1,490,677 

Balance at June 30, 1981 .. 4.159,139 $676,748 $2,778,806 8(539,263) $2,916,271 

See accompanying notes. 
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ASK COMPtITER SYSTEMS, INC. 

CONSOLIDATED STATEMENT OF CHANGES IN FINANCIAL POSITION 

Sources of working capital: 
Working capital provided from operations: 

Net income 
Charges to operations not requiring the current usc of 

working capital-depreciation and amortization 

Total working capital provided from operations 
Issuance of common stock, net of increases in notes re­

ceivable from shareholders 
Total source of working capital 

Application of working capital-additions to property and 
equipment 

Increase in working capital 

Changes in components of working capital: 
Increases ( decreases ) in current assets: 

Cash 
Marketable securities 
Accounts receivable 
Prcp.'lid income ta~es 

Increases ( decreases ) in culTent liabilities: 
Note payable 
Accounts payable 
Accrued liabilities 
Customer deposits 
Income taxcs payable 
Deferred income taxes 

Increase in working capital 

YMrI Euded J~ 30, 

'979 

S 237,080 $ 

14,445 
251.525 

200 
251 ,725 

32,314 
S 219.411 S 

S (69.289 ) $ 
596,193 
511 ,164 

1,038,068 

49,418 
433,108 
81,966 
67,641 

186,524 

'980 

9!J.l,616 

44,795 
1,039,411 

1;039,411 

234,«1) 

804.971 

219,688 
994,971 
786.191 

2,000,850 

(49,418) 
186,432 
223,239 
(14,836) 
839,145 

11,317 
818,657 

S 219.411 
1,195.879 

$ 804,971 

, .. , 
$1,490,677 

134,112 
1,624,789 

115,968 
1,740,757 

775,866 
$ 964,891 

$ (58,723) 
( 191,210) 

2,525,872 
287,331 

2,563,2iO 

1,669,425 
135,094 
292,444 

(1,027,287 ) 
528,683 

1.598,379 
$ 964,891 

See accompanying noles. 
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ASK COMPUTER SYSTEMS, INC. 

NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

1. Summary of Significant Accounting Policies 

Principles of consolidation: lbe consolidated financial statements include the accounts of 
ASK Computer Systems, Inc. and its wholly-owned Domestic Intcmational Sales Corporation ( DISC ) 
subsidiary, after elimination of inter-company accounts and transactions. 

Properly and eqllipment; Depreciation of equipment and furniture is provided principally by 
use of the straight-line method over their estimated useful lives (primarily five years). Leasehold 
improvements arc amortized by use of the straight-line method over the lives of the related lease 
term or their useful lives, whichever is shorter. Maintenance and repairs are charged to expense 
as incurred. 

Revenue recognition: Revenue from license fees on software, which generally consists of 
standard applicntion software products, is recognized upon installation if installation is requested 
by the customer, or upon shipment if not so requested. The Company also receives license fees upon 
the sublicense of its software by licensees, and the revenue therefrom is also recognized upon 
installntion of the software. 

Revenue is recognized on the sale of computer hardware at the time of shipment. 

Revenue from the Company's software subscription service, which include~ updates to software 
products, is billed quarterly or annually, at which time revenue is recognized. 

Revenue from the Company's on-line remote processing service, begun in December 1980, is 
recognized as the services are provided. 

Net revenue includes Sl22,850, $320,377 and $1,635,970 in 1979, 1980 and 1981, respectively. from 
software subscription service, on-line remote processing service and royalties, none of which accounted 
for more than 8% of net revenue in any year. 

Earnings per share: Earnings per share arc computed using thc weighted average number of 
common shares ou tstanding during each period. Shares issuable upon the exercise of outstanding 
stock options arc not included in the calculation because their effect is not material. 

Investment tax credits: Investment tax credits are used to reduce federal income tax expense 
in the year the related assets arc placed into service. 

Industry segment and geographic information: The Company designs and produces application 
software products and markets them along with general purpose minicomputers to manufacturing 
companies. No customer accounted for more than 1()9::C of revenue in 1979, 1980, or 19tH. The 
Company licenses its software through licensees in foreign countries. These fees amounted to 
approximately 6% in 1981 and were not material in 1979 or 1980. 

2. Restatement of Revenue 

Prior to fiscal 1981, the Company recognized revenue on both the sale of computer hardware 
and the license of software at the time the software was installed. In fiscal 1981 the Company 
began recognizing the hardware revenue and cost of revenue at the time of shipment when the risk 
of ownership passes to the customer. This change in accounting was made to be more consistent 
with general industry practices. In accordance with Accounting Principles Board Opinion No. 20, all 
prior fiscal periods were restated to reflect hardware revenue and cost of revenue at the time of 
shipment. The effects were to increase revenue and net income in 1979 by $656,714 and $86,844 ($.02 

31 



NOTES TO CONSOLIDATED FINANCIAL STATEMENTS-(Continued) 

per share ). respectively. and to reduce revenue and net income in 1980 by $534,893 and $86,934 ($.02 
per share), respectively. 

3. Common Stock 
Stock split: Tn June 1981, the Company increased its authorized common shares from 7,500,000 

to 20,000,000 and declared a three-for-hm stock split. Numbers of common shares and per share 
amounts for all periods presented hayc been adjusted to reSect the effect of the stock split. 

Stock option plan: In December 1974, the Bo.'lfd of Directors adopted a stock option plan 
under which options for a total of 375,1XXl shares of common stock may be granted to key employees. 
Options granted under the plan have been granted at no less than 100% of the fair market value 
on the date of grant, as detemlined by the Board of Directors. Options granted have been exer­
cisable over varying periods, and expire no more than five years from the grant date. Proceeds 
of $200 and $82,451 in 1979 and 1981, respectively, under the plan have been credited to share­
holders' equity; no charges have been made to income in connection with this pl:m. 

Information with respect to stock options is summarized as follo'\<'5 : 

Av.i1.ble OptiODJ A,r:t:repte Price PtT 
for Grant Oulst.ndinl Price Sh~ 

Balance at June 30, 1978 360,000 15,000 S 5,000 S .33 
Options granted (i7,25O) i7.250 28,000 S .33-S .50 
Options exercised (800) (200) S .33 

Balance at June 30, 1979 282,750 91,650 32,800 S .33-$ .50 
Options granted (26,250) 26,250 13,125 $.50 

Balance at June 30, 1980 256,500 117,900 45,925 $ .33-S .50 
Options granted (38,664) 38,664 115,251 $1.67·$6.00 
Options exercised (131,939) (82,451) $ .33-$1.67 
Options canceUed 12,900 (12,900) (8,375 ) S .50-$1.67 

Balance at June 30, 1981 230,736 11.725 S 70,350 $6.00 

Options for 63,075 shares were exercisable at June 30, 1980; none were exercisable at June 30, 
1981. 

Key employee restricted stock purchase plall: In June 1980, the Board of Directors reserved 
300,000 shares of the Company's common stock for issuance to certain officers, directors and key 
employees of the Company pursuant to a restricted stock purchase plan. The purchase price of shares 
sold pursuant to the plan has been the fair market value on the date of sale, as detennined by the 
Board of Directors. At June 30, 1981, 276,600 shares of common slock had been issued under the 
plan. Certain of the shares sold under the plan are subject to repurchase by the Company at the 
original sale price if the employee or director leaves the service of the Company within five years 
from the purchase date. The number of shares subject to the repurchase option is reduced ratably 
over the five rear period. 

Employee stock purchase pkm: In July 1981, the Board of Directon and the shareholders 
approved the reservation of 150,000 shares of the Company's common stock for issuance to employees 
pursuant to all employee stock purchase plan. To date, no shares have been offered or sold to 
employees under this plan. 

Notu receivable from shareholders: The notes receivable from shareholders arose from the 
sate by the Company of its Common Stock under its key employee restricted stock purchase plan. 
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS-(Continued) 

The notes are secured by a pledge of the shares issued. bear interest at 8%. and arc payable on 
various dates through June 1986. 

4. Lease Commitments 

1he Company operates in leased and rented facilities. Rent expense was $28,000, $51,000, 
and $204,000 in 1979. 1980, and 1981, respectively. Aggregate minimum annual lease commitments 
.,. $346,000, $393,000, $454,000, $536,000, $462,000, and $2,275,000 in 19S2, 19S3, 1984, 19S5, 1986, 
and 1987-1990, respectively. 

5. Pro6t Sharing Plan 
The Company adopted a profit sharing plan during fiscal 1981 under whi ch the Board of Directors 

may set aside up to 7% of pre-tax profits for semi-annual distribution to employees. The provision for 
1981 was $111,000. The plan replaced an infonnal bonus plan, under which bonuses of $41,000 and 
$31,000 were proVided in 1979 and 1980, respectively. 

6. Income TaxC5 

The provision for income taxes comprises: 
1979 1980 1981 

Current: 
Federal ........ SI67,OOO $792,6$3 S 553,317 

State 40,000 189,000 134,000 

207,000 981,6$3 667,317 

Deferred: 
Federal 11,317 448,6$3 

State 80,000 
11,317 528,683 

S207.000 $993,000 SI,216.000 

Deferred taxes are recorded to reflect timing diHerences in reporting revenue and expense for 
financial statements and income tax purposes. The sources of these differenccs and the tax eHect of 
each in 1981 are deferred profit on system sales treated as installment sales for tax purposes ($463,000), 
DISC operations ($22,683) and depreciation expense (S43,QIX). In 1980 the effect due to DISC 
operations was $11,317. As of June 30, 1981, the DISC had accumulated undistributed earnings of 
$147,000 on which federal income taxes have not been provided. The Company intends to comply 
with all Internal Revenue Service requirements for the pennanent deferral of taxes rclated to these 

earnings. 

Investment tax credits amounted to $1,220, $15,254, and $65,991 in 1979, 1980, and 1981, 

respectively. 

The Company's effective tax rate differs from the statutory U.S. federal incomc tax ratc as follows: 

Federal income tax statutory rate 
Federal surtax exemption ..... 
State taxes net federal income tax benefits .. 
Income of 'DISC not subject to U.S. tax . 
New jobs credit .......... . 
Invesbnent tax credit 

Effective tax. rale ... 
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1979 1980 1981 

47% 48% 48% 
(3%) (1%) (1%) 
5% 5% 4% 

(2%) 

47% 50% - -

(2%) 

(2%) 
45% 
~ 
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FOR IMMEDIATE RELEASE Contacts: 

Russell Castronovo 
ASK Public Relations 
(415) 335-5534 

Stephanie Campbell 
Copithome & Bellows 
(415) S4HJ873 

ASK SHOWS INTEGRATED MANUFACfUR1NG SYSTEMS AND 

APPUCAnON DEVELOPMENT TOOLS AT AUTOFACT 

Visit ASK Computer Systems At Booth #1076 

Chicago, - November 12, 1991 - ASK Computer Systems, an ASK 

Company, will demonstrate MANMAN, the company's integrated 

manufacturing information system, and INGRES application development 

tools from November 12-14 at AutoFact in booth #1076. 

Included in the booth demonstration, ASK will show Release 8.1 of 

MANMAN IHP and Release 8.1 of MANMAN IV AX. For manufacturers in 

the automotive industry the company will demonstrate MANMAN I 

Automotive. For manufacturers in process industries, the company will 

demonstrate MANMAN IProcess. In addition, Ingres, an ASK Company, will 

demonstrate INGRES/Windows4GL and INGRES/Vision. 

(more) 

ASK Computer Systems, Inc. _ 2440 W EI Camino Real _ Mountain View, CA 94039-7640 • 415/969-4442 



ASK Computer Systems At APICS 2-2-2 

The MANMAN information system is an integrated group of software 

modules that addresses the manufacturing, marketing, financial and 

management reporting needs of manufacturing companies. The modular 

system is designed to streamline manufacturing operations and help run 

businesses more efficiently. MANMAN is the most cost effective and feature 

rich MlU' II solution available. It is used in over 3,000 manufacturing sites 

worldwide. 

The INGRES Tools oomprise a broad set of decision support and 

application development tools. INGRES/Windows4GL is the premier 

application development tool for systems using a graphical user interface. 

INGRES/Vision is an application generator for creating oomplex character­

based systems. 

In addition, demonstrations of MANMAN software will be oonducted in 

the Hewlett-Packard Co. booth. 

ASK Computer Systems, Inc. (The ASK Companies) is one of the 10 

largest software companies worldwide, with annual revenues of 

approximately $400 million. Its comprehensive product line includes the 

INGRES Intelligent Database, application development tools, and 

manufacturing and financial applications. There are more than 2,100 ASK 

employees worldwide. ASK is a publicly traded oompany; its oommon stock is 

traded on the NASDAQ national market system under the symbol· ASK!." 
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To Ol It SII \ltnlOUlrih 

R {'vt'nues for the second quaner of fi5C3.l1988 

wer{' 532,.346,000. Net incom{' was 52.252,000 

or 5.17 per shart'. These results compare wIth 

S2U59,000 revenue and incom{' of 51,995,000 

during th{' second quaner of fiscal 1987. We ended 

the quaner with working capillll of $31,916,000 

and a current mno of 2 to 1. 

Ouring the quaner we took two imporront 

steps 10 our strafegy to address the needs of larger 

and multinational manufacturing companies. First, 

we rt'leaSC'd a new version of ~1ANMAN·on Digital 

VAX comput{'T systems. The VAX Rd{'ase 6.0 

taddn."'SS('S the nl't'ds of large, multi-slle manu­

facturing companies, as well as the special necds 

lor Finns With fort'lgn manufactunng business 

opemtions. Also, we began shipping our MAN~lAN 

systems on the new HP3000 Series 950. These 

new, powerful machines from Hewlett-Packard. 

as well as the larger VAX systems from Digital 

EqUIpment Corporation. enable us to address the 

needs of much larger manufactunng companies, 

Ihusexpanding ouropponumues in major markets 

around the world. 

Operations outsid{' the U.s. art' becommg a 

mort' lmlxmant factor in our owmll performance. 

The ASK UX subsidiary, established one year ago, 

experienced exceptional growth in revenues and 

Dp{'mting profits. In addItion, we opened a new 

sales office m Taiwan lIS pan of our Southeast Asia 

sales umt headquanered in Singaport'. The new 

office Will strengthen ASK's presence in the Pacific 

Rim and enable us to better serve our cuslO.ners. 

Results for Ih{' quaner in tenns oflargerS\·stems 

sales and Insta][{'d base sales indicat{' ongOing 

Improvement in our effoowcness In th{' manu­

factunng softwar{' and services markel. Also, th{' 

[{'\'d of activity wlthm our sales force has grown 

and indicates that business conditions within the 

u.s. manufacturing sector continue to strengthen. 

Vv'hile we remam optimlSlic about prospects for 

company grO\\1h, our current plans call for main­

taining tight control owr OfX'mtmg {'xpen~ 

dunng the balanc{' of our fiscal y{'ar. 

President and Chief Executive Officer 



<:O\IH:\SEII COV"Ol.lD\Tnl :-;nTF\ln r Orl\(.O\lE 
(l nauditcd) 
"n thousands t'xct'JlIl'amings per share) 

Nel rcvenue 
COSI and expcnSC'S 

COSt of revenue 
Product development 
Selling. general and administmtive 

TOlal costs and expcnSC'S 
Operating income 
Other income 
Income before income taxl.>S 
Provision for income lUXes 

Net income 

Eammgs per share 

Weighted avemge shares outstanding 

f f1\[l l \-'W CO\ .... J[lf)\n:lllhl \ \u Smrr 
(l nuudi tcd) 
(In mousands) 

...... 
3sh 3nd short-Ienn im1':)tments 

Accounts rccc1\'able, net 
Other 

TOial current aS6Ct5 
C.,pitalil.ed sofnvare dl'velopment costs, net 
Property and equipm('ot, 0('1 
Goodwill30d other ionS-I('nn assets, net 

Llobllltl • • ond Shoreholders' Equity 

Accounts payable 
Accrued 1i3bilities 
Currently payable and deferred 13Xes 

Total current liabilities 
Long-Ienn debt and oblig31ions 

Common stock 
Retained earnings 3nd cumulative tmnslation adjustment 

Total shareholders' equity 

Thrl't' Momh. End.-d 
Decemb.;-r 31, 
1987 1986 

532.346 521,159 

15,105 9S% 
3,197 2,120 

11,687 7,274 
29,989 18,990 
2.357 V69 

860 ~ 
3,217 3,190 

%5 ~ 
5 2.252 5 1,995 - -S .17 S 15 - -13,058 12,936 

Six Month. Ende<! 
DI'Centber 31, 
1987 1986 

558,955 $41,503 

26,730 19,310 
5,620 4,1 12 

22,077 13,982 
54,427 37,4CH 
4,528 ;,099 
1,378 1,909 

5,906 6,008 
1.772 2,238 

5 4.134 S 3,770 - -S 32 S .29 - -13,070 12,921 

') 

l)e.ccmb.;-r 31, !) 
1987 1986 

5 26,985 $67,629 
33,505 17,954 

4,533 2.5+1 
65,023 88,127 

1,439 1,012 
12,331 6,331 
41,520 1,869 

$120,313 597,339 -
S '$36 5 6,167 

14,662 7, 117 
8,609 6,265 

33,107 19,549 
2.214 ,;) 

43,614 43,668 
41,378 33,179 
84,992 76,847 

5120,313 597,339 -
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.A.!!'ASK 
ASK COMPUTER SYSTEMS. INC. 

ASK Offers Self-Paced Classes 
"'. ""ANMAN training can now begin 

the minute you turn on your terminal. 
The ASK Customer Education depart­
ment has released the first in its series 
of sell-paced classes. 

The MANMANlFA self-paced course 
is now availabteand Ihe MAN MAN/ 
MFG course will be available in De­
cember. The self-paced MANMANI 
MFG course will supplement, not re­
place. ASK's standard application 
training and will provide instruction for 
the end-user on several system mod­
ules. The MANMANIFA course, which 
is the only class available on the Fixed 
Assets product. includes implementa­
tion and application training. 

The MANMAN/MFG self-paced 
course is designed primarily for the 
end-user while the current application 
courses are directed towards the 
MAN MAN project team. project 
leader. and top company manage­
ment. Typically. a customer will send 
the project leader and project team 
members to the application course 
and one of them will assume responsi­
bility for administering the self-paced 
course to end-users in the company. 

Self-Paced Classes are User 
Oriented 
"The self-paced course allows the 
end-user to understand the issues in 
his or her own manufacturing environ­
ment." says Steve McDonnell , cus­
tomer education instructor for MAN­
MAN/MFG. "The student can direclly 
relate the course malerialto on-the­
tab experiences," 

In addition. the self-paced courses 
assist customers in the development 
of their own in-house education and 
training program. They also can be 
used to help train new employees on 
the system. 

Workmg together to deSign the first ASK self-paced courses ale. (left to fight) Pamella 
Dean, customer educat/Ofl manager, Sle'o'e McDonnell and Calol Saunders, customet 
education instructors. 

The MANMAN/MFG self-paced 
course is divided into several units, in­
cluding master planning. purchasing. 
and product cosling. Each unit is di­
vided into topics which are progres­
sively more detailed 

Managers can study the first topic in 
all units for a subject overview: project 
leaders can learn the first few topics in 
each unit for more detailed informa­
tion , and end-users can learn all 
topiCS in the relevant units. 

Another use of the course might be to 
"Iook over the fence" at another de­
partment's functions. This is useful 
because MAN MAN is an on-line inter­
active system: the functions of one de­
partment frequenlly affect another 
department. 

Ali self-paced courses will contain in­
troductory malerial , inCluding training 
on using a terminal. an overview of the 

course. and workbook exercises 

Fixed Assets Trains Users and 
Project leaders 
The fixed assets class contains a 
guide for the end-user as well as an 
implementation guide for prolectlead­
ers or managers. 

"After going through the Implementa­
tion Guide of the MANMANIFA self­
paced course, the project leader will 
have successfully prepared all data 
required for implementing MANMANI 
FA," says Pamella Dean, customer 
education manager. 

"The MANMAN/MFG and MANMANI 
FA courses are very detailed and pro­
vide a lot of user inleracllon With the 
system. Rather than spoon feeding 
the information. the courses pose re­
alistic problems for the user to solve," 
says McDonnell. 0 



NEWSMAN 

James Manion 
Vice President, 
Sales 

Fiscal 1983 was a great year lor ASK-the best we've ever had 
In spite 01 the poor economy, ASK's revenues Increased 58% 
Our outlook lor t984 IS excellent. 

We began the new fiscal year with the largest number of experi­
enced sales people we've ever had 101 sales and support peo­
ple In 20 offices across the country As we gain more customers 
over the next year. we will continue to increase the number of 
field support personnel In order to maintain our high level of service 

A major area of growth thiS year Will be in product marketing 
Product marketing managers provide customer feedback to R&D 
on new products and product enhancements, as well as con­
duct product seminars for prospective customers. We began 
fiscal 1983 with one product manager and recently added one 
for manufacturing and another for financial systems on the HP 
and DEC computers 

We are also hiring more manufacturing consultants in our four 
sales regions. These consultants help our customers under­
stand how to best implement a manufacturing control support 
system. 

Finally, I'd like to take thiS opportunity to thank all the people at 
ASK for their hard work and dedication, Without the team SPIrit 
ASK would not be the company It is today. I'd also like to thank 
our customers for contributing to our company's success. They 
give us valuable feedback that keeps us ahead of the competi­
tion and serves as references for prospective customers. 
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SERVICEMAN ~ as 
New Features 
The updated version of the MA N 
SERVICEMAN Field Service pI t 
was released in October. SERV 
MAN, a fully integrated system I 
manufacturers who maintain 5 rv 
contracts with their customers. he 
majOr enhancements to three 01 I 
four modules 

In the Service Contract Mainlena 
module, the bills of malerial and 
assemblies lor equipment requ 1 
service now allow quality trackl Id 
traceability of parts The englnee 9 
change order (EGO) revision leve 
tracks the location of all parts 

In the Job Reporting module, re 
and return ,lOb reports now prov 
shipping and receiVing Informat 
and part traceability These repar 
will display all equipment sent In by 
customers for repair, including da 
and site information, 

Within the Service History and 51 
tiCS module. a mean lime betwee 
service reporl has been added to 
track failure rate by equipment or 
equipment type, A mean time to rej..l::trr 
report (MTIR) has also been added to 
analyze length of time required to ro­
pair an Individual piece of equipment 
or equipment type, An engineer's re­
sponse efficiency report has been 
added to analyze actual time elapsed 
from receipt of a call to the engineer'S 
anivallO the job's completion. 

ASK 
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VAX Product Line is Expanded 
MANMAN/OMAR and MANMAN/AP. 
already released in their beta test ver4 
sian, jOin the growing number of inte­
grated products now available on 
Digital Equipment Corporation's 
VAX· 11 computer. 

The newly released financial products 
interface with the updated VAX MAN· 
MAN/MFG product. MANMAN/GL. 
whose bela test version was released 
In July, has also been updated. 

The fuillamily of MAN MAN products 
IS being designed lor the DEC VAX·ll 
line of computers and will become 
available Ihroughoul1984. 

VAX MANMAN/OMAR features sales 
order entry, shipping, invoicing. ac­
counts receivable. cash receipts, and 
sales analysis. 

The interface between the MANMANI 
MFG and MANMAN/OMAR products 
provides: 

• material requirements planning 
and master production scheduling 
that consider sales order demand. 

• inventory counts that reflect quan-
tities shipped. 

VAX MANMAN/AP includes voucher 
processing, cash disbursements, and 
controls and analysis. 

VAX MANMAN/Glfeatures are finan­
cial statements, journal processing, 
and GIL and budget maintenance. 

The first VAX-based MANMAN/OMAR 
class was recenlly taught on-site for 
beta customers. MANMAN/Gl and 

MANMAN/AP courses will be taught 
before the end of the year, and MAN­
MAN/MFG classes are scheduled 
throughout the country on a regular 
basis . 

VAX financial application customers 
will be able to use VAX on ASKNET, 
ASK's Remote Processing Service, in 
late fall. The first VAX MANMANJMFG 
customer on ASKNETwent on-line in 
early June. 

ASK product and system managers 
took the VAX applications systems on 
the road during Ihe summer, visiling 
all regional offices to train sales and 
support staff on use of the VAX MAN­
MANlMFG and MANMAN/GL prod­
ucts. Similar internal training will be 
offered for MANMAN/OMAR and 
MANMAN/AP. 0 

ASKNET Reaches More Customers 
ASK's Remote Processing Service, 
ASKNET. is linking manufacturing 
companies to their manufacturing 
management solulions. 

Operating as a diVision of the Re· 
search and Development Depart· 
men!, ASKNET is a separate prolil 
center- a business within a business. 
And. like the rest of ASK, business is 
booming 

ASKNET now has over 115 custom­
ers- 33% more than in Spring 1982. 
ASKNET customers are now 20% of 
ASK 's total customer base. 

Not only has ASKNET's customer 
base grown, but ASKNET itself is 
growing. The computer room, which is 
lour times larger than it was in 1981 
when ASKNET first started operating, 
has been completely re·cabled to 
simplify installation and testing 

All of ASKNET's HP 3000/64 minicom-

puters will be upgraded to 3OOO/68's 
in the faIt. This will increase capacity 
and Improve customer response time 
without requiring additional space. 
Also, new telephone trunk lines have 
been added to Minneapolis. MN, and 
Melbourne, FL, to serve customers in 
these areas. 

ASKNET gives its customers the ben· 
efits 01 complete manufacturing and 
financial management without having 
to maintain their own computer and 
data processing staff. Most use 
ASKNET as a precursor to buying an 
in·house system. 

"Ninety-nine percent of our customers 
are planning to purchase a turnkey 
system sometime in the future," says 
Lindsay MacDermid, director of com· 
puter services. "ASKNET gives them 
an easy way to implement the MAN· 
MAN products without the capital ex· 
penditure or physical resources reo 
quired for an in·house system." 

Many firms also use ASKNET to train 
their employees to use the MANMAN 
products and set up their data bases 
before they actually install their own 
turnkey system. 

The entire family of MAN MAN prod­
ucts on the HP 3000 is available 
through ASKNET, as is MAN MAN/ 
MFG on the DEC VAX computer. fi­
nancial products on the VAX com· 
puterwill be available through 
ASKNET late this year, 0 
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Marketing Responds to Users' Needs 
Krl()INing what customers and polen­
tial customers need and discovering 
how ASK can meet those needs is the 
primary task of the Marketing Oepan­
men!. Under the direction of Mark 
Ripma, director of product marketing. 
the department focuses its attention 
on communicating with ASK's custom­
ers and with the marketplace 10 deter­
mine the most effective way to de­
velop products. 

The department has a wide variety of 
duties: customer educalton. product 
marketing. corporate communica­
tions, and customer service. Ripma 
also sets the policies and procedures 
for ASK's field service organization, 
which Includes the technical support 
staff located In ASK sales offices 
Ihroughoullhe country 

Education Services Offers Compre­
hensive Classes 
ASK Education Services, headed by 
Pam Dean, customer educallon man­
ager, is responsible for developing 
and administering ASK's customer 
training program ASK Instructors 
teach customers, as well as ASK's 
technlcat support staff and manufac­
tunng consultants, how to implement 
and use the MANMAN products 

The courses that are offered Include 
classes on all of the ASK products, as 
well as the Management Perspective 
course, which provides an overview of 
all of the products, and an implemen­
tation planning class. Classes are 
held at the seven ASK regional educa­
tion centers and at company sites 

Product Marketing Provides Vital 
link to A& 0 
Product markellng managers have re­
cently been hired with expertise in 
manufacturing, financial, markellng, 
and system applications. 

"The product marketing managers 
bridge marketing and R&D," says Liz 
Seckler, manufacturing product mar­
keting manager. "We help product 
managers determine the direction 
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MARKETING DEPARTMENT 
ASK 

Customers 

products should take from a market­
ing viewpoint. and help the sales team 
understand the technical aspects of 
the products," 

An integral pari of ASK's Markellng 
Department is Corporate Communica­
tions, which focuses on developing 
and maintaining ASK's public image. 
The responsibilities of the group In­
clude public relations, advertising, 
trade shows, internal communlcallons, 
and the development of collateral hter­
ature. The group also administers 
ASK's sales contests 

"One of our primary Jobs is to keep the 
ASK name out there by maintaining 
full public relations and advertising 
programs." says Joan Tharp, corpo­
rate communications manager 

Customer Service Delivers the 
Goods 
ASK's Customer Service Department 

is responsible lor coordinating soft­
ware releases; they are also involved 
In organizing the installation of prod­
ucts with ASK's Order Administration 
Department. The group, headed by 
Nancy Picknell. customer service 
manager, maintains a software status 
report, which is a running log of any 
problems users find with ASK 
products. 

Ripma has two top priorities for the 
Markellng Department. One is to 
develop a consistent "image" In ASK 
products, adverllslng, and materials. 
The other is to develop more effective 
product introducllOns, in particular, 
improved ASK product training 

"Our main goal is to deliver products 
that are responsive to the needs of our 
customers," says Ripma "Each 
separate area of the department 
works together to meetlhat goal" 0 

I 
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ASK SPOTLIGHT: Mark Ri a 

with Mark Rlpma. director 01 
,." marketing , and you'll gellhe 
sSlon you're conversing with 
renaissance man 

a age 31 , has held four key po­
Since he began working al ASK 

y 1977 He's been a soflwareen· 
support manager. product 

and field services director 

. S Invitation 10 10ln the company 
from ASK President Sandra 

9 as he was finishing a Masters 
g fleenng economics al Stan-

lverslty Previously. he worked 
rogrammer and engineer lor the 

for Naval Analyses and the 
. al Scrvtces Administration In 
nglon DC,' llhought working al 

wou.d enable me to expand my 
says Alpma 'There were only 

of us at thaI time and we were 

all involved in fNery aspect of the 
business" 

In his firsl two years at ASK. Ripma 
became manager of technical ser­
vices and then director of manufac­
turing management systems. In ad­
dition to his regular dUlles, he 
developed forms, poliCIeS and pro­
cedures. and system documentatlOl"l 

He also developed a strong commit­
ment to customers and customer 
support. and In 1980 he became di ­
rectOfof field services. In thai role. he 
worked closely with the field stafl and 
slaned ASK's natIOnWIde education 
program for new customers 

In his current poSItion as director of 
product marketing. Ripma IS respon­
sible for marketing and product deliv­
ery. "This business is constantly 

PLANMAN has New Capabilities 
I The MANMAN/PLANMAN budgeting ate with other spreadsheet programs, 

product will have an important new en- including VisiCalc and Lotus 1-2-3 
hancemenllhis fatl. 

PLANMAN is a last and accurate 
budgeting tool that provides an effi­
cient method of creating and revising 
budgets in MANMAN/GIl. The prod­
uct acls as an interface between the 
MANMAN/GL on the HP 3000 mini­
computer, and a spreadsheet pro­
gram operating on a microcomputer. 
Currently, the system uses the Visi­
Calcl125 spreadsheet program and the 
HP 125 microcomputer This fall, 
PLANMAN will run on the HP 120 and 
125, the HP 150, or IBM PC. It will oper-

The updated PLANMAN product al­
lows you to extract GIL data Irom any 
range 01 fiscal periods or account 
structures you indicate. The GiL file 
information is then transferred to the 
microcomputer. where it can be used for 
financial modeling, budgeting, or 
analyzing financial results. 

"PLAN MAN pays for itself in manage­
ment time saved," says Barbara 
Matchen, product marketing manager 
for financial systems. 

NEWSMAN 

changing and so are our products:' 
he says "One of our greatest chal­
lenges IS to keep our people .....all 
trained in the development. perfor­
mance. and support 01 our products· 

Rlpma hves in Menlo Park WTlh his wife . 
Mary. and thelf eight-month old 
daughter, Lee. They spend most of 
their leisure hours together at home 
ortravehng 

Riopel Appointed 
Executive VP 
Robert J. Riopel. ASK's vice president 
of finance and administ ration, has 
been appointed executive vice presi­
dent and chief financial officer. 

Riopel, 41. joined ASK in 1981 after 
serving lor two years as vice presi­
dent of finance for Advanced Elec­
tronics Design, Inc. Prior to that. he 
was vice president of administration 
for Retieon Corp., a subsidiary of 
EG&G Inc. Riopel received his BA in 
accounting and MBA from the Univer­
sity of Santa Clara. 

Commenting on Riopel's promotion, 
ASK President Sandra Kurtzig said, 
"Bob has done an outstand ing jabal 
managing the financial and adminis· 
tralive operations of ASK over the last 
two years." 0 
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MANMAN Helps Growing Company 
As a result of their phenomenal 
growth, Synchro-Start Products, Inc. a 
subsidiary of Knowles Electronics, de­
cided to purchase a comprehensive 
manufacturing and financial system to 
run their business. Having outgrown 
the software Iheywere originally us· 
ing. the Skokie, IL manulacturerof 
diesel engine protection systems and 
mechanical speed switches began an 
intensive search for the right system. 

During their search, Synchro-Start 
Products evaluated 21 software ven­
dors. "We wanted a system with a 
proven reputallon, and one that would 
keep up with our rapid growth," says 
Bayard Jones, Synchro-Start Prod­
uct's manager of manufacturing sys­
lems "The vendor that we selected 
had to have over 25 installations .. 

Synchro-Start's search resulted in se­
lecting a range of ASK's products. 
The MANMANIMFG. MANMANI 
OMAA, and MANMAN/AP products 
were Installed in July 1981 The MAN­
MAN/GL and MANMANIFA products 
were installed a few months later 

"We wanted a system that would inte­
grate our manufacturing, financial, 
and marketing departments. The ASK 
products lit the bilt. They were the 
best and least expensive," says 
Jones. 

Conversion to MANMAN Is Fast 

According to Jones, the conversion 
process was smooth and SWift "The 
department heads attended the ASK 
traiOlng classes, which enabled them 
10 train the rest of the staff In-house. 
Within two months, all our master fi les 
were loaded and Payables and Pur­
chasing were up and runOing . Wdhin 
five months, we were entering orders 
and running MPS and MAP " 

Synchro-Start is particularly pleased 
with the way MANMAN/MFG, MAN­
MAN/OMAA and the financial prod­
ucts bring all their departments to­
gether "MANMAN/MFG gives sales 
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MANMAN'MFG manages the productIOn/me al Synchro-Slarl Products. Inc 

the tools to knowledgeably participate 
in forecasting and planning," says 
Jones. "Every month, the finance, 
marketing, and manufacturing man­
agers participate in the Master Pro­
duction Schedule With MANMANI 
MFG. we have solid data to make edu­
cated decisions," 

Statistically, the MAN MAN Information 
System has significantly improved 
production at Synchro-Slart Products. 
"Our work-in-process was cut in half," 
says Jones, "Our customer service 
level has increased from 651095 per­
cent In other words, lor every 
hundred orders booked, 95 Will go out 
on time." 

Synchro-Start has seen some dra­
matic cost savings due to MANMANI 
MFG. "Our Inventory was reduced by 
40 percent and our inventory accu­
racy has increased from 70 t098 
percent ," says Jones. 

A major portion 01 Synchro-Start Prod· 
ucl's business involves stocking sub­
assemblies and assembling to cus­
tomer order "We forecast and do 
modeling using planning bills and we 
master production schedule sub­
assemblies," says Jones ~With the 
shop floor control information from 
MANMANlMFG, we can easily control 
numerous sub-contracting operations 
on our paris " 

Jones explains that Synchro-Start 
Product's mater customers choose 10 
carry no inventory "Because of thiS, 
we have been pressed lor shorter and 
shorter lead times. MANMAN/MFG 
has enabled us to respond easily to 
this pressure," claims Jones. 

As president of the ASK Midwest 
User s Group, Jones highly recom­
mends ASK's products and service. 
"ASK's customer service is great The 
tech support group is prompt and 
knowledgeable " 0 
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Bits and Bytes ____ ----, 
Group Meets 

< national users group will meet 
Ine and cheese party on Nov 2 

w Orleans. LA The party will be 
n conjunction with the national 
Ie n ProduCtion and Inventory 
ot Society, Inc_ (APICS) meeting 
e party. current users will be 
o meet informally w ith potential 

MAN users. 

rs 01 ASK users groups have 
... thelf first issue of the users 
H , he Quarterly newsletter IS 

to encourage greater partle­
dnd an effective exchange of 
I '1 according 10 Ene Roberts. 

... f the group_ For more mfor­
l !k;ul the newsletter or users 
(.; V1118S, call Roberts al (404) 

95 

al Groups are Growing 
31 ASK users groups are being 
across the country 

,IN has two users groups in the 
rn region. one each 1Il the Mid· 
Northwest. and Southwest reo 
and three users groups in the 

Angeles area 

n regional users groups meet to ex­
nge Informat ion and Implementa­

t ~ Ideas Meehngs can have a ques-

lion and answer format or address a 
par1icular subject decided on by the 
members 

The newly-formed Mid Atlantic Users 
Group consists of representatives from 
13 companies located Irom New York 
to Virginia Another new group was 
formed in the Los Angeles Basin area 
of California. 

The ASK South Central Users Group 
has become very active, and holds 
monthly board of directors meetings in 
the Houston, TX area. Also very active 
are the San Fernando Valley users 
group in California and the Eastern Re­
gion group, which has over 100 mem­
bers from various companies 

Marketing Managers Appointed 
Several key management positions 
have been filled in the new product 
marketing department of ASK. 

lizbeth Seckler has become product 
marketing manager for manufactur­
ing applications. Seckler was for­
merly product manager for manu­
facturing applications in the R&D 
department. 

Barbara Matchett. formerly a sys­
tems engineer With Hewlett-Packard 
In New York. has joined ASK as prod-

uct marketing manager for financial 
applications. 

Elbridge Stuart , a product marketing 
manager for the past year. will spe­
cialize in hardware systems and soft­
ware performance products 

In their new marketing positions, 
Seckler. Matchett, and Stuart will be 
responsible for all marketing efforts 
of products in their application areas. 
including competi tive analysis. sales 
training. product planning, and pric­
ing ASK plans to add more market­
ing specialists to the department in 
the next year 

MAN MAN at Home at ASK 
No one can accuse ASK of not prac­
ticing what it preaches since ASK uses 
almost all of the MAN MAN Informa­
tion System products in-house 

Another of the MANMAN/MFG mod­
ules was implemented recently for in­
house use. ASK's rapid growth has 
made it cost effective lor the com­
pany to acquire its own warehouse. 
In the warehouse, the MANMANlMFG 
inventory control module is now used 
to manage all ASK user manuals , 
manual binders. sales literature . 
computer terminals. printers , and 
modems. 

~--------- - -------------------------, I NEWSMAN IS designed to keep you Informed about developments at ASK and in the ASK Family of Products You can let ASK"s I 
I 

Technical Communlcatl()l1s Department know about any speCial Interests you have by answering the folloWing questions We 
welcome any comments regarding the current Issue I 

I Suggestions or comments on NEWSMAN: I 
I I 
I I 

I Please send me more Information !~.m~e~~~~~~~~~~~~~~~~~~~~~~~~ I I 
on the MAN MAN Information Title I 
Sr.stem. Company 

l O P ease add me to the NEWSMAN Address I 
mai ling list. I Phone I 

L S:;d~$~~S~: ,!<=~I~ ~m~u.:!~~O.!I~~ ~m~t!.sr!t::s~:':'7~ ~t~D=e~o.:.A~s::-::4.?:.2 __ J 
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ASK Classes are Scheduled 
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.a }C'.ar :&~'o 
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due tu ('01I)(('l1ed ordel"'l. \\e are t~.'glnning the fourth (Iuarter '" ith 
til(' \t·n!o(·th,u drm:uKl for ·' SI\ pr()duct~ :lnd stn Ire:, n'malns 'trong 
In uur rnar~('lp I Jrt 

Uurhlll fehru:lr) ,\SI\ complC'tl'tl a Iluhlic ~tuck Om'riliit for Oile 
million ,hJrt" from thc l:oillilany and 600,000 ~h,ITl'S from M'llinlt 
,h.lrdlOldef"o The orferhlg inCl"t".lsl'tl our ClSh Ib('f\l'!! h} 
SlO ~ million 

N,'I l·rJ. IIIlJlor dt·ICIOPT11Cl1t.:. OCcurn.'tI in Ihe thlnl 'Iuarttr '" hlrh 
'" III Jdd to 0111' future ~uccC\.\. \\e annOOnct-d \SI\ ') intrntion to 
ht'come:an 111'1 \Jlut' \ddcd K(-i('lIer \\:e:trt currentl) bt.>ginnilill 
oc\dnpmcnt of " 'I \\\1 \ , . product for the Ill" IjOO linc or com. 
putn\ liN ru~ol1lerdeh'Cl) of our 111'1 product hc\pt"Clcd in 
l ..... lendar) ( • .11' II)S--

In ItbnlJr) . Ilev.lctt · p.,acbrd Comp:atl) ~iglled a letter of intcnt III 
tx'(onw.m t'\du~1\ e dl'lnbutor of the III' I tnoion of " \ \ \t .\ \ In 
u'rt,aln "'~('fIl tunlp(':tn Cfluntrics 11)(' propm<.'tI :tgf('tment b. for 
1111 IOI\ro\ Klt' the ~k'\:and ntui.cling of '\ \ \ 'I \\.and for \ :;1\ 10 
pnn idt-' pnidUCl In~t:dl:llion . Sill>pon :tnd tr.tining.lhc agrt.'l't11Ct1I 
"Nk/ld br rln;t!llt-'d dunn~ the fourth q1l:tl1rr 

!'ot\t·r,al nt'v. pflldlKb '" crt' :announcro thi!> (lU:tncr 1\0. 0 of Ihl~ 
tit\!.' produru. '" l'1t' introduct'd for the III) .iOOO - 'I \~ '1\ V" \KSCA \' 
.aod \1\ \\1\, 'Ill \1\\ KL'-'Ol KUS '1\\ '11\ 'IU 1\ 1tSC.\\ enable. users 
1.,( \1" \\\\!\ (() (Iuirk!) :lnd :accurJlcl) enter dala (HI thc shop noor 
'I \ \ \1 \' In \1<\' KIA"i(ll KelS is a PO'" enul m'lnagl'fll{'t1I1001 Ihal 
l1lan"/o:t'!l :l1I1:.lnur"ouring cOlllpall) ·~ Cll ll re human l'CSOurft funCtion. 
~Il,{irlc ft~"lurt~ Include llppliC'.ol t trJcking, perfonn:tI1ce c,.aluatlolls 
:and ht'lltflb .. dll\lm~trJtioll In :addit ion to the nc", 11 1),\cl'llloll 
prodUtb. ftlur ,)rodUClS- '1,\ ' "" VSI:K\ I{:L\I A ' . I·I.A~ ' IA 'lj\l rG. 
I't ,,\ 'I \\:(;1 .. and 'I" \ \11\ VI',\, KOI.I.- "'crt :11I110unCl-'d for the I)Ee 
\ \ \ \lore nrv. product!> v. ill be Introduced thh Junc in the afC'.tS of 
nix:tith e m:.lnuf:.lctunng. dechioll SU,)port and projoo accountlng. 

\\ c tlunk (Iur emplo)CC!i for their dediC'.tlion and hard", ork, and 
IHlr ,h.lll·hold{'1'\ for their ongOing ~UPI)()r1 \\c look forn·anl to Ihe 
fourth qwrt('f" \\ ilh the e'lOpt.'Cl!ltion of completing :.lllOlhcr fliK' )C3r. 

~~~ 
!\.tndr.a 1 ~uruiR 
C1ulmu.n:md Chief t\t.'Cuttle Officer 

rindmstd SlalemtlJ/ of Income ( 11Jalldiltd) J 

QU:lrter c ndcd Ni ne Month~ e nd ed 
March 3 1, M::t rch 3 1. 

(In thousands. except pcr .. hart' data) 1985 1984 1985 1984 
"\el rel'Cnue $19, 187 517.56 1 $58,472 545, 135 

CO .. I and c"pcn!o(.~ 
CO~I ofrc\-cnuc n r. .. ., 
ProdUCI dCI c\opmcnt 1.7~;) 
~llin~.~encrJI and adminbtrJ.live 5.229 

'1'01.11 CO)I and cxpcn~ 16,6 11 
Opt:r:uing incomc 2.576 
Inlert.. ... ' incomc 7;to; 
Incomc before im .. 'Olllc ta.'I(c~ 3.3 11 
I'rm bion for im.'Olllc !JXC!> 1,52 ' 

Net hu.'Omc $ L 7R8 

1~lrnin/-:~pcr:.h ;. re S . 14 

\\d.-llIl.:d a\'cr:l/-:C common ;lI1d (.'tlill mon cquivalent shllres oUll>'~ndin.. 12.444 

~ IIiIIIIID SbIrI (l/rrTFtw) 

(In thousand ... ) 
A~scts 

CoI:.h and 'hort leml inH .... 'menl ... 
,\ Cl:ounh rt'cch:thle 
Othcr 

Tmal current :i.)."Ch 

1\ct pro!X!"rt)' and l":luiprncnI 

Liabilities and Sh areh o lders' E<luit y 
Accounts payable 
Act:.·r"L'" liabilities 
Income taxes p:I)'ahle 
DefcrrL'" incomc tasc) 

'Ibtal current li:lhi li tiL . .., 
I.o ng teml debt 
Common :.tock 
l{ct:tin("(l Cllrni ng:. 

I~ nO'l~ rL"Ccil':.lble from :.harcholder.. 
Total )harcholdcrs' (.'Cluit) 

~ 

~",';I~ , 12,743 
4.654 3.1:'37 

15. 167 11 ,767 

49,748 ~~8 ,3"7 
8.724 6.788 
1.766 J A I5 

10.430 8.203 
4.79" 3548 

$ 5.632 • 4,655 

$ .47 S 040 

T 1.937 11 ,6 1 1 

J 
M:lrch 31, 

1985 19H" 

$S0.795 
17.787 
2.053 

70.635 
8.780 

$79.4 15 

$ 6.5<16 
4, 143 
2,.BO 
2, 107 

IS, I26 
969 

42, 187 
2 1,242 

63.429 
109 

63320 
$79.4 15 

S2 UII 
13.939 
2.';17 -37.680 
9 .267 

S.i6,947 

5 5,6 .. ~5 
1,879 
1.093 
1,9HO 

11 ,587 
982 

20.579 
14 . 123 

34,702 
324 --

j 1. ~~78 

S.16.9-i7 
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COMPUTER SOFTWARE AND SERVICES 

"> 
ASK COMPUTER SYSTEMS 
(ASIlI-19 1/2) 
M1s1eading First Quarter Results 
Not Indicative of Unfavorable 
Full Year Results 

October 12, 1983 

Shares Outstanding: 11 , 581 , 000 
Dividend: Yield : 
P/E 1982A, 72.2 

1983A, 55.7 
1984E, 35.4 

Operating return on 
tangible assets: 
Total Debt/Equity: 
Return on Equity: 
Reinvestment Rate : 

18.2. 
9 . U 
30 . 4% 
30.4% 

Results for 1Q:84 of SO.09 versus SO.08 earned in the com­
parable period last year were lower than our estimate of 
$0.12, but were in line with our revenue goals of $12-13 
million. The chief reason first quarter results did not match 
our expectations, we believe, may be attributed to the late­
ness in delivering software for four turnkey systems sold (2 
HP and 2 DEC) which were shipped late from the equipment 
manufacturers. The additional revenue from the sale of 
software carries with it a higher gross margin; hence , it 
would have added at least another $0.02 a share to earnings 
and about SO.5 million to sales. 

Nonetheless, we remain optimistic about the business outlook 
for ASKI in fiscal 1984 and 1985 . The company has the highest 
backlog visibility ever for 2Q:84, beginning the quarter with 
95% of revenue already in place. Accordingly, we feel there 
is a high probability of reaching our estimate of $0 . 12-$0.13 
assuming revenue of around S14 million. Our full year esti­
mate remains $0.50-$0 . 55 on revenue of $60 million. The 
shares are rated BUY VI). 

Analysis 

Balance Sheet figures reflect above average growth in pay­
ables, receivables and other assets . The growth in payables 
is a result of the higher percentage of hardware in the mix of 

T~" 'epotl .... 1 or.p.,eo I,,,,,, WI'. 1;)o>" ... 1tn , .. ,able OUI "a. 1I~".r!H<I b .... ""'~OU( .... ' ..... v"'~UI"'" or "''''~'Q''''''' <ItI<J """ "'" ""'''''''10 Ia oom~1 ... 
noIlOoe~OI'fIOe<III.,,,,I)f"" to .... or . IOItC~.uon 01." o/!~,.o ""1Inel&c;u""n oj tne C~ ~_Ily ''', r.:o<lI'l (Io.,,~ • • ",naae'l 11>1>«110 
"'""",1 .,,'''<luI noI"1 0,,,,,, e...nn .... ll"'Di'llt'H:O<t)OI"eo or ontI or "'01'1 QI 'IS 01'<'" """ nav. I !)OS " ,'''' ,r ' .... lee ... " .. O-SCUSIed _II"."" o.e..r 
BurMam l...,DerI In<:OOpor.,eo ... ", oe pleHOO<IIO lu'"~" <pee,< ~ '"'00"'.' .... '" In'l "91'" 8' at>y I ...... UPO<" Ie<lue., 0..-." e... ..... .,.,ll<l'be<' 1"C000000I' eo lI'Ieyeti 
. s 1JI1tI(;~ 10/.1. a.." " COUI'IOO . , ag.." lor at\I;II!>f< P ....... '" "'l'WIec_ .. ·,~",.. SI"O< p..rcn~1 oI." . lllC ... ,·Y .. ,,"''',. "'elub«IOI11''' ~ 



3854 

current business. Growth in other assets primarily reflects the 
purchase of certain software licenses such as the DEC DBMS and the 
payroll package . ASK Micro also purchased a large royalty arrange­
ment . Property, plant and equipment has risen well above year ago 
levels due to the purchase of a $3 million building complex for 
expansion of facilities and also because of the additional $2 million 
of hardware purchased to supplement the growth of ASKNET. 

Profit and loss statement numbers show an increase in R&D because of 
the bro ad enhancement effort occurring this fiscal year and also 
reflect the continued work on the conversion of ASK software for the 
DEC hardware . 

Margin deteriora tion , as discussed earlier , is a consequence of the 
unusually heavy mix of hardware with lower margins than the software 
sold in 1Q : 84 . We look for margin improvement in 2Q : 84 in the ensuing 
quarters and towa rds the company's objective of a 10% aftertax return 
which we judge to be achievable . 

Other Comments 

• 
• 

• 

The company plans to formally release the HANMAN financial products 
for the DEC hardware November with only three products (ServiceMan, 
Payroll and Fixed Assets) remaining for the spring . 

To date, the c ompany has 13 
scheduled for delivery in 
installed seven thus far. 

of the 18 DEC turnkey 
the second quarter. 

systems o n o rder 
The company has 

The seasonal summer lag evident in 
accentuated by slower- than-normal 
fees from foreign distributors . 

first quarter numbers 
product r oyalty and 

was also 
license 

• ASK Micro Inc. should have manufacturing softwar e modules com­
patible with personal computers using the MS-DOS operating system 
(like 1MB's PC) availabl e by the end of fiscal 1984. 

• During the quarter ASKNET added 15 customers for a t ota l of 125 
on- line users. 

Last Research Abstract on ASK Computer Sys tems: 8/ 3/ 83 
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RAYMOND J. BOSSO, Ext. 2523 November 11 , 1983 
RATING: SP ECIAL EQUITIES 

/;,SK ~-----.. 
CU~date and Review 

Symbol, Exchange: 
Price Il1/10/B3): 
52-Week Range: 
Ind. Dividend: 
Yield: 
Book Value (06/83): 
Return on Avg. Equity : 

ASK!, OTC 
17 1/2 bid 

21-10 
None 
None 

$2.49 
18% 

06/30 Yr. 
1985P 
1984E 
1983A 

EPS 
$0 . 70-$0 . 75 

0 . 50- 0.53 
0 . 35 

Oct. Trading Vol. (000): 

PIE Ratios 
24.0X 
33.7 

Shares Outstanding: (000): 
1,601 

11 , 581 

All data adjusted for 2- for - l split in September 1983. 

INVESTMENT VIEWPOINT 

Ask is a rapidly growing company in the packaged software industry, 
with particular emphasis on selling to high growth manufacturers- ­
independent companies or divisions of Fortune 1000 companies . The 
company has continued to leverage its product position by adding new 
modules and, more recently, making the product available on the widely 
installed DEC VAX line of super minicomputers . A new group of smaller 
manufacturers should be attracted by ASK Micro's packages (IBM, Apple 
etc .) geared to smaller businesses. Management has established and 
adhered to a disciplined , orderly growth plan and achieved it while 
continuing to spend aggressively for new product development and 
marketing expansion, despite difficult recent economic conditions . 
We believe that this positions the company favorably, enabling it to 
take advantage of the vast growth opportunities which exist in the 
manufacturing sector. While the current price/earnings multiple is 
high, we do not view it as excessive relative to ASK's growth pros­
pects. We believe that appreciation in line with an aggressive 40%-
50% annual growth objective will afford substantial capital gains. 

T-43, 46 
WITHIN THE PAST THREE YEARS, L.F. ROTHSCHILD, UNTERBERG, TOWBIN HAS 
ACTED AS MANAGER OR CO -MA NAGER FOR OFFERINGS OF SECURITIES OF ASK 
COMPUTER AND A PRINCIPAL OF THE FIRM IS A DIRECTOR OF ASK COMPUTER. 
L.F. ROTHSCHILD, UNTERBERB , TOWBIN MAINTAINS A TRADING MARKET IN 
THE SHARES . 

..... ~.~""""""~_.,,..;I!ot _"",pc .. -nw"""'bo",.':ntI··~.o"',,,,_ JK'~lOta.o;o< ... ___ OIIoo.I'Q'oI-"""""",IO~"",,"·-" 
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_ "'I»O/Id"""""''''''boo..ced_ ... ~ COl"!'~'".Hll'i63tfI!OIHSO<al UNT< . ' ~'OWBN 



Year Ea rnings 

19B 3 $0.35 
19B2 0.27 
19B1 0 . 19 
19BO 0 . 13 
1979 0.03 

* Represented 
and 475 , 000 

Fi nancial and Stock Mar ket 
(Per Shar e) 

Year-end Avg. Payout 
Di v. Bk . Va l. ROE Ratio 

None $2.49 1B\ NA 
None 1. 39 31 NA 
None 0.35 72 NA 
None O. lB NA 
None 

Capitalization (06/30/B3) 

Long -Term Debt 
Common Equity· 

Total 

$ - 0 -
28 , 808 , 000 

$2B , 808 , OOO 

Histor::l 

Pr ice 
Ra nge 

20 - 11 
13 3/B- 5 

B 3/B-5 
NA 

- 0-\ 
100.0 
100.0% 

1/4 
3/4 
1/2 

by 11, 581 , 000 shares outstanding , 32% controlled 
shares provided for options and conversions. 
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SERVICES 

ASK provides manufacturing and financial turnkey systems incorporating 
its proprietary manufacturing management (MANMAN) software, packaging 
it with Hewlett-Packard and, more recently, Digital Equipment's VAX 
Series minicomputers. The systems are designed to solve the manu­
facturing control needs of companies covering a broad industry spec­
trum, but with particular emphasis on rapidly growing companies and 
divisions of larger Fortune 500 clients. The company has about 1,800 
product installations at more than 500 manufacturing facilities. In­
stallations typically have 10-60 video terminals accessing MANMAN . 
ASK provides its software products under a perpetual paid- up license 
agreement for use only on a specific numbered computer. In addition 
to outright software licenses (sales), ASK offers on-line remote 
processing access to its MANMAN software family. This offering, cal­
led ASKNET, permits smaller companies to utilize its systems and 
allows potential customers to conduct a "hands on" trial while earn­
ing monthly credits against future purchase. The company now has 
about 130 ASKNET customers and has 11 systems dedicated to this ser­
vice. In fiscal 1983, ASKNET accounted for $4.7 million in revenues , 
and this could double in fiscal 1984. ASK's systems provide for a 
pa yback that is normally less than one year. 

The r e a re 20 direct sales and support offices throughout the U.S. in­
cluding 7 with on site customer education facilities. Foreign sales, 
which accounted for 2% of 1983 business, are handled by independent 
distributors in England, France, Belgium, Italy, Spain, and Switzerland 
and by Digital Equipment Corp. in Finland. The company duplicates 
its programs on computer tape and delivers them to the customer with 
either Hewlett-Packard or Digital Equipment hardware. At present, 
almost all current business is implemented on HP Systems. Management 
believes that DEC will reach 50% of the total in the second half of 
fi scal 1985. To date, the company has sold 17 DEC based systems 
calling for 70 MANMAN software modules of which 11 have been instal­
led on 8 systems . ASK is responsible for installation and maintenance 
of its software , with HP and DEC warrantying and servicing the hard­
ware. 

PRODUCT/MARKETING 

ASK's turnkey manufacturing and financial systems are deSigned to in­
crease productivity and control. An important a spect of these sys­
tems is the level of modular integration and expansion that is achiev­
able due to the common data base orientation of the MANMAN line. A 
customer can start with a smalle r configuration of the full system 
and upgrade both software and hardware as dictated by the need or 
level of sophistication. Twelve software products currently com­
prise the MANMAN Information System and each contains from three to 
eight application modules. The company has continually expanded its 
product line to encompass more of the user's application needs. In 

-3-



this regard, current development activities are . focusing on modules 
for quality control and shop floor data collect~on . The current line 
is as shown in Table 1. 4It 

Table I 

MANMAN INFORMATION SYSTEM PRODUCTS 

MANMAN/MFG 
Manufacturing Management 
MANMAN/OMAR 
Order Managemem and Accounts Receivable 
MANMAN/OMAR PLUS 
OMAR plus Finished Goods Inventory 
and Purchasing 
MANMAN/AP 
Accounts Payable 
MANMAN/GL 
General Ledger 
MANMAN/FA 
Fixed Assets 

Source : Company Prospectus 

MANMAN/PLANMAN'· 
Budgeting 
MANMAN/PAYROLL 
Payroll 
MANMAN/SERVICEMAN'· 
Field Service 
MANMAN/SERVICEMAN PLUS 
SERVICEMAN plus Finished Goods 
Inventory and Purchasing 
MANMAN/GRAFMANN 

Business Graphics 
MANMAN/QUIZ' 
Report Generator 

ASK's average system including hardware has recently approximated 
$300,000, up from less than $200,000 18 months ago. To a major ex­
tent, the increase has resulted from more modules being available 
from ASK coincident with more powerful CPU's and disK drives, enabling 
the company to focus on larger potential customers. Relatedly, three 
software modules are the average for the company's total installed 

• 

base but recently, new customers have taken five to six modules on 
average with their initial installation. To date, Hewlett-PacKard's 
3000 Series minis have been used exclusively and ASK has become HP's 
largest OEM customer. In addition to systems and ASKNET sales, revenue 
is derived from annual software maintenance contracts. About 85%-90% 
of customers subscribe to this service, at an annual cost approximating 
9.5\ of the original license fee. This provides ASK with highly prof- 1 
itable repeat business while insuring that the user acquires the 
latest version of the system . Subscribers typically receive two up- J 
dated versions of the appropriate software packages each year. To 
date, half of the business has come from divisions of Fortune 500 
companies and the balance from rapidly growing or emerging growth 
companies with challenging manufacturing control requirements. Ex-
amples in the former category are ROCKwell International, Litton In-
dustries, General Motors and Westignhouse and in the latter, Tandon ~ 
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Corpor ation, Seagat e Technology and Micropolis in the mini-disk memory 
a r ea and o ther high t echnology f irms such as Convergent Technologies 
and MICOM. 

ASK's marketing i s directed at individual plant production managers, 
a stra t e gy which coincides with the distributed data processing trends 
tha t have been at work throughout the EOP field for the past five to 
seven years. The primary reasons that even companies with large in­
house data proces s ing staffs and resources turn to a specialist such 
as ASK ar e the ever inc r e asing cost of maintaining system updates 
and a belief tha t the expenses of developing custom systems can be 
as muc h as ten times the license fee to an independent . Some estimates 
i nd i ca t e tha t ma intenance of existing systems consumes as much as 60% 
of tot al i n-house EDP budge ts. 

Of the 46 , 000 d iscre te ma nufacturing sites in the U.S., about 16,000 
generate production i n excess o f S5 million a year. It is these 
customers t o whom ASK a i ms its systems products. Smaller sites are 
being p r ovided acc ess to ASK's products via an on-line remote time 
sharing system (ASKNET) which is considered attractive to locations 
in the $2 - S5 mi l lio n a year size range. ASKNET billings per cus­
tomer average a bout $4,000-$5,000 per month, and the company currently 
services ove r 120 users. It is believed that usage of between S7,000-
SlO , OO O per month should result in conversion to a full ASK system. 
In order t o a ttract those manufacturers with annual production of 
less than S2 million, ASK recently acquired privately owned Software 
Dimensions a s the basis f o r forming ASK Micro Inc . Distribution 
and dealer r e l a t i onshi ps were already in place but ASK is placing high 
priority on e nha ncing them as well as funding R&D to incorporate a 
broader applica tions mix with the line. 

Overall , the s a l e s cycle has historically consumed about five man days, 
spread over a two to f ive- month period. Installation generally takes 
place t hr ee t o f our months after an order is received and is accomplished 
in two to four days. 

Table 2 on pa ge 6 prese nts LFRUT's estimates of ASK's revenues from 
va r ious sources. Turnkey Systems & Add-Ons represent bundled hard­
ware/sof tware s a l e s o f new and expansion o f existing systems; ASK­
NET ' s timesharing o f in-house systems; so f tware maintenance fees 
are payment s f r om existing users for a ccess to software updates and 
includes o ther ASK support; royalties represent fees from distributors; 
and ASK Micro is comprised of software sales to smaller manufacturers 
i mplemented o n micro compute rs , a business which was acquired by 
ASK i n f iscal 1983. 
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Table 2 
ESTIMATED REVENUE COMPONENTS FOR JUNE FISCAL YEARS 

(dollars in millions) 

Turnkey Systems & Add-Ons 
ASKNET 
Royalties 
ASK Micro 
Software Maintenance & Other 

Total Revenues * 

RECENT RESULTS AND OUTLOOK 

1982 

$19.00 
1.60 
0.40 
2.10 
1. 70 

$24.80 

1983 

$28.00 
4.80 
0 . 60 
3.10 
2.90 

$39.40 

1984;;: 

$43.00 
8.00 
0.70 
5.00 
4.30 

$61. 00 

Table 3 below highlights ASK's operations for the first fiscal quarter 
of 1984 along with prior year figures for comparison. Analysis of 

• 

these results provides an unusually good insight into the short-term 
influence of revenue mix on ASK's gross profit margins. In the most re­
cent quarter, the software and royalty content of revenues was well below 
a year ago when this business was running well ahead of plan. The 
results for the first quarter of 1984 were further depressed by losses 
in the ASK Micro operations where development and marketing spending 
has been aggressive. In subsequent quarters, a more favorable revenue . 
mix is expected to result in a full-year gross margin of slightly over , 
50\. In this regard, three hardware shipments during the first quar-
ter were made late by HWP and DEC which resulted in a carryover to 
the current quarter of approximately $450,000 of high-margin software 
revenues. In part, this contributed to the fact that the company en­
tered the second quarter of fiscal 1984 with about 95\ of planned 
quarterly revenues already in backlog--the highest such relationship 
in its history. 

Table 3 

FIRST QUARTER RESULTS 

(dollars in thousands, except per share) 

Revenues 
Cost of Revenues 
Development 
SG&A 
Operating Income 
Interest Income 
Pretax Income 
Taxes (Rate) 
Net Income 

Earnings Per Share 
Average Shares (000 ) 

First Quarter Ended September 30, 

1983 % 

$12,460 100.0% 
6,739 54.1 
1,116 9.0 
3 t 286 26.4 

$ 1,319 10.6% 
432 3.5 

$ 1,751 14.1% 
760 (43.4) 

$ 991 8.0% 

$0.09 
11,583 

-6-

1982 

$7,095 
3,100 

634 
2 1 355 

$1,006 
398 

$1,404 
582 

$ 822 

$0.08 
10,531 

100.0% 
43.7 
8.9 

33.2 
14.2% 
5.6 

19.8% 
(41.5) 
11. 6% • 

l _______ _________________ ~~ __ _======= __________________________________________________ b~ 



• 

• 

• 

ASK has consistently achieved its long-term profitability target of 
10% a f ter tax and, as indicated in the P&L estimates for fiscal 1984 
(in Table 6 ), we anticipate close to that performance for the full 
year. This is despite the slow start, a 2 percentage point increase 
in the tax rate, and a lower relative contribution from interest 
income. Thi s largely reflects an expected increase in sales/marketing 
producti vit y resulting in SG&A consuming only about 28% of the 1984 
r evenue dolla r compared with 30% in fiscal 1983. ASK spent aggres­
sively fo r marketing/sales personnel and facility expand ion during 
the r ecent recession and is in a highly favorable position to leverage 
these outlays in the current period of recovery. 

As ind i cated i n the accompanying balance sheet (Table 4), the company's 
financial condition is excellent. Our quarterly fiscal 1984 estimates 
along with fisca l 1983 comparisons a r e pr ov i ded i n Table 5. 

Table 4 
SUMMARY BALANCE SKEET 

(do llars i n thousand. ) 

Cash and secu r i t ies 
Accounts Receivables 
Other 

Total CU r rent As sets 
Property and Equipme nt -Net 

Total A.sets 

Accounta Payable 
Accrued Liabili t ies , Other 
Income Taxes 
Customer Deposits 

Total Current Liabilities 

Long-Term Debt 

Common Stock 
Retained Earnings 
Leaa: Shareholder Notes Re c 'ble 
~ta1 Equity 

Tab l e 5 

06/30/83 

$18 , 66 4 
10 ,053 

2 , 098 
$30,814 

8, 088 
$38, 902 

4, 087 
1,699 
2 , 344 ,.0 

S 9 ,090 

1.004 
19 , 763 

9 ,4 68 
(4 23) 

$38, 902 

FISCAL 1984E BY QUARTER 
J une Fiscal Years 

0 9/30/83 

$18,776 
11 ,568 

3, 134 
$33,4 78 

8 ,4 16 
$41, 89 4 

4,8 87 
1 ,7 00 
2 ,819 
1, 097 

$10,503 

'" 20 , 296 
10 ,459 

(3 52 1 
$41,894 

Fisca l 1983A Fiscal 1984£ 

Reve nue s ~ Revenues 'PS 

First Quarter $ 7,095 $0 . 08 $12 ,460 $0.09 
Second Quarter 8 , 65 4 0 . 08 14,500 0.12 
Third Quarter 10 ,980 0 . 09 16, 500 0.14 
Fourth Quarter 12 £659 0 . 10 17 , 540 0.17 

Total $39 ,388 $O:3S $61 ,000 $0:52 

- 7-



Table 6 
PROFIT AND LOSS 

(dollars in thousands , except per share) 

1982A 1983A 

Net Revenue $24,871 $39,388 

Cost and Expenses: 
Cost of Revenue 12,637 18,998 
Product Development 2 , 229 3,423 
Selling, General and 

Administrative 6(317 11,759 
Total Cost _and Expenses $21,183 $34,180 

Operating Income 3,688 5,208 
Other Income, Net 1,157 1,451 
Income Before Income Taxes $ 4,844 $ 6,659 
Provision for Income Taxes 2,150 2(754 
Net Income $ 2,695 $ 3 , 905 

Earnings Per Share $0.27 $0 . 35 
Average Shares (mil. ) 10.10 11. 08 

Note : Totals may not add due to rounding. 

• • • • • • • • 
RATIO ANALYSIS 

Net Revenue 100.0% 100.0% 

Cost and Expenses: 
Cost of Revenue 50 . 8 48 . 2 
Product Development 9.0 8.7 
Selling, General and 

Administrative 25 .4 29.9 

Operating Income 14 .8 13.2 
Other Income, Net 4.7 3 . 7 
Income Before Income Taxes 19 .5 16.9 
Tax Rate 44.4 41. 4 
Net Income 10.8 9.9 

1984E 

$61,000 

29,700 
5,300 

17,000 
$52 , 000 

9,000 
1 , 600 

$10 , 600 
4,600 

$ 6,000 

$0.52 
11. 58 

100.0% 

48.7 
8.7 

27.8 

14.8 
2.6 

17.4 
43.4 

9.8 

ADDITIONAL INFORMATION IS AVAILABLE UPON REQUEST 

-8-
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'f) (Iur Sbartbold"s 

It is;t plC'JSure to rcpOri :lIlolher good CJuarter for ASII. 
Computer S~rslems. Net income increlSC(1 -lOll 10 51,706,000 
or S,I:; l>er share. Revenue increased .... 10 0 to SI8 ,OO ,~ .000 
ilS c0ll1p:If'C(1 with Sl.l , q60,OOO for the same cluarler 
I:bl yc!lr. 

AS'" continues to sol\'e Illanufacturing problems \, ilh 
stllte-of·lhe·art software solulions. SignificlIll \1 \ \ \IA \ 
('nh:IIICCl1lel1ts rclC'JSCd this quarler include 1\\ o-Ie\'el 
maSler scheduling, final assembl)' schedu ling and options 
order el1lr\'. These enhancements allow manllfaClurc~ to 
design generic products and build to cllstomerspcrifk:ttiol1s, 

The markel for 'IA,\ \lA;" products broadened dr:lll1ati· 
(':.l lly in Septcmbcr with the :lIlnounCCI1lCn l of IlewlCII· 
P:lCk:l.,ci's IIcwest lllinicoll1putcr, thc liP .~000 Serics j 7. 
The new com puter. which is USCI' install:lble, will he sold 
with \IAN\I,\N software as a complete manufacturing and 
financial man:tgcll1cnt infonl1:t1ion systcm e:tl lcd ASI\\I,\TE 
:uu\ will cost undcr S II. ;,000. This means Ihal :In in ·hou~ 
\lA,\ 'I A \ sol ution will become cost-effecti"c for manu· 
f:lt1uring COlll lJanics and divisions of Fortune sao COlli· 

panies with annual re"cnues in the:; 10 10 million dollar 
range. \Iosl importantly, the S:lIlle standard \1 \\'1 \ \ SUfi ' 
w:lre that \\ c liccnsc with larger III' coll1 l,uter configul':.!­
tions will nUl \\ ililOlIt allY l1lodifiC::llions on the Scril':l37, 

During the past (juarler. wc also e\ I):lIIded our product 
rn:lrkcting efforts wilh two ne\\ progr:tI11S. We began :1I1 
:lggrcssi\e telenmrkeling progr:t111 dt':'igncd 10 reach poten· 
lial (lI SIOIl1C~ throughout the United Statcs, ln addition. 
\\(' have schcduled a series of\t \ \\1/\ \ product f;lirs in 
maior citit':' across the nation. We l>elie\ c thl~ program~ 
will ;tllmCl mall)' new custome~ to the gnJ\\ ing family 
of '1,\ \ \1/\\ users. 

We aj)l)reci:lte thc continuing enthusiasm of our 
(lI!!wll1ers,elllj)lo),ces and sh:trehold('~. Your support in 
the first cluartcr has created a firm foundation for'l 
!llIccessful ycar. 

~~~ 
S:lIldr:1 I .. Kurtzig 
Chairman and Chief Executive Officer 

rnulmstd Sill''''''''' ojhtmmt (("Mudll"') 

<In Ihou:.ands, ex(,'Cpt per :-ohare <I:lIa) 

' el re\ eilue 
Co~1 Jnd c.' I)Cn~ .... 

C:o'l ofre\ enUl' 
IJroducl de\ clOI)men t 
xllin~ , gcncrJ I :lIld :ldminl:-olrJli\c 

To tal CO~I and e'pen'o(..., 
Opl'rJlin~ income 
Other income 

Income hcfon: income t:IXt, .... 
1'01\ i~ion for incoml' t : I XC~ 

'et hll'OIllC 

E.:lrll in~~ rer :oh:lrl' 

"cighted :1\ er.ll'e :-.h:lre-, uuhtandilll-\ 

rJlu/~ ildWIIU .\bN1 ( I 'Ullldilrd J 

(In Ihou-.;lnd~) 

A3~CIS 

C:l~h ,lI1d ~hor' t(~nn in\ l ... 'men" 
Al'COUnl!. n:Ct:1\ :Iblc 
Other 

Tlltal cur renl a~b 
'el properly and l'qulplllcni 

Liabi li' ies a nd Sha rehol dcl"S' I~(tui'y 
,\ ceoun! ' p:lphlc 
I\ccnled l i:lh i t i l ie~ 

IncOllle I,IXL"!> p:t) Jhle 
Deferred income l axe~ 

Tot.ll currcnt li:thilitie~ 
l .on~ term debl 
Common :o l()ck 
Ikl.li ned L~Jrnin~)o 

I.e ..... ' limo n.:ceh able frum .. harehol<ler., 

'1'01:11 ~h:m:holde .... · .. :qui!} 

Qua rte r e nded 
SelJtem be r 30, 

1984 1983 
$18.003 SI2, I60 

9,272 6.- 39 
1.420 1. 11 6 
4.648 ,U86 

15.340 11,1 II 
2.663 1.319 

496 I .U 
3, 159 I .-51 
1,453 760 

$ 1.706 S 99 1 

$ .15 s .09 
11 ,660 I 1.'583 

Scplcm ber 30, 
1984 1983 

$24,955 ~ 1 8 .7-6 

19.060 11568 
4,662 3 ,13 I 

48 ,677 :\:\, I- B 
8,74 4 8 , 11 6 

57,42 1 S-i 1,89 I 

$ 7,9 14 S I,BS-
S,S99 1.797 
1,247 1.'516 
3, 111 1.27:\ 

18, 17 1 10503 
97. 988 

2 1, 120 20,296 
17.3 16 10.i59 
38,436 :~O.- 55 

162 .~52 
- -
38.274 30, 103 

$57.42 1 S·I I .891 
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'0 ()IIT ,\baf'f'IIoldt'rs 

It is a plC:lSurc to report strong C'.uTlings:md revcnues for 
the first half offiSC'.u 1985. Net incomc for thc six months 
elided Dt'CClllbcr 31, 1984 was S3 ,844,000 or S.}} pcr share, 
a33% incrc'.tSe over income of S2,897,000 or S.25 per share 
for the same period a year ago. Revenue for the first half 
of fisc.u 1985 ilicrt"'JSCd 42% to S39.28; ,000 compared to 
S27,574,000 a year ago. 

Net income for the three months ended Oeccmbcr 31, 1984 
\\ as S2,138,000 or S.18 per sharc, a 12% incrc'JSC over fiSC'J.1 
1984 second quarter income of S1.906,000 or S.l6 per ~harc . 
Rcvenue incrC'J.Scd 41 % to S21 ,282,000 from SI5,114,000 in 
the S:UllC period Ia.st yC'J.r. 

~l:Irkctillg conlinues to grow in importance along with the 
brC:l(ith of Our product tine. Accordingly, we have :Iddcd the 
position of vice pn.'Sident of marketing to our managemcnt 
IC:UII. [)a\'id Sohm has jOilll'ti ASK in this Gtpacit)'. Oavid will 
hroaden our l1lanagementtc:ull and hclp us to develop a wide 
rJnge of marketing progmllls ovcr thc coming months. l>rior 
10 joi ning ASK, 1):lvid was a divisiolll1larketing m:mager with 
the Ilcwlcll - I~lck:trd COml)any's M:mufacturing Productivily 
Division , where he was responsible for :tlll1larketing pro­
gl'"JIlIS relating to Ilewiell-P:lckard's manufacturing software 
product line. 

During the second quarter, we rl1O\'ed to strengthen our 
sales progmms directed at major manufaclUring corporations 
by crC'Jling thc position of national accounLs managcr. TIlis 
position coordinates the sales and marketing of \IA~'IA:-'· to 
large, multi-divisional comJrJnies. Robert Domtld'iOll, fonnerly 
of Digil:t1 E(luipment Corporation, assumed the position in 
October, and reports to James Manion, Vice l..-csident of Sales. 

We arc continuing to find very strong interest in our lIew 
ASK\IATP" systcm. ImrodllL-ro during the first (juarterof this 
rC:lr, ASKMATE consiSlSof MM'\IMI software running on 
Ilcwlell-P:lckard Company's IIJl 3000 Series 37 minicomputer. 
l'ISKMATE isspedfic:tl1y priced and pack:tged for nmnufactur­
ing cornp:mics under $10 million in sales. The initial order 
r:lle for ASKMATE has bccn excellenl, and we arc shipping 
systems a," fast :15 we can gel them from IlewlclI-I)'Jcbrd. 

The loyal SUI)llOr1 of our customers and employees COIl ­

tinucs to make ASK the 1C<lding indel>cndcnt supplier of manu­
f:tcturing m:lllagcment software. \Xc appreciate that SUPllOrt. 
It will be a key factor in helping us achieve our goals for the 
second half of fiSC'.u 1985 and beyond. 

~~~ 
Sandra L Kurtzig 
Chairolan and Chief Executive Officcr 

.",det/SNI ,\/Il/I'tllnll IIf IfI(1JI"I' (I "'"I1IiII'lI) 

(In lhousands, cxcept pcr ~hare d:ua) 

Nel revenue 
Cost and c."pcn~ 
C~t ofn:\'enue 
Product dc\'dopmenl 

2nd adminiSlr.lliw: 
10 121 COSt 2nd cxpcnsc. 

Opcr.Hing income 
Other income 

,,,ultWS4't1 /kllJmt"t''ib«1 (ImllMIIIl'd J 

( In Ihousand~) 

Assets 
Cash and ~hon- Iem\ inVCI>lmentS 
A,,:counb rt."'Cd\'ablc 
Other 

Total curn,:nt a~b 
Net propcny and C.'-(Iuipmem 

Uabilities and Sh areholders' Ellu ity 
AccounlS payable 
Accruc..-d liabili[i~ 
Income taxes payable 
Deferred income t:L'I(t."':! 

·Iotal current li:tbili til:> 

t.ong-tenn debt 

Common ~tock 
Ik lainc..-d earnings 

LQ"s nOlQ rt.*Ceh'2blc from ~harehotdcrs 

Total !>harcholdcr..· c..,<!uit) 

QU3.ner e nde d 
Decem ber 3 1, 

1984 1983 
$21,282 515,11 4 

I ... . , 
2.900 

467 

Six Months ended 
Dc.."a!mber 3 1, 

1984 1983 
$39,285 $27.574 

20,270 13,443 
2,400 

December 3 1, 
1984 1983 

$24.290 

$ 4,374 
3.963 
1,924 
2.593 

12,854 

972 
21,225 
19,4S4 
40.679 

132 
40,S47 

$54,373 

S19.203 
I 

S 4,584 
2 .903 

871 
1,800 

10, 158 

985 
20.527 
12,365 
32.892 

330 
32,562 

543,705 
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CoVER: GTE LIGIITI:-;(, SPECIAl PRoll'en GRO\;,I 

" . 

A I .lutomJkcf'\ mo\'C' 1l}wJrdJusr-n-Tlmt: (lin 
im'cnlon~\, their \upphcn TlWI c.ury :>r In Ihf!Lr 
fOot~{cpS- ·or (Jny the ,lull TlJken' Jnvc:ntory. 
Improved plolnl Rheduling :S eU('OII31 ~_ .U1C 
without ii, Jutomollvc' ~upplien IJn' ClC"lOmu: 

extinwon. GTE Lighting Spc-(IJI Produus, onc 
of lour di\,l\lon~ ofGTE'~ Elcctn(Jl ProdUlll Group. 
unde!'\IJnd~ the prc\\urc\. A well·known ffiJnu· 
Id.tturcr of Sylv,lnlJ heddl.amp\ IllT Iht' JUlOml)llV!! 

industry. Ihc (ompJny\ cU~lOmcn lIlduJt' Gen('r.d 
MOlD,.." Ford, .and Chrplcr, JS well uJJp.incie .md 

EuropcJn JUlom.lker\. GTE's .1Iutomotlve lighting 
opt'r,ItJOns wnml OrpiJOfS In ~t')'mo .r, In-Jj ,nJ 
.and HIllsboro. ~rw Hampshil'l!'. Ten)tln JgD. 

GTE staned the Scym-:Jur pl.lnl.ls In outgrtn'1h )f 
the Hil!~boro IACO,), As a sbrt-up. the pLmt moln­
ol~ed it\ opel .. li .... : Ii m.1nUolJ y .Jnd then J~f.lded to 
.a pdSOnJl (Qmput~r.lntre.J~d u.le~ fo 10"oed. BUI 
~oon the pcrson.al compul~· h.ad )utustM f" use 
lulne\s. Th~ pl.Jnt n«dea '" ~ lov.an •• .:! r;"U~rr. 
10 help m~nJgr It\ growlnl viliulne of ')usm~ .. i. 

A solution Colme In th~ lonn 01 MA~~tA~ 
runnln~ on ollkwlcu·r"cLud Senes 3000 \1oicl-H 
minicomputer. By olutomatlng m,mu.Jllunc 
110m, MA~MAN hJo~ eruhled the S~mQul p!.lnt 
to prodUlC' inli.lrrn.lIIOn qU!l kly .and clIi emly, 
MA:\MA~ 'OMAR"(order mJnJgemenV.lccounu 
rtcei"Joble) hA~ reduced the ~hlp·to·bltlmlel"\-'AI by 
.It leJ~t one dJy. ~1A~MA:-.I!AP"(ucounh pJYAble) 
ha~ reduced end-oFmonth anrual report produltlOn 
time from one day to Ihree hour';. And current 
proiection\ ~how th.1I MAN MAN 'APwill uhun.lldy 
re~ult In I 1{)qQ rcduClJon 10 eiton by the .I(1.Ounl\ 
pJoY.lble depAnmenl. In addition. \1A:\'MA:\ will 
enJble the pbnt to reduct in\'entone$ throu~h 
lmprovedscheduJill).:, \i()st mportant, MA~MA:\ 
will allow the Seymour pl .. nl to c"tolt~ direct CO"l1' 

putn 1mb with Its cll5tomen-.In eSSI!'ntl,l1 st~p for 
the ele(lrt)Jlil tr.lnsmisslon of .IdVlnCe shipping 
notrees now reqUired by .automilkcT\. II o~er to 
build on the lmp~ments already .lchieved.tht 
comp.!n)" plms to Impleme"lt MA~\IA~ n ts 
H11lstXlro Ij;cility. By shJnng.l C"(,mmon d.r.l,lb.a~ 
with the Seymour plAnt, m.lrketin~ pcrwnncl.lt 
Hillsboro will bt' able to LO~t.lntIY.l1 ce's qles order 
infOrmAtion. CommunruBons br-twtelllhc: two 
t~(llitie~ will be ~impJIJit'd. With MA~MA~. 
GTE I~ mc:etJng Iht' ch.lllen!!.t' ofld.lptinF; to 
Jutomaker requIrements. 



Cmll'ANY PROFILE 

A SK Computer Systems Inc. develops, markets and supports management information systems for manu-

facturing companies. The Company's MANMAN- Information System consists of nineteen integrated 

products for manufacturing, finance, marketing, customer service, decision support and human resource 

fu nctions. MANMAN is available from ASK as a turnkey solution with minicomputers manufactured by 

Hewlett-Pack.;m{ Company and Digital Equipmen t Corpor.ation. The system is also available through the 

ASKNEP remote processing service oron a licensed software-only basis. In addition to MAN MAN, ASK 

offers the MAXCIM'" Information System on minicomputers from Digital. _ Alo ng with comprehensive 

software, ASK provides a full range of services and support including educat ion, software enhancements, 

technical support and implementation consulting through its 45 offices in the U.S., Canada, Europe, 

Australia, Singapore and Taiwan. _ ASK was incorporated in July 1974 and had its initial public offering 

on OCtober I, 1981. 

FISII~CIIIL HIGHLIGHTS 

(In Ihou1.Jnds. except e~minp pc-r sh'lrt) 1988 1987 "86 1985 "84 
Year ended June 30: 

Net revenue 5142,414 S 98,305 576,019 579,233 565,076 

Net income 
Earnings per share 
Weighted aver.age common and 

common equivalent shares 
outstanding 

At June 30: 

10,795 
.82 

13,230 

8,001 
.62 

12,969 

5,889 7,949 6,142 
.46 .65 .53 

12,816 12,136 11,626 

Working capital 
Tota l assets 
Sha reholders' equity 

S 41,975 5 7],620 565,164 557,077 528,080 
143,354 119,862 96,689 8],223 

91,375 82,040 72,769 65,498 

R . ... . nu •• (In Millions) 

.. ~~~-" 86 
87 
88 

84~~~_ " 86 
87 
88 

EarnIng. P. r Share 

84~~~_ " 86 
87 
88 

51,985 
]6,442 

65.1 
79.2 
76.0 
98.3 

142.4 

6.1 

7.' 
5.' 
'.0 

10.8 

.53 

.65 

.46 

.62 
.82 
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To OUR SHAREHOLOERS 

F iscal 1988 was a yearof exciting progress and growth for ASK. We established important sales momentum 

in international markers, emerged as a leader serving multinational manufacturing companies, expanded OUf 

cooperative marketing relationships with Digital Equipment Corporation and Hewlett-Packard Company, 

broadened our customer support programs and oIcquired" majorcom~titor. We also achieved record 

revenues and profits. _ Revenue for fiscal 1988 increased 45% to S142.4 million from S98.3 million in fiscal 

1987. Net income increased 35% to S10.8 million or S.82 per share as compared with S8 million or S.62 IXr 

share in fiscal 1987. _ The manufacturing industry in North America and Europe is undefgoing a resufgencc 

that offers excellem growth potential for ASK. Faced with stiff competition, manufacturers are st:eking less 

costly, more effective ways to compete in the global marketplace. As a resull, two trends have emefged. First, 

manufucturers are expanding their operations around the world in order to be closer to their customers. 

Second, they are integrating and upgrading their information systems. We believe that these trends are cre~ting 

important new opportunities for ASK products and services. More than ever manufacturers are looking 

for standard software systems, cost effective computer systems technology and a strong, pro\'en softv.'art 

and services vendor thai can provide worldwide support. ASK is well-positioned to capitalize on these 

opportunities. - Continued expansion of ASK's operations in Europe and the Far EdSt improved our :.Ibility 

to attract and serve multinational firms. Our United Kingdom office completed its first full year under ASK 

ownership with exceptional growth in revenues and a large number of new customers. ASK French and 

German offices began building sales and service teams to address their respective markets. A new sales office 

in T.1iwan and additional staff in Singapore expanded ASK's coverage of the Asia-Pacific maTht. Our business 

base in the Pacific Rim was also strengthened by the completion of several new agreements with Digiral. 

These agreemenlS establish ASK as a marketing and sales partner with Digital in Hong Kong, Taiwan, the 

Philippines, Korea, Singapore, Malaysia, indon(:sia, Thailand and Australia. Also, the agreemen[$ provide 

for Digital's subsidiaries to translate and distribute MAN MAN systems inJapan and the People's Republic 

of China. - New hardware from HP and Digital also expanded ASK's ability to reach a wider Tinge of manu­

facturers around the world. Both companies began delivering new, more powerful machines that provide 

attractive upgrade paths for ASK users and enhanc(: our opportunities to win new customers. _ Excellence 

in customer service is an ASK hallmark and an ongoing priority for the Company. During the yearw(: com­

pleted the transition from local telephone techn ical support to IWo modem, well-equipped response centers 

which serve Nonh America. Together with our response cemer in london, they enable ASK to provide more 



effective, consistent expen suppon (Q all our customers. Our customer service effon was also extended to serve 

the growing number of MAN MAN customers now implementing Computer Integrated Manufiacturing 

(ClM) programs. Our new ASK Assisrance"'consulting organ ization is helping these compan ies develop 

implementation plans which make more effective 

use oflheir MANMAN and MAXCIM systems in a SANORA L. KORTZJG, 

C IM environment. _ Our share of the manufiac- CHAIRMAN OF TIlE BOARD 

turing infonnation systems marketplace increased ANO RONALD W. BRANIFF, 

submnti.;ally in fiscal 1988 with the acquisition of PRESIDENT AND CHIn-

NCA Corporation ofSant.1 Clar.l, California. NCA EXECUTIVE OFFICEIL 

develops and markelS manufacturing softwa re on 

Digital computers. In addition to strengthening our over.lll competitive position and broadening ASK's 

customer b.;ase, the acquisition brought a group of highly talented people to ASK .• Our 700 employees now 

serve more Ihan 2,000 manufacturing companies of all types and sizes. They r.lnge from small and medium 

Sized firms to high growth companies that have recently entered the ForlUllt 500 to very large, multinational 

corpor.uions. Located In every major market in the world. these firms use MANMAN and MAXCIM in 

discrete, repetitive and process manufacturing environments. Their diverse businesses and activities provide 

ASK with a broad range of experience in every aspect of manufiacturing. _ Looking ahead, we believe that 

ASK is well-prepared to maintain ilS position as a world leader in the manuf.lcturing information systems 

market. Our adv.;anced software systems coupled with modem computer technology enable us (Q take 

advantage of growmg demand for manufacturing productivity improvement. In addition, our worldwide 

comprehensive suppon services clearly distinguish U5 from ourcompetilion. Most imponant, our total 

focus on manufactUring companies communicates our commitment to understanding and meeting their 

needs around the globe. _ We wish to thank our customers and shareholders fortheircontinuing suppon. 

We also w~nt to express our appreciation to our employees for theiroul5unding performance and dedication 

to the Company's success. We look forward to another year of growth and achievement for ASK. 

Sandra L. Kurtzlg 

11l({Mif /~~ 
Ronald W Braniff 

Ch.;aimun of the Board President and Chief Executive Officer 

J 



. . . . every manu(-actu~r faces common bmtness problems. A lthough evcry manufactunng business IS umque, 

d P- _ ..1 .' USI be impro\'cd In forma tion must ~ exchanged. Customers Inventories must be controlJe . HJ<..IuCllvlly m . 

. full . od 'global market requires c .. reful pl.mmng and ullitzation must be satisfied. Compettng success yin ( ay s 

That's where ASK comes in. ASK software and services gl\'c m.mufacturtrs of every company reSOUfce. _ 

a competitive edge by helping to solv(' their manufaclUring management problems. ASK customers ~ngC' 

from stan-ups to some of the largest corporations 

in the world. They build everything from semi-

conductors and electronic equipmcnt to automobile 

parts, machine tools and paper cups. Yet ASK 

provides solut ions for all of them- with compre-

hcnsive standard software . • The secret lies in 

flexibi lity. ASK modularized software products 

can be configured to handle the unique requirements 

of a broad range of manufacturing environ ments. 

Customers simply choose a configuration that 

meets their specific needs. Continuous development 

of new products and improvements to existing 

products gives ASK customers an ever-incR'3sing set of options. In addiuon, ASK .alhances WIth leildmg 

autOmation vendors enable Customers to link ASK products with computer systems such as automotive R' le3se 

systems, computer aided design systems and bar code data collection systems. _ Flexible products .Ire lust 

one example of AS K's commi tment to providing manufacturers with specific solul1ons to their specific 

problems. An outstanding corps of customer service and suppon personnel is ilnother eumple-. TrJlned 

to help manuf.acturers ut ilize ASK products in unique business environments, these expens oWe-ron-site 

consulting and implementation assistance. In addition, they provide- telephone suppon (rom three custome-r 

response centers around the world .• As worldwide demand for service il nd suppo" conunues to grow, ASK 

is expanding its presence around the globe. The Company now services customers through subsidiilnes m 

France, Germany, Austral ia, Sing;apore and the United Kingdom, as well 35 Silles ilnd servicC' oper.auons in 

Canada, Taiwan and Switzerland. Meeting the complC'x needs of multinational compames is a kC'y Pol" of 

ASK's international stl'lltegy. 

TECIINICAl CONSUlIA.vrs 

AT ASK RllPONSE CENIIRS 

IN TIlE U.s. AND UX 

PROVIDE lMMIDlAJt 

ANSWUS TO CUSTOMER 

QUESTIONS. 

E 
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o~ THf t:-;~[I)E fROST COVER ""D 0:-; TIlE FOLLO""lSG 

PIIGES, I'ROH I E~ Of s[n~ CUSTO\tERS II.LUSTRATf IIOW 

"'\K'~ \OlUTlO:>;~ !>IElT" lI:"lDE RASGE OF l>IA:-;t;h\C-

TI'RJR~' RfQl'IRIME"n. 



A · h k ,.,' t 'on sY51ems had become too cumbersome and costly for Sp('tlra-rhY~ICS. n agmg pale wor 0 III orma I 

C 'ystems vendors were unrdiabJe .!Od ~ople from different divl\IOm withm Inc. (0 suppon. ompu er s 

Spectra.Physiu couldn't exch.mge mfonnation efficiently-a maJor concern for J comp.:IOY ","h 0IXT,luom 

Mound the world. Based In San)ose, California, S~ctrJ·Phy~lCs devdop\ Jnd mJnut".iouf('S I.Hen tor 

suentific, industrial and commerCJ..Ii Jppiications as 

well asan.1IYlicJI instrumentS dnd laboratory JUtO-

mation productS. A subsidi.II)· o(CIBA·GEIGY Cor-

paralion, SpectrJ-Phy~lCs has eight divisions locatC'd 

throughout the U.S., JS well as twelve Sales and set-

vice subsidiaries in Europe, Canada and the Pacific 

Basin. More than halfofthe company's 5300 million In annual ~'enue~ rt~uh from ovel'\U~ yb, By 19$4, 

the hodge-podge of homegrown and commercial software systems was no lon~er ahtptable, DJt~ from 

groWing worldwide operations was not readily .lvdildble to manage" 10 \'Jnous SlIes, and was olt(n unrtliable 

and difficult to consolidate, Timely Information existed only as .In unJtumJblc ~1. In ,rder to remedy 

the situation, the comp.my decided to standardize on a smgle set ofhudwJre .and s~)ltw.art produc!\, It -;hose 

MANMAN running on Hewlw-Packard Compan}' miniCOmputers, Today SpeltrJ-P~YSI_"s uses .\1A!\.\tJ\!\ 

prodUC15 In all ol"it\ domestic divisions, as well as its subsidianes 10 the U,K._ The :\etherlands. \'('eu GennJny, 

France and, In the future,JapJn, MAN MAN has mcreaslngly endbled the compJny to obtain reliJble 

information quickly from ig subsidiane5 around the world, Sales orders, shlpmenh Jnd b,oICklo~ dJIJ con. 

sotidated on a worldwide baSIS now allow Spectra-PhysIcs to mstJntl>" mOnitor lis overJl1 bU\lness ptlture and 

plan production re3listically, MANMAN has also produced Improvemena.1t individual Spc:UTJ.P"t)"SICS 

domesti, sites. In DaYlon, Ohio, the company's Construction and Agricultural DI\'lslor.. u\cd .\1A\:.\1A:-': to 

become d Class A mdnu!JCturer, Invemory accuracy Incredsed from SO% to 9ij% so tholt phy\ll-I nventoncs, 

which had been tdken fouT times d year, were dIscontinued. And thou\Jnds ofhoun ofo\'C'mme wert elim!-

n.lled while produCIJon Increased, \1A\:MAN has dlso helped SpeuT.t-Physlo 3chi('\-e Slplific3nt (O!ot 

sdvings In labor avoidance. Since implementing the system. the comp.tny hds mOl~3\ed .annual ~'enues 

from 5170 million to 5300 million while mainummg a stable he3dcount wuhm 11\ m.tnul,l(Iunng opcrJllons. 

MANMAN provide~ accurOlte mtorm3tion for worldwide operatiOns In dn ~OI~il)' Jc(e\\ible torm. 

, 



SPECTRA-PHYS1CS, I:-;c. 

RON KlYN 

, CoRPORATE SYSTEMS CONTRACTORS USE SrECTRA-PHYSICS LUERS TO 

MANACER MEASURE FOUNDATION EUVATIONS AT NEW 1I0ME 

• 
CONSTRUCT10N SITES. 

, 



BENSONS INTERNATIONAL SYSTEMS, LIMITED 

CHILDREN AS WEU AS ADUm USE NOTEBOOKS CONTAIN-

ING METAL RING BINDER MECHANISMS MANUFACTIJRED 

BY BI!NSONS INTERNATIONAL SYSTEMS, LIMITED . 

• 

D.P. MANACER 
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The company had expanded rapidly over reccnt yeal) to become the dominant supplier in its mdustry when 

.I ~hiti:ing global economy and competition from the Om~nt threatened its development Impetus. Now more 

th.1n ~'er, it needed to cut cOSts and improve produCtlvity-bul it~ old computer system JUSt couldn't handle 

the ,ob. That was the silU.ation at Sensans intc'mJtional S)'SICmS, Limited-the world's no. I supplitr 

of metal thrt'e' Tlng binder mechanisms. Headquartered In Clouceslershirt, Engbnd, Bensons has factories In 

the United Kingdom, Singaport', MalaysiA and 

Australia, as well as distribution subsicli.mes in 

Canada, FrancC', The Netherl.mds, Italy, Jnd the 

United StJltS. It is a subsidiary of the Swedish 

multinational Esselte. Already operatlllg In an 

IIlclumy where tight margins are the norm, Bensons pondered ways to meet the Onental price competition. 

Reduuiom In manufactunng costs were ImperatIve. Yet an obsolete computer system seemed iII-eqUIpped 

to meet the challenge. The 50lution 1.1)" in.1 fully lntegTJIed sptem with supenor pl.lnning capabilities-

MA:\"MA:">O runnmgon.1 Hewlett-Padurd Series]OOO Model 42 mlnlcomputer. A major factor in Bensons' 

lhol(:e ..... .1S MA;";MA:">O'~ ~petilive manufacturing functionality. As a high \'olume manufacturer with 650 

,t.1nd.1rJ produch dnd extremely short lead limes, BellSons oper.nes in a "workorderless" en\·ironment. 

It~ United Kingdom facility dlone produce~ over one dnd one-quarter mIllIOn finished products per week. 

The company could nOt operate with dny sptem that did not pmsess reptUtive manufactunng functionality. 

MANMA:-.' was Implemented to lo ..... erco~t~ and it did. In addition to reducing raw malerial and component 

Inventones, MANMAN helped Bemons reduce dlrecllabor COStS on the shop floor. The key was Improved 

plalllllng. The old system didn't do cdpacity requl~mtnts planning- -an are.!. where MAN MAN provided J 

tremendous Improvement. The sy\tem also endbled Bemons to react qUlckl)' to customer and marketplace 

demands. Since Implementing MA~MAl'\, the company's accuncy of delivery promises rate hds inl~ased 

to 91:1%. In order 10 further strengthen its compeullve position. Bemons is currentiy considering MA:\MA:-': 

IlH its SingJpo~ plant. The onl)" thing more difficult Ihan ",chievlng success is maintaining It. With 

MA:"\\1AN, Bensons remains no. 1 in the binder mech.mlsm Indust!)·- -",nd is lengthemng its lead. 

• 



RI~don Corporallon is one ohhe world's leading manufaeturc"rs of emmelle and toiletry containers. In 

keepmg with it~ \lrJ1egl~' plan of strengthenlllg its position as .1 world class mdnufJeturtr, the compan~' 

imtdHed an \iRP-][ sy~tem. eadquanered 111 Naugatuck, Connecticut, Risdon hd\ eight divISIOns manu-

factunng a wide variety of(:ontaim:rs for both the cosmetic dnd lOiletfY IOdu5lnes. Risdon prodUClS range 

from lipstick tubes, mascara and compact CdseS for Revlon, Eliubcth Arden, ~1Jx Factor, Noxdl and Avon, to 

deodorJIH stich for Procter & Gamble. Six of Risdon's diVISIOns, mcluding one 111 Cmada, use ~tANMA\' 

to m;1Ilage their operatlom. MANMAN'~ flexibility allows each 1000dllon to devdop m own database ~ it 

(:an fun(:llon autonomously, running repom specific to its product line or special need\. All the dlvisiom 

run MANMAN from.l Hewlctt-Paclwrd Series 3000 Model 70 minicomputer, located .11 Risdon\ corporate 

headquJne~. Risdon oper,lIes 111 a high volume, 

vdried lead time environment. Cosmetic company 

orders, often .1\ high as two million items, can rt-

4ulre Jnywhere from week\ to momhs to mdnulac­

ture. In order to hdndlc the worklOJd, Risdon uses 

MA~MA~IR£PETITIVE:-A$K\ rept'titi\"c manutactunng mandgemem produ([. !\IA:'I:\1A:'I:REPETITI\"E 

accommoddte~ Risdon'~ high volume, low Inventory. fast-paced production reqUtrtmerm. SII1l:e Imple­

menting MANMAN, Risdon has Improved on-time deJtvenes by 26%, rtdUl.:ed Ih 1O\'e"'lt01\' by 15%. dnd 

Increased ~hop delivery performance. The Improvement 10 on-time deltvenes ha\ not gone unnomcd by 

Risdon\ cu,tomers. Several have ofiicially recognized various Risdon dl\'I\lom for hemg (Xlellent \uppliel'\-

J designation which reflect~ quality, a~ well as timely delivenes. MANMAN ha~ ,-.1\0 helped IInpro\"e 

on-lime delivery of mJt('TIJls 10 Risdon, an Imponant consideration for repctillv~ nunu/deturel"'>. B~' ~nJbllllg 

Ri~don to plan and schedule production mort effectively, MA:'I:MA:"I ellable~ the compan~' 10 give its ~up­

plien more J((urale projt:tliom o(its needs. As a result, on-time deJtvcne\ hom \'endol'\ hJ\'e Improved 

by 30'\1:1. By providing Risdon with a solid foundation tor mandgmg 11\ opt'r,lIiom, ~tA:-';MA:\, ~ helpmg 

the wmpany achiC"\'e its goal ofbccomlllg a world class manufAeturtr. 

" 
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CIIlICK SANDEPSO~ 

CoRPORATE DIRECTOR Of 

INfORMATION SEltvlCES 

RISDON CORI'ORATIO:>l 

RISDON CORPORATION'S COSMETIC CONTAINERS 

RANGE FROM LIPSTICK TUBES TO COMPACT CASES Al>D 

ARE FAMILIAR TO WOMEN EVERYWHERE. 

" 



PIIILlPS AND Du PO:-''T OPTICAL COMPANY 

COMPACT DISCS MADE BY PHILIPS AND Du PoNT 

OPTICAL COMPANY MAKE THE MUSIC SEEM LIKE rr's 

" RIGHT THERE!' 

12 

Blmo, 

MIS MANAGU 

1'00. KJ"cs Moc ... ,.Al'" 
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B fllIgHlg ,1 \Ong \ulles~fully to market requlrn more ,h,m top notch \'oeJlim .Ind musicians; today it also 

n:1.jum:~ compau dl~( repileJlof'!l. And when J ~ong.l\ J hi!, rccord compJllIe\ ..... dnt J Jot of compact disc~­

'~(l\\ Philip' Jnd Du Pont Optu.:JI Company (PDO) I~ J. 1c.lding \upplierofwmpJel di~cs (CO\) to the 

mU'll lIIJU\'T)'\ IJTtc\1 f("(ord (omp.lOic\, A JOint Hnture c\tJbll\heJ by X \' Philip~ .md E.!. Du POllt. the 

[·)mplnY 1\ 1cJdquJnereJ In Nieuwegein, The NetherlJnds. PDO'\ U.S. o~rJtion\ mclude f:mlitie, In 

Wllmmgwn, DeiJ ..... Jre Jnd Kinp Mount.lIn, North CJrollllJ.. The company U\C\ J mJllufJctunng procC\\ ,hJI 

,·)mbmc\ the \tJmplllg and mokling of trJdmOllJI nlJrlulJ.(tunng wuh the rdlcctiv( cOJlinp Jnd clean rooms 

1,1 high u:dmology mallutJcturing. PDO pride, it}I.:ifon producing top qUJlity product~. In the mu~ic bml­

nn" time 1\ of the c\~enCl' PDO cu~tomeT\ typic_Illy reqUire J ten-to-fifteen dJy turnJround time. When the 

populJrlty of J \pecifil di,c skyrocket\, PDO', fJ(!ory mu\t meet denlJlld 1I1 J\ little J\ two dJYs, Flexibility is 

sscntl,l1. The compJny mmt be Jble to ,ld)U\\ produltion \cheduJe~ on .I moment\ notice. From the time 

JII\\ li>..tndmg. PDO recognlzeJ th.lI JIl MRP-JJ \y\tem Wd\ Indi\pell\Jblc if II~ mJllufdclurmg operJIiom 

WI r1 10 hit the top of the ch.:tn\. The \ptem \electeJ hJJ to be on-11I1e ,md reJI-time 111 order \0 Te'~md 

-Jpialy to C'lJn~lIl): lu\tomerdemJnJ .. \.tA;\'MA;\' tilleJ Ihe hill. \!A;\'\!A;\,\ tOmpreheml\'(~ \oh ..... Jrt" 

.JPlcd wIth DI"iul Equipment CorporJtlon\ nleml\'!. ,y,tenH network lJpJbilit)' enJbles PDO to U\C J 

\'_I\X· .-r:OO computer (locJted III In LI. Du POllt plant In R.Jlelgh. ~o"h C~rolinJlto run ASK produCI\ In 

,,·\'cr.J IOCltl.:)Il~_ The ,\fA:'\\fA:'\ orJer mJnJgement .mJ mJnUf,Ktunn~ prodUll~ are u\ed at PDO\ Kin)!' 

\!oufJlJin plJnt .1I1d the Jccounting JnJ orJer InJllJgement pmducts JTe used .It its fdeility III \X-rilmlllgton. 

\fA:,\ \lA;":\ Ih-xihility Jllow, PDO\ tWO loc.lIioll\ to keep \cp.ITJte JatJhJ\es. yet merge JatJ when JppropriJte, 

DUring the fir.t reM of \IA;,\\fA:-.J u\e. the compJny\ fi.mhed good, Jnd m.lIeriah inventory accuracy wc 

JUTlllX'd tfum 5()Q JI III 95' \J The \y,tem h,\\ .11m en .• bIeJ the compJny to lII\tJntly Jcce~s thc infornlJtion it need\ 

to me":t cu\\umer demJIJJ. With Ihe help 01 !v1ANMA:'>I. POO CJ\lty JlcommodJtcs thc veT)' ~mJlle"t ordel'\ 

.. • 

.... 1 

Jnd the vel')' IJtgc\1 -very qUKkly_ MA;>.;\fA:-.< 

hJS proved Hl wccc"f'ullll helping PDO replicdte 

, "mpJct di'l \ lIlth~ Lnlled Stdles thJtthe company 

:'C(('nlly purlhJ~ed the rrench \'~rslon of .\IA:-\\fA:\ 

lilf 115 fJlIory in I.ouvle ..... FrJncc_ 

1 



INERTIA DYNAM ICS CORI'ORATION 

A VARIETY OF POP ULAR GA RDEN EQUIPMENT SUCH AS 

GAS· POWERED LEAF BLOWERS ARE MANUFACTURED BY 

[NE RTIA D YNAM ICS CORI'ORATJON. 

GARDI~ER Dl'lTO\ 

CHAIRMAN OF TlIE Bo.un 
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FROM ASK 

Contact: 

FOR IMMEDIATE RELEASE 

Glynnis Sears 
ASK Computer Systems 
(415) 748-2803 

Kamini Ramani 
Copithome & Bellows 
(415) 541-0873 

~MPUTER SYSTEMS INTRODUCES INGRES FOR A/UX 2.0; 
~ Users Now Have Access to Advanced Database Server Capabilities 

ALAMEDA, Calif., March 25, 1991 -- ASK Computer Systems, 1nc.'s Ingres 

Produces Division tooay inrToouced INGRES for A/UX 2.0, a complete relational database 

management system (ROBMS) chat brings advanced database server capabilities to Apple 

Computer', Macintosh systems. INGRES for A/UX 2.0 includes the INGRES RDBMS, 

INGRES 4GL application development tools, and SQL access software and will work with 

AIUX 2.0, Apple Computer's Unix operating system. 

"By shipping the first database server for the Macintosh, ASK continues to fulfill 
its mission co lead the evolutio n to c1ient~server computing," said Eric Carlson, executive 

vice president of product operations for ASK. 'INGRES for A/UX 2.0 is the first RDBMS 

to take advamage of the multitasking and multiple windowing features of the A/UX 

operating system. Macintosh users now have the same RDBMS capabilities enjoyed by 

INGRES users on other Unix·based systems, and most importantly, they have it tcxlay.· 

INGRES for A/UX is targeted toward existing INGRES customers who would like 

to use the Macintosh as a multi·user SQL database server. MIS managers, including 

Apple customers in corporations, universities, federal government agencies and military 

installations, will also benefit from the prcxiuct as they downsiz.e database servers to the 

Macintooh. The product is also aimed at Macintosh database consultants and VARS who 

require a powerful SQL RDBMS to build business applications. 

(more) 

ASK Computer Systems, Inc. _ 2440 W. EI Camino Real _ Mountain View, CA 94039-7640 _ 415/969-4442 



ASK Introduces INGRES for A/UX 2.0 2-2-2 

Used as a departmental server, INGRES for A{UX 2.0 builds upon the multiserver 

architecture of the INGRES RDBMS to allow up co 18 users simultaneous access to large 

volumes of data. Macintosh client applications developed with software such as GQL, 

Hypercard. Omnis5, 4th Dimension and Excel can simultaneously access data using 

Apple's DAL (Data Access Language). Automatic query optimization is provided by the 

statistics· based INGRES Query Optimizer, ensuring efficient execution of requests for 

data. INGRES ponability and scalability allows the database server and applications to be 

moved from Macintoshes to larger machines when more power is needed. 

INGRES for A/UX 2.0 may also be used as a multi-user INGRES application server 

or as a development system for INGRES applications and databases that reside on 

V AXNMS or Unix systems. 

INGRES for A/UX 2.0 is available immediately from the Ingres Produces Division 

for $3,995. One license is required for each A/UX 2.0 system. Minimum hardware and 

software requirements for the product include a Macintosh II fam ily computer with hard 

disk, A/UX 2.0 or later operating system, Macintosh OS 6.0.4,12 MB RAM, 160 MB 

storage and INGRES software. 

ASK Computer Systems (NASDAQjNMS: ASK!) is one of the 10 largest 

worldwide software firms with revenue approaching $100 million. Its comprehensive 

software product line includes the INGRES Intelligent Database, application development 

tools, and a wide variety of commercial and information management applications. There 

are more than 2,100 ASK employees worldwide in 91 locations. 

, , , , 



M lnaging growlh i\ an Imponant objective for any complny. But when J company's annual revenue~ grow 

lrom S23 million to S70 million In Just four years, managing growth i\ not only impoOJnt. it is crucial for the 

~omp,lOy\ long-tenn \un·lval. R..:!pid growth is a familiar phenomenon At lnenia Dynamics Corporation 

flOC,. loc,lIed In ChAndler. Arizona, the compAny manufactures A variety ofgas-powe~d lawn tnmmers 

• 

(OSTKOI \ ANti \tlf ( 1 \\1 1\ 1\ MANM,INf, 0111< (,I<()~ fli 

.md leaf blowers lor cu~tomers such AS K-Man, 

J.e. Penney And Home DepoL IDC was named one 

of the I:nte~t groWing public compantes In the 

Unlled State\ by Blllmm Wttk magazine in 1986 

Jnd 1987. (The company WJ$ tAken private In 

Odohct Iq87.) IDC had always used a manual ~}·~tem to keep track of itssales, IIlventory and financials. 

II, Iwe\·ef. a new approa.(h was dictated by changes In the company\ bu~mes~. Specifically, IDC planned 

to upAnJ I" tUthtlon.11 reseller cu~tomer base by directly marketing its own products. This would mean 

A ~uanlum IIllreaSe 111 Solles orders, accounts receivable, and work orde!), as well as more complex build 

sc~edu es. In antIC patlon of proletled growth, the company deCIded to Install an \.1RP-II system mJune 1984. 

T"le JeclSion proved prophetic OUTIng the p.lSIlour ),e.m, IDC has tnpled m size. In Oldeno gam grealer 

I >rlrol o\""_r IS Jay·tl ·d. V busmess opcrallons, IDC pun:haseJ \tAXCI\.1 runntng on J Digital EqUipment 

Corpar,uun VAX 750 mmlComputer. The (omp.my later upFJaded to the VAX 8530 whlch][ uses to(by. 

Once he sy\tem wa~ up and runntng,][ produ(ed \ome speuacul,H results, panicularly in the .Hea of 

nve ltor)" (ontrol. IDC now repon~ a q6-97% aCCUTJC)" rdle on Its part~ count and J 97·98% location accuracy. 

b.cn more ImpOrl.)nt, MAXCI\.1 has helped the company ~Jve milliom of doll.Jrs by holding IIlventory 

:I(lW;1 to m.lIlagtable le\"el~. Without the sy~tem, IDC would luve had 10 purcha\e at least 2()OIo more invento!)· 

to mana~: Ihl" ~.lmC" level ofbu~iness. The S)"\t(ffi ha~ aho enablc:d the company to process a tremendous 

volume )1" Inl<lrmat!!)n with. mmlmum of manpowa. By elimInating mu(h 01 the paperwork reqUIred by 

the JI:I nunu.-.I ~y\tem \.1AXCI\.1 has allowed IDe to F:fOW Without addIng a lot of new staff. By elimInating 

the ~H _rllo hIre nany new pe~onnel, the compan~· So1\"('d an (""Imated 3~ln den(.11 ula!)· costs. As IDC 

continues 10 gfllW, ASK Will contInue to prOVIde manufactunng man.'gement solutIons that meet ils needs. 



M anulallurlng l~ J lough bU\ine~s under the best of (lfCUmSlam:es. But it\ rcally lough when you mmu-

tacture produtt\ \ubicct to stnll go\"crnmcnt reguldtiom. Gm-Probe. Inc.:. kllOw~ about lough regubtiom. 

A\ J leading biotechnology wmpaoy, Cen-Prom- develops produtts on the lCJding edge of medi(J] tcch· 

flology. The SJn Diego. CJlifomIJ·hd~ed company manufaClures medical test kits \ubjet! to dColfdncc by 

the l:nitt·J Stdtt'\ r-ooJ b;. Drug Adm mist ration. The kits ,m: u\cd in hmpitJI !Jbor.ltonc~ lor m-"itro diJ~' 

!lQslie Ic\tmg of J variety of Inl~Clious diseases. In order to comply with fedefal regulJlJom, Cell ·Probe 

mu\t be able 10 track the lot numbers afke)' rJW matenals used In the production pnxt's). It mu~t aho be 

Jble to tTJck finidlcd gooth. which i~ why lot tracC'ability was high on the cntena lI\t when the company 

)c1ec!C'd J nlanuf:lnuring mallJgement mformation ~ystC'm. The MAN MAN InformJtlon Sy\tem hc:Jp\ 

Cen-Probe meet it\ feder,11 obligatiom, a) well as manage its manut:lctunng operatiom cllCltivc:ly. A par· 

ticulJrly Impt)rtarH pm ofthe ~rstcm IS MANMANfTRACKER:" An integrJtC'd lot tr.ttkll1~ ~y\tC'm. TRACKER 

pro\'idc\ comprehen"ive tr;l(eJbility of a lot's parts from mitial receIpt through m,mulJlIunng to tinJI 

shipmcnt of the finished product. Cen-ProbC' hJS usC'd \{A;-';-.\1A:-.l throu~h every ph ~ of the company\ 

growth. Initially. when Cen-Probe consisted 0120 C'mployC'C'~. thC' comp.tn), u~ed .\fA:"\'\!A;\' ., ASK:-':FT 

ASK\ remote proce~sing ser.'lce. Two yC'ars later, Cen-Pro~ brought the ~y~tem 10 louse )n J OI):il1l 

Equlpmc.·nt CorpoTJIion MlCroVAX'''1I mmlComputer. Tad.t)" the comp.tny s publidy hdd, emploY 140 

people Jnd pl.tns ,In Jggre~"ive growth path. Cen-Probe's move from Ilnle\hJnng tu an 1Il-house s)"\tc.m 

is typical of smaller. hIgh growth (OmpJllles. By starting out on tlme)hanng. comp3nie~ ~Ut 1 01) Gcn'Pro~c 

gaIn an Integrated manulJlIunng SOlution without the expense ora capilallnVe\tmenL AI thne compalllcs 

grow, they CJn e.l~ily upgrade their computmg cJpabilities. ASK meet~ theIr neeJ, with J wIJe rJn):!. 01 

hardwJre options that alTer a \mooth mIgration path, 

A) Cell-Probe groW\, ASK will meet its changing 

neecl~ wHh the proper mix of product~ and ser.'lces. 

With the help of .\.1ANMA]\;, Ctn-Pro~ will con-

tinut to CTeJt('. manubuure and deliver yfC', 

reliable products to lt~ custom('l'\ around the world. 

ANY'C'IIfR.E IS TtlI' MANUM 

• 
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VICl PmIOL'n 

OFO'Wno~~ 

CEN,PROBE. INC. 

CEN, PROSE, INC.'S MEDICAL TEST KITS ARE US ED 

IN 110SPITAL LABORATORIES TO DETECT NUMEROUS 

INfECTIOUS DISEASES. 

" 



ASK COIoIPl,1TU SVSTllMS INC. 
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MANACEMENT'S DISCUSSION lu'lO ANALYSIS 

R.sutts of Operotions 
ASK's net revenue increased 45% in 1988 and 29% 
in 1987 compared with a 4% decrease in 1986. Net 
income rose 35%and 36% in fiscal 1988 and 1987 
respect ively after a 26% decline in 1986. The 
increases in net revenue and net income have 
resuhed from a higher volume of sales and service 
domestically and reflect the Company's expansion 
in international markets and the fiscal 1988 acqui­
sition ofNCA Corporation. NCA Corporation was 
acquired by ASK in August 1987 and recorded using 
the purchase method of accounting. Fiscal 1988 
results include ten and one-half months of opera­
tions rela ted to NCA. The decreases in fisca l 1986 
were att ributed to a general softness in the market 
for computer-based products and services as U.S. 
manufacturi ng finns experienced a decline in busi­
ness resulting in a reduced level of capital spending. 
This slowdown primarily affected systems revenues. 

In addi tion to tumkey systems, the Company 
provides related services including software sub­
scription service which includes updates to software 
products, o n-line remote processing (ASKNET), 
education and consulting. These services repre­
sented 24%, 21% and 25%ofrevenues in fiscal 1988, 
1987 and 1986 respectively. 

Gross margin as a percent of net rt"\'enue was 
52% in fiscal 1988 compared with 51% in 1987 and 
52% in 1986. Software products and services, which 
have a higher gross margin than computer hardware, 
accounted for a slightly higher percentage of revenue 
in 1988 and 1986 than in 1987. The composition 
of revenue, particularly the ratio of software to 
hardware, can vary from quarter to quarter causing 
fluctuations in the gross margin percentage. 

Product development expense in fiscal 1988 
increased 43% after decreasing 1% in 1987 and 
increasing 26% in fiscal 1986. The 1988 increase is 
due primarily to the August 1987 acquisi tio n of 
NCA Corporation, to the internal allocation of 
addi tional resources and to general increases in 
salaries, fac ilities and other expemes. Th e flat level 
of spending on product developmen t in 1987 Over 
1986 was planned by the Company to bring the level 
of expenditures back to a range of approximately 
8~ of net. revenue as was the case in 1985 compared 
with 11% In fiscal 1986. Selling, general and adminis­
trative expenses increased 52% and 33% in fiscal 
1988 and 1987, respectively. These increases were 
primarily due to the Company's continued inter­
national expansion, the growth of the domestic 
field sales and service organizations and OIher 
administrative pe~nnel necessary to support the 
Company's operations. The increases in 1988 include 
personnel added as a result o f the acquisition of 
NCA Corporation and increased facilities com. 

Operating income as a ptrcent of net revenue 
was 9%, 9%and 8% for 1988, 1987 and 1986 resptc­
tively. The operating income percentage was 
unchanged in 1988 from 1987. The slightly higher 
gross margin percentage in 1988 was offset by some­
what higher increases in product developmtnt and 
selling, general and administrative exptnses. The 
increase in 1987 operating income over 1986 was the 
result of higher revenues. 

Interest and other income decreased 34% from 
1987 to 1988 after increasing 11% from 1986 to 1987. 
The decrease in fisca l 1988 reflects tht lower level 
of invested cash subsequent to the acquisition of 
NCA Corporation in August 1987, which was par­
tially oRSet by foreign exchange gains. The increase 
in fiscal 1987 over 1986 was tht result ofhigher 
invested cash balances. 

The effective tax rate was 30%, 36%, and 40% in 
1988,1987 and 1986, resptctively. The decrease in 
fi s("a11988 reflectS the effect on the Comp~ny of 
t ~x rate changes resulting from the Tax Reform Act 
ofl986. The decrease fo r fiscal 1987 reflectS changes 
in various tax credits available to the Company. In 
December 1987, the Financial AccountingStand~rds 
Board issued Statement No. 96, • Accounting for 
Income Taxes: which establishes a new method of 
accounting for income taxes. The Company intends 
to adopt the standard fo r fiscal 1989 beginning 
with the quaner ending September 30, 1988 without 
restatement of prior years. 

Flnandal Condttion 

The Company's liquidity ~nd capital resources 
position remains very strong. Working capital as of 
June 30,1988, was S42.0 million compared to S7J.6 
million as of June 30, 1987. The decrease ofS31.6 
million resuhtd primarily from the cash purchase 
ofNCA Corporation for 543.5 million offset by 
workingc~pital provided from optrations which WOI$ 

S17.5 million for fiscal 1988. Other m~ior u5eSof 
working capital were for capital additions, repur­
chase of common stock and c~pitalized software 
development costs. The increase in accounts receiv­
able at the end offiscal 1988 over 1987 was the rtsult 
of significantly higher revenues in the fouRh quaner 
of1988 (S46.5 million) compared to the founh 
quarter of 1987 (531.4 million). 

It is expected that in the foreseeable rulUrt the 
Company will have working capital needs to finance 
ongoing operal1ons as .... ""tll as tn\'estmtnts In 

propeny, plant and equipment. The~ will be funded 
through cash generated from optrations and txisting 
cash and short-term investments. At June 30, 1988 
the Company had total mortga~ debt ofSl.5 million 
outstanding on four facilities. In addition, the 
Company had apitallease liabilities outSunding 
in the amount ofS.7 million and other long-term 
obligations ofS1.0 million. 



ASK CoIII'l:11:. SrsfUlS [NC- SEL[CTHl FINANCIAL DATA 

I[n thOUs.lnd~. ~x~~pt ~I $h<ll1"C' dltl) 1988 1987 1986 1985 1984 

Five Year s...mmary 

YC.lrcndcdJunc 30: 
NClln'cnu~ $142,414 S 98,305 $76,019 S79,233 $65,076 

Gross mugln 74,571 49,775 39,396 40,247 31,854 

Product de\'ciopmcnt 11 ,876 8,288 8,358 6,649 5,199 

S~lIlng, g~n~ral and admi nistrativ~ 49,8[6 32,778 24,658 21,404 16,656 

olscontlnu~d producls 1,242 

O~rllLng Incom~ 12,879 8,709 6,380 12,194 8,757 

InI~r~s t .1Ild oth~r Incomc, n~t 2,5-\3 3,825 3,436 2,515 2,165 

Incomc t;.Jus 4,627 4,533 3,927 6,760 4,780 

Nctlncom~ 10,795 8,001 5,889 7,949 6,142 

E4rnlngs prr share .82 .62 .46 .65 .53 

Dlvid~nds per sharc 
Weightcd avcrag~ common and common 

cqulvalcnt shares outstanding 13,230 12,969 12,816 12,136 11,626 ---
AtJunC' 30: 

Working ca pital $ 41.975 $ 73.620 565,164 $57,077 $28,080 

Tau.! asscts 143,354 119,862 96,689 83,223 51,985 

Totallong-tcrm debt and obligations 2,088 935 951 965 979 

Shareholdcfl' equity 91,375 82,040 72,769 65,498 36,442 

Firsl 5«ond Third Founh 

Unaudited Quarterly aesult, QU<lln~r Qwn~r ~ner Qu~ner 

Fiscal 1988: 
Net m·cnuC' $26,609 S32,346 537,004 546,455 

Gross margin 14,984 17,241 19,137 23)09 

Operating Income 2,171 2,357 3,318 5,033 

Nct Income 1,882 2)52 2,649 4,012 

E:.Irnlngs per share .14 .17 .20 .30 

WClgtHed avcngc common and common ~quiva lcnt 
13,081 13,058 13,308 13,473 

sh.llr~s outstanding 

Ft.ScaI1987: 
Nct rtvenu~ 

$20,344 521,159 $25,399 $3 1,403 

Gross marglll 
10.630 11,563 12,171 15,411 

Operating mcorne 
1,930 2.169 1,660 2,950 

Nctmcom~ 
1,775 1,995 1,681 2,550 

Earnmgs p~r shue 
.14 .15 .13 .20 

WClghtcd aver2ge com mon and commo n cquiva lcnt 
12,907 12,936 12,987 13,046 

shares outstOtnding 

. St~ Not~ 1 10 Conwhd.lot~d Fm~n~i~[ St<lltem~n l S conc~mmg Acquisitioll5. " 
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CONSOLIDATED STATEMENT OF INCOME 

(III IhoUSOIlld5, except per shan: datl) 

Ytar EndtdJullt 30, 

Net revenue (Note I) 
Cost and expenses: 

Cost of mrenue 
Product development 
Sellillg, general and administrative 

TOial cost and expenses 

Operating income 
Interest and other income, net 

I ncom~ before income taxes 
Provision for income taxes (Note 4) 

Net income 

Earnings per share (NOIe 1) 

Weighted average common and common equivalent 
shares outstanding 

See accompanying notes. 

1988 

S142,414 

67,843 
11,876 
49,816 

129,535 

12,879 
2,543 

15,422 
4,627 

S 10,795 

S .82 

13)30 

1987 1'" 
S98,305 S76,019 

48,530 36,623 
8)88 8,358 

32,778 24,658 

89,596 69,639 

8.709 6~80 
3,825 3,436 

12,534 9,816 
4,533 3.927 

S 8,001 S 5.889 - -S .62 S .46 

12,969 12.816 



ASK Cowl'll1'U SmDtS INC. CONSOLIDATED STATEMENT OF SIiAREilOI.DERS' EQuITY 

Common Stock 
Cumul~live 

Rct~in~ Tr:lnsl~tion NOles 
(In Ihouunds. ucept sh;l.rts) Shares Amount E;J.mings Adjustment Receivable Toul 

Balanct atJunt 30, 1985 12,756,389 S42,042 S23,559 S - S(103) S65,498 
Issuance: of Siock pursuant 10 

siock oplion and stock 
purchase: plans 148,414 1,268 1,268 

P"yme:nt on note:s re:ce:ivabJe: 103 103 
Cumulallve: tr:ansiation 

adjuslme:nt 11 11 
Ne:t mcome 5,889 5,889 - - -

Balance atJune 30. 1986 12,904,803 43,3 10 29,448 11 72,769 
Issuance of stock pursuant to 

stock oplion and stock 
purchase: plans 155, 184 1.337 1,337 

Cumulalive translation 
adjustment (67) (67) 

Net Income: 8,001 8,001 ---
B.;abnce .;at June 30. 1987 13,059,987 44,647 37,449 (56) 82,040 

bsu.;ance of stock pursuant to 
stock option and stock 
purchase plans 90,666 979 979 

Rtpurchase of common stock (224,000) (1,552) (1,552) 

Cumulative Ir:anslation 
adjustment (887) (887) 

Ntl Income 10,795 10,795 - - -
8aJanct .;at June 30,1988 12,926.653 S44,074 S48,244 S(943) S - S91,375 -
Sct .;accompanymg notcs. 

" 
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CONSOLIDATED BAlANCE SHEET 

(In ,hOI,lS3nds, exceplshares) 

AtJundO, 

As.-II 
Curr~nl assets: 

Cash and short-term investments (Note 3) 
Accounts receivable, less allowance for doubtful accounts 0(SI.833 

(51.253 in 1987) 
Inventory 
Other 

Total current assC'ts 
Capitalized software development cOSts, net (Note I) 
Property, plant and equipment, 31 COSt (Note 7): 

Land and buildings 
Equipment 
Leasehold improvements 

Less accumulated depreciation and amortization 

Net property, plant and equipment 
Other long-term assets, net 
Goodwill, net of accumulated amonization (NOte 2) 

Uabilifies and Shareholders' Equity 
Current liabilities: 

Current ponion oflong-tenn debt (Note 7) 
Accounts payable 
Accrued payroll and rdated items 
Other accrued liabilities 
Customer deposits 
Income taxes payable (Note 4) 
Deferred income taxes (Note 4) 

Total current liabilities 
Long-term debt and obligations (Note 7) 
Commitments and contingencies (NotC's 5, 6 and 9) 
SharC'holders' equity (NotC' 8): 

Common stock, no par value: 40,000,000 sha rC's .1uthonzC'd; 
12,926,653 shares outstanding (13,059,987 in 1987) 

Retained earni ngs 
Cumulative translation adjustment 

Total shareholders' equity 

SC'e accompanying notes_ 

-
1988 \987 

S 35.2~5 S 70,185 

49,628 33,033 
5,670 5,572 
1,323 1,717 ---

91,866 110,507 
1,309 \,096 

J,977 2,910 
19,520 13,122 
2,678 1,823 

26,175 17,855 
14,421 11,383 

11,754 6,472 
2,851 1,787 

35,574 

5143,354 5119,862 -
5 1)05 5 16 

21,589 15)00 

5,598 3,727 

6,071 5.126 

4,059 3,317 

1,888 2,808 

8,481 6,693 -
49,891 36,887 

2,088 935 

44,074 44,647 

48,244 37,449 

(943) ~) 

91,375 ~ 
S143,354 5119,862 -



ASK CoNPlJTU SVSfD(S INC. CONSOLIDATED STATEMENT Of CHANGES IN F I NANCIAL POSITION 

(In Ihou»nds) 
Var End~dJune ]0, 1988 1987 1986 

Sources of working capital: 
Working Glpital provided from operalions: 

Nel mcome S 10,795 S 8,001 1 5,889 
Ch.arges to operations nOt requiring the current use of 

working capital: 
Depreciation and amortization 6,744 2,977 3,372 ---
Tot<l l wo rking capilal provided from operations 17,539 10,978 9)61 

IssuanCf! of stock pursuant to stock option and stock 
purchase plans, including payment on nOtes receivable 979 1,337 1,37 1 ---

Total sources of working capital 18,518 12,315 10,632 
Applic.alions of working capital: 

Acquisition of NCA Corporation exclusive of working capital 
components: 
Capitalized software development costs acquired 177 

Property acqu ired 3,183 
O thu long-term assets acquired 1,948 

Goodwill 37,22 1 
Long-term debt and obligations assumed (1 ,506) 

Dplulized software development costs 1,115 777 665 

Addlllons to propeny, plant and equipment , net 5,480 1,637 1,704 

Addlllons (reductions) in other long-teon assets (247) 1,363 174 

Cumul.1tlve tra nslation adjustment 887 67 (11 ) 

Reduction In long-term debt and obligations 353 16 14 

Repurchase of com mon stock 1,552 ---
Tou l applica tions of working capital 50,163 3,860 2,546 

(Decrease) Increase In working capita l S(31,645) 1 8,455 1 8,086 

Changes In components of worki ng capital: 
IncreOises (decreases) in current assets: 

Cash and shon-u~rm investments 1(34,940) S 6,545 S 9,477 

Accounts receivable 16,595 11 ,000 3,568 

Inventory 98 3,648 1)88 

Other (394) 1,180 ~) 

(1 8,64 1) 22,373 14,295 

Increases (decreases) in current liabilities: 1 
Current pon ion oflong-term debt 1,189 1 

Accounl$ payable 
7,389 3,662 4,880 

Accrued payroll and related items 1,871 978 386 

Other accrued liabili ties 
945 2,925 486 

Customer deposits 
742 2,269 (77) 

Income lues payable 
(920) 1,549 (811) 

Deferred income taxes 
1,788 2,534 1,344 

13,004 13,918 6)09 ---

(Dttreau) Increase In working capital 
5(31,645) S 8,455 S 8,086 

See accompanylOg notes. 
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ASK CO)ol~Ilf£R SYsn)ol$ I ,~c. NOTES TO CONSOUDATED FINANCIAL STATEMENTS 

1. Summary of Significant Accounting Polld • • 

Principles of consolidation: The consolidated 
financial statements include the accounts of ASK 
Computer Systems Inc. and all of its wholly-owned 
subsidiaries, after elim ination of intercompany 
accounlS and transactions. 

Revenue recognition : Revenue is generally R'cog· 
nized upon product shipment unless installation by 
the Company is R'quiR'd prior to custOmer accep­
tance, in which case the softwaR' revenue is R'cog­
nized upon installation. 

Revt'nue from softwa re subscriptio n service. 
which includes updates to softw~re products, is 
billed quanerly or annually, al which time R'venue 
is recognized. Revenue from the o n-line remote 
processing service (ASKN ET) and customer educa­
tion is recognized as the services are provided. Net 
R'venue includes $34,072,000, S20,776.000 and 
$18,663,000 in 1988, 1987 and 1986 respectively, 
from software subscription service, ASKNET, cus­
tomer education and royal ties, none of which 
accounted for more than 10% of net revenue in any 
year, except fo r software subscription service in 1988 
and 1987, and ASKNET in 1986. Softw~R' subscrip­
tion was 13% and 10% of net revenue in fi$ca11988 
and 1987, R'spectively. ASKNET was 12% of net 
revenue and the associated gross margin was 66% 
in fiscal 1986. 

Foreign currency translation: Gains and losses 
resulting from foreign currency translat ion aR' 
accumulated as a separate component of share· 
hol~ers' equity. Gains and lossc."s R'sulting from 
fOR'lgn currency transactions aR' included in the 
statement of income for each oflhe thR'e yeJrs 
presented. Foreign exchange gains weR' 5954,000 
in fiscal 1988. 

Earnings per share: Earnings pc!r share is com· 
puted using the weighted average number of 
common sh,l res outstanding during each period plus 
com mon stock equivalents (stock optio ns). deter­
mined using the treasury stock method, when the 
resulting calculation is dilutive. 

Inventories: Inventories consist of purchased 
computers and c0lll:puler peripheral equipment for 
resale to customers III conjunction with the license 
of software. Inventories are: stated at the lower of 
standard coS! (which approximates first-in, first-oul) 
or market. 

Propc!rty, plant and equipment: Equipment is 
depreciated principally by use of the sum-of-the. 
years' digits method over irs estimated useful life 
(primarily five years). FurnituR' and fixtures aR' 
depreciated by usc of the straight-line method over 
th~ir ~stimated use~llives (primarily six years). 
BUlldlllgs aR' depreCiated by use of the straight-li ne 
method over twenty-five years. uasehold improve. 
~e~ts aR' amortized by use of the su m-of-the-yeilrs' 
digits method over the re:lated le~se tenn or their 
useful lives, whichever is shoner. 

S.oft;,are: development costs: The Company 
capitalizes software development COSts in accordance 

with Statement of Financial Accounting Standards 
No. 86. Such COStS ~re amortized on a str~ight·line 
basis O\'er the estimated useful life which ranges 
from one to thR'e years o rthe ratio of current 
m.>enue to the total of cumntand anticipated fututt 
R'Venue, wh ichever is gre:ater. 

The cOlpitalizalion OInd amonization of softw.ne 
development cons for the years ended June 10, 1988 
OInd 1987 follow: 

1m thouundsl 19" 1987 

BOIlance. beginning of J>(riod 51 ,096 1 619 
SoftwOlre: development cOSIS 

cilpitalized U92 777 
Amortiziltion of capitil lized 

COStS 1.079 300 - -
Balmce, end of period 11 ,309 11,096 -
Current year addi tions mclude SI77,1XlO of npit~l· 
ized sofiw~re development costs rebted to the 
acquisition ofNCA Corpor~t ion. 

2. Acquldtlons of Compani •• 

In August 1987. ASK Acquisition Corpo~tion, a 
wholly-owned subsidiary of ASK. purch ... sed for 
541,477,000 m cOlsh, NCA Corporation, head-
qu .. rtere:d III S ... ntd Cbr.a, C .. lifomia. NCA Corpo­
r.ltion develops. m.ukets and supports MAXCIM, 
01 milnufJ.cturing resource plannmg(MRP·1I)5ystem. 
The ;acqUISItion was u-e .. ted as ... "purchase· (cffecti\'e 
August 19,1987), And, AccOrdlllgly, the PUrchAse 
price for NCA shilre5 OInd con\'ertible subordlllAted 
debentures has been OIlIoc.tted to the ASsets and 
liabilities ofNCA b .. sed on thm approxtmate fm 
values. The difference between the cost of acqulsi· 
tion ofNCA and fair vOllue of the net OIsselS acquired 
is accoun ted for as goodwill in the amount of 
537.221.000. which is being amonized over twenty 
yurs. Amortization of goodwill for the yea r ended 
June 30, 1988 WdS 51,647,000. Had ASK and NO. com­
bined ... s of the beginning offiscal 1988, un~udited 
pro forma combmed revenues. netmcome and 
e .. rnings J>(r shaR' for the year ended June 30, 1988 
would have been S143.123,OOO, 58.120.000 ... nd 
S.61, resJ>(ctively. Similarly, had the comp.1n1es com· 
bined as of the bc."ginning offiscal1987, un~udlled 
pro form ... combined re\'enues, net mcome and 
eammgs J>( r share for the yeu ended June 10, 1987 
would h~ve been 5121.147.000, Sl,321,OOO~nd 
S.26. mJ>(ctiveiy. The uniludited pro fonn~ fin~nci~1 
information IS not necess.trily mdiau\'e ofthe 
actual R'sults th ... t would have occurred h~d the 
acquisition ofNCA been completed as of the 
bc."gtnntng of either fisc-.a11987 or fisc~11988. 

In December 1986, ASK purchased, for 52,360,000 
in cash, the software: distribution opf:wion in the 
United Kingdom for its MANMAN products. The 
re:bted results of oJ>(l'll tions for the United Kingdom 
did nOt have a material effect on ASK's consolid~ted 
R'Venues and earni ngs in 6sca11987. 
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3. Cosh Clnd Short-t.nn Inve$fm e nt$ 

Cash ,md shon-term investments are represented 
pnman])' by investments in lax exempt issues of 
various Slate and local go\'emments, which total 
S24,537.000. and major bank cenificales of deposits, 
whl<:h total S2.855.000, as of June 30, 1988. The 
shon-Ienn anveSlmenlS are carried 31 COSt which 
approximates markel. Remaining cash balances of 
S7.853,000 wert held in o~rating accounts at 
JunC' 30. 1988. 

4 . Income To ..... 

The proviSIon for income taxes comprises: 

(m thouunds) 1988 1987 1986 

Cumnt: 
Fed(rJl S 1.693 5 974 S 1,943 
St.Ut 751 685 640 

Foreign 395 340 

2.839 1,999 2,583 

De(trf~d : 

Feder-.!l 1,032 2.156 1.154 

Sl.IIe 756 378 190 

1,788 2,534 1,344 

54.627 54,533 53,927 - - -
D~(t'r~d tOlXC'S .Ire ~cord~d 10 rdlecttiming 

dlffC'~ne~s In n:portmg n:v~nue and t'X~nse for 
finmel,1I sutem~nts and mcom~ tax purpos~s. Th~ 
sourc~\ of these differences .md th~ tax ~ff~ct of 
each Jre.llS follows: 

(Ill thQUWllusj 1988 1987 1986 

Deferred mcom~ 
resultmg from timing 
of n:venu~ recogmtion 52.266 51,857 51,246 

Expenses Jccru~d for 
boob (433) 239 34 

D1SC/FSC operJtlons (5) (5) (5) 

UndlSlrlbut~d ~arnmgs 
offoreign subsidiari~s 243 

Deprt'clatlon ~) 200 69 

51,788 52,534 51,344 - - -

The Company's effective tax rate differs from the 
statutory U.S. federal income tax rate as follows: 

1988 1987 1986 

F<:d<:ral income tax 
statutory rat~ 

Stale tax<:s, net of 
f<:deral income 
tax benefits 

34% 

6 

46% 46% 

5 5 
Tax exempt income 
Tax credits 

(3) (12) (1;) 

Disallowed tax benefit 
of foreign losses 

Goodwill amortization 
Bellefil offederal tax 

rate reduction all 
previously established 
deferred taxes (gross 
change method) 

Other 

ERective tax rate 

(4) 

2 
5 

(10) 

30% 

(7) 

4 

36% 

2 

2 

40% ---
[n Dec~mber 1987. the Financial Accounting 

Standards Boord issued Statement No. 96, "Account­
ing for Income Tax~s: which establishes a new 
method of accounting for income taxes. The Com· 
pany is requifC'd to adopt the statement in its fiscal 
year endingJune 30, 1990, although early adoption 
is allowed. 

The Company has analyzed the impact of the 
new pronouncement and intends to adopt the 
standard in the year endingJune 30,1989. The 
change in accounting n:quired by this statement 
docs not have a material effect on shart'holders' 
equity atJulle 30, 1988. 

S. Le Cls. Commltm."ts 
The Company operates in owned, leased and rented 
f.lcilities. Rent expense was $5,835,000, $3,807,000 
and $2,554,000 in fiscal 1988, 1987 and 1986, 
fC'spectivdy. Aggregate minimum annual operating 
lease commitments arc 56,474,000, $5,660,000, 
$4,680,000, $3,857,000, 53,479,000 and 51,601,000 
in 1989,1990.1991,1992,1993, and th~reaftcr, 
n:spectivdy. 

6 . Credtt Agreem. "t 
In January 1988, the Company entere~ int~ ~ . 
$10,000,000 unsecu~d revolving credit faclhry with 
a major bank. The primary purpose of this agree· 
ment is \0 ~nable the Company to enter into foreign 
exchange contracts covering specific fo~eign .cur· . 
rency positions and to cover. overdraft sltuatlo~s III 
operating cash accounts. ThIS agreement bears IIlter· 
~st on any borrowings at the bank's refer~nce rate. 
During fisca11988 there were no borrowlllgs under 
the agreement. This credit fucility is available through 
October 31. 1988. Commitment fees under lhe agree­
ment are 110t material. Certain financial covenants 
3I1d restrictions are included in the loan agreement. 
At June 30, 1988, the Company was in compliance 
with all such convenants of thIS agreement. 
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

7. Long-Term Debt ond ObllgCltiClns 

Long-term debt and obligations consist of the 
following: 

(in thou~nds) 
June 30, 

9.5%-14% facility mortgages 
Other obligations 
Capitalized lease obligations 

Less: CurrC'nt panion 

Non-current portion 

1988 

51.548 
1,034 

711 

3,293 
1,205 

52,OSS -

1987 

5951 

951 
16 

59]5 -
Facility mongages are payable in equal monthly 

insta llments totalling 516,000 ovcr tC'rms of15 to 
35 years. The mongages havC' call provisions which 
allow Ihe lender, at its option , to requirt' payment 
in full of the principal then owing at specified call 
dates as follows: 1996-5156,000; and 1997-585,000. 
The mongages prohibit secondary financing and 
are sC'cured by land and buildings having a net book 

8. Common Stock 

valu(' ofS3 ,561,OOO at June 30, 1988. 
One ncility mongage provides for the interest 

rolle to lK adjusted 10 prime plus three percent (bUl 

in no case less than 12.75%) on November I, 1988 
and 1993, with the principal balance of Olpproxi· 
mately 5248,000 due November 1, 1998. 

Aggregat(' maturities of the fucility mong..lges 
during the next fiv(' years are S25,OOO, S29,OOO, 
S32,OOO, S35,000. 539,000 and SI,388,OOO in 1989. 
1990,1991,1992,1993 and thereafter, respt'ctiveiy. 

The current ponion oflong-term debt includes 
the total principal oUlstandingon mongages for 
thret facilities held for sale at June 30, 1988. 

Capital lease obligation maturities including 
principal and interest ar(' S621,000, 5168,000 and 
513,000 in 1989, 1990, and 1991, respecti\'ely. 

Other obligations consist primarily of the non­
current rent liability on the Company's headquarters 
facility. The liability arises from current !'tnt pay­
ments lKing less than current rent expense recorded 
on a straight-line basis over the lease term. 

Employee srock option plans: The Company adopted stock optIon pbns in 1974 and 1982 under which 
options for a tolal of3,750,OOO shares of common stock mOlY lK granted to key empio),e"es, excepllhat 
cancellations under the 1974 plan are no longer addtd back 10 shart'S aVOlilablC' for grant. During fiscal 1988. 
1,000,OOOaddilional shart's (which arc: included above) wert' rt'scrved for iuuance under the 1982 plan. Options 
granted undC'r the plans arc: intendC'd to qualify as incC'ntive stock options, and grants greater than thC' regu. 
latory limits on incentivC' options are issu('d as nonstatutory optiOns. Options ar(' grantC'd at no less than 
100% of the fuir market value on th(' date of grant. Options granted are generally exercisable ovC'r five yeOlrs 
from the gram date. No charges have been made to incomC' in connection with the plans. 

DireclOrStock option plan: In 1988. th(' Camp.any adopted a stock option plan undC'rwhich options 
for a total of150,000 shart's of common stock may be granltd 10 non-employC'e dir('CIOrs of the Company. 
Options granted under this plan art' issued as nonstatulOry options 3t a pricC' C'qual to the fair market value 
on the date of gram. Options 3re genC'raUy exercisable ovC'r five yC'ars from IhC' gnmt date. NochOlrgC'S have 
been made 10 income in connection with this plan. 

Information wilh respect 10 the stock option plans is summarizC'd as follows: 

Av~lIable Aggrtpte Pnce Per 
forGQnI Oumandmg Pna Stu. 

Balance at June 30, 1986 873,110 1,245,529 513,833,792 55.IXl-lS.50 
Options gramed (406,280) 406,280 4,554,692 9.75-14.50 
Options exercisC'd (92,657) (7S0,S]2) 5.00-15.58 
Options cancelled or expired 126,727 (1l1,1J5) (1,;6],225) 5.00-18.50 

Balance atJune 30.1987 593,557 1,428,017 16,044,427 8.08-18.50 
Shares reserved 1,150.000 
Options granted (1,844,2IS) 1,844,218 14,348,541 6.75·13.38 
Options exercised (37,]02) (]99,SI7) 4.54-13.50 
Options cancelled or C'xpired 1,513,594 (1,575,764) (17,824,S64) 6.07-18.50 

Balance at June 30, 1988 1,412,933 1,659,169 512,168,187 56.19-18.50 

In OC1o~r 1987,.lhe Co~pany adopted a resolution allowing all holders of outStanding options to 
exchange h.lgher-pnced options for new nonstatutory options at 56.75 pashare, the fair market value basC'd 
on the clOSIng pnce o~the Company's Common Stock on the NASDAQNationOlI Market System on 
October 27, 1.987. Opllons covenng a total ofl,353.405 shart'$ were C'xchangC'd pursu.ant to this offer and 
are reflected In grants and cancellations in th(' table abovC'. 
. As of June 30, 1988,.options for 40,884 sharts were uercisable. At June 30. 1988 thC're were 575 participants 
In the plans of approximately 668 employees eligible to panicipatC'. 
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Employee stock purchase plan: The Company 
has reserved 500,000 shares of its common srock for 
issuance to employees pursuant to an employee 
stock purchase plan. At June 30, 1988 327,699 shares 
of common stock had been issued under the plan. 

Key employee restricted stock purchase plan: 
The Comp;my has reserved 600,000 shares of the 
Comp;my's stock for issuance to cenain officers, 
directors and key employees of the Company pur­
suantto a restricted stock purchase plan. AtJune 30, 
1987,461,055 shares of common stock had been 
issued under the plan. net of repurchases. The 
Comp;my does not expect to issue any further shares 
under this p1.1Il. 

9. Contlngende. 
Three purported class action complaints, al1eging 
damages to persons who pu rchased common srock 
of the Company during the period February 28, 
1985 through April 3, 1985, were filed in the United 

10. Industry Segment ond Geographic Infonnotion 

States District Court for the Northern D istrict of 
California against the Company, its directors, certain 
of its officers and others. 

On September 20, 1985 the court dismissed all 
three complaints in their entirety, and granted the 
plaintiffs leave to amend the complaints. The 
plaintiffs fi led an amended consolidated complaint. 
On April 25, 1986, the court dismissed pans of the 
amended consolidated complaint. On December 29, 
1986, the court issued an order granting summary 
judgment against certain claims asserted by the 
plaintiffs in the amended consolidated complaint, 
and certifying certain other claims for class action 
treatment. Subsequently, one of the three original 
plaintiffs voluntarily dismissed all of its claims. 
No trial date has been set. 

In I he opinion of management the outcome 
of this litigation will not materially affect the 
Company's consolidated financ ial posit ion or 
results of operations. 

The Company, which opeT3tes in a single industry segment. designs and produces application software 
products and markets them along with general purpose minicomputers as lumkey systems or on a time·sharing 
bOlisis {ASKNEn to manufacturing companies. No customer accounted for more than 10% oftOlal m--enue in 
1988,1987 or 1986. 

InfonnOlition reg;rrding geographic areas at June 30, 1988, 1987 and 1986 and for the years then ended is 
as follows: 

Nonh Elimi-
(In Ihou~nds) Am~rica Euro~ Oth~r n~lions TOl31 

Yen ended June 30, 1988: 
SOilles to un.Ollffiliated customers 5124,353 513,467 54,594 5 $142,414 

Intercompany tr.ansfers 1,014 (1,014) 

Net revenue $ 125,367 $13,467 54,594 5 (1,014) $142,4 14 

Operating income (loss) 5 12,266 5 (665) 51)78 S 5 12,879 

Identifiable assets SI41,072 S11,037 S 4,497 5(13,252) 5143,354 

Li.1biJities 5 48,339 $ 8,936 5 3,960 5 (9,256) $ 51,979 

YeuendedJune 30.1987: 
Sales to unaffiliated customers S 89,877 5 6,114 5 2.3 14 5 5 98,305 

Intercompany tr.ansfers 271 (271) 

Nct revenue $ 90,148 $ 6,114 S 2,314 5 (271) 5 98,305 

Operating income (loss) 5 7,978 5 (47 1) 51,202 5 5 8,709 

Identifiable assetS $115,648 S 6,504 S 2,560 S (4,850) 5119,862 

LIOlibilities 5 34,636 $ 7, 112 S 1)11 S (5,137) 5 37,822 

YeuendedJune 30,1986: 
Sales to unaffiliated customers 5 75,372 S 96 S 551 S $ 76,019 

Intercompany transfers 

Net revenue S 75,372 5 96 S 551 5 S 76,019 

OpeT3ting income (loss) S 5,960 S (Jl3) S 733 5 S 6,380 

Identifiable assets S 97.011 S 296 S 378 5 (996) 5 96,689 ---
Liabilities S 23,777 5 57J S 532 S (962) S 23,920 

U.s. export sales were nor material during fiscal 1988, 1987, or 1986. 

21 
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REI'ORT OF CERTIFIED PuBLIC AccOUNTAsn 

The Board of Directors and Shareholders 
ASK Computer Systems Inc. 
We have examined the accompanying consolidated balance sheets of ASK Computer Systems Inc. at 
June 30, 1988 and 1987, and the related consolidated statements of income, shareholders' equity and changn 
in financial position for each of the three years in the IXriod ended June 30, 1988. Our examinations wert' 
made in accordance with generally accepted auditing standards and, accordingly, included such tests of the 
accounting records and such other auditing procedures as we considered necessary in the circumstances. 

In our opinion, the statements mentioned above present f.irly the consolidated financial position of 
ASK Computer Systems Inc. at June 30,1988 and 1987 and the consolidated results of operations and changn 
in financial position for each of the three years in the period ended June 30,1988, in confonnitywith 
generally accepted accounting principles applied on a consistent basis during the period. 

~hl.~ 
Arthur Young & Company 
Palo Alto. Cal ifornia 
July 27, 1988 

I 
! 
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COfll'ORAH: DIRECTORY 

laard af Oiredon 

S.mdrJ. I. Kurtzlg" 
Ch,unnm of the BOJ.rd of Directors 
ASK Computer 5yslem~ Inc. 

Ronald W. Braniff 
Pre\ldenl JIld Ch.dExecutive Officer 
ASK Computer Sy~tems Inc. 

Thoma\). O'Rourke' 
f're~ident 
O'Rourke Inve\lmenl Corp. 
(Venture CdP1tolIlI1ve~tmenls) 

LUI) W. 50n\ini '· ' 
Partner 
Wll\on, SomiOl, Goodrich & RosatI, P.C. 
(Law hrrn) 

Kenneth R. Slephdllz,,·ll 
ChollrmJn Jnd ChiefExecullve OHiceT 
The StcphJnz Group. Inc. 
(MolnJ~ement [on~ultJnts) 

Thonld~ I Unterberg, n 
MolnJ.~lng DircctOr 
5he.ll'\on. Lehm.ln Brothers Inc 
(In\'estmenl b.mkers) 

" '~1em~rof Audit Committee 
'~1cmbeT of Executive Compenution Cotlltllitlee 

Executive Offlcen 

Solndr.l L. Kurtllg 
Choltrmoln ollhc BO.lrd ofDirectol"\ 

RonJld W Brolniff 
Prnident .Ind ChicI' Executive ORi(er 

Molrtm R. Browne 
Vicc Pre~idenl. Re\eJrch J.nd Dcvelopment 

Rodney B. Murr.l)" 
Vi(c Prc\ldent, Field OpeTJIions 

Oand Soh III 
Vile Pre~ident, MJrketmg and BU\lI1eu 
De\'elopmcnt 

Lc~lle E. Wnght 
Vice President, Finance, ChiefFinJnClJ.I Officer 
Jnd A~\I\IJnt SecretJry 

Lolrry W. Son~ml, SecretJ.!"}' 
P.mner 
Wihon, 50mllll, Goodnch & RosJ.ti. P.c. 

Vk. PreJi"-,,t$ 
DonJld E, K!Jls~ 
Vile Pre~ldenl. MAXCIM Oper.llion~ 

Lind\J)' MJcDermid 
Vice Pre\idenl, CuslOmer Suppon 

legal Cau"MI 
Wilmn, SOI15I11I, Goodnch & RmollI, P.c. 
Polio Aho, CA 

Certified Public Accaunlonh 

Arthur Young & CompJny 
Polio Aho.CA 

Reglstror and Tronsfer Agent 

The Fil"\t Nat ionJI B,mk ofBo~ton 
BO~lon, MA 

A""uol M_tlng 
The J.nnual mectmg of shdreholders of ASK 
Computer S)'\tems Inc. will be held olt 9:00 a.m. on 
Ouober 18, 1988 allhe Compolny'~ heoldquJrters 
locJted olt 24-10 W. EI umlllo Rell, Mountolm View, 
CA 901039-7640. All ASK ~hlreholders olrc encour­
Jged to J\lend. 

l:ar ,ldditionJl COplCS of this Jnnu~1 report, contolct 
the CorporalI' CommunicJlions Depanment, ASK 
ComputeT Sy~tellls Inc., 24010 w. EI Colmino Reoli. 
P.O. Box 7640, Mounwn View, CA 901039-7640. 

farm lO·K 
A <:opy orlhe Comp,my's Form IO-K, filed with the 
Securitie\ Jnd ExchJnge Commission, is JvailJblt' 
withoutlhal'gl' upon written request totheCorporJte 
Comnlunl(oltiom DC'p.lnment, ASK Computer 
5)'stems Inc., 2-1-40 w. EI Camino Reoll, P.O. Box 
7640, MountJIIl View, CA 94039·7640. 

Market Price of Cammon Stack 

ASK Computer Sy~tems Inc.\ COlllmon stock is 
tfolded mlhe NASDAQNJ.tionJI MolTkel Sy~tem 
under the \}"mbol MASKI~ The high Jnd low SJles 
pri(c\ JTI' ol~ reported by the :-<ASDAQNJIIOnoll 
MJrket Sy\tem. 

F!\lJI1988 
Fir\! qUJrter ended 

September 30 15 'r.: 121h 

Selond qUJner ended 
December 31 I' 61/~ 

Third qUJnt'T ended 
MJfCh 31 15 6'4 

Fourth qUJrter C'nded 
June 30 IS:/J 11 '1. 

hSl.t119S7 
l:jl"\1 qUJner ended 

SeplembC'r 30 12 ~ 9 

Second qUJrterended 
De(ember 31 IJIIl 10' 

Third qUJrter ended 
MJrch 31 17 10' • 

Founh qUdner ended 
June 30 IS '" 11':~ 

The CompJny hJS not plld CJsh dividends on 
It\ willmon stQ(k .lIld does nOI pl.lIl to PolY CJ~h 
dIvidends to ih shareholders 111 the neJr future. The 
Compolny pre\ently IIltends 10 reum liS eJrmng\ 
10 finJmc fun her growth of ia bUSll1e~s. 

A\ of July 31, 1988 the COmpdny hdd 968 share­
holders of record. 

A'1i.. MA:->;."lM'" ~m.l A~K."ET U~ r~ttl\lcll:d Ir~d~, 1Ark- ot 
A~KComrol~r SY'lrm. 111(. MA;o.;MA;o.;'REPI:.TIT1VE. 
MA:-';MA;o.;iO~lAR, MANMA~IAP. MA;o.;MM"rrRACKf.R 
~nu A'iK A,~"unle U~ IrJdcm.;arb of ASK Computer SYltrm, 
Inl. MAXClM 1\ ~ Ir.drmJrk ot :-':CA Corpor~llon. VAX AIIU 
M,(roVA.X.1r luutrnJrh 01 O,tt1u1 Equipmclu CorpolJllon 
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~ 1 

A. Q . SMITH CORPORATION (~s VG~. i~ 
Data Systems Division r- ~ 
P. O. Box 09500 
Mi 1 waukee , WI 53209 
414/449 - 2900 
NAME: MDS 
COMPUTER: [8"/370 COMPATI8 LE COMPUTERS 
LANGUAGE: PL/l 
EVALUATED: NO 
COMMENTS: 370/148 or large r, service bu reau o r sa l e 

AMERICAN BUS[NESS COMPUTER 
16000 W. Nine Mile Road 
Suite 418 
Southfield , MI 48075 
313/569-1040 
N4ME: ABC Manufacturing Management 
COMPUTER: IBM SYSTEM/34. IBM 5120 . IBM 23 
LANGUAGE: BAS[C 
EVALUATEO: NO 
COMMENTS: 

AMERICAN SOFTWARE 
443 East Paces Ferry Road 
Atlanta , GA 30305 
404/261-4381 
NAME: Manufacturing Management System 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS. [8M SYSTEM/3 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: Converting to Bu r roughs 6800 

ANACOMP CORPORATION 
ES(OM Division 
12838 Southeast 40th 
Bellevue, WA 98006 
206/641-4990 

Place 

NAME: MMC 
COMPUTER: PRIME, 

ADOS 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

MICRODATA. ULTIMATE 

Manufacturing Software 
.J'--"" Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878·5254 
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APP LIED CYBERNETICS 
224 Camino del Cerro 
Los Gatos . CA 95030 
408{356- 1296 
NAME: JSCS{3000 
COMPUTER: HP-300D 
LANGUAGE: COBOL 
EVAlUATED: NO 
COMMENTS: 

APPLIED INFORMATION DEVELOPMENT. INC . 
823 Commerce Drive 
Oak Brook, Il 60521 
312/654-3030 
NAME: AIC-Manufacturing Control System 
COMPUTER: IB"/370 COMPATIBLE CDMPUTERS 
LANGUAGE: COBOL 
EVAlUATED: NO 
COMMENTS: 

APPLIED MANAGEMENT SYSTEMS 
5821 Par k Road 
Suite 204 
Charlotte , VA 28209 
704/554-8120 
NAME: MRP SYSTEM II 
COMPUTER: PRIME. HP- 3000 
LANGUAGE: COBOL 
EVALUATED: NO 

PAGE 2 

CO~M E NTS: Applied Management Systems is an agent of MRP Software 
International . 

ARISTA MANUFACTURING SYSTEMS 
7830 Silas Creek Parkway Extension 
Winston- Salem , NC 21106 
919/125-8504 
NAME: 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: Arista is a division of Xerox Computer Services . 

Manufacturing Software 
~~ ..... -, Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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ARISTA "ANUFACTURING SYSTEMS 
7830 Silas Creek Parkway Extension 
"jnston-Salem, NC 27106 
919/115-8504 
NAME: HP 3000 Version 
Co~PUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATED: YES 

PAGE 3 

COH~ENTS: Arista is a division of Xerox Computer Services. 

ARTHUR ANOERSEN AND COMPANY 
69 West Washington Street 
Chicago. IL 60602 
31Z/580-0033 
NAME: MAC PAC COBOL 
COMPUTER: IB~/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: 

ARTHUR ANDERSEN AND COMPANY 
69 West Washington Street 
Chicago, IL 60602 
31Z/580-0033 
NAME: MAC PAC RPG 
COMPUTER: IBM/370 COMPATIBLE CO~PUTERS, UNIVAC 90 SERIES 

ICL, IBM SYSTEM/34, IBM SYSTEM/3B, IBM SYSTEM/3 
8URROUGHS, HONEYWELL LEVEL 6Z, DEC PDP/VAX 11 
DATA GENERAL 

LANGUAGE: RPG II 
EVALUATED: YES 
COMMENTS: The conversion to the System/38 is currently in process. 

ARTHUR ANDERSEN ANO COMPANY 
69 West Washington Street 
Chicago, IL 6062 
31Z/580-0033 
NAME: MAC PAC-HP 
COMPUTER: HP-3oo0 
LANG'JAGE: COBOL 
EVALUATED: PENDING 
COMMENTS: MAC PAC HP is a version of MAC PAC COBOL. Companies review­

in MAC PAC HP should purchase the MAC PAC COBOL evaluation. 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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ASK COMPUTE~ SYSTEMS. INC. 
130 Distel Drive 
Los Altos, CA 94022 
415/969-4442 
NAME: MANMAN 
COMPUTER: UNIVAC V11. HP-3000 
LANGUAGE: FORTRAN 
EVALUATEO: YES 
COMMENTS: Service bureau or sale. 

AUTOMATEO QUILL. INC. 
3501 South Corona 
Top Floor 
Englewood, CO BOlIO 
303{161-2122 
NAME: MIN-MIZ MANUFACTURING 
COMPUTER: DATA GENERAL 
LANGUAGE: FORTRAN 
EVALUATED: NO 
COM~ENTS: 

AUTOMATIC DATA PROCESSING 
405 Route 3 
Clifton, ~J 07015 
201/472-1000 
NAME: ADP 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: Service bureau only. 

80EING COMPUTER SERVICES 
P. O. Box 24346 
Seattle, WA 98124 
206/515-5172 
NAME: PMS 
COMPUTER: HP-3DOO 
LANGUAGE: FORTRAN 
EVALUATED: NO 
COMMENTS: 

8RISTOL INFORMATION SYSTEMS. INC. 
84 North Main Street 
Fall River, MA OZ7ZZ 
611/679-1051 

PAGE 4 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 



MANUFACTURING SOFTWARE SYSTEMS . INC . : MRP SOFTWARE PACKAGES 12/23/81 

NAME: SIS Manufacturing Package 
COMPUTER: OATAPOINT 
LANGUAGE: Oatabus 
EVALUATED: NO 
COMMENTS: Sold as modules. 

BUDGET COMPUTER SYSTEMS 
7283 Engineer Road 
Suite H 
San Diego. CA 92111 
714/560-7344 
NAME: The Manufacturer 
COMPUTER: MICRODATA. ULTIMATE. ADDS 
LANGUAGE: BAS IC 
EVALUATED: NO 
COMMENTS: 

BURROUGHS CORPORATION 
Burroughs Place 
Detroit, MI 48232 
313/972-7000 
NAME: PCS II 
COMPUTER: BURROUGHS 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: Evaluation discontinued 5/21/81 . 

BURROUGHS CORPORATION 
Burroughs Place 
Detroit. MI 48232 
313/972-1300 
NAME: PCS III 
COMPUTER: BURROUGHS 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: 

BUSINESS CONTROLS CORPORATION 
501 Boulevard 
Elmwood Park, NJ 01401 
201/191-7661 
NAME: Hfg_/lnve/Materials Control System 
COMPUTER: DEC PDP/VAX 11 

PAGE 5 

Manufacturing Software 
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LANGUAGE : FORTRAN 
EVALUATED: NO 

PAGE 6 

COMME~TS : PDP t1 only. Has other mOdules. 

CINCOM SYSTEMS INCORPORATED 
2300 Montana Avenue 
Cincinnati. OH 45211 
513/662-2300 
NAME: MRP S 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS. UNIVAC 90 SERIES 

IBM SYSTEM/3. NCR MAINFRAMES 
LANGUAGE: COBOL 
EVALUA TEO: NO 
COMMENTS: Conversions to IBM System/34. DEC POP 11, 

VAX/780 in progress 

COMPUMAX 
P. O. Box 1139 
Palo Alto, CA 94302 
415/854-6700 
NAME: Compumax 
COMPUTER: CP/M BASED MICROS 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

COMPUTER COVENANT CORPORATION 
190 Farmington Avenue 
Farmington, CT 06032 
203/677-6563 
NAME: Integrated Manufacturing System 
CJMPUTER: DEC POP/VAX 11 
LANGUAGE: OIBOL 
EVALUATED: NO 
COMMENTS: 

COMPUTER METHODS INC . 
9401 W. Beloit Road 
Milwaukee, WI 53227 
414/327-4471 
NAME: PROF IT 
COMPUTER: BASIC FOUR 

Manufacturing Software 
.J'--"'" Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

CD~PUTER SOLUTIONS, INC. 
950 Watertown Street 
Newton, MA 02165 
611/332-1300 
NAME: FM/3000 
COMPUTER: HP-3000 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

COMPUTER TECHNOLOGY, INC. 
11101 Northeast 8th Street 
Suite 238 
Bellevue, WA 98004 
206/625-9165 
NAME: Manufacturing Control System 
COMPUTER: WANG VS 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: 

CDMSERV CORPORATION 
1385 Mendota Heights 
Mendota Heights, MN 55120 
612/452-1110 
NAME: Advanced MAPS 

PAGE 1 

COMPUTER: 18M/310 COMPATI8LE COMPUTERS, PRIME, HP-3000 
WANG 

LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: Currently there are two evaluations: Advanced MAPS for 

IBM 310 compatible computers, AMAPS/3000 for minis. 

CULLINANE OATABASE SYSTEMS, INC. 
400 Blue Hill Drive 
Westwood, MA 02090 
611/329-1100 
NAME: P lOS 
COMPUTER: 18M/310 COMPATI8LE COMPUTERS, OATA GENERAL 

HONEYWELL LEVEL 66 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Willisron, Vetmont 05495 
802 878- 5254 
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LANGUAGE: C080L 
EVALUATED: NO 

PAGE 8 

COMMENTS: Cullinane is an agent of Rath and Strong _ 

DeBUGGE COMPUTER SERVICES 
11 Brant Avenue 
Clarke, NJ 07066 
201/382-8745 
NAME: PRO III 
COMPUTER: HONEYWELL LEVEL 6, DEC POP/VAX 11, MICRODATA 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

DATA GENERAL 
4400 Computer Drive 
Westboro, MA 01580 
617/366-8911 
NAME: MANAP 
COMPUTER: DATA GENERAL 
LANGUAGE: 
EVALUHED: NO 
CaM~ENT$: Eclipse series. 

DATA SYSTEMS FOR INDUSTRY 
3450 East Spring Street 
Long Beach, CA 90806 
213/595-8141 
NAME: MAP 
COMPUTER: HP-3DDD 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: One version of this package uses MM/3000 from Hewlett­

Packard. 

DATA 3 SYSTE"S, INC. 
P. O. Box 441 
Santa Rosa, CA 94502 
701/528-6560 
NAME: MRP; 34/38 
COMPUTER: IBM SYSTEM/34, IBM SYSTEM/38 
LANGUAGE: RPG II 

RPG II I 
EVALUATED: NO 
COMMENTS: 

Manufacturing Software 
~ __ -. Systems, Inc. 

P. O. Box 278 
WillistOn, Vermont 05495 
802 878·5254 
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OBSI INFORMATION SYSTEMS. INC. 
Twelve Oaks Center. Suite 1013 
15500 Wayzata Blvd. 
Wayzata. MN 55391 
612/475-3144 
NAME: Close Loop Manufacturing System 
COMPUTER: TI 990/10. TI 990/12 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: 

DIGITAL 9USINESS SYSTEMS. INC. 
95 Main Street 
Reading, MA 01867 
617/942-0220 
NAME: 
COMPUTER: DATA GENERAL 
LANGUA GE: BASIC 
EVALUATED: NO 
COMMENTS: 

DIGITAL EQUIPMENT CORPORATION 
129 Parke r Street 
Maynard, HA 01754 
617/897- 5 111 
NAME: UFM 
COMPUTER: DEC PDP/VAX 11 
LANGUAGE: 
EVALUATED: NO 

PAGE 9 

COMM ENTS: Marketed through license with Interactive Information 
Systems; the software is th~ same as IHCS. 

EDS COMPUSDURSE 
1212 East Arapaho Road 
Richardson, TX 75081 
214/934-5887 
NAME: 
COMPUTER: DATA GENERAL 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: Sold in modules 

Uses RODS or DOS operating systems 

Manufacturing Software 
.-__ ...., Systems, Inc. 

P. O. Box 278 
Willisron, Vermont 05495 
802 878-5254 
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ENGINEERED PRODUCTS 
P. O. Box 6767 
Greenville , SC 29606 
603/967-7951 
NAME: EP /3000 
COMPUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS : 

FAR WEST DATA SYSTEMS 
11841 Fitch 
Irvine, CA 92114 
714/556- 4585 
NAME: ~AC PAC-HP 
COMPUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: Same as Arthur Andersen - MAC PAC-COBOL 

FORMATION, INC. 
823 East Gate Drive 
Mt. Laurel, NJ 08054 
609/234-5020 
NAME: FORMAN 
COMPUTER: FORMATION 4000 MINIS 
LANGUAGE: BPL 
EVALUATED: NO 
COM~ENTS: Formation 4000 minis are soft~are compatible with IBM 370'5. 

Transaction driven on-line system. 

FULCRUM COMPUTER GROUP 
5711 Six Forks Road 
Raleigh , Ne 27609 
919/646-0001 
NAME: GRIP 
COMPUTER: GRI COMPUTERS 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

GENERAL ELECTRIC MIMS SYSTEMS. INC . 
One New England Executive Park 
Bur lington, MA 01803 
617/273-4111 

Manufacturing Software 
~ ___ .. Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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NAME: MIMS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LA NGUAGE: PL/I 
EVALUATED: YES 
CO~MENTS: Service Bureau or sale. 

GL08AL COMPUTER SYSTEMS 
3176 Pullman Street 
Suite 104 
Costa Mesa, CA 92626 
714/154-0292 
NA ME: MFG 
COMPUTER: MICRODATA, ULTIMATE 
LANGUAGE: BASIC 
EVALUATED: NO 
C OM~ENTS: 

GULL RESOURCE MANA GEMENT SYSTEMS 
100 Parkway Drive South 
Hauppauge, NY 11181 
516/435-0600 
NAME: ""Me 
COMPUTER: PRIME, MICRODATA, ULTIMATE 

ADDS MENTOR 
LANGUAGE: BASIC 
EVALUATEO: NO 
CO~~ENTS: 

HERBERT FRIEDMAN AND ASSOCIATES, INC. 
106 Wi 1 mot Road 
Deerfield, IL 60015 
312/948-7180 
NAME: CRISP 
COMPUTER: 18M/370 COMPATIBLE COMPUTERS, IBM SYSTEM/38 

IBM SYSTEM/3 
LANGUAGE: RPG I I 

RPG III 
EVALUATED: NO 
COMMENTS: 

HEWLETT-PACKARD 
19447 Pruneridge Avenue 
Cupertino, CA 95014 
408/125-8111 

Manufacturing Software 
~ __ .., Systems, Inc. 

P . O. Box 278 
Willisron, Vermont 05495 
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NAME: MATERIALS MANAGE~ENT/3000 
COMPUTER: HP-3000 
LANGUAGE: SPL 

COBOL 
EVALUHEO: YES 
COMMENTS: 

HONEYWELL INFORMATION SYSTEMS 
P. O. Box 6000 
Phoenix, AZ 85005 
602/866-6000 
NAME: HMS 
COMPUTER: HONEYWELL LEVEL 6. HONEYWELL LEVEL 66 
LANGUAGE: COBOL 
EVALUATEO: YES 
COMMENTS: 

HONEYWELL INFORMATION SYSTEMS 
P. O. Box 6000 
Phoenix, AZ 85005 
602/866-6000 
NAME: IMS/66 
COM PUTER: HONEYWELL LEVEL 66 
LANGUAGE: COBO L 
EVALUATED: YES 
COMMENTS: 

HONEYWELL INFORMATION SYSTEMS 
200 Smith Street 
Waltham, MA 02154 
617/895-6000 
NAME : IMS 2000 EXTENDED 
COMPUTER: HONEYWELL LEVEL 62. HONEYWELL LEVEL 64 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: 

HONEYWELL INFORMATION SYSTEMS 
zoo Smith Street 
Waltham, MA 02154 
617/895-6000 
NAME: IMS/64 
COMPUTER: HONEYWELL LEVEL 64 

Manufacturing Software 
~ ___ "1 Systems, Inc. 

P. O. Box 278 
WillistOn, Vermon! 05495 
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LANGUAGE : COBOL 
EVALUATED: YES 
COMMENTS: 

IBM 
DATA PROCESSING DIVISION 
l1l3 westchester Avenue 
White Plains. NY 10604 
914/696-1900 
NAME: COPICS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: ASSEMBLER 

COBOL 
EVALUATED: YES 
COMMENTS: 

IBM 
DATA PROCESSING DIVISION 
1133 Westchester Avenue 
White Plains, NY 10604 
914/696-1900 
NAME: PICS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: ASSEMBLER 

COBOL 
RPG 

EVALUATED: YES 
COMMENTS: 

IBM 
GENERAL SYSTEMS DIVISION 
5575 0 Glenridge Orive NE 
Atlanta, GA 30301 
404/238-2000 
NAME: IPICS 
COMPUTER: IBH SYSTEM/3 
LANGUAGE: RPG 
EVALUATED: YES 
COMMENTS: 

IBM 
GENERAL SYSTEMS DIVISION 
5515 0 Glenridge Drive NE 
Atlanta, GA 30301 
404/238-2000 

Manufacturing Software 
~ ___ '1 Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
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NAME: MAPICS 
CO~PUTER: IBM SYSTEM/34. IBM SYSTEM/38 
LANGUAGE: RPG I I 

RPG II I 
EVALUATED: YES 
COMMENTS: 

ICL. INCORPORATED 
197 Highway 18 
East Brunswick, NJ 08816 
201/246- 3400 
NAME: OMAC 
COMPUTER: ICL 
LAN~UAGE: COB JL 
EVALUATED: ~O 

COMMENTS: 

INFORMATICS. INCORPORATED 
701 lee Street 
Suite 500 
Des Plaines, IL 60016 
312/298-9300 
NAME: Production IV 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBQL 
EVALUATED: NO 
COMMENTS: 

INFORMATION MANAGEMENT TECHNJLOGIES. INC. 
180 North Michigan Avenue 
Chicago . IL 60601 
312/372-4222 
NAME: MACS 
COMPUTER: WANG 2200VS 
LANGUAGE: COB OL 
EVALUATED: NO 
CO~MENTS: 

INFORMATION PROCESSING DIRECTIONS. INC. 
666 Dundee Road 
Suite 203 
Northbrook, IL 60062 
312/291-0800 

Manufacturing Software 
Systems, Inc. 
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NAME: Production & Inventory Mgmt. System 
COMPUTER: DATA GENERAL 
LANGUAGE : C080L 
EVALUATED: NO 
COMMENTS: Any C$ series Oata Ge nera l un de r reos . 

INTERACTIVE APPLICATION. INC . 
2316 Walsh Avenue 
Santa Clara, CA 95051 
408/127-8161 
NAME: MCS 
COMPUTER: HP-3000 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: Service bureau only. 

INTERACTIVE INFORMATION SYSTEMS 
10 Knollcrest Drive 
Cincinnati. OH 45237 
513/161-0132 
NAME: IMCS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS. DEC PDP/VAX 11 
L.ANGUAGE: BASIC 

COBOL 
ASSEM8LER 

EVALUATED: NO 
COMMENTS: 

INTERACTIVE MANAGEMENT SYSTEMS. INC. 
315 Concord Avenue 
Belmont. MA 02178 
617/864- 9200 
NAME: 
COMPUTER: DEC PDP/VAX 11 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: PDP 11 uses RSrS . VAX uses OMS. Al s o a Se rvice Bur eau . 

INTERACTIVE. INC. 
9187 Aero Orive 
Sui te A 
San Diego, CA 92123 
714/560- 8525 

Manufacturi ng Software 
.J'---. Systems, Inc. 

P. O. Box 278 
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NAME: Infoflo 
COMPUTER: PRIME. MICROOATA. ULTIMATE 

AOOS 
LANGUAGE: B~SIC 
EVALUAT=O: NO 
COMMENTS: 

INTERACTIVE. INC. 
9187 Aero Drive 
Su i te A 
San Diego. CA 92123 
714/560-8525 
NAME: ~fg Inventory/Production Hgmt Systm 
COMPUTER: PERTEC PCC 2000 
LANGUAGE: 
EVALUATEO: NO 
COMMENTS: Complete name: Manufacturers Inventory/Production Manager 

System. 

INTERTEC OIVERSIFIEO SYSTEMS 
Zb Z5 Park Blvd 
Palo Alto, CA 94306 
415/326-8900 
NA~E: MAP /3000 
COMPUTER : HP-3000 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: 

JACOBSEN ANO ASS OCIATES. INC. 
10229 Lower Azusa Road 
Temple City, CA 91780 
213/575-7504 
NAME: 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS. OATA GENERAL 
LA NGUAGE: COBOL 
EVALUATED: NO 
CQ~MENTS: Service bureau or sale. 

McCULLOUGH t ASSOCIATES 
P. O. Box 434 
Excelsior Springs, MO 64024 
816/637-8638 

Manufacturing Software 
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NA~E: IMPAC 
CO~PUTER: ALPHA MICROCOMPUTERS 
LANGUAGE: BASIC 
EVALUATEO: NO 
COMMENTS: Will quote on conversion to COBOL and other computers . 

MANAGEMENT SCIENCES 
4321 West College Avenue 
Appleton, WI 54911 
414/739-3616 
NAME: UNIVATION/PACS 
COMPUTER: TI OS 990 MOOEL 8 
LANGUAGE: COBOL 
EVALUATEO: NO 
COMMENTS: 

MANAGEMENT TECHNOLOGY, INCORPORATEO 
A4562 64th Street 
Holland, MI 49423 
616/335-5821 
NAME: MIPS 
COMPUTER: I8M/370 COMPATIBLE COMPUTERS, BURROUGHS 

HONEYWELL LEVEL 62, HONEYWELL LEVEL 64 
HONEYWELL LEVEL 66 

LANGUAGE: FORTRAN 
EVALUATED: NO 
COMMENTS: Also 32 bit minicomputers like Perkin- Elmer 

MANOALA INFORMATION SYSTEMS 
84 Montezuma 
San Francisco, CA 94110 
408/988-8311 
NAME: MAO IC 
COMPUTER: P~IME, MICROOATA, ULTIMATE 

AOOS 
LANGUAGE: BA S IC 
EVALUATED: NO 
CO~MENTS: Service bureau or sale. 

MANDATE CORPORATION 
300 East Ohio Building 
1717 East Ninth Street 
Cleveland, QH 44114 
216/861-8100 

Manufacturing Software 
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P. O. Box 278 
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NAME : Mandate Management System 
COMPUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATEO: NO 
COMMENTS: Service bureau or sale. 

to computers using TOTAL 
The system has also been converted 
for data base management. 

MANUFACTURERS RESOURCES & PLANNING, INC. 
1430-H South Village Way 
Santa Ana, CA 92705 
714/912-2000 
NAME: MAN-FACT II 
COMPUTER: PRIME, MICROOATA, ULTIMATE 
LANGUAGE: BASIC 
EVALUATEO: NO 
CO~MENTS: 

MANUFACTURING RESOURCES MANAGEMENT 
Suite lab 
10721 West Capitol Drive 
Milwaukee, wI 53222 
414/462-3500 
NAME: PACS 
CO~PUTER: IBM SYSTEM/34 , IBM SYSTEM/38, IBM SYSTEM/3 

WANG VS 
LANGUAGE: RPG II 

RPG III 
EVAlUATEO: NO 
CO~MENTS: 

MARTIN MARIETTA 
300 East Joppa 
Baltimore " MO 
301/321-5144 
NAME: MAS M 
COMPUTER: OEC 
LANGUAGE: 
EVALUATEO: NO 
COMMENTS: 

MARTIN MARIETTA 
b303 Ivy Lane 
Greenbelt. MO 
301/982-6500 

OATA SYSTEMS 
Road 

21204 

POP/VAX 11 

OATA SYSTEMS 

20110 

Manufacturing Software 
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NAME: MAS E 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: 

MARTIN MARIETTA DATA SYSTEMS 
6303 Ivy Lane 
Greenbelt, ~D 20770 
301/982-6500 
NAME: MAS H 
COMPUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: 

MARTIN MARIETTA DATA SYSTEMS 
6303 Ivy Lane 
Greenbelt. ~D 20770 
301/982-6500 
NAME: MAS I 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS. UNIVAC 90 SERIES 

ICL. HP-3000. HONEYWELL LEVEL 66 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: Servlce bureau or sale. 

MARTIN MARIETTA DATA SYSTEMS 
6303 Ivy Lane 
Greenbelt. MO 20770 
301/982-6500 
NAME: MAS II 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUA GE: COBOL 
EVALUATED: NO 
COMMENTS: 

META SYSTEMS. INC. 
3645 Warrensville Center Road 
Cleveland, OH 44122 
216/561-91ll 
NAME: IMPACS 
COMPUTER: OATAPOINT 

Manufacturing Software 
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LANGUAGE: Oatabus 
EVALUATEO: ~O 
COMMENTS: 

MICRO MANUFACTURING SYSTEMS 
1670 Norma R.oad 
Columbus, OH 43229 
614/885-0738 
NAME: MC S2 
COMPUTER: TRS 80, CPM BASEO MICROS 
LANGUAGE: BASIC 
EVALUATEO: ~O 

COMMENTS: 

MID-AMERICA COMPUTER CORPORATION 
Mid Anerica Drive 
Thorndale at York Orive 
Bensenville, IL 60106 
312/595-4100 
NAME: MAC E 
COMPUTER: IBM/370 COMPATI8LE COMPUTERS 
LANGUAGE: C080L 

ASSEMBLER 
EVALUATED: NO 
COMMENTS: 

MIOEC, INC. 
261 Kappa Drive 
Pittsburgh, PA 15238 
412/963-6011 
NAME: Midec Manufacturing System 
COMPUTER: HP-3000, TANOEM 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: HP Version is in BASIC. 

MINI OATA SYSTEMS 
2041 qosecrans Avenue 
El Segundo, CA 90245 
213/640-0404 
NAME: TOPIC 
COMPUTER: TI 990 

Manufacturing Software 
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LANGUAGE: RPG II 
EVALUATED: ~O 

COMMENTS: 

MINI-COMPUTER BUSINESS APPLICATIONS 
2441 Honolulu Avenue 
Montrose, CA 91020 
2l3/957-2900 
NAME: MCBA'S MANUFACTURING SYSTEM 
COMPUTER: DEC PDP/VAX 11 
LANGUAGE: OIBOl 
EVALUATED: ~O 

COMMENTS: No VAX. 

MRP SOFTWARE INTERNATIONAL 
A Subsidiary of Software International 
331 Montvale Avenue 
Woburn, MA OlaOI 
617/938-0901 
NAME: MRP SYSTEM 1 
COMPUTER: PRIME. MICROOATA 
LANGUAGE: BASIC 
EVALUATED: ~O 
COMMENTS: Also marketed through agents 

MRP SOFTWARE INTERNATIONAL 
A Subsidiary of Software International 
331 Montvale Avenue 
~oburn, MA 01601 
617/938-0901 
NAME: MRP SYSTEM 2 
COMPUTER: PRIME. HP-3QOO 
LANGUAGE: CaBOL 
EVALUATED: NO 
COMMENTS: Also marketed through agents. 

MRP SOFTWARE INTERNATIONAL 
A Subsidiary of Software International 
331 Montvale Avenue 
Woburn, M. 01801 
617/93B-09Dl 
NAME: MRP SYSTEM 3 
COMPUTER: IB"/370 COMPATIBLE COMPUTERS 

Manufacturing Software 
~ __ .., Sysrems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
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LA~GUAGE: ASSEMBLER 
C~BOL 

EVALUHEO: YES 
COMMENTS: 

NATIONAL RUSINESS OATA SYSTE~S , INC. 
450 North Syndicate 
Saint Paul , MN 55104 
612/647-0143 
NA .~E: ~"RP 
COMPUTER: QUANTEL 
LANGUAGE: 8ASIC 
EVALUATEO : NO 
COMMENTS: 

NCA CORPORATION 
388 Oakmead Parkway 
Sunnyvale, CA 94066 
408/245- 7990 
NA~E: MS-11 
COMPUTER: OEC POP/VAX 11 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

NCR CORPORATiON 
1100 North Patterson Boulevard 
Dayton, OH 45479 
513/445-5000 
NAME: IMCS 2 
COMPUTER : NCR MINIS 
LANGUAGE: COBOL 
EVALUHEO : NO 
COMMENTS: 

NCR CORPORATiON 
1700 North Patterson Soulevard 
Dayton , OH 45419 
513/445-5000 
NAME: MISSION 
COMPUTER: NCR MAINFRAMES 
LANGUAGE: COBOL 
EVALUATEO: NO 
COMMENTS: 

Manufacturing Sofrware 
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~ORTHEAST DATA SYSTEMS 

01803 
20 itA" Street 
Burl ington. MA 
617/273-2920 
NAME: M ,~C 

COMPUTER: PRIME, MICRODATA. ULTIMATE 
ADOS 

LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

OPTI~UM SYSTEMS. INC. 
2801 Northwestern Parkway 
Santa Clara. CA 95051 
408/987-4444 
NAME: MICS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: Service Bureau or Purchase 

PARTHENON SYSTEMS. LTO. 
2'5 Just Road 
Fairfield, NJ 01006 
201/575-7516 
NAME: The Parthenon MRP System 
COMPUTER: DATA GENERAL. BASIC FOUR, REXON 
LANGUAGE: BA S IC 

COBOL 
EVALUHEO: NO 
COMMENTS: 

PRAXA 
26 Springdale Road 
Cherry Hill, NJ 06034 
609/424-3600 
NAME: 
COMPUTER: DEC POP/VAX 11 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: Praxa is a division of Xerox Computer Services . 

Manufacturing Software 
~ __ ..., Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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PRJFESSIONAL COMPU TER RESOURCES , INC . 
2021 Mid west Road 
Oak Brook . IL 60521 
312/932- 2200 
NAME: RMSj34 
COMPUTER: 16M SYSTE~/34 
LANGUAGE: RPG II 
EVALUHED: NO 
COMMENTS: 

QANTEL 
4 142 Point Eden Way 
Hayward, C4 94545 
4 1 5/667- 7777 
NAME : QMRP 
COMPUTER: QANTEL 
LA NGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

R.A . I . R. INCORPORATED 
465 Castro Street 
Mountain View , CA 94041 
415/964- 0413 
NAME: Micro MRP 
COMPUTER: HP-2000 , ONYX , & OTHER MICROS 
LANGUAGE : BAS IC 
EVALUATED: NO 
COM~ENTS: Service bureau . 

RATH AND STRONG 
4835 LBJ Fr eeway 
Suite 300 
Dallas , TX 75234 
600/527-5915 
NAME : PIOS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS, DAT A GENERAL 

HONEYWELL LEVEL 66 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMUHS: 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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RE~OTE BUSINESS SERVICES, INC. 
9 Bettswood Drive 
Norwalk, eN 06851 
203/853-1270 
NAME: 
CO~PUTER: DEC PDPIVAX 11 
LANGUAGE: DIBDL 
EVALUATED: NO 
COMMENTS: Service bureau or sale. 

ROBERT F. WILLIAMS ASSOCIATES 
626 AT-Hil Drive 
San Luis Obispo. CA 93401 
805/544-5749 
NAME: IMP 
COMPUTER: DATA GENERAL, NOVA LOOKALIKES 
LANGUAGE: BASIC 
EVALUATED: NO 
COMMENTS: 

SSC (THE SERVICE BUREAU COMPANY) 
500 West Putnam Avenue 
Greenwich, CT 06830 
203/622-2000 
NA~E: MFG/PLUS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: COBOL 

ASSEMBLER 
EVALUATED: YES 
COMMENTS: Same as Software International 370 compatible software. 

SCIENTIFIC COMPUTERS I~C. 

10101 Bren Road East 
Minnetonka, MN 55343 
612/ 9 33-4200 
NAME: PFIRM2 
COMPUTER: IBM/370 CO~PATIBLE COMPUTERS 
LANGUAGE: BAL 
EVALUATED: NO 
COMMENTS: Service bureau only. 

SESA 
888 Worcester Road 
Wellesley, ~A 02181 
617/431-1492 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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NAME: SE SAP 
CDMPUTE R: PRIME. ~ICROOATA. ULTIMATE 

ADDS 
LA NGUAGE : BASIC 
EVALUATED: NO 
COMMENTS: 

SOFTWARE MANAGEMENT SYSTEMS 
1642 South Parker Road 
Denv e r, CO B023 1 
303/152-1550 
NAME : MMC 
COMPUTER : PRIME . MICROOATA. UL TIMATE 

AD OS 
LAN GU AG E: BASIC 
EVALUATED: NO 
COMMENTS : 

SOFTWARE MANAGEMENT SYSTEMS 
1642 South Parker Road 
Denver , CO eOZ31 
303/1 52-1550 
NAME: MHS 
COMPUTER: HP-3DDO 
LA NGUAGE : COBOL 
EVALUATED: NO 
COMMENTS : 

SPERRY UNIVAC 
P. O. Box 500 
Blue Bell , PA 19422 
215/542-4011 
NAME : MANMAN 
COMPUTER: UNIVAC V77 
LANGUAGE: FORTRAN 
EVALUATED: YES 
COMHENTS: Same as ASK ~AN~AN. 

SPERRY UNIVAC 
P. O. Box 500 
Slue Bell , PA 1942 2 
215/542-4011 

Manufacturing Software 
~---t Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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~AME: UNI S/80 
COMPUTER: UNIVAC 80 SERIES. UNIVAC 90 SERI~S 
LANGUAGE: COBOL 
EVALUATED: P:NOING 
COMMENTS: Contact MSS for status of evaluation. 

SPERRY UNIVAC 
P.O. Box 500 
Blue Bell, p~ 19422 
215/542-4011 
NAME: UNIS/1100 
COMPUTER: UNIVAC 1100 
LANGUAGE: COBOL 
EVALUATED: YES 
COMMENTS: 

SPERRY UNIVAC 
P.O. Box 500 
Blue Bell, PA 19422 
215/542-4011 
NAME: UNI S/90 
COMPUTER: UNIVAC 90 SE~IES 
LANGUAGE: ASSEMBLER 

COBOL 
EVALUATED: Y~S 

COMMENTS: 

STSC. INC. 
462 Boylston Street 
Boston, MA 02116 
617/267-6864 
NAME: CMCS 
COMPUTER: IBM/370 COMPATIBLE COMPUTERS 
LANGUAGE: APL 
EVALUATED: NO 
COMMENTS: Service Bureau, Formerly SCIENTIFIC TIME SHARING CORP . INC. 

SYMBOLICS. INC. 
10125 West Sixth Avenue 
Su.te 102 
Lakewood, CO 80215 
303/232-4262 

Manufacturing Software 
.J'~--. Systems, Inc. 

P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 
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~A~E: RTMM/250 
COMPUTER: HP-250 
LANGUAGE: HSIC 
EVALUATED: NO 
COMMENTS: 

SYSTEMATION , INC . 
Two Commerce Park Square 
23200 Chagrin Boulevard 
Cleveland, OH 44122 
216/464-8616 
NAME: MMC 
COMPUTER: PRIME, MICROOATA, ULTIMATE 

AOOS 
LANGUAGE: 8ASIC 
EVALUATED: NO 
COMMENTS: 

SYSTEMATION, INC . 
Two Commerce Park Square 
23200 Chagrin Boulevard 
Cleveland . OH 44122 
216/464-8616 
NAME: MMS 
COMPUTER: HP-3000 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: 

SYSTEMS MANAGEMENT, 
10400 Higgins Road 
Rosemont, IL 60018 
312/296-3840 
NAME: MCS 

INCORPO~ATED 

COMPUTER: PRIME, 
ADDS 

LANGUAGE: RPL 
CD80L 

EVALUATED: NO 
COMMENTS: 

MICRQDATA, ULTIMATE 

THE ULTIMATE CORPORATION 
11 Brant Avenue 
Clark, NJ 01066 
201/388-8800 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Willisron, Vermont 05495 
802 878·5254 
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NAME: 
COMPUTER: ULTIMAT~ 
LANGUAGE: RPL 
EVALUATED: NO 
COMMENTS: ULTIMATE markets this package as an agent of SMI (Systems 

Management Incorporated). 

THOMAS. LAGU8AN & ASSOCIATES 
P. O. Box 523 
Barrington, IL 60010 
312/381-3200 
NAME: E-PICS 
COMPUTER: I 8 M/370 COMPATI8LE COMPUTERS 
LANGUAGE: COBOL 
EVALUATED: NO 
COMMENTS: All COBOL version of the system. 

THOMAS. LAGUBAN & ASSOCIATES 
P. O. Box 523 
Barrington, IL 60010 
312/381-3200 
NAME: , E-PICS 
COMPUTER: IBM SYSTEM/34. IBM SYSTEM/38. IBM SYSTEM/3 
LANGUAGE: RP G 
EVALUATED: NO 
COMMENT S : RPG version of the system. 

TYMSHARE 
Corporation Offices 
20705 Valley Green Orive 
Cupertino. CA 95014 
408/446-6000 
NAME: MANUFAC TS 
LANGUAGE: 
EVALUATED: NO 
COMMENTS: Service Bureau 

XEROX COMPUTER SERVICES 
5310 Beethoven Street 
Los Angeles, CA 90066 
213/306-4000 
NAME: lAS 

Manufacturing Software 
~ __ .., Systems, Inc. 

P. O. Box 278 
WillistOn, Vermont 05495 
802 878-5254 
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LANGUAGE: 8CC 
EVALUATED: NO 
COMMENTS: Service Bureau. Software evaluation discontinued. 

XEROX COMPUTER SERVICES 
5310 Beethoven Street 
Los Angeles. CA 90066 
213/306-4000 
NAME: XMP 
COMPUTER: IBM/370 COMPATIBLE CO~PUTERS 
LANGUAGE: 
EVAlUATED: NO 
COMMENTS: Service Bureau or Sale. 

Manufacturing Software 
Systems, Inc. 
P. O. Box 278 
Williston, Vermont 05495 
802 878-5254 



SANDRA KURTZIG 

Presldenl 

July 15. 1982 

Ms. Esther Dyson 
Vice President 
Oppenheimer & Co •• Inc. 
One New York Plaza 
New York Ci ty. N. Y .10004 

Dear Esther, 

I enjoyed your recent article in Datamation entitled 
"Getting Set for Vertical Markets." Row futuristfc of you 
to suggest "down-seal i ng your vertical market software onto 
a mfcrosystsn." That sure sounds like a good idea?? 

Keep ,mil; n9! 

Sf neerely, 

ASK Computer Systems Inc, 730 Distel Drive, Los Artos, California 94022 (415) 969-4442 
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American Electronics Association AEA 
2680 Hanover Street 
Palo Alto, Cahlornla 94304 

(415) 857-9300 

QUESTIONNAIRE 

We need ~r help! 

The grow~ng~~PUlaritY of the Monterey Conference has meant that 
each year we &~e had to turn away a growing number of people 
wanting to atte d . This is not necessarily bad as long as the 
organizations an individuals who should be at the Conference are 
able to attend. owever, we want to evaluate our policies to make 
sure the conference , is serving the AEA companies and the financial 
community in the best possible way. 

Listed below are some of the suggestions we have received con cering 
this conference, which is for public companies only_ We would like 
to learn what you think is the best course of action. 

~ 1. Keep the conference in Monterey and limit attendance to 
no more than the number attending this year . 

2 . Move the conference to a larger hotel in Northern California. 
which would possibly mean a move to San Francisco and a 
change in format . 

3. Schedule two conferences a year, one in October and one in 
the spring, which would enable us to accommodate more com­
panies and more people in the financial community . 

4. Schedule two conferences, again one in the fall in Monterey 
and with the second in the spring on the east coast . 

Extend the conference to a full week and schedule half of 
the companies in during the first 2+ days and the other 
half in the latter part of the week. This would mean that 
registrants would perhaps have to stay the full week. A 
possible variation would involve grouping of companies from 
various segments of the industry so that analysts could come 
and go depending on their special interest. 

Please indicate your first and second choices from the above. and 
comment further on these or other ideas on the back . Thank you for 
your thoughts . 

~D ~~\. \ ~:) 0t.w §)<{' ~ 
NAME 

O~~~ 
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SANDRA KURTZIG 

""'-, 

October 23, 1981 

Ms. Esther Dyson 
Vice President 
Oppenheimer & Company 
1 New York Plaza 
New York, NY 10004 

Dear Esther, 

It was a pleasure seeing you again at the AEA Monterey 
Conference. I certainly enjoyed our dinner. Thank you 
very ITlJch . 

I hope that I've answered your questions and have given 
you more of a feeling for our company . Please do not 
hesitate to call me or Bob Riopel, our Vice President 
of Finance, if you have any other questions. 

Thank you very much for your interest in ASK . I look 
forward to seeing you soon. 

Sincerely I 

~ 

ASK Computer Systems Inc. 730 Distel Drive, Los Altos, California 94022 (415) 969-4442 
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October 21, 1981 

Ms. Esther Dyson 
Oppenheimer Management Corporation 
One New York Plaza 
New York, NY 10004 

Dear Ms. Dyson: 

I have finally recovered from the information meetings. global travel, and seem­
ingly endless string of meals which are all required when bringing a company 
public . I am sure that listening to presentations can be as exhausting as 
giving them -- and while I hope our meetings were interesting and informative, 
I would like to thank you very much for your participation in our sessions and 
your interest in ASK. 

One of my most pleasant surprises on our recent tour was the number of you who 
offered names of prospective users for our MANMAN Information System . We have 
repeatedly found that sales leads provided by the financial community prove to 
be excellent prospects. and often quickly become ASK customers. This certainly 
is a benefit to us, but it often benefits you as well by insuring that your 
friends (and investments) in manufacturing firms have a greater chance for 
success and improved productivity. 

We would like to take full advantage 
manufacturing industry by offering a 
All you have to do to participate is 
BUSINESS II card and return it to us. 

of your excellent contacts within the 
program we call "GIVE ASK THE BUSINESS" 
fill out the enclosed "GIVE ASK THE 
Weill do the rest! 

I am completely serious about "GIVE ASK THE BUSINESS". Your knowledge of 
quality, growing manufacturing companies is a mutually beneficial resource 
which we appreciate very much . 

Thank you once more for your interest in ASK. We are all looking forward to 
an extremely exciting first year as a publicly held company. 

Sincerely, 

~'"/tli /16-7/ 
Sandra l. Kurtzig 01 
President 

SlKl l rr 

Enclosure 

ASK Computer Systems Inc. 730 Distel Drive. Los Alt os. California 94022 (415) 969-4442 



GIVE ASK THE BUSINESS 
ASK customers range from new slalt-ups 10 diV1Slons of the world-s largesl manufacturing companies They manufacture a spectrum 01 
prooucts ranging Irom automotive components to telecommuntcatlons equipment. and are used In appilCalions on the land. sea and air If you 
know 01 manufactunng firms who could benefit from our MANMAN- Manufactunng and Fn"larlCial Management System. please GIVE ASK THE 
BUSINESS by hlhng out this prospect company reply card 

"""'"'~ ----
ManutaCI!)l'Ing Comp.ilny Dvos'on Nan ... ' 

F'efSOl'lloComact 
Address ____ _ 

PrOdUCI Manutacll1ed 

.01 Employees 
Annua'R.-venues 

a l('ss ,han 100 
o l<"'S5 trw' S~M 

'1 Manutactunng Con'pany DV1S.00 NJITl{' 

Pf!fSOl'l to Coo'ltat:t 
Addf~S _____ ___ 

ProdUCI Manulaclured 

• 01 Employet..~ 
Annual Rt'VCflue5 

o Less l~a'll00 
o Less ma', S~M 

CornPilny 

o lOt 1000 
C S'M S~M 

o Ii'l 1000 
1 S··"" SSf".~ 

PhOl'lf'. 

TI e 

""""" . 
o 1001 10000 
( S:X'IM SJOOM 

T I'£' 

""""" . 
o 1001 10000 
o 55'-''',1 SJlXM 

o Mow t!'lan 10000 
a Mr""lIlanSJOOM 

o M,'ll'lhanIOOOO 
o ""VIC tr.an S300M 
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Raymond J. Bosso, Ext. 2523 
____________ -'A"'p"'r"""'· 10.....;2"0,-",-,1,,,9,,8,,3,--

• RATING: SP ECIAL EQUITIES 

• 

• 

ASK COMPUTER SYSTEr·1S: 

THIRD QUARTER UPDATE/REVIEW 

Symbol , Exchange: 
Price (04/20/83), 
52-Week Range: 
Ind. Dividend : 
Yield : 
Book Value 112182), 
Return on Avg. Equity: 

ltlVESTMENT V I EWPOI NT 

ASK!, OTC 
35 bid 

36 -13 
None 
None 

$4 . 64 
27 . 4% 

06/30 Yr . 
1984P 
1983E 
1982A 

EPS 
$0.95-$1. OS 

0 . 68 
0.48 

March Trading Vol. 
Shares Outstanding 

(000) , 
(000) , 

P I E Ratios 
35.0X 
51. 5 

295 
5,551 

ASK is a rapidly growing company in the packaged software industry, 
with particular emphasis on high growth manufacturers- - independent 
companies or divisions of Fortune 1000 companies . The c ompany has 
continued to leverage its product position by adding new module s 
and, more recently, making the product available on the pervasive 
DEC VAX line of super minicomputers . Management has establishe d and 
adhered to a disciplined, orderly growth pattern and achieved it while 
continuing to spend aggressively for new product development as well 
as significant marketing expansion. We believe that this positions 
the company favorably , enabling it to take advantage of the vast 
growth opportunities which exist in the manufacturing sector . While 
the current price / earnings multiple is high, we believe that stock 
appreciation in line with an aggressive 50% growth objective pro­
vides the basis for significant long-term capital gains . 

THIRD QUARTER REVIEW 

The accompanying table highlights ASK ' S recently reported third 
quarter along with nine-month results and comparative fiscal 1982 
data . During the third quarter gross profit margins declined signi­
ficantly from both the prior quarter and the year- ago period. This 
reflected a shift in mix to a higher content of pure hardware sales 
than was experienced in the earlier quarters . This activity in­
cluded a large number of high- end Hewlett- Packard configurations as 
well as one DEC / VAX system. Incidentally , we understand that ASK in­
stalled five or six MANMAN DEC/VAX software systems during the quar­
ter. The company did business with 34 new customers during the 
third quarter and its total customer base now numbers approximately 
400, including 90 ASKNET users. This remote access service accounted 

T -4 3 , 4 6 
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for 13% of third quarter revenues and about 12% of business for the 
first nine months . The company has nine ASKNET systems in its net­
work and upgraded three of these systems during the most recent 
quarter. 

THIRD gUARTER AND NINE-MONTH RESULTS 
(dollars in millions. except per share) 

Third Quarter March 31, 1983 March 31, 1982 , Change 

Revenues $9,903 100.0\ $6,000 100.0t +65' 
Cost of Revenues 5,454 55.1 3,138 52.3 +74 
R&D 777 7.8 440 7.3 +77 
SGHI. 21422 24.S 1 1 633 27 . 2 +48 
Operating Income $1,250 12.6\ S 789 13.2\ +m 
Other Income - Net 36S 3.7 379 6.3 ~ 
Pretax Income $1,615 16.3' $I,168 19 .5' +381 
Taxes (Rate) 678 (42.0) 537 146 • 01 +26 
Net Income S 937 9.5' S 631 10.5 +49' 

Earnings Per Share $0.17 $0.12 +42 
Avg . Shares (mil. ) 5,552 5 , 043 +10 

Nine-Month 

Revenues $24,413 100.0\ $16,008 100.01 +53, 
Cost of Revenues 12,382 50.1 8,557 53.5 +45 
RiD 2,024 8.3 1,196 7.S +69 
SG'A 6,119 21 . 8 4[054 25.3 +67 
Operating Income S j,228 13 . 2\ S 2,201 13 . 1\ -=+l7i 
Other Income - Net 1 1 131 '.6 7'0 '.9 +43 
Pretax Income $ 4,359 17.9\ $ 2,991 la. '\ --:t:i6i 
Taxes (Rate) 1,858 142 . 6 1 1 1 359 145 • 4 1 +37 
Net Income S 2,SOI 10.2\ $ 1,632 10.2\ +53\ 

Earnings Per Share $0 . 48 $0.34 +41 
Avg. Shares (rail. ) 5,555 4,748 +17 

Other income remained relatively flat compared with both the third 
quarter of 1982 as well as the second quarter of 1983, despite the 
fact that the company's cash balances increased due to a DecembEr 
1982 public offering . This is because, in addition to lower interest 
rates, the company purchased a building for future expansion which 
is now oc.cupied by other tenants. These "real estate" activities 
are expected to continue to generate small losses over the two-year 
period after which ASK will become the sale occupant. In addition, 
management recognized some capital losses on its portfolio of float­
ing rate preferred issues in the most recent quarter . 

In the fourth quarter it appears that expense growth trends in R&D 
and SG&A combined could moderate somewhat, leading to margin en­
hancements from these areas . This, coupled with a more normal mix 
of revenues and some pick-up in interest income factors, should enable 
the company to earn at least $0 . 20 per share in the fourth quarter of 
fiscal 1983 and achieve full year results approaching $0.70 per share . 

• 

• 
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ANNOUNCES INTENT TO ACQUIRE SOFTWARE DIMENSIONS INC. 

During the quarter ASK signed a letter of intent calling for the 
issuance of approximately 400,000 ASK shares to acquire Software 
Dimensions Inc., a privately held software company. This company is 
a developer of micro computer-based business applications software 
for Apple and CP / M compatible personal computers. Over the past 
twelve month~, Software Dimensions' revenues approximated $3 million, 
~esulting in net income of $400 , 000 . 

This acquisition , if consummated, seems to be very consistent with 
ASK management's long- term goals . In fact, in 1982 , the company in­
dicated that it had earmarked spending of $2.5 million over a two­
year period to develop micro-based software products . The intent is 
to provide MANMAN- like capabilities on stand- alone small business 
computers and enable the company to extend its market reach to those 
manufacturers doing less than $3 million in annual production . The 
existing profitability of the acquired company is in excess of ASK's 
long-term goal of 10% after taxes. We believe the acquisition will 
be additive to ASK's earnings following consummation but that the 
company will use the higher margins of the business to further 
development activities as well as to continue expansion of the market­
ing organization . On balance , we view this acquisition as a positive 
development for the company . 

ADDITIONAL INFORMATION IS AVAILABLE UPON REQUEST 

WITHIN THE PAST THREE YEARS, L.F. ROTHSCHILD, UNTERBER G , TOWBIN 9AS 
ACTED AS MANAGER OR CO - MANAGER FOR OFFERINGS OF SECURITIES OF ASK 
COMPUTER SYSTEMS AND THE FIRM MAINTAINS A TRADIN G MARKET IN THESE 
SHARES. A PRINCIPAL OF L.F. ROTHSCHILD, UNTERBERG, TOWBIN IS A , t DIRECTOR OF ASK COMPUTER SYSTEMS . 
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ASK COMPUTER SYSTEMS. INC. • 730 DISTEL DRIVE • lOS ALTOS, CALIFORNIA 94022 • (4'15) '169-4442 

FOR IMMEOI~TE RELEASE 
March 16. 1 QS3 

CONTACT: 
Joan Tharp (415) 96Q-4442 
Corporate Communications Manager 

~MPUTER SYSTEMS ANNOUNCES MERGER 

LOS ALTOS, CA--ASK Computer Systems Inc. announced today that it has signed a 

letter of intent to acquire Software Dimensions, Inc., a privately-held 

corporation. 

It is anticipated that approximately 400.000 shares of ASK common stock wil' 

be issued in the transaction. The merger is subject to the execution of 

definitive agreements and the obtaining of appropriate approvals. 

Software Dimensions is a leading developer of microcomputer-based business 

application software for Apple and CP/M-compatible personal co~puters. Its 

"Accounting Plus" software is the best selling accounting package for 

CP/M-based machines, with more than 20,000 copies sold since the company's 

founding two years ago. Later this month, Software Dimensions is expected to 

announce a version of Accounting Plus for IBM personal computers . Software 

Dimensions' revenues for the past twelve months approached $3 mill ion with 

net income of about $400,000. 

ASK is the leading independent supplier of manufacturing and financial 

software systems for manufacturing companies. Its minicomputer-based 

management information system is known as MANMAN~. ASK is the eiqhth 

fastest-growing public company in the nation. 
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ASKJ..-ii.g! mIcro package uses VisiCalc 

" ffers Budgeting Product 
ASK released the lalest addition 
to its family of integrated manu­
facturing management tools - the 
PLAN MAN Budgeting System. 

Operating in conjunction with the 
MANMAN General Ledger System, 
PLAN MAN is a fast and accurate 
budgeting tool. It provides an effi­
cient method of creating and revising 
budgets that is important for tactical 
planning. 

PLANMAN lets you manipulate your 
GI L budget information using the 
VisiCalc/ 125 program and the HP 
125 microcomputer. 

PLANMAN acts as an interface 
between MANMAN/ GL on the HP 
3000. and the VisiCalc / 125 pro­
gram on the HP 125 computer. II 
creates a file containing the speci­
fied GIL budget account information 
from the GIL System. This file is 
then loaded into the HP 125, where 
VisiCalc/ 125 is used to creale 
budgel data. PLAN MAN then reloads 
this revised data back into the GIL 
System data base. 

The system is designed for use by 
anyone responsible fOf the creation 
and maintenance of budgets. Only 
one person need actually access 
and update the GIL System data 
base for all your departments, which 
provides security over changes to 
the data base. The system is pass­
word and lockword protected. 

Information can be extracted from 
the GIL System data base in dif· 
ferent formals, such as the whOle 
account structure, single accounts. 
or a block of accounts. Data can be 
arranged sequentially, by division or 
department. or by natural account 
structure for convenient manipulation. 

HP 3000 

GIL Data Base 

PLANIIAN 

HP 125 

UNK/125 

VlslCak:!125 

Also, separate parts of the GIL 
account structure can be put into 
individual files for use by various 
budgeting groups. 

MAN MAN customers can get PLAN­
MAN as an add-on system for $2,500. 
If the PLANMAN software is pur· 
chased with either the HP 125 or 
HP 120 microcomputer, the cost is 
51,000. 

Once Ihe line item account infor­
mation has been entered and rela­
tionships between accounts established. 
budgets can be easily recalculated 
and modified as many times as 
necessary. If changes are made in 
a preliminary budget. all data based 
on the changed value is automatically 
recalculated. All account Information 
numbers are automatically verified 

before they are returned to the GIL 
System data base. 

"We expect PLAN MAN to be a 
useful 1001 for all of our customers," 
says Elbridge Stuart, ASK's product 
mari<ellng manager "It's flexible 
enough to meet the budgeung needs 
of aU companies." • 

Introducing: 

MAN MAN Products 
on Digital's VAX-11 

See page 6 
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Sandra l. Kurtzig , 

Thanks to our loyal customers and enthusiastiC and hard working emplOyees, 
ASK has had another excellent year Revenue for calendar year 1982 was 
$27.271.000 and net income was 52.901.000 or S 57 per share. 

We are committed to maintaining our poSItion as market leaders by Con\lnUing 
10 emphasize product development and customer support, As proof of this 
commitment. we invest over half of our R&D budget In enhancements to 
current products and the remaining funds are Invested In new prOject 
development. 

During the past year, we substanllaUy enhanced our MANMAN products and 
expanded our Information System to Include Fixed Assets SERVICEMAN 
Field SerYIce Management. PLANMAN OMAR PLUS and PAYROll 

Another major accomplishment for ASK thiS year was the delivery of our first 
MANMAN / MFG product on Digital Equipment Corporation's VAX senes of 
32-blt superminiS. MANMAN operates 00 the VAX In native mode and IS 
built around DEC's new data management system. DBMS-32 With thiS DEC 
Implementation. MANMAN IS now avaltable on the two most popular mini­
computers In the market 

During 1982, we also expanded our ASKNET remote processlllg service and 
continued bUilding a national telecommunications network that IS now 
Installed In los Angeles. Orange {CAl, Boston. New YOf1c, Chicago. 
Houston, and Dallas. A node Will soon be Installed 10 Minneapolis 

Our customer support network now has 20 field support offices nation­
Wide. with over 100 people in direct sales, techmcal suppon, marketing, 
and educallon 

Our customer training program has expanded to Include a senes of 10 
courses oNered at seven ASK regional training centers throughout the 
country. or on-slle althe cuslomer's faCilities 

As intelligent microcomputer work staMns become more powerful and 
cost effecllve, we are studying ways to use thiS technology in our 
MANMAN Information System. Our Ilrst microcomputer product. 
PLANMAN, allows users to download Information from the MANMAN 
data base to an HP-125 personal computer With V1SICatC, the user can 
create budgets and then use PLANMAN to load the new budget back 
mto the MAN MAN data base. 

We are looking forward to another year as eXCiting as the one JUSI 
completed We are dedicated to proVldlngthe latest technology In solt­
ware, hardware, and manufactunng techniques to our Customers, 

Payroll Product 
is Available 
The newly released MAN~ 
PAYROll product is a lIeK user· 
defined payroll system thai ets lhe 
needs 01 most manulactu 
companies. regardless of 

MANMAN I PAYROLL opera )n 

either the HP 3000 or the VA)( 11 as a 
sland-alone SYSlem thaI Jsers to 
define an unlimited afT'ICI Jilt dY types 
and deductIOns These It ..In be 
hnked and calculated n a mlted 
number of ways 

The MANMAN IPAYROL~ 
provides system defined 
standard Information. such 
name and address All e-
IS user-defined ThiS allow 
that IS especially useful In 
lactuflflg enVIronment tha 
vaflous union contracts 
conchtlOfl of the contrac 
payroll IS automatically rec 

The product IS table-dn ... e 
IS made to the user-dell 
table, to( example, the cteJ 
of all the employees on h 
changed 

As an illustratIOn of hOw 
fleXible the system IS, you 
one transactIon 10 transfe-­

tContmued on pugf: 4! 

-"'I 
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Lavey Assumes New Duties 
om Lavey joined ASK when lhe 
:ompany had 10 employees. two 
:>rooucts, and no other salesperson. 
Fou and a half years laler. Lavey 
l<!S been named chief operating 

-er of ASK. which now employs 
bout 200 people. and markets and 
:Jpports 14 products. 

As the newly appointed chicf oper­
ating ofllcer. Lavey is in charge of 
the dally operations of ASK. He 
supervises the growlh of a company 
that has more than doubled in size 

ve the last year and a half. and 
IS xpecled to triple by 1986 He 

o oversees the development, 
'larkeMg. and suppor1 of ASK 's 
expanding pmducl hne. 

We want to continue growing prolll­
<lbly In a carefully planned and 
d reeled manner," says Lavey. "We 

1 want to continue providing a 
hallenglng and enjoyable work en­
on 1lenl lor the employees My 

Ie ponslbillty is to make sure that 
00 h of these goals are successlully 
ao..; eved 

As d resul t of the company's growth, 
_avey anticipates hiring mOfe product 
marketing managers to supervise the 
promoliOn 01 ASK 's products. They 

will also act as a link between 
R&D and the outside wOfld by 
directing feedback lrom the cus­
tomers, the prospective buyers. the 
lield support and sales people. to 
the R&D staff. "This is the best 
way of making sure that our cus­
tomers get what they wan!." says 
lavey. 

With the appointment of lavey, 
Sandra Kurtzig. president and founder 
of ASK. will now devote herself to 
the company's long term strategic 
planning "Our strong linancial can· 
dition and leading mari<etshare 
position within our industry presents 
us with some outstanding growth 
opportunities: says Kurtzig. "These 
management changes will help us 
take advantage of them. " The com­
pany's long term plans include 
developing manufacturing and finan­
cial management packages using 
microcomputers for smaller manu­
facturers 

'We have a whole decade of valu­
able experience in manufacturing 
management to bring to bear on our 
line of products for micros," says 
lavey. "This is why it makes sense 
for ASK to develop and market them." 

NEWSMAN 

Tom La~ey IS ASK's chief operalmg offlCet . 

Lavey's broad background in com­
puters and manufacturing makes him 
a valuable asset to ASK. Besides 
having a degree in Mathematics and 
Computer Science and an MBA, 
Lavey has worked as a programmer, 
a systems analyst. a financial analySt 
and has run a manufacturing plant 
as a controller and a vice president. 

Lavey believes the people at ASK 
deserve all the credit for his and the 
company's success. "If we are at the 
top today." says Lavey, "it's because of 
our hard working employees' • 

ASK has Record Second Quarter 
ASK reported record revenue and 
earnings for the second quarter of 
the 1983 fiscal year ended December 
31 , 1982. Revenue increased 57% to 
$8.002,000 and net income increased 
61 % to $833.000 or S.16 per share 
compared with the same quarter last 
year Net income as a percentage 
of net revenue was 10.4%. 
Performance for the second quarter 
indicates ASK's continued growth 
despite weak economic conditions, 
Sandra Kurtzig, president of ASK, 
attributed the gains to excellent 

products, a strong financia l position, 
and aggressive sales efforts. ASK now 
has over 90 sales, marketing, education. 
and support personnel in 19 direct sales 
offices in the United Stales. 

Second Offering Completed 

ASK completed a second public 
offering 01 its common stock on 
December 14, 1982. which nelled 
the company approximately $10 
million. This increased the total num+ 
ber of shares outstanding 10 approx­
imately 5.5 million. 

Of the 1.250,000 shares offered, 
500,000 were sold by the company, 
and 750.000 shares were sold by a 
sharehOlder. L. F. Rothschild. 
Unterberg. T owbin managed the 
underwriting 

ASK will use the proceeds of this 
offering lor working capital and to 
finance facilities, capital equipment 
commnments. and software develop ­
ment. _ 
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R&D Perspectives: 

The Future of MANMAN 
By Kenneth A. Fox 
vice president, 
research and development 

I'd like to share with you our future 
plans for the MAN MAN Information 
System, Our business strategy is to 
offer MANMAN products on both the 
HP 3000 and DEC VAX minicomputers, 

Sioce we write extensively about the 
VAX on the following pages, lei me 
address the HP 3000. Our partnership 
with HP serves both companies well lor 
many reasons, As you know, ASK has 
bUltlllS business and reputation by 
becoming the leadmg supplier of 
manufacturing management systems 
on the HP 3000. HP provides reliable 
hardware, quality service and software, 
and a well·known commitment to new 
product development, 

Our commitment 10 HP is reflected in 
our software aChievements of the past 
years. last year alone, we introduced 
major new capabilities to the MANMAN 
System Including: SERVICEMAN. 
PLANMAN. OMAR PLUS. and PAYROLL. 

Payroll 
(COntinued 'rom page 2) 

from one division to another, says 
Bernard Weisberg, software engIneer. 
'With other payroll systems. that can 
be a complex procedure. 

Unlike most payroll products. 
MANMAN/ PAYAOLL is deSigned to 
minimize the number of hardcopy 
reports required, and maximize the use 
of on-screen inqUiries. In thiS way, 
pnnted reports need only be used for 
extensive review. while on-line 
InqUiries allow for quick checking of a 
par1icular item. 
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As one of HP's largest OEMs. we have 
had the opportunity to preview Hp·s 
new products and plans lor the 3000 
hardware and software This preview 
has lurther strengthened our enthusiasm 
for MANMAN products on the HP We 
plan to lake full advantage of many 
exciting HP enhancements 

Now let me address the MANMAN 
System Itself The follow1Og are some 
of the enhancements and new 
capabilities we have planned IOf the 
MANMAN System on the HP 3000 and 
DEC VAX computers 

-Full serial number and lot tracking 
-Muiliple plam InslaUatlons 
-Repelilive manufacturing 
-Quality control 
-Project accounting 
-More fleXible master scheduling 
-Data collection 
-Integrated deciSion support lools 
-Purchase requiSitions 

We are commilled to keeping the 
MANMAN products on the HP 3000 
and DEC VAX the ·'state of the art for 
many years to come 

lIS gOing to be tough to break payroll 
people away 'rom their repor1 papers. 
says Weisberg. ··But It'S certamly gOing 
to make things easier 

MANMAN 'PAYROLL ConSists 01 four 
conceptual modules Employee Data, 
Pay CalcUlation. Deducllons. and Taxes 
The Pay Calculation module allows you 
to pay employees automatICally or by 
time card. and can process any 
combination of pay frequencies 10 the 
same payroll run Pay can be ISSUed by 
checks Of' direct deposit Checks can 
be reconciled and a complete employee 
earnings history IS maintained The 
module also handles workers com­
pensation. calculates sMt premiums. 
and overllme 

Our on-going policy IS to pr( 
enhancements to eXisting Tl es, at 
no Charge. to customers wl'h Nare 
subscnpllons As new proo lfe 
developed, they Will be oHer 
IntrOductory prICes for a Tl TIe 

I hope I have gIVen you som ght 
Into our future goals for thO MAN 
prOducts Throughoutlhe c year. 
NEWSMAN WI" keep you j of 
our progress We look forwa 
rewardmg year as we progr .... ards 
these goals _ 

The DedUCllonS module cart ulate 
an unlimited number of dedL 1S at a 
fixed rate. percentage. or rat ult1plled 
by hOurs Deduction tables are uced to 
maintain common deduction ormulas 

The Taxes module produces W2 forms 
and calculates federal stale. and local 
taxes It also handles tax-sheltered 
earnings and dedUCllOns An optional 
tax maintenance serYlCe IS avaIlable 

Scheduled enhancements to the 
product mclude the addition of a human 
resources package that W!U share lhe 
payroll data base _ 

-- ---~----------------.. 
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Inventory Control for Marketing Tools 
r las released a special repack­

.... ersion 01 the MANMAN Man­
'Jflng Management System that 
Ie.s Inventory management ca­

lieS for companies that have 
.Jlion or field service manage­
funcltons. 

-.ocial verSion 01 MAN MAN, 
lhe Inventory Management 

Soy' 11 operates in conjunction with 
r tht MANMAN Order Manage­

Accounts Receivable (OMAR) 
l MAN MAN SERVICEMAN systems, 

weillory Management System 
d .:. four modules from MAN­

MFG that allow either MANMANI 
R "MANMAN / SERVICEMAN 

land alone as a complete man-
'n! system, The modules are: 
ry Control, Purchasing, Cost 
Iting, and Master Production 
I ng 

In only one year, the ASK Remote 
Processing Service, ASKNET. has 
tripled in size. It now services 90 
customers throughout the country. 

We have customers in practically 
every corner of the United States, " 
says Lindsay MacDermid, ASK's 
director of computer services 
ASKNET's private communications 
network has dedicated lines operating 
from Boston, New York, Chicago, 
Dallas, Houston, Los Angeles, and 
Orange County. A Minneapolis line 
will be installed within a few months. 

Rapid expanSion IS evident at ASKNET 
headquarters in Los Alios. " In the 
last year, we've added seven com­
puters and enlarged the computer 
room three limes," says MacOermid. 

"Customers can now buy order man­
agement or field service capabilities 
wi thout the total cost of MANMAN I 
MFG," says Elbridge Stuart. product 
marketing manager at ASK. "They 
no longer have to pay for modules 
they don't use." 

When used with MANMAN/OMAR 
("OMAR PLUS"), these four MAN­
MAN/ MFG modules provide inventory 
management to companies that 
either manufacture and distribute 
their products or solely distribute 
products. When used in conjunction 
.. th MANMAN/ SERVICEMAN CSER­
VICEMAN PLUS"), the four modules 
provide inventory management for 
companies that have field service 
requirements. 

As a result of the integration of the 
OMAR and Inventory Management 
products, OMAR PLUS allows greater 

control of stock. Items shipped are 
automatically decremented from in­
ventory. OMAR PLUS also handles 
inventory allocations and realloca­
tions, depending on order priorities. 
The Master Scheduling module keeps 
track of sales orders and fore-
casts so reports can accurately 
reflect products to be purchased. 

MANMAN/ SERVICEMAN is deSigned 
for companies that provide direct 
field service or third party main­
tenance on manufactured products. 
The system provides a complete 
field service job reporting and con­
tract maintenance system. SERVICE­
MAN PLUS contains automatic inter­
faces for part number validation, 
inventory location information. and 
part availability. It also provides auto­
malic backordering of unfilled ma­
terial requiSitions and costing 
information. _ 

ASKNET Growth Continues 
'We are staffed around the clock. 
seven days a week, except for Friday 
and Saturday nights." The ASKNET 
staff has tripled to meet the needs 
of the increasing number of customers. 

Currenlly, ASKNET offers a full range 
01 MAN MAN products on the HP 
3000. The new MANMAN Manu­
facturing Management System on the 
Digital Equipment Corporation's 
VAX-tt computer will also be available 
to ASKNET customers. (For more 
details about the VAX project, please 
see page 6.) 

ASKNET is particularly attractive to 
small companies in the early stages 
of their growth because it does not 
require the resource commitment 
needed for an in-house turnkey 
system, Turnkey system users often 
use ASKNET as well to train their 
personnel and set up their data 
bases before the in-house system 
arrives. 

"Most of our customers begin with 
one or two ports and add more as 
they grow:' says MacOermid. "Once 
they have six or seven ports, it 
usually becomes cost effective for 
them to go in-house." 

ASKNET users for the VAX and HP 
systems are provided with complete 
support and regular program updates. 
Through hands-on experience, cus­
tomers get a thOrough understanding 
of the MAN MAN products' capabilities. 
ASKNET customers learn just how 
easy the systems are to use. 

'"ASKNET gives us the chance to 
become familiar with the systems while 
we decide whether or not to go in­
house," says Paul Conard, cost account­
ing manager at Altos Computer, San 
Jose, CA "The systems are easy to use 
and the documentation is very clear." _ 

5 
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ASK Releases MAN MAN On igital 's VAX-11 
ASK now offers users a choice of 
hardware for Its MANMAN Information 
System 

several months Ken Fox. ASKs 
Vice preSIdent of research and 
development. targets Spnng 1984 for 
full availability of software on the 
VAX computer 

In January. MANMAN Manufactunng 
Management System software be· 
came available for use on Dlgllal 
Equipment Corporahon"s VAX· I I line 
of computers The full family of 
MANMAN products is being designed 
'Of the computer, and will become 
available in stages over the next 

Decision Will Expand Market 

"Our motivation for seeking a 
second machine." says Fox. "rests 
squarely on busmess, not technical 
concerns Simply stated. we want to 

6 

Documentation and Classes are Developed 
DocumentallOn and user training ft)( VAX products win Include an 
on-line help facility, functionally oriented reference manuals. and 
educallOn courses fOf learning the systems 

Sylvia Onalfo-Wybrant. manager of MANMAN-VAX documentallon. 
notes, "'For the VAX systems, every prompt Wli be documented on·kne 
We feel thiS will be particularly important to ASKNET customers, 
On-hne documentation IS possible because of the structure 01 the VAX 
operating system. 

Inft)(malron will be available at the command le-..el FOf each command 
documented, Inf()(mation Win be provided on the applICations, special 
conSiderations (called qualifications), and each prompt On-screen ex­
amples Will be provided for list commands 

Printed documentation will also be provided, The user reference manuals 
will give command-by-command documentation organized by depart. 
mental funcllOn . For example, two 01 the nine functional applications for 
the VAX MANMAN / MFG documentallOn Will be malerial planning and 
shop floor control. 

Regarding documentation for the MANMAN-VAX products, OnaJfo­
Wybrant says. "We expect to maintain the same high quality as our 
HP system manuals The new format IS based on our expenence With 
the HP manuals, and lnlervtews With long-term MANMAN users. new 
users, and ASK user groups. 

Mark Ripma ASK director of held services. IS developing separate 
courses for the V AX products whICh Win fonow the lines of the courses 
taught,'Of the MANMAN products on the HP 3000. The plan IS to rely 
prlmanly on classroom InslruclJOn; however. the poSSibility of some self­
paced tralOlng IS being considered 

Ripma notes, "We do not need to completely redo the ClXrenl HP 
classes. The Slmilarllres between the MANMAN-HP and the MANMAN­
VAX products Will be such that development of new classes should be 
falrty painless. In fact. the system manager's course Will be the only 
course which Will be dramatICally ddferent In Its content. 

"Our Management PerspectIVe and MANMAN Implementation courses 
which are scheduled ft)( release in the next few months."' he added ' 
'Will also apply to both systems." . 

broaden the potenlial 11 
MANMAN products 

ConcernIOg DEC. he no 
chose DEC equipment h 

state of the art techno 
cause of DEC's service r 
ItS customer base. and It 
attitude the company ho d 
OEMs The VAX compute 
obVIOUS choice 

We looked at many 01 
miniS and feel confide 
3000 and the VAX-11 :II 
leading machines HaVi 
MAN MAN products a>'8 
two leadlOg supefmln s 
In an excellent position 
very substantial part 01 
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We are In the excel "t po~ :m 
of having experience In Ii -"anu­
facturlng Informalion syste'Tls ~hould 
funcMn today. and where :-hey are 
heading." says Fox "Our R&D man· 
agement team IS already lay.ng the 
groundwork for many new capa 
blhtles We will Implement lhese 
capabllilles on the HP 3000 and 
the VAX 

Programming Is Ongoing 
Howard Klein. the MANMAN-VAX 
pro,ect leader began organizing the 
VAX effort In mld-1981 

Speaking for hiS team of software 
engineers. Klein says. We received 
our VAX 11/780 in September 1981 
By March 1962, we began Coding 
the MANMAN/MFG product We are 
now wen under way With the cocMg 
of the finanCial packages and the 
deSign of the Order Management 
and Accounts Receivable products. 
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,~re are large differences 
'he VAX and HP machines:' 

'but the user will see 
difference In the 

11 the programs I would 
differences in the HP 

MANMAN/MFG product to 
,ce In automobiles. To the 
r IS little diflerence be­
erran or a Porsche, but 
chamc there are tremen-
r nces. It IS Just the same 

MANMAN users will feel 
comfortable on either 
The only person for \Nhom 
ces are SIgnificant is the 
nager 

"'essors WIll use DEC's 
I.. ::tata base manager, DBMS­
)Ee Introduced In early 1982. 
to Fox, ASK spent three to 

evaluating available data 
1gement systems before 
llhe DEC DBMS "We Ifled 

scv available data base 
ma • systems in-house and 
cone that the DEC CODASYL 
s15t, oVldes the best performance 
and J ful feature sel. Fox says, 
Mo et it s written speCifically for 

th(' vAx which makes It faster and more 
flexlb", us'" In our system designs 

New Features are Offered 
There .. re several new features being 
IntrOduced In the VAX MANMAN/MFG 
product These features. which are 
alSo slated for incorporation into 
MANMAN I MFG on the HP system. 
Include the folloW1ng 

o Multi location and lot ability - allows 
parts 10 be deSignated as single or 
muillple Inventory location/lots 

o Two Units of measure - parts and 
supplies may be purchased USing 
one uOil of measure and stored and 
consumed USing another measure. 
System maintained conversion 
factors automatically keep track of 
uOils of measure and quantities 
Involved 

ASK and TCI Inc .. a telecommumcallons film m Mountam View, CA. lamed forces /0 
Implement/he flrsl MANMAN System on Digl/ars VAX ·11 computer. From lef/ /0 rlghl. 
Fred OOfWeller. productIOn con/rof supervisor. and Beth Steams. programmer I analys/ 
at TCI, look over a MANMAN, MFG report wi/h ASK's Howard Klem. VAX product 
manager, and Roger BOl/arlm, director of special prodUCtS 

a Routings - master (standard) 
roUtingS can be malnlalned and 
alternate operations on routings 
allowed 

a Work-In-Progress - capability to 
associate work orders with specific 
projects or sales orders. 

Discounts are Available 
'We're very enthusiastiC about the new 
ollenng," says Elbridge Stuart, ASK's 
product marketing manager, He notes, 
'Customers who install manufacturing 
software on a VAX computer can take 
advantage of the three types of 
discounts we offer" First. ASK offers a 
discounl on VAX hardware purchased 
for use WIth MAN MAN products ''We 
can offer this discount because we are 
a volume buyer and we pass that 
discount on to our customers," says 
Stuart Second. discounts are offered 
on ASK soflware products The third 
and newest type of discount available is 
for VAX customers who buy MANMAN 
financial products before the official 
release date of fall 1983 

''We will be making qUite an effort to 
meet the information needs of our VAX 

customers" Stuart says, ' 'We have one 
customer who is currently using 
ASKNET (the ASK Remote Processing 
Service) in conjunction With hiS VAX. HIS 
MANMAN I MFG product IS in his VAX. 
and hiS financials are on the ASKNET 
HP machines As soon as Ihe forth­
coming VAX-based products are avail­
able, we will work with him to convert 
his data entlfely to hiS in-house system, 

CAD/CAM Users are Anticipated 
Fox notes Manufacturers USIng 
computer aIded design (CAD) and 
computer aided manufacturing (CAM) 
are one sector of the manufactUring 
market we think the VAX-based pro­
ducts will particularly interest VAX is 
the mosl widely used computer for 
these applications Moreover. many 
CAD/CAM users are beginning to 
express an interest in integrating thel( 
operahons With manufacturmg resource 
planning (MAP) software such as 
MAN MAN oilers. Currently, the term 
CAM implies control of manufacturing 
equipment. But I think In the future, the 
definition of 'CAM' will be expanded to 
Include the standard use of manu­
facturing information systems as well. ' . 

7 
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Sales Team has a Winning St} e 

To say that ASK has a successful 
sales force is an understatement 
In the last quarter alone. revenues 
increased by 57% compared to the 
same Quarter last year, reflecting 
the work of this aggressive, busy 
department. 

A secret to the success of the ASK 
sales force is their desire to see 
that the system and the customer 
are truly compalible "Our sales 
approach is honest and upfronl." 
says Jim Manion. ASK's vice 
president of sales. "We know 
MANMAN can', be all things to all 
people."' 

Tom Harris. regional manager for 
the Northwest Sales Region, agrees, 
adding, "Our approach is to show 
the customer how MAN MAN can 
aid him with his particular manu­
facturing needs. We don't present II 
as a product: we present it as a 
solution, a tool." 

The sales reps have an excellent 
knowledge of the product. 'We 
expect every rep to be able to do 
a demo of the entire system." says 
Harris. Sales reps currentry learn 
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about the. MANMAN prOducts through 
specaal Onenlabon classes. and brlrlQ 
With them years of related experi­
ence wtlen they JOIn ASK 

ASK sales reps have another ad­
vantage, ··OUf financial stability IS 
very reassunng to OUr customers 
because they know we·u be around 
years from now to stand behind 
our products,'· says HarnsAfso 
our secure financlat base assure·s 
them thai we will contmue putllng a 
large ~lOn of our revenues Inlo 
research and development. which 
ultimately benefits all OUr customers 

The Sales Depanmenl IS dIVIded 
Into four regIOns The Eastern 
RegIOn Includes the northeast and 
southeast regIOns of the COUnlry 
Its headquarters are In Syosset, NY 
The Midwest RegIOn is based In 
Hinsdale, Il a suburb 01 ChICago 
The Southwest Region slretches 
~rom Callfornta to Texas. and has 
lis headquarters In Orange. CA. The 
Northwest Region. which includes 
Northern Calrlornla and the PacifiC 
Northwest. is based at ASK head­
quarters m Los Altos 

Each regIOn has a 
quaners In addl\Jon 
In othel' locations w 
Each has a reglOl 
reports to the v ice p 
sales al ASK headqu 
Los Altos 

The regional offices a 
reps are allowl."d to 
own style, based on 
thelf customers, acCtr 
The marn office In L 
10 oversee and co 
ous offICeS 

head-
s offICes 

he region 
I3ger. who 

nt of 
,n 

ne sales 
in their 

needs 01 
10 ManIOn 

serves 
the van-

Other departments w. SK work 
closely With the sale ThiS IS 

partiCUlarly true of t hng 
group. whICh compr d Ser-
ViceS Corporate Cc :.Jltons. 
PrOduct Markehng a nlcat 
Support Freid Ser\I~ ~h in-
cludes Customer Serv ld Edu-
catron SerVIceS, prO\lld(> :rrhcal 
Irnk belween the cus and ASK 
EducatIOn ServICeS pr a com-
prehensIVe senes of _5 on 
ImplementatIOn and appi Itlon of 
lhe MANMAN pmducts Ing wrlh 
seminars on special lop Cus-
tomer ServICe coordlnat€ software 
subscnpllons, the releas<;: of soft­
ware and documentation updates. 
and any dlscrepancres between the 
documentation and the product 

The Technical Support group pro­
vides on-srte and telephone con­
sulting for customers Ih'ho have 
questions about Ihe Implementation 
and use of ASK prodUCIS Corpcl(ate 
Communrcatlons and Producl Mar­
keting provide lhe sales IOfce WIth 
mar1<etlng and priCIng Information 
and ~Ierature 

Like the rest of ASK the Sales 
Department IS not restIng on liS 
past achievements, but is aggres­
sively mOVIng ahead The Los Altos 
office Will soon be moving to ItS 
site across the street from corpor­
ate headquarters. in additIon to 
acqulrrng lIs own computer -
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ASK SPOTLIGHT: 
Jim Mar 
vICe prf; 
about 
he mov, 
this SP(! 
VIce prr 
leaves (" 
staff al 
in Los 

"My lal 
Califorr'l 
two ye 
Manion 
New Yr 
people 
Mamol 
estlma! 
before 

Manion 
C<>~ 
where 
kelrng 
started 
as a rT" 

A.SK's newly appointed 
I " sales, IS not worried 
nq to the lIIe style when 

New York to Cahfom8 
1:mion, ASK's former 
t )f the eastern region. 

NY, to jOin the ASK 
lrporate headquarters 
~A 

wed between southern 
New York nearly every 
'" I was growing up." 
I can go to ellher 

los Angeles and see 
I 10 high school with." 
bOm In New York, and 
roved nearly 26 limes 

5 22 years old 

ludled at CW Post 
ooksVllie. New York. 

celved a B S In Mar-
12 after college. he 
In the New York area 
-:g representative lor 

Jim Manion 
Burroughs Corp. He was there for 
two years before moving to Xerox 
Corp. in the same capacity. Two 
years later. he became a branch 
manager for Itel Corp. His supervisor 
at Itel was Tom Lavey, who is now 
ASK's chief operating officer, When 
Lavey became vice president of 
sales and marketing for ASK in 1978, 
he remembered Manion's record, 
and asked him to join ASK. Manion 
started as ASK's firs' New York 
marketing representative in 1978, 

'" was ASK's first fUll-time employee 
outside California," Manion recalls. 
'When I started, we had only three or 
four customers in the eastern region. 
Now the region has more than 1 00 
cuslomers, seven sales offices, and 27 
employees." 

Manion's wife, Julie, and their two 
daughters, Kimberly, aged seven, 
and Nicole, aged four. currently 
live in the New York area, They 
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plan to join Manion in California 
after the girls finish their school 
year. Until then, Manion will be 
scouting the area for a house. 

When asked about his spare time 
activities, Manion just chuckles and 
points to his desk brimming with 
papers and reports. "I don't really 
have that much spare time." _ 

MANMAN Thrives • 
In Midwest 

Business .. bOOming at ASK's windy 
city offICE:. The midwest region , 
With headquarters in Hinsdale, 
IL a suburb of Chicago, now handles 
over 55 customers 

Among the customers are llllon 
Industnes in Florence, KY. automahc 
conveyor system manufacturers; Nor­
Jake, Inc. In Hudson, WI, a commer­
cial refrigerator Unit manufacturer: 
GOUlds Inc.-Getty DIVISion In Racine, 
WI. makers of electflc motors: and 
Collins-Rockwell InternatIOnal. AviOniCS 
Division in Cedar Rapids, IA. 

ROlscreen Co., the w()(kfs largest 
manufacturer of Cadillac Windows, 
uses MANMAN products in their one 
million square 1001 Iowa plant. (The 
plant is so large Ihey use shuttle 
buses to get around, and the aisles 
have street names.) 

Robbins & Meyers in Ohio uses the 
MAN MAN Manufacturing Manage­
ment System in three of its divi­
sions, and Mark Controls Corp. uses 
MAN MAN products in all five of its 
valve system manufacturing divisions 
in Ihe midwest and southwest 

The Chicago office opened in October 
1979 With Paul Caffrey and Bob 510SZ, 
now regional manager and regional 
technical manager, respectively, The 
two worked together previously for an 
early MANMAN user. There. they 
selected the MANMAN Manufacturing 
Management System, helped install it 
and get il running before coming to 
ASK to open the midwest regional 
office. For the first eight months, Caffrey 
and Stosz formed the entire fulltime 
staff of the midwest regional office. 

Then, ASK's midwest region , like all of 
ASK, began to grow. 

"The first two installations in the 
midwest region were sold from the 
east coast, even before we had an 
office or any salespeople," says 
Michelle Stenzel, marketing manager, 
"Today, we have over 55 installations 
and about 10 ASKNET customers. 
We also have an education center, 
and about 14 people WOf'king in the 
regional headquarters office alone." 

In addition to the office in Chicago, 
the midwest region has two other 
offices; one in Indianapolis. IN, 
and the other in Edina, MN, The 
Indianapolis office opened in late 
1981, and the Edina office opened 
in January 1982. _ 
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ASK and NPS: A Striking Team 

This machine pioduces a componem 01 a valve used In 011 ptodUCllon on the north 
shore of AlasKa 

National ProductIOn System (NPS) 
had a record sales Increase of over 
2C1C1% from 1979 to 1981 A manu­
facturer of production and drilling 
equipment for the petroleum Industry, 
NPS decided their existing manu­
facturing management system could 
not meet these Increased demands. 
After IhofOugh discussions With an 
outside consultant. NPS decided the 
best way to cope WIth future growth 
was to automate Its manufacturing 
management process 

NPS, a unit of National Supply and 
a division of ARMCO, Inc., aSSigned 
a five man steenng committee. 
headed by Darryl Makepeace, super­
intendent of malenals management. 
to look at vanous manufactUring 
management systems Each person 
in the committee represented a 
different department within the com­
pany. assuring that each particular 
department's needs would be ad­
dressed After a f8'N months of 
thorough search and analysis. the 
committee decided that ASK's MAN­
MAN Information System would best 
suit their purposes. 

10 

"Our selection criteria were Simple. ' 
says Makepeace "We wanted a sys­
tem that would be user-fnendly. 
could be used at aU levels wlthm 
our facility. would grow as our 
needs grow, and would give us 
ongoing hardware and software 
support. ASK met all of these 
conditions" 

NPS licensed a range of MAN MAN 
products including Manufacturing 
Management. Order Management and 
Accounts Receivable. Accounts Pay­
able. General ledger. and the Inte­
grated BUSiness GraphiCS System. 

MAN MAN Is Implemented 

"Because of good planning and a lot 
of emphaSis on educahon," says 
Makepeace. "'we had rTlInllTl8l problems 
implemenllng the systems, ASK's 
Education Services were instrumental 
in achieVing this The classes en­
couraged us to learn by actually 
using the product and helped us 
get over the fear of the unknown. 
Furthermore. the classes brought us 
in contact with other people in 
similar situations with whom we 

shared. and contmue to share. aU 
kinds of useful tips" 

Alter completing ASK's classes, the 
implementation learn began training 
the other employees at the plant 
'We were well aware that MAN MAN 
could not help us by itself. says 
Makepeace 'We had to use It 
properly ThaI's why we started 
training everyone in the company 
They had to understand not only 
MANMAN and the basic concepts 01 
MAP. but also realize the importance 
of cooperating with other depart­
ments and entering accurate and 
up-la-dale information ' 

MAN MAN Shows Results 

When asked about the results of 
using the MAN MAN products, MaKe­
peace claims, "They are dramatic 
We now have up-to-date informatIOn 
on our active as well as inactive 
inventory We virtually eliminated al 
obsolete raw materiaL We identified 
aU slow moving matenals We can 
respond rapidly to OI'der input 
changes resulting from economiC 
fluctuations in the oil industry We 
Identified all surpluses and now avoid 
putting more on the shell by mistake 
In shorl. MANMAN allows us to do 
our Job right Ihe first time. It gives 
us a total viSibility Ihal helps us 
control our manufactUring process 
and plan for the future ' 

Makepeace has a word of warning 
lor those companies WIthout auto­
mated manufactunng management 
systems "In tooay's W()(ld. If you 
don't automate, your CompetitorS WI. 

Makepeace was full of praIse I()( 
ASK and ItS employees. MThe com­
pany is personable and friendly. and 
the people are very dynamic and 
experienced, The technical support 
group, for instance, is not only know­
ledgeable. but also more than wilting 
to help One 01 the things I most 
like about ASK is that they really 
care about you, You make a sug­
gestion and they listen," • 
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A#ASK News Bits and Bytes 
N.y, OHk:e' Opened 

AS' added three new sales 
and :e offices 10 lis network 01 

'6 < throughout the United 
Stat w Ie doubling the size of its 
cO< headquarters In Los AlIOS, CA. 

Th w ASK alilce in Woodland 
H, Increases service to the 
g.o .ustomer base in the Los 
A~. Irea There afe also new 
off' Englewood, CO, and 
Co boa MD 

No' outdone, ASK corporate 
head ers has added 30,000 
sqrJ. eet 01 space WIth the 
pure of an office building directly 
opp' the one II now occupies 
Aftor -nodehng, lhe building will 
bee.:> the new home 01 the North-
"' .. , Q onal Sates Division 

ASK porate headquarters now 
co )1 two 30,000 square loot 
bu complete WIth atriums, a 
cuSl !raining center, lunchroom, 
an<! QZ' and lockers 

ASK if.,.. Dllcount, 

As I the largest OEMs for 
He Ickard hardware, ASK pro-
vid 10% dlSCOunl on most HP 
equ T'1I purchased for use with 
Ihe NMAN Information System. 
ASK oj. offers discounts on Digital 
EQu P 'lent Corp, hardware purchased 
for u, with MAN MAN products 
These dISCOUnts apply 10 new and 
eXist 1Q r:ustomers 

In ad(' Jon to the hardware discount, 
customers are eligible to receive 
vanous discounts on ASK sohware 
products 

"In tOOay's complex business world, 
an InveSlment In computer hardware 
and software is qUickly paid back," 
says Tom Hams, ASK's northwest 
regional sales manager "The diS­
counts we offer make buying a 
manufacturing system or adding 
hardware to an eXIsting system a 
cost effective proposition Rather 

than pay list price for add-on equip­
ment. most customers preler to 
purchase through ASK." 

For further details on Ihe discounts 
available on ASK products. contact 
your local ASK sales office. 

TalkIng About Manual. 

ASK's Technical Communications 
Dept. has started an on-going dia· 
logue with MANMAN product users 
to keep up-la-date with customers' 
documentation needs, 

'We have been hearing nothing but 
praise about our manuals for the 
past two years," says Stewart 
Florsheim. ASK's director of techni· 
cal communications. "We decided to 
get off our laurels and speak to 
users so we could lind out, nol 
only what is right WIth the manuals, 
but ways in which we could enhance 
them." 

Members 01 ASK 's Technical Com­
munications Department visited local 
user sites and conducted telephone 
interviews, Companies contacted in· 
clude Megatest Corp" Santa Clara, 
CA; Lexel Corp., Palo Alto, CA; Can· 
vergent Technologies. Santa Clara, 
CA; and Source Technology. 
Mukilteo, WA. 

Suggested enhancements to the 
existing manuals include organizing 
the manuals functionally. instead of 
by command; adding more examples 
and flow charts: and including 
indexes to all of the manuals. 

The customer interface will proceed 
on a continual basis. If any user 
is interested in participating, contact 
Stewart Florsheim or Sylvia Onalfo­
Wybranl. manager, technical com­
munications, at ASK headquarters in 
Los Alios. 

Users' Group Meets 
The ASK National Users' Group will 
elect officers at their meeting in 
Montreal, Canada, during the week 
of April 25·29, 1983. 

The meeting is being held in con­
junction with the HP 3000 Inter· 
national Users' Group annual North 
American Conference. 

In addition to electing officers. ASK 
users will discuss forming various 
special interest groups, and Ihe 
distribution of the new users' swap 
tape. 

For more information about the 
meeting or the users' group, call 
Mike Clark at Powell Industries. 
Houston, TX, at (713) 944-6900. 

r----------------------~ 
NEWSMAN IS deSigned 10 keep you Informed aboul developments at ASK and In lhe 
ASK Family of Producls You can let ASK's Technical CommunicatIons Department 
know about any spec~llnterests you have by answering the follOWIng ques\lons. We 
welcome any comments regarding lhe cutrentlSsue 

Suggestions or comments on NEWSMAN: 

o Please send me more InfonnaUon on the MAN MAN Infonnatlon System. 
o Please add me to the NEWSMAN mailing list. 

Name 11". 
Company 
Address 

Phone 
Send responses to: Technical Communicahons Depl. 
ASK Computer Systems, Inc., 730 Distel Drive, Los Altos, CA 94022 

~----------------------~ 
11 



NEWSMAN 

ASK Classes are Scheduled 
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Background 

Computer Solutions 

COMPUTER SOLUTIONS, INC. 
COMPANY BACKGROUND 

computer Solutions, Inc. (CSt), headquartered in Newton. 

Massachusetts , is the only software developer to create 

integrated systems that address the varied and complex demands 

of high-technology manufacturers. Its software , designed for 

the Hewlett-Packard 3000 family of minicomputers, is powerful, 

easy-to-use and unique in its ability to provide the 

comprehensive accounting, manufacturing, and marketing controls 

needed to maintain management productivity in an environment of 

rapid growth. 

CSl was founded in 1974 to develop custom-programmed 

manufacturing systems and provide related timesharing 

services. In 1981, after more than six years of development, 

it introduced its current package of productivity software 

combined with HP hardware for high-technology manufacturers , 

FM / 3000' • 

FM/ 3000 combines HP 3000 minicomputers with 

CSI-developed manufacturing, accounting and marketing 

application software. Customers can purchase fully configured 

(more) 

950 WatertOlAln Street. Newton. MA 02165. (617)332-1300 
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systems for in - house use or opt at first to utilize the same 

software under a timesha r i ng a rrangeme nt with CSI. 

eSI now has customers located in New England, New York , 

and Canada , incl uding Kloss Video, Boston Acoustics, Marietta 

Packaging , Dynalogic , Termiflex , and Lion Precision . Private l y 

held , it had 1982 re ve nues of approximately $ 1 mill i on and 

projects an annual growt h rate of nearly lOa perce nt , due to a 

rapidly escalating demand for its products. 

The company is now in the process of concluding venture 

capital arrangements to sustain the marketing and geographical 

expansion necessary to support anticipated annual revenues of 

$20 million by 1986. 

FM/3000 

FM/3000 has three modules for controlling financial, 

manufacturing, and marketing tasks . These can be impleme n ted 

as an integrated system , or customers can select one , two or 

all three stand-alone modules. As stand-alone systems , 

customers can manage discrete areas of their business , while 

full integration permits consolidated management and 

coordination of information throughout the corporation. 

The financial package includes Accounts Receivable , 

Accounts Payable, General Ledger , and Sales Order Processing 

capabilities. The manufacturing control package includes 

Inventory Management , Purchase Order Control , Costing , and 

Material Requirements Planning (MRP). 

(more) 
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The marketing package, called SalesPower! , is the only 

marketing management system that can be integrated with 

manufacturing and financial controls. It provides an improved 

sales data management structure for prospective customer 

information, sales campaigns, and lead and quote activity. 

SalesPower! also automates mailing list and telemarketing 

operations and generates custom sales reports. 

Prices start at $20,000 for individual FM/3000 modules, 

and the company offers proportional savings as the system is 

expanded. Currently, CSI's customers range from startups to 

large corporations, including a major division of a Fortune 500 

company. 

Because it is menu - driven, FM/3000 is easy to use. Such 

proprietary features as BROWSE- , Help, and Write Your Own 

Report, provide users with in-house data-processing 

capabilities requiring no costly data-processing personnel. 

Easy-to-read screen formatting, extensive programmed error 

checking , and full documentation of both FM/3000 and the HP 

3000 family add to the system's ease-of-use . Because FM/3000 

is a set of standardized applications software packages, the 

system can be up and running in weeks, not months. Yet FM/3000 ' s 

hundreds of "software switches" provide the flexibility to 

adapt the system to the unique requirements of any company. 

(more) 
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CSt provides customers hands-on training in the use of 

FM/3000 at its training center in Newton, as well as both 

printed and on-line documentation and a toll-free telephone 

line for phone-in service consultation. The software contains 

built-in diagnostics that display error messages on the screen 

alerting a user when to call CSI. FM/3000 also contains 

utility programs that test data integrity and consistency on a 

regular basis . 

Marketing 

Computer Solutions ' primary market is high-technology 

manufacturers, particularly companies involved in the 

manufacture of electrical and electronic machinery, measurement 

and instrumentation devices, computers and related equipment, 

and ai rcraft equipment. CSI is the only software vendor to 

have targeted this market. 

In targeting such a clearly defined market, CSI is able to 

understand it thoroughly, stay abreast of changes, and provide 

a product that meets its unique and constantly evolving needs. 

CSI has found that high technology manufacturers have certain 

traits in common: they grow rapidly, they need to track parts 

and inventory closely, and they must respond to changes quickly 

and often. CSI has developed a line of software aimed at 

solving the most critical problems facing managers in such an 

environment. 

(more) 
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CSI maintains a data base of a l l companies in 

high-technology manufacturi ng, and regularly reaches the top 

managers of those companies through direct mailings , 

telemarketinq , seminars , technical articles , trade shows and 

advertisinq . The company ' s research indicates that over the 

next five years about 11, 000 such companies will acqui r e a 

computer system for manufacturing control . Its goal is to have 

each of those companies consider the CSI system before making 

its purchasing decision. 

Management 

Computer Solutions founder and President Mitchell E. 

Kertzman has 15 years' experience in the minicomputer software 

industry. He has developed and supported computer applications 

in timesharing environments , and as an experienced systems 

analyst and designer , has produced large-scale manufacturing, 

accounting and data base systems and the major modules of the 

FM/3000 applications packaqe . 

Kertzman attended Brandeis University , and is a member of 

the Massachusetts High Technology Council and the American 

Electronics Association. 

oavid P. Dewan , Executive Vice President , joined CSI in 

1980 . He has 18 years' experience in management, finance , and 

system design , and prior to joing CSI , spent four years as 

senior consultant and manager of financial operations for 

(more) 
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Resource Planning Associates, an international management 

consulting firm . Under DeWan's supervision, CSI designed and 

programmed its timesharing service and the complete FM/3000 

package. 

DeWan also founded Contact Computer Corporation , a 

nationwide computer services supplier, and is author of two 

books written for the American Management Association: 

Managing Corporate Cash and Planning and Cpntrol for Managers . 

DeWan received his BS from the Massachusetts Institute of 

Technology and his MBA from Harvard Business School. 

Hark E. Atkins joined the company in March 1983 as Vice 

President of Marketing. previously, Atkins was employed by 

Honeywell Information Systems as National Sales Manager fo r 

Datanetwork. He also spent four years with Control Data 

Corporation, and has been a financial consultant and contr oller 

of the polaroid Credit union. Atkins received a BA from the 

University of Massachusetts and an MBA from Babson College. 

I I I 

-FH/3000 and -Browse are trademarks of Computer Solutions, 
Inc. 

For further information contact: David Copithorne 
Rich Moore 
Miller Communications 
(617) 536-0470 

I 
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)\s dds Micro Company 
ASK Computer Systems Inc .. has 
completed the merger by acquisition 
01 Software Dimensions. Inc. (501), 
of Folsom, CA, a producer of micro­
computer-based accounting software. 
The merger expands ASK's product 
line of minicomputer-based manufac­
turing management software into the 
microcomputer small business mar­
ket. The company will be known as 
ASK Micro Inc., an ASK Computer 
Systems company. 

ASK's new company is a major pra. 
ducero! accounting software pack­
ages for IBM, Apple. and CPM-based 
microcomputers. The company's well­
known Accounting Plus product line 
contains general ledger, accounts 
payable, accounts receivable, payroll, 
sales order processing, purchasing. 
and inventory control lor small busi­
ness management and point 01 sale 
accounting for retailers. 

"ASK wanted to tap the growing mar­
ket of small businesses that will soon 
use management information sys­
tems," says Tom Lavey, ASK's chief 
operating officer. "ASK has the busi­
ness applications expertise as well as 
the customer education programs 
and documentation to guarantee suc­
cessfut customer use of our manage­
ment systems. It's logical for us to 
extend our expertise into the area of 
small bUSiness applications." 

Lavey believes the merger assures 
ASK of a strong market position, and 
guarantees the company's ability to 
take lull advantage of future techno­
logical advancements in the com­
puter industry. 

"As computer technology progresses, 
the traditional market of the micro­
computer will overlap and integrate 
with the market of the minicomputer," 

says Lavey. "ASK will have expertise in 
both these types of systems." 

The merger is a natural expansion, ac­
cording to Lavey. "We think the two 
companies are very much alike. ASK's 
reputation is based on reliable , user­
friendly products. SDI is known for 
high-quality, comprehensive soft­
ware. Both companies share the 
same priorities and operating 
philosophy." 

As a result of the merger, ASK now of­
fers business information systems for 
the full range 01 business sizes: ASK 
microsystems lor small businesses; 
the ASK Remote Processing Service 
(ASKNET) forgrO'Ning companies that 
will eventually bring the MAN MAN 
system in-house, or lor companies 
that choose not to bring a computer 

in-house: and the minicomputer­
based MANMAN Information System 
for manufacturing management of 
larger companies. 

ASK will continue to market the Ac­
counting Plus product line to a variety 
01 small businesses, including. retail­
ers, wholesalers, service companies, 
and manufacturers. ASK plans to 
maintain a two-pronged marketing 
approach, according to Lavey. First, 
the Accounting Plus product line will 
be sold through distributors to retail 
dealers. Second, ASK will try to initiate 
new OEM contracts with selected mi· 
crocomputer manufacturers; the com­
puter manufacturer will then resell the 
software through their own channels. 

"Our goal is simpte," said Lavey. "We 
want to span the marketplace." 0 
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Martin Browne, 
Vice President, 
Software Development 

Now that another fiscal year has been completed. It seems appropnate to 
again thank our customers for their support and enthUSiasm for MANMAN 
products and ASK As our company grows. we continue to recognize that 
new software capabilities must be deSIgned pmnanly In response to the 
needs of our customers Based on this premIse. the software development 
group of ASK IS committed to ensuring that customer Input IS the pnmary 
source for new product development Let me descnbe some of the ways that 
our users contnbute to product development 

First. ASK encourages suggestions on software enhancements vIa our en· 
hancement request forms, Each suggestion received IS formally logged Into a 
data base and then the enhancement request IS gIven to the appropnate 
application product manager. These enhancement requests are reviewed on 
a regular basis and are Included in new prociuct plans whenever feaSible 

A second valuable source of input comes from meetings With mdlvldual 
customers and prospects, An important part of the software engineer's lOb II;; 

to meet With company representatives to discuss their Individual needs 
Ideally. standard enhancements are created 10 meet these needs which also 
benefit the entire user community. 

The ASK sponsored workshops are also helpful m determlnmg the require. 
ments for product development, For example. while developing the manufac. 
tunng cost accounting system. we held seminars 10 each of our reglOnat 
offices and inVited anyone interested 10 contrrbuting Ideas or teamIng about 
our product development The cost accounting module was a direct resu t 01 
these seminars 

Finally. the ASK users groups pro ..... ide a valuable forum for the exchange of 
ideas between customers and the software development grOlJp O ..... er 50% 01 
the current ASK users belong to one of [he seven regional users groups 
Software englOeers. product managers. and I actively panlclpate In many of 
the users groups pnmaflly to discuss future product plans In add lion these 
user groups can consolidate many of the user reqUirements With n a specIfic 
region 

One of our company goals is to remaIn the moSt reputable supplter of on-hne 
manufactunng and financial management systems Our customers are al. 
ways an Important source of Ideas. and thelf satIsfaction speaks as our best 
reference. 

Payroll Product 
is Enhanced 
The newly released M, r.lMAN' 
PAYROLL p roduct al l;dy has 
an impressive list of U ommg 
enhancements 

Enhancements scheduled fOI a fall 
release include the addlti an op-
tional level of password Iy This 
will allow the system man r to as-
sign a password to eaet ndlVldual 
payroll function while al 0 19 pas-
sword control of the ove tern. 

Also scheduled for COOl 
fall IS Ihe automatIc Intcrt 
MAN MAN'PAYROL 
MAN/GL. This Will al..,..,., 
payroll expenses dlrec 
product expense accOl 

By the beginning of 198 
will Interlace w·t 
MFG's Work-In-Proce 
payroll product WI 

MANIMFG's Information 
coun ts. calculate 
employees 

Also scheduled for Ih 
next year IS the hum 
product. that will share 
base as the payroll prOd 
ute will provide perso 
benefit reporting. apD 
and salary admlnlslrat 

In the 
tween 

MAN­
to post 

the GIL 

J,Jroduct 
NMAN' 
Jle The 

MAN­
ess ac­
d pay 

Ing of 
ources 

r ''''data 
.;;mod­

Ie. Is. and 
tracking, 

Already ,nstalled at J )lle5. the 
payroll product IS a l( Ie, user-
defined payroll system thaI operates 
on Mher the HP 3000 or VAX-l1 
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-- LatNIPI CA 
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Financial Products Available on VAX 
The new MANMAN/MFG product on 
the VAX-11 computer now has in­
tegrated financial products 

ASK released its VAX-based MAN­
~..1AN!GL product in July. and plans 
he release of MANMAN/PAYAOLL 

ld beta tests lor MANMAN/OMAR 
nd MANMANI AP by September. 

MANMANiMFG became available for 
se on Digital Equipment Corpora­

tlon"s VAX-It line of computers in 
January, Since then, ASK has in­
stalled 15 VAX-based systems at 
(.ustomer sites across the country, 

"e full family 01 MANMAN products 
being designed lor the VAX com­

puter The target date for availability 
;1 the complete software system is 

Spnng 1984 

We're moving into a new phase with 
the VAX products," notes Ken Fox, 
ASK's vice president of research and 
development "Our goal is to work 
closely with the installed customers 
to look for ways to improve perfor-

mance. Our first update of the MAN­
MAN/MFG product on the VAX in 
September will reflect our customer 
feedback. We're also continuing to 
work on the integration of the finan­
cial products into the manufacturing 
product. H 

Support Offered for VAX Products 
This summer, ASK product managers 
and project leaders are visiting 
regional offices to train sales and 
support staff on use of Ihe new 
products. 

Educational Services has already 
taught a number of classes on the 
VAX MANMAN/MFG product. Mark 
Ripma, ASK's director of product 
marketing, notes that the VAX 
classes parallel the HP classes in for­
mat. The first VAX MANMANlGL class 
is scheduled for August 18 in Los 
Altos, CA. 

VAX Products Available on 
ASKNET 
The first customer to use VAX MAN­
MAN/MFG on ASKNET, ASK's Remote 

Processing Service, went on-line in 
early June. uWe expect to see more 
VAX customers join over the summer 
and significant growth in customers 
in the fall when the VAX financial sys­
tems become available," says 
Lindsay MacDermid, di rector of com­
puter services. 'Within a year, we an­
ticipate al least 20 percent of all 
ASKNET customers will be using the 
VAX. Like all our HP customers, VAX 
customers can use ASKNET to 
provide a full range of manufacturing 
management services until it 
becomes cost effective to have an in­
house system." 

VAX Products Reach Europe 
Through a recently completed agree­
ment, DEC Finland will be the 
authorized distributor of MANMAN 
systems on the VAX in Finland The 
other foreign distributors for MAN­
MAN products are Scicon in England, 
which distributes MANMAN on the 
HP and VAX systems, and CISI in 
France, which distributes MAN MAN 
on the HP system. 0 

ASK Focuses on Product Areas 
ASK conllnues to strengthen its or­
ganization along product lines. Or­
ganizational enhancements have 
been made in the Research and De­
velopment and Marketing depart­
ments that encourage concentration 
on particular product areas. 

··This is a solidification rather than a 
reorganization,.· says Ken Fox, ASK's 
vice president of research and devel­
opment. uWe have always had engi­
neers and writers working on 
particular products. However, with 
the development of the VAX prod­
ucts, we decided to strengthen our 
organization along the product area 

lines so that we could make sure that 
the same features appear in the VAX 
and HP products ~ 

The lour product areas at ASK are 
manufacturing, financial, marketing, 
and systems. The manufacturing 
area includes the Manufacturing 
Management product: the 
financial area includes the 
Accounts Receivable, Ac­
counts Payable, General 
Ledger, Fixed Assets, 
PLANMAN, and Payroll Srs EAtS 
products; the marketing 

(continued on page 5) 
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Administration Team Keeps ASK Run'1ing 
ASK's dedication to quality sefVlce IS 

nowhere more apparenllhan In the 
Finance and Administration Depart­
ment Under the direction of Bob 
Riopel. vice president 01 finance and 
administration, in-house operatIOns 
from accounting 10 shipping and 
receiving are performed. all with the 
same customer orientation that is 
found throughout ASK 

This department performs a wide va­
riety of tasks Controller Frank Holta 
directs the financial operations. In­
cluding internal and external report­
ing, accounting. budgetmg, lax, 
credit and collection, and the trea­
sury function. The personnel duties. 
including employee education. are 
performed by Personnel Manager 
Ann Prenatt Customer orders, from 
ASKNET customer leasing of hard­
ware to supplying documentation 
matenals. are all processed through 
the order administratIOn department. 
headed by Ellyn Williams libby Lar­
sen orchestrates facilities. which In­
cludes coordinallng the frequent 
rearranging of office space It IS a 
complex set of diverse operatIOns, 
reqUiring careful management to 
keep the entire company functIOning 
efficiently 

An Integral part of this well-run de­
partment is the MAN MAN Information 
System. which helps keep track of 
the growing company's affairs ·We 
use our own products. · says RiopeL 
"And in so doing. we perform an on­
gOing re-evaluauon of the automation 
and updallng of our system, ,- In­
house use of the MANMAN prOducts 
helps provide quality service to ASK 
customers In two ways: first. by uSing 
MAN MAN. the company uses an ex­
cellent software system; second, 
through Increased employee 
familiarity with the system. ASK is 
able to improve the product and 
make the system more efficient and 
useful for everyone 

"We use the financial packages as 
well as MANMAN/MFG. all of which 
have helped to increase our accu-
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FINANCE AND 
ADMINISTRATION 

racy and effiCiency, Including Im­
proved customer billing explains 
Frank Holta 

For a !inanClal administrator. the 
MANMAN products prOVide other 
significant benefits HOlla explains, 
~What I like best about our system IS 
that it provides readily available and 
up-la-date Information: at any POint. 
you can see the current status of an 
account as well as ItS history ThiS 
greatly enhances our ability to 
respond to the needs of customers 
as well as internal management 

Creative Environment Is 
Maintained 

Personnel Manager Ann Prenalt IS 
concerned about ASK's most 
valuable resources the staff, ''We 
have talented people here,' Prenatt 
says. "and my lob involves conlinu­
Ing to prOVide OpportuMles lor 
them," Toward that end Ann has 
found OPportuOilles for increaSing 
ASK employee skills, including 
classes in-house and at local college 
campuses Supervisorial experhSe IS 
enhanced by PMlcipatton In the Ar-

thur Young series of 
training seminars 
nars specifically de 
and Similar compal 
~They deSign the c 
learn how to best de 
01 management 1551 
thiS kind 01 compan,/, 

ement 
Ion seml­
for ASK 

1e notes 
"I help us 
the kinds 
run into In 

Prenatts overall per~pe ve IS that a 
work enVIronment ca her nurture 
or discourage product v ty and 
Imagination-both essen!lal qualitieS 
lor a software company-but the bal­
ance must be skillfully maintained 
''The company has to determine pa­
rameters for employees, Just as we 
determine parameters for customers 
We want to prOVide enough structure 
while stili anowrng ourselves to be 
fleXible and creallve 

RiOpel summarizes the ASK philOSO­
phy while IdentifYing that behefwlth 
hiS own depanment ~you can hnk " 
our success to two baSIC pMClples. 
he says "First. a sound product that 
does what it is designed 10 do, 
second quality service that IS maln­
tamed at a high level.~ U 

1 
J 



= 

ASK SPOTLIGHT: Bob Riopel 
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(conlin T1 page 3) 

area the Order Management. 
SEA\, MAN Field Service and 
Integral Business Graphics 
product and the systems area 
Inctud ) (fOjects that are nOI appli­
cation speCifiC, such as perfor­
mance programming standards. and 
systems Interlaces 

The Software Development and 
Technical Communications depart­
ments In Research and Development 
have gone through a few structu ral 
changes. Software Development, 
~hlch has always been organized 
Into the four product areas, has been 
subdivided into special groups within 
each area The manufacturing man­
agement area has been divided into 
Production ContrOl, Master Planning 

my prevIous experience and my work 
at ASK is that here, I'm involved in 
more aspects of the business'" says 
Riopel His prior experience in evaluat­
ing and installing systems contributes 
directly to his planning duties, which 
include evaluation of ASK's product 
plans, pricing and marketing 
programs 

The added exposure to the other 
aspects of the business has been 
rewarding for Riopel "Irs the first time 
,"ve been Involved In sales on any 
level. he says. aThe sales team seems 
10 like to have me meet with custom­
ers. and I think It's great The sales 
staff benefits from Riopel's extensive 
knowledge of ASK product applica­
tions, his contacts throughoulthe busi· 
ness. and his ability to introduce the 
system's usefulness 

and Engineering , and Material Con­
trol The financial area has been 
diVided into Payroll; Fixed Assets; 
Decision Support Systems, which in­
cludes PLANMAN, and Accounting 
Systems, which consists of the Ac­
counts Receivable, Accounts 
Payable, and General Ledger 
products. 

The Technical Communications De­
partment. which produces the user 
reference manuals and other techni­
cal publications, has been realigned 
into Ihe four product areas Writers 
work on specific system manuals 
within each area. 

Product Marketing Managers Hired 
The product marketing area of the 
Marketing Department is being de­
veloped and organized into the four 
product areas. Product marketing 

NEWSMAN 

Bob Riopel is ASK's vice president of 
fmance and administration. 

'"I'm always eager to tell the ASK 
story.·· says Riopel ''We're always 
looking for creative solutions to reduc­
ing costs and improving quality. and I 
enjoy playing an active role in that 
process. 

managers have been hired with ex­
pertise in manufacturing, financial. 
marketing, and system applications 

The responsibilities of the product 
marketing managers include market 
research. competitive analysis, 
pricing, introduction of new products. 
and sales support. They will also be 
involved in product design and in 
educating ASK's field organization. 

~We need to concentrate on all 
aspects of the product. from re­
search and development to educa­
tion, as well as on the product's role 
in the marketplace, ~ says Mark 
Ripma. ASK's newly appointed direc­
tor of product marketing. "Aligning 
Research and Development and Mar­
keting along product area lines will 
encourage an important team effort 
between the two departments." 0 
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MAN MAN Helps Increase Production 
At the Audichron Company in At· 
tanta, GA, MANMAN' MFG was first 
put to the test only a lew months after 
installatIon. Audlchron, the nallon's 
largest manufacturer of telephone 
announcement equipment, needed 
to build 600 systems in 6 months 
They previously had produced about 
25 systems per month 

Audlchron mel their schedule, but 
Charles Myers. dlfector of manulac­
turing. believes that without MAN­
MAN'MFG. such a dramatic Increase 
in production would have been 
impossible 

Audlchron onglnally used another 
computerized MAP system to 
manufacture thelf telephone lime. 
weather service, and speCial service 
announcement equipment "That sys­
lem was a disaster." says Myers "It 
was 100 complicated to be used by 
most of our employees and it was 
very expenSive It cost. per month. 
more than four times what the vendor 
said It would cost. To top It off, we 
never once ran the MRp H 

Audichron Switches to MAN MAN 
Myers, author of Installing A Manu­
facturmg MRP System, proposed that 
they get rid of the eXisting system. 
He led an intensive three-month 
search for a workable system which 
resulted in choosing MANMAN/MFG 

Audlchron found that MANMAN MFG 
was the fnendliest and most com­
plete system on the market "Since 
MANMAN MFG was designed from 
the manufactunng point of view, It 
really addressed our manufactunng 
needs, says Myers 

"By the time MAN MAN MFG arrived 
everybody was really enthusiastic. 
says Myers "Our data was in order 
and we were all set to go We ran our 
first MRP report after being up only 
one month.H 

When asked how MANMAN/MFG has 
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MANMANiMFG now manages the thousands 01 pans used to assemble Audlc;hr 
Company's celephone announcement eqUipment 

changed Audlchron's manulactunng 
enVIronment. Myers replied. "It took 
us Irom the dark ages into the twen­
tieth century. Since we now know 
where we are at any given time. we 
can make educated decisions We 
can respond quickly to inquiries 

Myers recalls the arduous hours he 
spent with the manual system 
originally used al Audichron HWe 
have aboulS,OOO part numbers. 
3,()(X) bills of matenal. and over 500 
top level assemblies I would spend 
hours exploding each bill of matenal 
by hand. With MANMAN 'MFG we 
now easily maintain close control of 
inventory " 

MAN MAN Links Marketing and 
Manufacturing 
Myers feels that MANMAN'MFG pra­
vldes the necessary link that IS olten 
missing between marketing and 
manufaclunng "With MANMAN MFG. 
marketing knows what the factory 
has the capability to build MarketJng 
now conlrols what we build and when 
we build it 

~ Its dliflculllO quantify the benet 
MANMAN 'MFG. because procc 
at computer speed has really tum 
our company around." claims My 
"In the long term, MANMAN MI G h 

given our people the ability to m e 
intelligent decisions based on gl {I 

data .. 

Audichron has Installed a range or 
MANMAN products including Order 
Management and Accounts 
Aecervable, SERVICEMAN. Accounts 
Payable. and General Ledger 
"'Adding the flnancials was the logical 
olf-shoot. says Myers Irs con­
venient to have markellOg, finance, 
and manufactunng running off the 
same system. II saves a lot of lime -

Myers praises ASK's products and its 
people ~ASK's tech support crew IS 
the best around They know the 
answers to our questions right away 
When asked why he prefers MAN· 
MAN/MFG to other MAP systems. 
Myers says, "because It is th~ only 
system that really works ~ 

r 
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NEWS Bits and Bytes ____ ----, 
,urvey Completed 

~d 1(( . Ihl flf<;\ 

Ided ASK with a 
r 01 I ~ work en'IIrOfl­

It 11er $lles Approxi' 
K users participated In 

I:'>rsland about our 
ufaclunng environ· 
ellCCllvety we can 

'I lems ays Mark 
d rector )f produ A 

rnlng Il0W custom­
"IMAN. ASK will be able to 

on r ;atlsfactlon wilh 
er support serVices, 

p 1 ~ and education 

ps Growing 
be n Idded to 
~f' network 

)u ('I It", ,11>\ office In 
a penC'"J thl" ">pnng In 
OH 

ASK office In Boston. 
,g 's sales and lechnl­

!::iff The Increase In stall 
n ed by the addition 01 a 
r of off ce space and the 

I n of a larger customer 
g ce ter 

In Flonda. the ASK office has moved 
10 Melbourne: thiS change makes the 
office more accessible to a greater 
number of ASK customers in the 
Florida area 

AI ASK corporate headquarters in 
Los Altos, CA the remodeling of the 
new office complex continues, The 
complex has doubled the available 
office space at ASK headquarters_ 

Users' Group Elects Officers 
The ASK National Users Group elect­
ed officers at the spring meeting In 
Montreal Canada 

SIGASK (Special Interest Group 
ASK) is the ASK national users group 
thaI acts as the umbrella organiza­
lion for the vanous local ASK users 
groups The SIGASK meeting was 
held In con/unC\lon with the HP 3000 
International Users Group 
Conference 

The officers elected were Eric 
Roberts, chairman, Audlchron Com­
pany, Atlanta. GA. and J Merle Ehs!. 
user interface coordinator. Alpha In­
duslries. Woburn, MA 

Enc Roberts. Ihe newly elected chair­
man. says he hopes to encourage 
greater participation by users and an 
effective exchange of information To 

that end. Roberts plans to publish the 
first Issue of a quarterly users 
newslel1er in August. 

SIGASK coordinates the ASK Users 
Conlrlbuted Software Library, which 
includes enhanced reports. utilities. 
and other useful information, The 
latest lape was mailed together with 
the May 1983 software release by 
ASK 

For more information aboul SIGASK. 
call Roberts at (404) 455-4895, 

ASK Stays in Shape 
Lunchtime athletics are more popu­
lar than ever at ASK corporate 
headquarters in Los Altos, CA 

Many employees use the lunch hour 
to JOQ_ taking routes through the tree­
hned streets of the neighborhood 
Some lake their running seriously: 
ASK has several marathoners. half­
marathoners. and a not-too-senous 
group of 10 employees who ran In 
San Francisco's "Bay-to-Breakers' 
race. ("It was a 76 mile party. said 
one ASK runner,) 

Other employees use a local athletic 
area to play basketball. tennis. or to 
swim Some play softball with the 
ASK softball team now playing liS 
third consecullve season 

r-----------------------------------, I NEWSMAN IS deSigned to keep you Informed aboul developments al ASK and In the ASK Family 01 Products, You can lei ASK's I 
TeChnical Communications Department know about any special Interests you have by answenng the lollowlng Questions We 

I welcOlTlF any comments regarding the current Issue, I 
I Suggestions or comments on NEWSMAN: I 
I I 
I I 
I Please send me more Information Name I 

on the MAN MAN Information Title 
I Sr.stem. Company I 
I 

P ease add me to the NEWSMAN Address __ M I 
I Phone I 
L ~~e~~e~0.2ec~n~I.:"~~c~O: ~:.. A~ ~~u: ~~~n~ ~o ~s~ ~V:'L: ~::~~2 __ .J 
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Robertson, Colman & Sf hens 

COMPUTER SYSTEMS (ASKI -

Fiscal Yeer 
F 1 ~82 F 1 ~B3 % Change F 1 ~82 F 1 ~83 % Change 

($ in millions except per shore doto) 

Revenues $ 7.3 $12.7 74 $24.~ $3~.4 58 
Pretax Income 1.3 2.0 54 4.8 6.7 40 
Pretax Margin 17.8% 15.7% - 12 1~.5% 16.~% - 13 
Tax Rote 44.1% 42.8% - 3 44.4% 41.4% - 7 
Net Income ~ 0.7 ~ 1.2 71 ~ 2.7 ~ 3.~ 45 
Per Shore 0.07 0.10 43 0.27 0.35 30 
Shores Out (MM) 10.5 1/.6 10 10.1 /I .1 10 

A recent visit with management confirmed the strength of current operations while it 
raised some strategic issues. Revenues for the yeor ended June 30, 1983 were $39.4 
million, up 58% from $24.9 million a yeor ago. Net income, which included $1.5 million 
of pretax interest income, rose 45% to $3.9 million or $0.35 per share on 11.1 million 
shores outstanding. Pretax mcrgins declined to 16.9% from 19.5% a year ago largely as Q 

result of more soles of lower margin turnkey systems. The ASKNET service bureau 
revenue bose grew to $5 million and is currently running at a $7 million annual rate. The 
year-end results also included $3.1 million of revenues and $135,000 of net income from 
recently ocquired Software Dimensions Inc. F1984 prolections are currently at the $60 
million revenue level with earnings per shore of $0.50-0.55. 

In contrast to the buoyant fundamental outlook for F 1984, questions are raised rf!90rding 
personnel vocancies within senior operating and marketing maoogement positions. Senior 
level management departures at Software Dimensions have necessitated shifting the 
Company's chief operating officer over to this area. In light of what is on unusual mix of 
strong fundamentals combined with some uncertainty regarding the preceding 
management question and related strategic issues, we feel the stock remains fairly 
valued at current levels. 

Fiscal 1983 revenue growth was impressive considering the poor economic conditions 
existing earlier in the fiscal year. Sales force headcount and related productivity provide 
a close carre lotion to gross revenues. Of the 43 salespeople at fiscal year-end 1983, 35 
were eligible for quota while 21 actuolly hit the $1.4 million target (j.e., 100% quota). 
For the year ended June 1984 the sales heodcount is expected to approach 60 with quotas 
being raised to a $1.6 million level. 

In the fourth fiscal quarter, several DEC VAX-based turnkey systems were shipped 
bringing the total to 15. A majority of VAX-related software modules are expected to be 
completed as scheduled this fall. The introduction of the VAX class machine greatly 
increases the Company's served available market while potentially improves its 
profitability levels. Due to differences in the DEC soles organization's philosophy, a 
lower percentage of systems wi II be sold as turnkey systems, as opposed to the 
Company's historical experience with Hewlett-Pockard computers. Since DEC aggres­
sively competes for the hardware sole, the Company will likely see more software-only 
sales resulting in increased margins. In F 1983 a significant portion of product 
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development spending was channeled inta the conversion of the product to the VAX 
machine. At a relatively low 8-9% of revenues, product development expenses are 
unable to support significant new product octivity until the DEC conversion toils off 
later in FI984. For the time being, the Company is not pursuing any further hardware 
relationships. Although a few software conversion projects are underway ot various 
supermini vendors, none is being done with the Company's full support. The areas of focus 
for new product development will be software to support shop floor dato entry, 
distribution management, and quality control. With over $/8 million in cash, the 
Company is not adverse to purchasing these product additions to the portfolio but is 
likely to develop them internally. 

The F1984 estimate assumes 140 systems sold, 30 of which will be DEC-based. The 
ASKf\ET service bureau currently has I 10 customers and is operating at an annualized 
run rote of $7 million. It is expected to contribute $8-9 million in revenues for the 
current fiscal year. Current projections for Software Dimensions put revenues at $6 
million with marginal profit contribution for the full fiscal year. 

Software Dimensions is a producer of microcomputer-based accounting software. It has 
been renamed ASK Micro Inc., and operates as a separate division. It generated $3.1 
million in revenues in fiscal 1983 from selling accounting packages for use on IBM, Apple, 
and micros using the CP/M operating system. Due to the recent departure of the 
founder, the division is now under the direct control of ASK's COO Tom Lavey. 
Operating priorities in F 1984 are to bolster the marketing effort while eliminating less 
profitable product offerings. The division will maintain its current distribution strategy 
using a combination of distribution/retail and OEM channels. At this point it is unclear 
to us os to where this operation strategically fits within ASK's basic business. While 
micrc>-based accounting software addresses a large market of six million small 
businesses, it is unclear haw well this market can be reached given the limited nature of 
the existing channels of distribution. Since the product represents a large complex 
commitment, competition centers around the issue of support. Distribution is moving 
toward the value-added retailer and system integrator, which are channels that require a 
Jorge investment in education, training, and follow-on support. 

ASK recognizes the strategic importance of offering an integrated workstation product 
as port of the manufacturing process. The Company's initial efforts in this direction are 
embodied in its PLANMAN software product which allows distributed micros to access 
and manipulate information within its host files. Management feels future products in 
this area are more easily developed from the existing technology base at ASK Micro. In 
addition to this exchange of micro technology, the Company intends to develop a micro­
based derivative of its turnkey manufacturing system. The product, which would olso 
torget ASK Micro's small business accounting market, would not be sold by the current 
soles force. There is a significant question as to how such a product could be marketed 
outside of a direct soles channel, and this would seem to represent a conflict in 
distribution channels. As a complicated solutiQ(H)riented sole, it seems to require the 
support of a direct soles effort. However, with on overage price thot is likely to be too 
low to support direct marketing expenses, the product will be distributed through retail 
channels. This product channel combination could prove to be difficult to master given 
the embryonic stage of the small business manufocturing softwore marketplace. ASK 
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Micro's long-term profit contribution remains uncleor in the obsence of further strategy 
clarification. In its current status it is likely to participate in the growth of the industry 
while not materially impacting ASK's overall growth rote. However, concern exists over 
the high degree of already limited senior manogement resources presently being devoted 
towards this area. 

CARTER W. DUNLAP 
SY KAUFMAN 
Dctober 4, 1983 
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ASK COMPUTER SYSTEMS ($19.625) 

The outlook for Ask, the leading vendor of manufacturing 
~nagement systems, appears healthier than ever. The econo­
my is strong, the competition has faltered, and the company 
is now squarely in the personal computer (PC) software mar­
ketplace with its acquisition of Software Dimensions (SO), 
now renamed Ask Micro. Management reports that Ask's back­
log entering FIQ84 (FY ends June) was at an historic high, 
with 70% of the quarter's new business target signed and 
awaiting shipment as of July 1. For F83, Ask generated 
revenues of $39.4 million, up 58%, and EPS of $0 . 35, a 30' 
gain . The margin decline resulted from increased selling 
and support expenses, as well as the pooling of SD. Sandra 
Kurtzig has resumed control of daily operations , and Tom 
Lavey, chief operating officer, will now assume full respon­
sibility for Ask Micro, while also retaining control of 
overall corporate marketing/sales. 

Lavey, one of the prime architects of Ask's sales force, has 
replaced the founder and president of SO in order to build a 
marketing thrust within the new subsidiary . Although Ask 
Micro boasts one of the top-selling PC small business 
accounting packages, Accounting Plus, its sales, packaging 
and promotional efforts, as well as profit margins, are well 
below Ask's standards. Lavey will try to position Ask Micro 
at the high end of the PC marketplace, targeting potential 
users who are willing to pay a premium price for premium 
product and service. Ask Micro has already rewritten 
Accounting Plus in the "e" language as the first step toward 
the introduction of a multiuser, Unix-based system. With 
four salesmen hired to date, the company has made the ini­
tial move towavd establishing a direct sales force aimed at 
dealers and distributors . The company targets 15 salesmen 
by fiscal year end. Ask Micro hopes to differentiate its 
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p r oduct and win retail shelf space by stressing its support 
a nd ser vice capabilities for both dealers and their c u stom­
e r s . The Ask relationship will serve Ask Micro well here , 
as Ask has established an excellent reputation for b u ilding 
p r oducts and selling them to first-time computer users. Ask 
Mic r o , for example , will be able to offer training classes 
a t Ask ' s seven regional education centers. 

As k Micro ' s premium strategy seems to run opposite to the 
c l ear trend toward declining prices in the PC software mar­
ketplace. For example, whereas Commodore plans to introduce 
bus iness-accounting software for its 64 computer priced 
be l ow $60 per module, Accounting Plus is currently priced at 
$ 600 per module. Peachtree, the subsidiary of Management 
Science America (MSA), has taken great pains to drive pro­
duc t ion costs down in preparation for price wars and has 
ele cted to stay out of the multiuser end of the market for 
f ea r of profitability pressures. Ask Micro must be careful 
no t t o bui l d a cost base so high that it is strangled if 
prices must be slashed . 

Given the strength of its base business , Ask is now in &n 
idea l position to gamble in the PC world . If its strategy 
i s successful, the company will have a Well - cultivated dea l­
er netwo r k which can serve as the launching ground for addi­
tio na l pr oducts , most likely aimed at vertical markets. As 
other major PC software vendors have shied away from vert i ­
cal markets (due to the high cost of sales and support ), As k 
c o uld vault into a leadership position. We have raised o ur 
F84 r evenue estimate from $55 million to $63 million , prima­
rily r ef l ecting the acquisition , and look for EPS in t he 
$0.50- $0 . 55 range . Ask remains our favorite long- term stock 
in the manu facturing software marketplace . 

(Scott Smi t h - - 9/19/83) 
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Systems 
Plus 1120 San Anlonio Road 

Palo Alto, CA 94303 
415/969/7047 Inc. TWX 91()'379-5000 

News 
Release 

Contact: Rick Lawler 
Media Relations Manager 
Systems Plus, Inc. 
(415) 969-7047 

FOR IMMEDIATE RE:LEASE 

Systems Plus to Handle Computerland Account 

Palo Alto, California -- A three-way agreement between 

Systems Plus, Inc., Ask Micro, Inc. and Computerland, Inc. has 

been reached, giving Systems PIUB eXClusive distribution of all 

Accounting PIUB software to Computerland's 650 outlets 

nationwide. 

Ask Micro, Inc. of Folsom, California became the publisher 

of Accounting Plus when they acquired the authoring group, 

Software Dimensions in July of last year. The Accounting PIUB 

product line is marketed directly to dealers and through a number 

of distributors and OEMs. 

Accounting Plus is a completely integrated accounting system 

designed for medium to large companies. Versions are available 

on CP/M, MP/M, MS-DOS, PC-DOS and Apple. with an installed base 

of over 10,000, Accounting Plus continues to be one of the most 

successful accounting packages on the market. 

Computerland will also be stocking BOOKS! The Electric 

Ledger and Lead Manager, both published by Systems Plus, Inc. 

MORE 



Computerland/Page 2 

BOOKS I is winning praise allover the country for its in­

novative approach to the automation of accounting and record 

keeping, by recreating the familiar bookkeeping environment on 

the computer screen . BOOKS! reportedly received the highest 

merks possible in the rating sheet prepared by Computerland's 

evaluation committee. 

Lead Manager is a sales management and lead tracking 

package for those who need to control large numbers of contacts . 

The package uses various select and sort options to give sales 

people, account managers, volunteers and others instant access' to 

information on their contacts and leads. Through the use of 

tables, the program can be customized to meet each user's needs. 

Systems Plus is an international publisher of business and 

professional software. The company is located at 1120 San 

Antonio Road, Palo Alto, CA 94303. Phone (415) 969-7047. 
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Current 
Price 

$16 

June FY 

52 Week 
Ronge 

$21-13 

Revenues 
Pretax Income 
Pretax Margin 
Tax Rote 
Net Income 
Earnings Per Shore 
Shares (MM) 

Robertson, Colman & Stephens 

ASK COMPUTER SYSTEMS* 

Ticker 
Symbol 

ASK I 

Fiscal 
Yeor 

June 

Earnings Per Shore Calendar PIE 
FI983 FI984E FI985E 1984E 1985E 

$0.35 $0.55 $0.80 25.0. 17.8x 

Third Quarter Nine Months 
F1984 F 1983 % Change F1984 FI983 % Change 

<$ in millions except per shore dotal 

$17.6 $11.0 60 $45. 1 $26.7 69 
3.1 1.8 73 8.2 4.6 77 

17.6% 16.3% 8 18.2% 17.4% 5 
43.0% 39.1% 10 43.3% 40.7% 6 

~ 1.8 $ 1.1 62 $ 4.7 $ 2.8 69 
0.15 $0.09 67 $0.40 $0.25 60 
11.6 11.6 11.6 10.9 6 

Quarterly results were measurably higher thon our earlier projections although fully 
consistent with Company expectations. Revenue growth thus for through fiscol 1984 is 
70% over the comparable period one year ago Q'ld directly reflects the buoyant 
conditions within the manufacturing industry and ASK's prominent role as a software and 
turnkey systems vendor to this market. Gross margins continued to oscillate around the 
50% level and were 47% in the reported quarter reflecting some volume discounts. 
Operating margins come in at the 15% level and were only minimally influenced by the 
ongoing losses within the ASK Micro business. Net income exceeded the Compony's goal 
of 10% of revenues with earnings per share $0.01 higher than our earlier projection. 

The Company's systems business continued to be quite strong with about 35 systems 
shipped during the quarter which represented about 65% of revenues. Of this total, about 
20% of the systems went out on the DEC VAX with the balance on Hewlett-Packard 
machines. Earlier DEC availability problems appeor to hove been resolved. ASKNET 
revenues in the quarter af about $2.5 million showed some sequentiol growth although 
they are expected to level off as a percentage of soles as customers ore eventually 
converted to turnkey systems. 

ASK Micro's quarterly revenues continued to be flat at about $O.S million. The Company 
has instituted a number of personnel changes within this area while trimming expenses 
over the lost four months. While management continues to express optimism regarding 
this operation, it must be viewed as a disoppointment to dote and clearly detracts from 
the more favorable fundamentals to be found within the Company's bose market. Efforts 
are underway to redirect ASK Micro's product thrust to develop a product to be 
positioned beneoth MANMAN and targeted at companies or divisions with revenues in a 
$5-15 million range. Product availability is projected in eorly calendar 1985. In the 
interim, ASK Micro represents a $2-3 million potential write-off which equates to 
$0.10-0. 15 in earnings per shore. 
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The Company's direct sales force is undergoing significant expansion with a current head­
count of 45-47 which is projected to be at 60 at the end of calendar 1984 and reach 85 by 
the end of fiscal 1985. It appears that ASK is attempting to dramatically increase its 
market share over the next 18 months in concert with reaching the $100 million 
annualized revenue level. We are certainly impressed with the Company's penetration of 
emerging high technology firms, which was amply demonstrated to us recently as a 
consequence of visits to a number of small, privately-held companies. 

ASK is a rather dichotomous company in the sense that its underlying fundamentals 
continue to be .so favorable and yet ore mitigated by the ASK Micro situation and whot 
moy prove to be on overzealous commitment to rapid growth through fiscal 1985. We 
have raised our fiscal 1984 projections by about $3 million to a $63-66 million range with 
earnings per shore remaining in a $0.53-0.57 range. In fiscal 1983, the Company reported 
$39.4 million in revenues and $0.35 per shore. Similarly, fiscol 1985 projections hove 
been raised by $5-10 million to a $90-100 million range with earnings per shore increased 
by $0.10-0.15 to a $0.75-0.90 range. We expect eornings per shore for the next two 
quarters to be flat with the lost two quarters in a $0.15-0.17 range before breoking to the 
upside. This expected short-term performance, in conjunction with the previous 
reservations, suggest that the stock continues to be fairly valued at present levels. 

SY KAUFMAN 
Apr iI 30, 1984 

* * * * * * * * * * * 
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Current 
Price 

52 Week 
Range 

$18 $21-13 

June FY 

Revenues 
Operating Income 
Operating Margin 
Pretax Income 
Pretax Margin 
Tax Rate 
Net Income 
Per Shore 
Shores (MM) 

Ticker 
Symbol 

ASKI 

Fiscal 
Year 

June 

Robertson, Colman & Stephens 

Earni~s Per Shore Calendar PIE 
1984E 1 985E F 19831984 F 1 985E 

$0.35 $0.53 $0.76 28.6x 20.0x 

Fourth Quarter Fisca l Year 
1"1984 F1983 % change F 1984 F 1983 

($ in millions except per shore data) 
% ChOnge 

$19.9 $12.7 58 $65.1 $39.4 65 
2.0 1.7 15 8.8 5.2 68 
9.9% 13.6% (27) 13.5% 13.2% 2 

$ 2.7 $ 2.0 35 $10.9 $ 6.7 64 
13.6% 15.9% (15) 16.8% 16.9% (I) 
45.3% 42.8% 6 43.8% 41.4% 6 

~ 1.5 ~ 1.2 29 ~ 6.1 ~ 3.9 57 
0.13 0.10 30 0.53 0.35 51 
I 1.7 11.6 I 11.7 11.1 5 

Quarterly revenues were modestly higher than projections and reflect the strong ongoing 
demond within the manufacturing sector for ASK's software and turnkey systems. The 
reported cpJOrter was a record for the Company in all respects, i.e., bookings and 
shipments. Management reports this strength overlapping into the current quarter which 
has traditionally been seo.sonolly soft. Gross margins were 47% in the quarter and 
reflected about $0.5 million in write-offs related to the ASK Micro business closure. The 
Company is now free of any future ASK Micro financial liabilities. Gross margins would 
hove been in the 50% range without the negative impact of ASK Micro. Operating 
margins were in the 10% range but should now recover to intrinsic levels of 13-14%. 
Reported earnings per share were $0.03 greater thon projections resulting from our 
eorlier assumption that the Company would not recover any money from the ASK Micro 
discontinoonce, which was not the case. 

System shipments in the quarter were in excess of 40 turnkey units, only about 10% of 
which were DEC VAX machines. t-Iowever, VAX-related software revenues were 
~roximately 30% of total software revenues realized in the reported quarter. It 
continues to be important for the Company to increase its VAX mix in turnkey system 
sales as well as in stand-alone software modules. Although we believe thot the HP 3000 
family does not currently suffer a price/performance disadvantage with regard to VAX, 
the lotter's market popularity and use by competing firms demands that ASK increase its 
market profile as a V AX value-added vendor. Management continues to "study" the 
issues surrounding the use of on IBM computer platform. 

Fiscal 1985 represents another major year of challenges for the Company; certainly in 
both the sales and new product areas. Quota soles personnel staffing increased 50% in 
fiscal 1984 to a 45 level with 70-75 personnel budgeted by the end of fiscal 1985. At 
least three new product modules are also planned for release in the current fiscal year. 
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All of the preceding must be orchestrated ogainst what is believed to be a $100 million 
revenue target in fiscal 1985. Certainly the Company would appear to hove the product 
portfolio (assuming that VAX-related sales productivity improves) and market fundamen­
tals at the present time to achieve this end. The challenge, of course, will be to manage 
the growth. In that regard, we were delighted to have manogement relieve itself of the 
ASK Micra burden. We continue with fiscal 1985 revenue projections of $90-100 million 
and earnings per shore of $0.70-0.80. This equotes to about a $0.90 calendar 1985 EP5 
estimate which accords the Company a premium multiple in todoy's market. On that 
basis, we regard the stock as fully priced to all but long-term accounts. 

June FY 

Revenues 
Operating Income 
~rating Margin 
Pretax Income 
Pretax Margin 
Tax Rate 
Net Income 
Earnings Per Shore 
vs. F1984 

SY KAUFMAN 
August 15, 1984 

$19.5 
2.7 

13.9% 
$ 3.5 

17.7% 
41.2% 

$ 2.0 
$0.17 

0.09 

Fiscal 1985 
Q2E Q3E Q4E 

($ in millions except per shareoota) 

$22.0 
3.1 

13.9% 
$ 3.8 

17.3% 
43.5% 

$ 2.2 
$0.18 

0.16 

$24.0 
3.3 

13.9% 
$ 4.1 

17.0% 
44.2% 

$ 2.3 
$0.19 

0.15 

$26.0 
3.6 

13.9% 
$ 4.4 

16.8% 
43.5% 

$ 2.5 
$0.21 

0.13 

* * * * * * * * * * * 
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Year 

$91 .5 
12.7 
13.9% 

$ 15.7 
17.2% 
43.2% 

$ 8.9 
$0.76 

0.53 



Current 
Price 

$15-1/2 

Robertson, Colman & Stephens 

ASK CO TER SYSTEMS, INC. 

52 Week 
Range 

Ticker 
Symbol 

Fiscal 
Year 

$20.13 ASKI June 

June FY 

Revenues 
Operating Income 
Operating Margin 
Pretax Income 
Pretax Margin 
Tax Rate 
Net Income 
Per Share 
Shores (MM) 

Calendar PIE 
I 984E 1985E 

Earnings Per Shore 
FI983 F1984 FI985E 

$0.35 $0.53 $0.75 25.4x 17.2x 

First Quarter 
F 1985 F 1984 % Change 

$ 18.0 
2.7 

14.8% 
$ 3.2 

17.6% 
46.0% 

$ 1.7 
0.15 
11.7 

$12.5 44 
1.3 102 

10.6% 40 
$ 1.8 80 

14.1% 24 
43.4% 6 

$ 1.0 72 
0.09 67 
11.6 

Quarterly revenues were about $1 million below earlier projections which resulted from 
two factors. These included an unexpected and nonrecurring loss in sales productivity 
during the quarter related to ASK's annual sales meeting, coupled with delays on the part 
of t-lewlett-Packard (HP) in shipping fully-configured systems to customers. The latter 
problem relates to HP not shipping all required system peripherals (terminals and disk 
drives primarily) in a timely fashion so os to be recognized in the quarter. Gross margins 
came in at 48.5% or 1.5 percentage points hi~er than the immediately prior quorter 
which was depressed by the $0.5 million ASK Micro write-off. Operating margins in the 
quarter recovered to intrinsic levels and were at 14.8%. The Company's cosh-equivalent 
position remained static at about $25 million and contributed about $0.5 million in other 
income. ASK's tax rate was measurably higher than earlier projected, reflecting a more 
conservative posture by financial management. The combined revenue shortfall and 
higher tax rate resulted in earnings per shore being $0.02 below earlier projections. 

System shipments in the quarter were about 40 units of which about 20% were on the 
DEC VAX machine. This represents a measurable improvement from the immediately 
prior quarter when four or five DEC systems were in the shipments mix. Management 
remains optimistic of improving this mix through the year although VAX-configured 
systems exhibit a 20% price premium to similar HP 3000 systems. It is important to note 
the recent introduction of the HP Model 37 system which ASK is using to configure on 
entry level system called ASK MATE. This product will sell in the $125,000 range, 
support 10-15 users, and exhibit attractive gross margins due to the heavy weighting of 
software in the product's composition. Shipments for ASK MATE are scheduled to begin 
in December 1984. 

The Company appears to be a prime beneficiary of the current domestic copital spending 
boom with no short-term likelihood that these fundamentals will change. Accordingly, 
we continue with fiscal 1985 revenue and EPS projections of $90-100 million and $0.70-
0.80, respectively. This equates to about a $0.90 calendar 1985 EPS estimote which 
accords the Company about on industry overage multiple in today's software market. We 

- I -



Robertson, Colman & Stephens 

are somewhat annoyed by the Company's execution during the quarter but oot to the 
extent that we are willing to turn our back on the favorable fundamentals. 
Consequently, we oow believe that the stock is relatively attractively priced and may be 
purchased by aggressive accounts. 

Fiscal 1985 
June FY QIA Q2E Q3E Q4E Year 

($ in millions except per sharecrata) 

Revenves $18.0 $22.0 $24.0 $26.0 $90.0 
Operating Income 2.7 3.1 3.3 3.6 12.7 
Operating Margin 14.8% 13.9% 13.9% 13.9% 14.1% 
Pretax Income $ 3.2 $ 3.8 $ 4.1 $ 4.4 $15.4 
Pretax Margin 17.6% 17.3% 17.0% 16.8% 17.1% 
Tax Rate 46.0% 43.5% 44.2% 43.5% 44.2% 
Net Income $ 1.7 $ 2.2 $ 2.3 $ 2.5 $ 8.6 

Earnings Per Share $0.15 $0.18 $0.19 $0.21 $0.73 
vs. F1984 0.09 0.16 0.15 0.13 0.53 

SY KAUFMAN 
BRIAN MUTERT 
October IS, 1984 

* * * * * * * * * * * 
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June 8 , 1984 

Esther Dyson 
Ed-Ventures 
375 Park Ave. 
New York, NY 

Dear Mr. Dyson: 

0152 

\ 

--- --=- ----- ..... 

ASK puter Systems ;s closing its microcomputer software subsidiary , ASK 
Micro, and we are sel l ing at a closed auction one-time paid-up licenses to 
our Accounting PluS® products . You are invited to participate in this 
precedent- setting auction . All bids must be submitted to Arthur Young & 
Company, certified public accountants, by 5:00 PM, June 27 , 1984 on the 
enclosed bid registration form . 

Accounting Plus has ranked on the top ten list of best selling accounting 
software packages for the last 17 months, as reported monthly by Computer 
Merchandising magazine. In the most recent monthls report, Accounting Plus 
ranked fourth. Over 50,000 Accounting Plus packages are now in use . The 
software runs on IBM and IBM-compatible, on Apple II and lie, and on CP/M~ 
based personal computers . All Accounting Plus products have years of 
development behind them, are flexible, comprehensive, and have outstanding 
documentation . 

Ten Accounting Plus products are available for bid: Accounts Receivable, 
Accounts Payable , Genera l Ledger, Payrol l, Inventory Control , Sales Order, 
Purchase Order, Point of Sale, Fixed Asset Accounting, and Mailing List 
Manager . Companies may bid individual product lines, individual products 
within product lines, or al l product lines and they have the choice of 
bidding on non~exclusive one~ time paid ~ up licenses, or one ~ time paid- up 
exclusive licenses. 

The auction will be by sealed bids to be opened at 5:00 PM, June 27, 1984. 
A full deposit cashier's check or stand~by letter of credit backing your 
bid must accompany all bids. Bids should be submitted t o Arthur Young & 
Company, 55 Almaden 8lvd ., San Jose, CA 95113. All bids and bidders will 
be kept confidential. ASK reserves the right to reject or accept any bid . 

Exclusive rights to any of the products will be sold where the highest 
exclusive bid is greater than the sum of all non-exclusive bids for that 
particular product line . 

ASK Computer Systems Inc. 730 Distel Drive, los Altos, California 94022 (415) 969-4442 
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A minimum bid of $50,000 per package of Accounting Plus products for IBM 
and IBM-compatible computers will be required and a minimum bid of $10.000 
per package of Accounting Plus products for CP/M-based computers will be 
required. 

Successful bidders will receive the source code. full use of user and 
training documentation. and all available sales and promotional literature 
for the products as well as the unlimited one-time paid-up licenses. 

We are closing ASK Micro because the strong demand and huge market for our 
minicomputer-based manufacturing software products and indicated that our 
management resources be focused in that area. 

We opted for this unusual form of divestiture rather than an outright sale 
after being approached by a number of l arger retailers who want to private 
l abel the products and by hardware vendors who want to incorporate the 
product into their lines or do promotions with the software to sell more 
hardware. This unique auction procedure will give computer hardware 
manufacturers. retailers. distributors, and others the opportunity to 
purchase exclusive or non-exclusive licenses to any or all of the 
Accounting Plus software products . 

We look forward to receiving your bid. 

Sincerely, 

Sandra L. Kurtz; 
Chairman and CEO 

SLK:bam 
Enclosures 
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BeST SELLERS 
• I 

I Syat.ma I . 11~"/ 
ft~~~// Accounting h;;;~ft;;~t~1j 

DOLLARS AND SENSE-Monogram 
This is an advanced accounting program designed with the novice In mind, It 
does IT'IOfe than Just keep the checking aCCOlJnt straight; it can set up budgets 

1 1 4 on 120 dineren! accounts, and checks, and remind you when bills are due, • • 
Beginners will like the simple instructions, samples, and on·screen prompts, 
More advanced users wilt key on the speed and power of the program, 

HOME ACCOUNTANT- Continental 
A complete home financial management program, Program Includes checkbook 

2 2 17 balancing, budgeting, printing of Checks, a personal general ledger and a net 
worth statement, Full high resolution graphing of all assets and liabilities, Main. • • • • 
talns a history of all transactions, 

GENERAL ACCOUNTING-BPI 

3 3 17 Standalone general ledger program that Is easily Integrated inlo manufacturer's • • • • complete business aCCOlJntlng software, 

ACCOUNTING PLUS ASK Micro 

• An integrated elght.module accounting package, Provides password protectIOn 

4 9 17 at lhe program level, assembly language file handler, an enhanced general • • • • • ledger that includes prior year and oudget comparisons, and expanded decimal 
capabilities, 

ACCOUNTS RECEIVABLE-BPI 
A computerized receivables program for the small business, Produces aged 
trial balances, a list of overdue accounts, a report of detlnquent accounts, and 

5 4 2 cash collections reports, Also prints monthly customer statements, and over· • • • • • 
due notices, The system can accommodate as many as 900 monthly transae-
tlons for up to 500 customers, 

EASYBUSINESS SYSTEMS IUS 

e e 11 Part of the "Easy" series of IUS software, This accounting program features • • modular packages fO( all basic accounting functions, 

STATE OF THE ART State of the Art 
Transportable accounting software written in Pascal, SuPports a large number 

7 7 14 of computers, Offers modules in general ledger, aCCOlJnts payabte, accounts • • • • 
receivable, and budgeting and reporting, 

PEACHTREE ACCOUNTING- P .. chtr • • 

8 8 17 Integrated series of accounting modules, a~ Interactive with each other, In· • • • • cludes general ledger, accounls,payable, accounts recelvable, 

HARDISK ACCOUNTING SERIES- Great Pli lna 
Designed for smaU business management and accountlng, comes wllh opera. 

9 5 14 tlons manual thai Includes step by step instructions and Closs·reference screen • • • 
displays, A tOlal of five modules are available in the series, 

REALWORLD-MBSI 
Program offers the following six business applications packages for mia'ocom. 

10 - - puters: accounts receivable, order entry/invento(y control, sales analysis, ac- • • • • • 
counts payable, general ledger, and payrotl, 

AP-Appie, CP/M_Cor1troi Progrlm to( Microcomputer., DEC-DIgItal Equipment Corp" IBM_Internatlonat BuSIMSS Machinea PC DOS, 
MS DOS_Microsoft Disk O!»"at/ng Sy.tem, TI_Texn In,trumentl, TRS_T.,\dy Radio Shack, OTHER-AI Other Sy. tems 
Be$t,seIIing software program. KrOla the country tin.:! on rltlW file, volume IS I\,IfVlyed by Easlman PUblithing, 

• 

• • • 

• • 

• • • 

• • 

• • 

• • 

• • • 

COMPUTER MERCHANDISING_ 
124 Computer MerchlndlPlg/May '* 

• 

--



DO NOT FOLD 

R efer ' 0: 

BUS I NESS REPLY MAIL 
I"II'IST CLASS _"MIT 1010, .~ .... A'" .JOSL CALlI"OltNIA 

POSTAGE WIll. BE P .... D BY ADDflESSEE 

ARTHUR YOUNG & COMPANY 

P. O. BOX 15035 

55 ALMADEN BOULEVARD 

SAN JOSE, CALIFORNIA 951 t 5 

IIIIII 

s _ 

NO POSTAl: 
NECESSAR't 
IF MAtLED 

IN THE 
UNITEO STAT 



-= -------------

ASK MICRO INC . 

BID REGISTRATION FORM 

Non-Exclusive License 
Mi nimum 

Exclusive License 

Accounting Plus® 
IBM OR IBM Compatible 
PC DOS/MS OOS 

General Ledger 
Accounts Payable 
Accounts Receivable 
Payroll 
Inventory Control 
Sales Order 
Purchase Order 
Point of Sale 
Fixed Asset Accounting 
Mailing List Manager 

Total Product Line 

Accounting PlusS 

CP/M Based 

General Ledger 
Accounts Payable 
Accounts Receivable 
Payroll 
Inventory Cont ro 1 
Sales Order 
Purchase Order 
Point of Sale 
Fixed Asset Accounting 
Mailing List Manager 

Total Product Line 

Version 
Bidding 

For'" 

Bi d Bi d 

$50,000 
$50,000 
550,000 
550,000 
$50,000 
550,000 
550,000 
550,000 
550,000 
$25,000 

Non-Exclusive License 
Hi n imum 

Bid 
(For each 
version) 

5\0,000 
$10,000 
5\0,000 
$10,000 
5\0,000 
S\O,OOO 
S\O,OOO 
$10,000 
5\0,000 
5 5,000 

Bid 
(For each 
version) 

'Available Versions: CB80" , CBASIC" , CBASIC/86", and C886" 

BID FOR ALL ABOVE ACCOUNTING PLUS" PRODUCT LINES 
(IBM AND ALL CP/M VERSIONS) 

Bid 

Exclusive License 

Bid 
(For each 
version) 



TERMS AND CONDITIONS OF THE AUCTION 

1. Stand-bY letter of credit or cashier's check for full amount of bid 
must accompany all bids. 

2. ASK Micro Inc. (ASK) reserves the right to accept or reject any 
bids. In the event of a dispute concerning any bid or bids, the 
decision of ASK shall be final. 

3. All bids are for one- time fully paid-up unlimited copy licenses. 

4. If the sum of all non-exclusive acceptable bids for a product line 
exceeds the highest acceptable exclusive bid, then the non-exclusive 
bidders will be awarded the products . Otherwise the highest accept­
able exclusive bidder will get the only license. (There is no limit 
on the number of non-exclusive bids that can be accepted by ASK.) 

5. DISCLAIMER OF ALL INDEMNIFICATIONS AND WARRANTIES: ASK MAKES NO 
PROMISES DR WARRANTIES, EITHER EXPRESSED OR IMPLIED, WITH RESPECT TO 
THE QUALITY, PERFORMANCE , MERCHANTABILITY, OR FITNESS FOR ANY 
PARTICULAR PURPOSE OF ANY AND ALL OF THE PRODUCTS BEING AUCTIONED. 
THE PRODUCTS ARE LICENSED "AS IS" AND THE BUYER RECOGNIZES THAT THE 
PRODUCTS ARE COMPLEX ANO UNDERSTANDS THAT ASK HAS NO LIABILITY. THE 
ENTIRE RISK AS TO THE QUALITY AND PERFORMANCE OF THE PRODUCTS ARE 
WITH THE BUYER. SHOULD THE PROGRAM PROVE DEFECTIVE, THE BUYER 
ASSUMES THE ENTIRE COST OF ALL NECESSARY SERVICING, REPAIR, OR 
CORRECTION . IN NO EVENT WILL ASK BE LIABLE FOR DIRECT, INDIRECT, 
INCIDENTAL, OR CONSEQUENTIAL DAMAGES RESULTING FROM ANY DEFECT IN 
THE PRODUCTS EVEN IF ASK HAS BEEN ADVISED OF THE POSSIBILITY OF SUCH 
DAMAGES. 

6. All software product sales will include source code listings and 
other available internal documentation, including training and sales 
documentation and literature . 

7 . Successful bidders will be notified on June 28,1984 . (The names of 
successful bidders will not be publicly announced by ASK, although 
the bidding company may make their own announcement . ) 

I have read and accept the above Terms and Conditions of Sale . I 
understand that ASK reserves the right to reject any and all bids. 

Date Signature 

Title: _ _________ _ 

Company: __________ _ 

Address : ___ ___ ____ _ 



MINIMUM EQUIPMENT REQUIREMENTS 

IBM , IBM XT" or IBM Compatibles (PC-OOS/MS-OOS) : 

Two floppy drives 600K each or hard disk 
96K RAM 
132 column printer 

CB80" 

Two floppy drives 600K each or hard disk 
56K RAM (CP/ ) 
48K RAM (MP/M" as a single- user system) 
132 column printer 

CBASIC® 

Two floppy drives 320K each or hard disk 
56K RAM (CP/M) 
48K RAM (MP/M as a single-user system) 
132 column printer 

CBASIC/86" 

Two floppy drives 320K each or hard disk 
128K RAM 
132 column printer 

CB86" 

Two floppy drives 650K each or hard disk 
128K RAM 
132 column printer 

Accounting Plus is a registered trademark of ASK Micro Inc . 
CP/M and CBASIC are registered trademarks of Digita l Research . 
CBASIC/86, MP/M , CB80, and CB86 are trademarks of Digital Research . 
Me - DOS is a trademark of Microsoft Corporation. 
IBM PC and IBM XT are trademarks of IBM . 
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TO BUSINESS WIRE EDITORS 
Eas tern and \~es tern Ci rcu it 
All Cal ifornia 

June 5, 1984 
FOR RELEASE AT 3:00 PM PST 

ASK AUCTIONS SOFTWARE 

Contact: All i son Hartmann 
Publ ic Relations t1anager 

Los Al tos, Ca l if. - In a precedent- setting action , ASK Computer 

Systems Inc . announced that it will conduct a sea l ed bid auction of its 

Accounting PluS' microcomputer software products on June 27,1984 . 

Accounting Pl us has ranked on the top ten list of best selling 

accounting software packages for the last 17 months , as reported monthly by 

Computer Merchandising magazine . In the nDst recent month1s report, 

Accounting Plus ranked fourth . Over 50,000 Accounting Plus packages are 

nO'i1 in use . The software runs on IBM and IBM-compatible , on Appl e I I and 

lIe , and on CP/M-based personal computers . Accounting Plus was marketed by 

ASK Micro Inc . , a subsidiary of ASK Computer Systems Inc., which was 

origina ll y known as Software Dimensions before its acquisition by ASK in 

June 1983 . 

ASK opted for this unusual form of divestiture rather than an outright 

sale when it decided on June 5, 1984 to close its ASK Micro subsidiary . 

ASK ~icro represented less than 4~ of ASK's total business . 

According to Sandra L. Kurtzig, chairman and chief executive officer , 

"The strong demand and large market for our minicomputer-based manu­

facturing software products indicated that our management resources be 

focused in that area . 1I 

-more-



Successful bidders will receive the source code, full use of user and 

training documentation, and all available sales and promotional literature 

for the products as well as the unlimited one- time paid- up licenses . 

~SK Computer Systems Inc. develops management information systems for 

manufacturing companies and has more than 650 MANM~N8 manufacturing 

installations worldwide. 

#### 

A~ASK 
ASK COMPUTER SYSTEMS INC . 




